


* 


Vol. XXIX, No. 3498 


The Newspaper of the Industry 


Published Weekly at 
2666 Penobscot Bldg. 











. inl cha ~d 


ph 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Representa- 
tives of leading auto credit in- 
stitutions and NADA officials who 
conferred on auto credit last week 
went to considerable pains to avoid 
_ giving any indication of fear that 
would tend to undermine public 
confidence in the auto market. 
However, there is evidence that 
considerable concern was ex- 
pressed about the quality of auto 
credit outstanding even though 
the amount of credit is consid- 
ered healthy in view of high per- 
sonal income. 
The finance conference was called 
@s a closed meeting by NADA. 
NADA’s caution is understandable 
.in view of the fact that any indi- 








Top Cars 


New-car registrations for three 
months: 


1955 Pos. Mane 1954 Pos. 
1—332,461 Ford 288,809— 1 
2—$11,534 Chev. 286,603— 2 
8—171,464 Buick 104,943— 3 
4—155,551 Plymouth 97,542— 4 

- §—131,711 Olds. 69,622— 7 
- 6—119,389 Pontiac 82,073— 5 
I 176,624 Mercury 74,087— 6 
, 8& 67,611 Dodge 36,282— 8 
9— 40,671 Chrysler 27,683— 9 
- 10— 36,877 Cadillac 20,173—11 
> 11— 29,080 DeSoto 20,049—12 
' L— 24,356 Stude. 23,248—10 
18— 16,945 Nash 18,685—13 
14— 10,309 Packard 12,766—14 
15— 9,071 Hudson 7,865—16 
16— 6,757 Lincoln 8,944—15 
17— 2,305 Willys 4,302—17 
18— 539 Kaiser 1,762—18 

8,980 Misc. 5,633 

Total All Makes 
735 1,191,021 


Further details on Page 64. 
is 








NADA, Finance Chiefs Weigh A 
_ Six participants in the automobile credit conference staged by NAD 
cessed during the full day's program. From left, Charles G. Stradella, president, GMAC; Arthur Dietz, chairman, Univergal C.I.T. 
“Credit Corp.; Frank H. Yarnall, NADA president; Robert L. Oare, president, 
— Co.; E. C. Wareheim, chairman, Commercial Credit Corporation, \and Frederick J. Bell, NADA executive vicejpresident. 


Quality of Credit Causes Concern 
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uto Credit— 





cation of alarm from such an m- 

formed group of finance men coul¥ 

well cause a panic detrimental to 

the auto market and the economy. 
7 * - 

At“ unpublicized was the fact 

that Dr. Arthur Flemming, di- 


Output Rebounds 
Quickly to Near 
Record Levels 


By Martin L. Whitmyer 
Staff Writer 
Aure production swung back 
into high gear last week as 
U. S. manufacturers turned out an 
estimated 182,960 cars, second only 
to the record 184,114 cars produced 
during the last week of April. 

Combined car-truck output to- 
taled 213,205 units, second only to 
the 216,404 units built during the 
week ended Apr. 30, and U. S.-Can- 
ada car-truck production hit 227,175 
units, second highest week on rec- 
ord. The alltime high of 230,792 
units was set during the last week 
of April. 

Last week’s car output, a de- 
cided upturn from the 172,476 
cars produced the previous week, 
was 179.2 percent of Automotive 
News’ three-year index. The pre- 
vious week’s production, lowest 
since the week ended Apr. 9, was 
168.9 percent of the index. 

Despite the cutback during the 
previous week, manufacturers pro- 
duced 355,436 cars during the first 
12 working days of May. In com- 
parison, the first week of Apri] pro- 
duced only 168,020 cars, and the 
first 12 working days 343,464 units. 

. . * 


(cosrraruine at the present rate 
of more than 29,600 cars a day, 
(Continued on Page 77, Col. 3) 


in Washington Tuesday were photographed as 


merican Finance Conference and chairman, 
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cars—a record far ¢ 
years since World 
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NEws’ month 


more than luvu@#uv trom the revised 
Apr. 1 figure/of 643,538. 

A year ago May 1, unsold new 
cars in th¢ field numbered 607,275, 
a record fotal then and one which 
stood as fhe postwar high until last 
month’s/upsurge. 
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ing/ nor is there any indication 













- ™ | pécted. 
alee Despite the fabulous sales 
claims that have been emanating 
1a from various factories, sizzling 
tH 5 production rates continue to add 
cars as fast as, or faster than, 
dealers can move them. 
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N ODD element in the inven- 
tory picture is that most deal- 
ers are uncertain where to draw 
the line. In the past, there usually 










s 100,000 i 


% current monumental stock- 
pile shows no signs of shrink- 


wien a downturn might be ex- 


The factory sales reports have so 
far not been matched by official 
registration returns. In some cases, 
it 1s likely that dealers themselves 
have misled their factories as to 
of today’s market. 


* * Arte. 
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Dealer Stocks of ’55s Soar Past 750,000 
_ As Output Push Add 


z NS 


Month 


Sheldon 


‘Associate Editor 


inventories at franchised dealerships 
across the nation Mave reached the level of 757,856 new 
passing those previously set in all the 


The total, compiled last week from information gathered 
as of May 1 ip Avtomonvas——"—"—————”— Cc 


cars-in-stock 
census, represents a gain of 


has been an outcry among dealers 
whenever stocks flirted with the 
600,000 mark, 

At this point in the 1955 sales 
year, however, 600,000 cars would 
be under a 30-day supply, and 

(Continued on Page 6, Col. 4) 


Used-Car Dealers 
Set Stage for 


New-Car Growth 


ee ee of the 
National Used Car Dealers Assn. 
ratified here last week a member- 
ship vote to change the name of 
the organization, effective June 1, 
to the National Independent Auto- 
mobile Dealers Assn. 

The move was hailed by several 
directors as a step toward favor- 
able recognition of the independ- 
ent dealer as one selling new cars 
as well as used. 

“It’s the coming thing,” some of 
the directors said. 





+ 
oe. that the so-called prac- 
tice of bootlegging new cars to 
(Continued on Page 4, Col. 3) 





rector of the Office Pf Defense oye 
Mobilization, was a guest speaker. ‘Cold’ Stocks Piling Up... 
He was concerned with a problem 
of the future. 
And, while his was off the 








ecord, it is understood that | 

Vhen the Administration asks for 
extension of the Defense Produc- 
tion, Act, it also/ will ask for 
emetgency standby economic con- 
trols. 


It is helieved that Dr. Flemming 
(Coytinued on Page 4, Col. 1) 


Dedters’ Total New-Car Stocks 


(In Field and in Transit to Field) 


WASNT TD 19 26 co 
WALSEILMTITNN, 1200 
WAS IMTLT, 220 co 
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By Joseph M. Callahan 
Staff Writer 
A PROBLEM that is almost driv- 
ing dealers to distraction is 
“how to sell cars out of stock.” 
And many are fearful that the 











PREVIOUS RECORDS 


HIGH LOW 
643,538 Cars—Apr. 1, 1955 157,607 Cars—Nov. 1, 1954 





—Automotive News compilation 





Option-itis Plagues Dealers 


“cold” merchandise will add up to 
a terrific headache at cleanup 
time. 

Although always present to some 
extent, the problem has reached an 
alarming stage for some dealers 
because of the vast number of 
variations possible with today’s 
cars. : 

A survey of Detroit dealers sell- 
ing ali makes revealed last week 
that they are seriously coping 
with this problem, hoping to solve 
it at least partially. 

Particularly hurt by the plague 
of “multiple option-itis” are Plym- 
outh, Chevrolet, Hudson, Packard 
and Buick dealers. It is a fairly 


serious thing with the Dodge, Lin- 
|coln-Mercury, Ford, Chrysler and 


DeSoto dealers. a 
PRON sIAS, Studebaker, Nash and 

Oldsmobile dealers are well 
aware of the problem, although 
these dealers admitted some other 
problems were more pressing. A 


\‘Cadillac dealer said he was not 


bothered by the multiple car varia- 
tions. 

A Chrysler dealer summed up the 
problem in these words: 

“The average buyer wants a 
car that is unique. Buying a car 
gives him a chance to assert his 


| individuality. He studies all the 


possibilities; he goes home; he 
talks with his wife, and then he 
comes back to order a car that is 
different from every other auto 
in the world.” 

The dealers felt that factories are 
well aware of this complex situa- 

(Continued on Page 73, Col. 1) 
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Three in a Row? ... 


55 Sales Rate Holds 
At 600,000 a Month 


By Robert M. Lienert 
Associate Editor 
AY new-car sales are running 
at a clip that should put the 
month’s total beyond 600,000 last 
week’s field reports indicated. 
With April sales estimated at 

630,000, a turnover in excess of 

600,000 this month would mark 

the third consecutive month in 

which that stratospheric figure 
was topped. March registrations 

amounted to 636,534. 

Only once before in history have 
new-car registrations topped 600,000 
three months in a row. That was 
in the late summer of 1950, when 
registrations, swollen as a result 
of fighting in Korea, hit 609,926 in 
July, 683,995 in August and 625,755 
in September. 

+ + 
IGHT now, chances seem ex- 
cellent that the sales surge will 





Driver of Year— 


President Eisenhower pins the trucking 
industry's highest award for safety and 
heroism on the industry's Driver of the 
Year, Floyd J. Pemberton, Detroit. Pem- 
berton saved the lives of two women 
trapped in a flaming automobile at the 
risk of his own life. His safety record 
consists of driving more than half a mil- 
lion miles in nine years with only one 
minor accident. 


New Lamps 






7a improved Sealed Beam | 
headlamp developed coopera- 
tively by the automotive and light- 
ing industries will be factory-in- 
stalled as original equipment on 
new motor vehicles after July 4, 
1955, the Automobile Manufacturers 
Assn. announced last week. 

Except in two states, the new 
headlamps are expected to be legal 
throughout the U. S. and Canada, 
the AMA said. 

In Idaho the new law does not 
become effective until Jan. 1, 1956, 
and in Georgia a bill will be in- 
troduced at the next session of 
the Legislature. 

Dealers in those states will be 
advised by manufacturers to aim 
the new lamps according to the 
lower specifications of the original 
Sealed Beam design. - 


ESIGN improvements in the 
headlamp have required mod- 
ernization of the motor vehicle 
codes of 30 states, where older reg- 
ulations permitted use of only the 
original type of unit. 
Like the original design, the new 
lamp is constructed as a single, her- 


Mich. Votes to Kill 
Outstate Car Tax 


LANSING.—The Michigan Sen- 
ate has passed a bill to exempt 
automobiles bought in the state 
for registration in other states from 
the state sales and use taxes. 

Special licenses for taking such 
cars out of Michigan would be re- 
quired instead at a fee of $5. The 
measure, which would apply to 
factory driveaway cars, has already 
been approved by the House and 
now awaits Gov. G. Mennen Wil- 
VNiams’ signature. 


Original-Equipment Installation on Vehicles OK’d 
By Law in All but Two States 
















continue into June and set a record 
by establishing that month ag the 
fourth in a row in which registra- 
tions surpassed 600,000. 

The current daily sales rate of 
24,000 new cars—if maintained— 
would be just high enough to put 
May in the 600,000 class. How- 
ever, the traditional pickup be- 
fore Memorial Day should be 
enough to put May over that 
numerical hump. 

June, with end-of-first-half sell- 
ing campaigns the order of the day, 
should have no trouble spurting 

beyond the May mark. 

The blistering pace of the pres- 
ent market can perhaps be better 
appreciated when it is noted that, 





aside from the current rush and 

the 1950 streak previously men- 

tioned, new-car registrations have 

topped 600,000 in only one month: 

December, 1954, when 656,611 new 

cars Were registered. 
* * aa 

HEER sales volume, of course, 

isn’t everything. Despite recent 

statements by certain factory ex- 
ecutives that dealer profits are 
running far ahead of last year, | 
many dealers say that their mar- | 
gins are so narrow as to be vir- 
tually nonexistent. 

Few believe that profit for the 
current period will show any sig- 
nificant improvement over the 0.6 
percent reported for last year by 
NADA. 

Others repeat the warning that 
sales are being kept at high levels 
at the expense of sound finance 
terms. They feel that this month— 
or next month at the latest—terms 
should begin to tighten as the mar- 
ket draws ever closer to new-model 
season. 

“Cars sold now will be ‘a year 
old’ within four months, the way 
it looks,” one dealer said. “This is 
no time to be selling for no money 
down the way some operators are 
doing.” 

* * * 
THER dealers are worried be- 


cause they have been unable to 
(Continued on Page 8, Col. 3) 





Set for July 


metically sealed unit. In the new 
design, a small cap has been intro- 
duced over the lamp filament which 
shields stray upward light rays, 
improving night driving visibility 
in adverse weather conditions. 

An increase in wattage, lens 
changes and other improvements 
also have increased clear weather 
night seeing distance with the 
lower beams by more than 80 feet 
along the right side of the high- 
way, the AMA said. 

The new lamp was developed by 
auto and headlamp manufacturers 
working with public officials in a 
four-year engineering program. It 
was approved 19 months ago by 
the American Assn. of Motor Ve- 
hicle Administrators and has been 
on the replacement market in some 
areas for five months. 





Stop Here 


For Service 


e@ Learn how auto makers are 
taking a hand in used-car 
reconditioning. Page 33. 


@ Get a shop manager’s tips 
on how to please customers. 
Page 58. 


@ Scan the timetable for serv- 
ice schools being held in 
the field. Page 45. 


e@ And look on this page for 
a story about Chrysler's 
splitup of service activities. 

Service highlights, Page 33. New - car, 
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Colorful Chryslers 


faa. Ee 


Bow In for Spring— 








Two new Chrysler lines for spring showing, the Blue Heron (above), and the Green 
Falcon are now being shipped to dealers. They feature new side chrome moldings, 
four two-tone color combinations, and new color-keyed upholstery, trim and carpets. 
Both lines are being built in Windsor Deluxe sedan and Windsor Deluxe Newport 


models. 


Chrysler Divisions Given 
Major Service Duties 


i A FURTHER step in Chrysler 
Corp.’s divisionalization program, 
Central Service is being broken up 
and most of its activities assigned 
to the car divisions. e 
MoPar and Central Service will 
continue to maintain much 
smaller organizations to handle a 
variety of functions not specifi- 
cally assigned to the divisions. 
This move has been in the works 
for some weeks, but in view of the 
many problems involved in realign- 
ing the divisions on a staff and line 
basis as Well as expansions through 
divisionalization, the divisions have 
been too swamped to announce the 
programs. 


” ” 

“IT’S difficult,” said one spokes- 

man, “to announce new ap- 
pointments when you can’t find 
seats for the new men. Some we 
have to leave sitting in their old 
corporation chairs for the time 
being.” 

However, the Chrysler Tonic, a 
house organ for Chrysler division 
dealers, revealed the other day 
how the program affects this di- 
vision. 

The division has established its 
own group of service representa- 
tives and a similar group of parts 
and service sales representatives. 

In each case, the bulletin said, 
the group will be entirely under 
the direction of Chrysler division— 
servicemen under R. B. Teiper, 
service director; parts and service 
sales personnel under John P. 
Smith. 


. 2 * 
VERALL direction of the new 
setup will rest in Maurice J. 


Doyle and Lackey 
Named to Ford’s 


Special Products 


DEARBORN. — Two Ford Motor 
Co. executives have been appointed 
to management positions in the 
new special prod- 
ucts division, 
R. E. Krafve, 
general manager 
has announced. 

J. C. (Larry) 
Doyle, who has 
been with the 
company since 
1916, has been 
named general 
sales and market- 
ing manager. 

J. B. Lackey, 
formerly manager of the intra- 
company price analysis department, 
finance staff, has been appointed 
divisional controller. 

Doyle has spent his entire busi- 
ness career in Ford’s sales organi- 
zation. He began as an office boy 
in the Kansas City district sales 
office and advanced through the 
ranks. 

In 1952, he was appointed sales 
and advertising manager. 

Lackey joined Ford in 1950 as a 
member of the defense contracts 
financial administration depart- 
ment, finance staff. He became 
manager of that department in 1953 
and was appointed manager of the 
intra-company price analysis de- 
partment in 1954. 


Harris, assistant sales manager for 
field operations. The new service 
group, numbering 54, has been re- 
cruited, the bulletin said, from men 
who have been operating under 
central service and parts and serv- 
ice sales from MoPar Motor Parts 
Corp. 

The bulletin added that opera- 
tions will be more streamlined 
and personnel will be able to con- 
centrate on the policies of a sin- 
gle division, instead of having to 
serve all of Chrysler Corp.’s three 
car-selling units. 

All of the new men were brought 
into Detroit for a two-day meeting 
recently and briefed on their new 
duties. Smith, the bulletin said, has 
been with MoPar for 16 years and 
has had experience in Chrysler 
dealerships. 

Also announced by the division 
last week was a new three-point 
mailing campaign designed for pro- 
moting dealer service volume and 
a tiein with new-car sales efforts. 

It is based on mileage mainte- 
nance and a lubrication program, 
Safe-T-Lube, which incorporates a 
safety check on the owner’s car. 


There are 12 cards for monthly 
mailings to Chrysler owners with 
“come, see and drive” copy plus 
@ picture of a new Chrysler 
model. 

Earlier, Plymouth announced a 
similar plan to reach Plymouth 
owners and to encourage them to 
bring their cars to Plymouth deal- 
erships for service. 

* > 


Chrysler-Dealer Talks 
Open in 28 Cities 

DETROIT. — Chrysler will con- 
duct series of nationwide merchan- 
dising meetings on May 16-18 in 
which 14 top sales executives will 
confer with 3,100 dealers in 28 cities. 

Purpose of the meetings is to 
bring dealers up-to-date on Chrys- 
ler’s multi-million-dollar expansion 
plans and how they affect sales 
plans for the balance of the ’55 
model year. 

The schedule of meetings is as 
follows: 

Today (May 16)—Los Angeles, 
New York, Portland, Ore.; Atlanta, 
Minneapolis, Denver, Omaha, Dal- 

(See CHRYSLER, Page 77, Col. 1) 


Walker to Direct 
Styling at Ford 


Joins Crusoe’s Staff 
As Vice-President 


DEARBORN. George W. 
Walker, nationally known indus- 
trial designer, has been elected di- 
rector of styling 
and vice - presi- 
dent of Ford Mo- 
tor Co., Ernest R. 
Breech, chairman 
of the board, an- 
nounced last 
week. 

Styling respon- 
sibilities previ- 
ously held by the 
company’s en gi- 
neering: staff re- 
cently were trans- 
ferred to L. D. Crusoe, executive 
vice-president. Walker will direct 
styling activities as a member of 
Crusoe’s staff. 

Victor Z. Brink, formerly assist- 
ant general manager of the air- 
craft engine division in Chicago, 
has been appointed styling opera- 
tions manager, Crusoe announced. 

In his newly established posi- 
tion, Walker will have primary 
responsibility for the creation of 
advanced styling designs. 

In addition to directing the ac- 
tivities of the car styling studios, 
he will work in conjunction with 
the general managers of the vehi- 
cle divisions in the development of 
forward product plans. 

Brink will be responsible for gen- 
eral management of all administra- 
tive functions of the styling staff. 

Walker entered the industrial de- 
sign field in Cleveland in 1928 and 
established his offices in Detroit in 
1929. With Walker devoting full 
time to his new position, he has 
transferred operations of his de- 
sign firm to his associates in that 
business. 

Retained by Ford in a consult- 
ant capacity for the past 10 years, 
he hag had a major part in the 
styling of postwar passenger cars. 

Brink Joined Ford in 1949. 


U.S. Asks Court 
To Kill Suit for 


Tire Discounts 


WASHINGTON. — The Govern- 
ment has asked Federal Judge 
Burnita S. Matthews to dismiss a 
1951 suit by major rubber manu- 
facturers who seek to block by in- 
junction a Federal Trade Commis- 
sion order limiting price discounts 
on large sales of tries and tubes. 

Arguments will be heard June 10. 

In 1947, after complaints by small 
businesses that quantity discounts 
constituted price discrimination, 


.the commission started proceedings 


against the large manufacturers. 

On Nov. 20, 1951, the FTC issued 
an order limiting to a carload, or 
20,000 pounds, the quantity of tires 
and tubes for discount sale to one 
dealer in one consignment. 

This action was permitted under 
the Robinson-Patman Act and the 
suit was filed to enjoin enforce- 
ment of the order. It has been 
pending for nearly four years and 
was the first to test the “quantity 
limit” of the act. 


Business Barometer 


Auto Production—213,205 cars, 
trucks in week vs. 143,548 year ago. 

Building Activities—$3.2 billion 
in April vs. $2.8 billion year ago. 

Department Store Sales—7 per- 
cent above like 1954 week. 

Freight Loadings—12.7 percent 


above like 1954 week. 

New-Car Sales — 1,552,735 to 
date vs. 1,191,021 year ago. 

New-Truck Sales — 182,956 to 
date vs. 194,120 year ago. 

Oil Stocks—274,976,000 barrels, 
an increase of 2,195,000 in week. 

Steel Output — 96.7 percent of 
capacity vs. 96.6 week before. 

Treasury Bills—1.440 per year 
discount vs. 1.697 week before. 


Used-Car Prices—$838 in May 
to date vs. $851 in April. 

Wholesale Prices—110.4 percent 
of 1947-49 index, unchanged from 
week before. 


+ + * 


Common Stocks 


May May 1955 

iT 4 High Low 
11% 13% 211 
79 82% 66% 
96% 107% 

3% 4% 


Am. Motors 11 
Chrysler 75% 
GM 95 


Kaiser 3% 
S-P 11% 12% 15% 


Average 39.32 40.60 























AUTOMOTIVE NEWS, MAY 16, 1955 


By John 0. Munn 





_ automobile retailing trade | 


is a part of what is known as 
the service industries. Automobile 
dealers are the largest and most 
important merchants in that cate- 
gory. The service trades have de- 
veloped by leaps and bounds in 
the last 50 years and now replace 
both agriculture and industry as 
the largest employers of labor. 

These trades have been responsi- 
ble for the development of the 
great middle class in America, a 
condition that exists nowhere else 
in the world. They have been re- 
sponsible for the rise of the com- 
mon man and the sharing of income 
that is so widespread in America. 

Automobile dealers as leading 
members of such a group are 
therefore very important to the 
American economy but, unlike 
other members of this great 
service group, their operations 
have been fenced in with the 
type of contract under which 
they work, a contract cancelable 
without cause. 

Their business education included 
the learning to endure such a uni- 
lateral arrangement. While theirs 
is an independent investment, they 
have been in fact captives to the 
factory by virtue of the contract. 
Working under such a condition, 
they have lost much of their per- 
sonal liberty, in whose name this 
nation was founded. This situation, 
as this column has often expressed, 
will continue until one of three 
things happens: 

The first, and the preferred, is 
that the factories will change their 
policies and eliminate the clause 
that provides cancellation without 
cause. Second, leadership will de- 
velop within the trade itself to 
force the change or, third, the 
government will step in and take 
action. 


Dealers Have Suffered 
EALERS have suffered many 
times in the past with profit- 

less operations during the deep 
depression or the two wars. This 
is the first time in the history of 
the industry that dealers have been 
experiencing an era of profitless 
prosperity. 

The principal policy of the lead- 
ing manufacturers now seems to 
be to push the cars out in volume 
irrespective as to the profit oppor- 
tunity for dealers. This is a reversal 
of a past policy that the sale of a 
new car was just the beginning 
and that the follow-through, with 
good service and never-ending cul- 
tivation of the owner, was the 
thing. This was the so-called 
quality dealer program. 


Now it seems that it doesn’t 
make any difference to the big 
giants where a customer buys a 
car, in spite of the fact that fac- 
tories and dealers know that the 
long-term future is tied to satis- 


Index 


Advertising News 

Auto News in Brief 

Auto Dealer Changes 
Auto Market Reports 
Coming Events 

Court Decisions 

Editorial 

Financial 

Highways and Safety News 
Jordan (Ned) 

legislative News 
Letterbox 

Merchandising Memos 
New Products 

Obituaries 

Personnel (Factory) 

Prices, New-Car 

Prices, Used-Car, Averages 
Production by Makes 
Registrations, Cars, Trucks 
Service Highlights 
Turnings 

Used-Car Notes 

Van Tassel 

Woshington Column 











fied customers and that the 
dealer is the only element in the 
trade that can assure satisfaction 
to the users of automobiles. 
Dealers cannot permanently be 
pressured into taking more and 
More cars, which means more and 
more money for the factory and 
less and less profit opportunity for 
the dealer. Just a year ago officials 
of the two giants urged the elimi- 
nation of bootlegging and promised 
effective cooperation. 
* oJ cd 


The ‘Giant? Writes 

LETTER on this subject was 

one of four that was written 
by the president of the largest 
company to dealers during the past 
12 months. The number of letters 
during the 12 months to dealers 
by the corporation’s chief is some- 
what of a record. Dealers tell me 


that it has not added to the corpo- 


ration’s reputation. 

The first letter on bootlegging 
intimated that if dealers would 
report the serial number of cars 
sold by unauthorized dealers, the 
factory would lend cooperation. I 
am told that such letters were 
not even acknowledged. 








Another letter was a re-statement 


of policy regarding sons and sons- 
in-law taking over the contract 


which is the moral right that has | 
existed and always been considered | 


in this industry. The third was an 
adjustment of freight rates in 
which the factory recaptured all 


gave some relief to the dealers on 
the Pacific coast and opened up 
many more complaints from deal- 
ers on the 1,000 or 1,200-mile bor- 
ders. 

The fourth was a re-purchase 
agreement, obviously, dealers tell 
me, window dressing to avoid the 
accusation of coercion from the 
Justice Department. In a practi- 


cal application, few going dealers 


will exercise such a privilege. 

To do so they would run the risk 
of having another dealer planted in 
the territory. As long as there is 
no prohibition on bootlegging, deal- 
ers will continue to get rid of cars 
by means of the $25 wholesale 
profit, rather than ask the factory 
to take them back. 


x * x 


U. S. Attacks Coercion 


T MIGHT be well to recall, as 
@ support of the contention 
that dealers are captive, that when 
the war was over factory repre- 
sentatives went up and down the 
roads of this country forcing deal- 
ers into higher overhead service 
establishments under the penalty 
of cancellation. 

Dealers are now finding it im- 
possible to meet the competition 
of the “wheel-and-deal” dealers 
that the factories have encour- 
aged since that time. 

The factories must know that the 
men with the big briefcases from 
Washington are on the loose, that 
the current Congressional investi- 
gations are all predicated on at- 
tacking and exploiting the most 
vulnerable trade situation — coer- 
cion by the giants. 

Of course, the coercion is subtle 
but it is no less real. This is the 

whip with which the factory con- 
trols the dealer. It is fear in the 
dealer’s mind and it is the thing 
that makes the dealer an agent of 
the factory without the factory 
being legally responsible for its 
agent. 

It is the thing that strips 
away from the dealer the inde- 
pendence that the factory says he 
has. It is subtle. There are plenty 
of examples of it. 

* * * 


Threats Are Hidden 


FO instance, factory men do 
not make threats in the pres- 
ence of witnesses. One of the 
procedures is for two factory men 
to take a dealer out in a car for 
a ride where he is alone and 
threaten to pull his file and send 
(See MUNN, Page 76, Col. 5) 





Sutter Links Responsibility, Control .. . 





N. C. Urges New Laws 


PINEHURST, N. C.—North Caro-|er franchises; 2. Effective Federal 
lina new-car dealers feel that na-/| legislation looking toward the cur- 


tional legislation 
protect their _in- 
terests. During 
NCADA’s 20th 
annual conven- 
tion, held May 
5-7 here, the as- 
sociation went on 
record with en- 
dorsement of res- 
olutions calling 
for: 

1. Adequate 
Federal and state 
legislation pro- 





F. M. Sutter 





is necessary t0/tgilment and eventual cessation of 


bootlegging; 3. Institution of an 
effective junker program; 4. Ap- 
pointment by each manufacturer 
of a vice-president in charge of 
dealer relations; 5. Institution by 
the auto industry of a program 
similar to the prewar “quality deal- 


/|er program,” and 6. Establishment 


by all factories of bona fide provi- 
sions for continuing franchise con- 
tracts. 


Frederick M. Sutter, of Colum- 


the goal of current dealer efforts 
this way: 

“We are dedicated to removing 
the power to exercise control 
without the legal responsibility 
which normally accompanies 
such control.” 

In the convention’s final business 
session, Charles G. Conn jr., of 
Raleigh, was elected to succeed 
Wilson F. Yarborough, of Fayette- 
ville, as president of the associa- 
tion for the coming year. Other 
new officers elected include John 
M. Tiller, Durham, vice-president; 
E. D. Craig, Gastonia, secretary, 


bus, Ind., chairman of NADA’s In-| and Troy Smith, Liberty, treasurer. 
viding territorial security for deal-| dustry Relations committee, voiced | Allan Mims, of Rocky Mount, was 


Chosen by Tar Heel Dealers— 


New officers of the North Carolina Automobile Dealers Assn. are (from left), John 
the freight by raising the price but | M. Tiller, Durham, vice-president; Charles G. Conn jr., Raleigh, president; Bessie B. 
Ballentine, Raleigh, renamed: executive secretary; E. D. Craig, Gastonia, secretary, and 


Troy Smith, Liberty, treasurer. 


As Restraint on Factories 


By George Toles 
Staff Correspondent 

BUFFALO. — The factory — not 
the dealer—is to blame for boot- 
legging, Dr. Rowland F. Kirks, leg- 
islative counsel 
for NADA, told 
the annual ban- 
quet of the Buf- 
falo Automobile 
Dealers Assn. last 
Monday. 

Dr. Kirks noted 
that a bill now 
before Congress 
is designed to 
“ end _ bootlegging 

. at the source. It 
Dr. R. F. Kirks would make it a 
criminal offense for a factory to 
furnish cars to dealers who boot- 
leg, at the same time allowing the 
complaining dealer to bring civil 
suit against the factory for treble 
damages. 

The NADA counsel prefaced 
his remarks by saying that al- 
though bootlegging may not be 
quite as acute now as it was a 
year ago, the NADA move for 
legislation to prevent bootlegging 
still is wise. 

“Unless we are careful late this 
year, We may wonder where all the 








3 Dealer Groups 
Elect in Florida 


ORLANDO, Fla. — Three local 
new-car dealers associations have 
elected officers at Bartow, Gaines- 
ville and St. Petersburg. 

Officers at Bartow are: E. M. 
Smith (Ford), president, and John 
Davis (Pontiac), secretary - treas- 
urer, at Gainesville; A. E. Melton 
jr. (Buick-GMC) is president; Wil- 
liam Barkley (DeSoto-Plymouth), 
vice-president, and J. R. Crane 
(Studebaker) is secretary - treas- 
urer. 

At St. Petersburg the new offi- 
cers are: William Grant (Ford), 
president; Louie Adcock (Buick), 
vice-president, and Marion Ross 
(Chevrolet), secretary-treasurer. 


cars are coming from,” Dr. Kirks 


| Said. 


He also attacked “phantom 
freight” charges by manufacturers 
and said NADA now is seeking 
Federal legislation to end this 
practice. He forecast stiff opposi- 
tion from manufacturers to such 
legislation. 

The NADA official said that ter- 
ritorial security is another objec- 
tive being sought by the national 
body, noting that a recent poll of 
the association membership showed 
a slight margin favoring reinstate- 
ment of area security. 

Dr. Kirks asserted that NADA 
is dedicated to resisting any hike 
in excise taxes while at the same 
time working toward a reduction 
and essential elimination of this 
levy. He said indications are clear 
that excise taxes will remain un- 

(Continued on Page 75, Col. 2) 





Deal in Town 


mission . . 
the annual civic 


Wemhoff 


law by dealers in recent months 
ee i 


On the House .. . 


Random Shots: Washington State dealers pro- 
claim their forthcoming convention as “The Best 


of Commerce... 


NADA announces 
relations competition is now open for state and 
local dealer associations; six awards will be pre- 
sented at ’56 convention in Washington .. . Penn- 
sylvania association warns of many violations of the temporary tag 


for members to attend hearing May 17 on Illinois Sunday Closing 


W. E. Cumming will chairman the annual South Dakota dealer 
convention Sept. 18-19 in Sioux Falls . 
address Chicago dealers’ annual dinner June 6 . . . From the looks 
of things now, all 1956 models will be publicly introduced by Dec. 1, 
most of ’em sooner than last year . 
distributor in Egypt, was in Detroit last week; told me about the big 
celebration planned for early October when his firm will open a new 
factory for the production of Mansfield tires in Cairo. 


reelected to serve as NADA direc- 
tor for the next year. 

In the president’s annual mes- 
sage at the opening session, Yar- 
borough said that he believes solu- 
tion of dealer problems is up to the 
individual dealer. 

“We're going to have to clean 
our own house,” he said. “It’s up to 


,|each of us to sweep his own door- 


step clean and keep it clean. We 
are a respected group, hard-work- 
ing, close-knit and forward look- 
ing. 

“We have problems, ‘bootleg- 
ing’ — ‘super-market distribu- 
tion’ — ‘crazy credit’ — ‘unethical 
practices, and we have a hard 
job ahead of us. But I predict 
that by working together, we can 
overcome our difficulties and 
strengthen our association.” 
Sutter said concrete steps toward 

realizing the dealer goals have 
been taken through two pieces of 
national legislation, which are part 
of NADA’s action program. The 
first is a mandatory “anti-bootleg- 
ging” bill introduced in the U. S. 
House of Representatives by Rep. 
John Bell Williams, of Mississippi. 
A second bill is being prepared on 
“territorial responsibility” and is to 
be introduced forthwith, Sutter 
added. 

The second day’s program in- 
cluded a luncheon address by the 
noted NBC correspondent, Merrill 
| ‘(Continued on Page 8, Col. 1) 


Customers Star 
Buyers’ Photos Make 


Dealer’s Ad 


ASHEVILLE, N. C.—H. P. Blom- 
berg (Harry’s Cadillac-Pontiac Co., 
Inc.), recently took a full page ad- 
vertisement in the Asheville Citi- 
zen-Times and devoted the space 
to the montaged pictures of 21 of 
his Pontiac customers, identified by 
name and business. 

The ad’s heading ran, “The All 
|New 1955 Pontiac Must Be Good! 
These Are But a Few of the Many, 
Many Satisfied Owners!” Under the 
montage appeared the firm’s name 
and address. 

Those pictured were men and 
women from all walks of life, per- 
sons likely to have many friends 
|and acquaintances in a town of 
| about 53,000 people. 

























(No pack in our prices)” ... 


Dean Chaffin, NADA’s Montana director, has been 
elected a director of Montana Power Co... . Gov. 
Donnelly has appointed Bill Robertson, Joplin 
Chevrolet dealer, to Missouri State Highway Com- 
. Fred Potschner (Ford) has received 


award of the Dover (O.) Chamber 


its fourth annual public- 


. . . Chicago association is calling 


. . NADA’s Fred Bell will 


. . Wadie Saad, Chrysler-Plymouth 


—Perets Wemuorr, Editor, 
Automotive News 
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ESTIMATED OUTSTANDING AUTOMOBILE 


Hears Flemming... 





Conferees Concerned 


On Quality of Credit 


(Continued from Page 1) 


sought the support of dealers and 
finance leaders for this move. 
* + * 

ly ITS release on the credit pic- 

ture, NADA took the view that 
“crazy credit” was advertised 
rather than granted. It said that 
the dealers, bankers and finance 
men were unanimous in condemn- 
ing “confusing, misleading and 
false advertising of credit terms.” 

Giving full recognition to the 
importance of the automotive re- 
tailing business to the nation’s 
economy, the group went on rec- 
ord as saying “wild and impos- 
sible” offers of credit are bad for 
the industry and confusing to thé 
public. 

Frank H. Yarnall, NADA presi- 
dent, and Frederick J. Bell, NADA 
executive vice-president, who led 
the conference, said: 

“Many of the participants re- 
ferred to the advertising of low and 
no down payments and long terms 
as false and misleading. They said 
that such credit terms are usually 
not available and were unsound for 
the purchaser, financier and dealer 
alike.” 


OWEVER, other dealers have 

pointed out that there has been 
a loosening of credit terms, based 
on a generally favorable economic 
outlook and competition among 
leading institutions. 

This, according to some observ- 
ers, has been complicated by 
packed prices and overallowances, 
whieh, it has been charged, at 
times leave down payments non- 
existent. 

Understandably, the official 
NADA release on the conference 
did not go into this matter. 

While the group did not recom- 
mend specific terms for automobile 
purchasers, most of those present 
looked with alarm on any new-car 
terms that extended beyond 30 
months. 

Finance company officials, bank- 
ers and dealers agreed that auto- 
mobile installment credit outstand- 
ing, when considered in its rela- 
tionship to personal income, was 
in a healthy position and not out 
of line. 

* * + 


OMPLETE confidence in the 
prosperity of the country was 
expressed by all of those attending 
the conference. None saw any signs 
of weakening. 


Repossessions were said to be 
at a normal rate. 

However, the conferees concluded 
that the false and misleading ad- 
vertising which was confusing the 
public had to be stopped. Several 
members of the group said that 
when the public knew that low 
down payments and long terms 
were not possible and not in the 
public interest that the advertising 
of crazy credit terms would lose 





whatever “pulling power it now 
has.” 


+ + * 
yea M. MARTIN, chair- 
man of the Federal Reserve 
Board, was expected at the meet- 
ing but a prior engagement pre- 
vented his appearance. FRB was 
represented by Homer Jones, chief 
of the board’s consumer credit and 
finance section of the division of 

research and statistics. 
Others at the meeting included: 
G. Ardee Ames, executive vice- 
president, General Motors Accept- 
ance Corp.; Robert S. Armacost, 
NADA director, Kansas City; T. E. 
Courtney, president, Northern Illi- 
nois Corp., DeKalb, Ill.; James F. 
Cousins, controller, NADA; Arthur 
Dietz, chairman of the board, Uni- 
versal C.I.T. Credit Corp.; Car] E. 
Fribley, first vice-president, NADA. 
Paul Geisinger, vice-president, 
National City Bank of Cleveland; 
Paul E. Herzog, manager, research 
division, NADA; Everett W. Law- 
rence, director of guidebook activi- 
ties, NADA; Scott Lucas, counsel, 
American Finance Conference; L. 
Walter Lundell, president, Univer- 
sal C.1.T. Credit Corp.; C. A. Mann, 
vice-president, Pacific Finance Co. 
William W. McCarthy, vice-presi- 
dent, National Shawmut Bank, Bos- 
ton; Richard Meier, president, In- 
terstate Finance Co., Evansville, 
Ind.; Allan C. Mims, treasurer, 
NADA; James C. Moore, general 
counsel, NADA; Robert L. Oare, 
president, American Finance Con- 
ference, chairman of the board, As- 
sociates Investment Co. South 
Bend; Thomas Rogers, executive 
vice-president, American Finance 
Conference; Sidney E. Rolfe, econ- 
omist, Commercial Investment 
Trust; Charles G. Stradella, presi- 
dent, General Motors Acceptance 
Corp.; David B. Cassat, president, 
oo Finance Corp., Dubuque, 


A. Leftwich Sinclair jr, NADA 
director; Donald F. Valley, execu- 
tive vice-president, Nationa] Bank 
of Detroit; E. C. Wareheim, chair- 
man of the board, Commercial 
Credit Corp.; Paul Welch, vice- 
president, Citizens and Southern 
National Bank, Atlanta; William L. 
Wilson, vice-president, Commercial 
Investment Trust; Ray D. Wilson, 
NADA director; Ben Wooten, pres- 
ident, First National Bank, Dallas; 
John O. Zimmerman, vice-presi- 
dent, General Motors Acceptance 
Corp. 


Oregon Judge Outlaws 


State Fair-Trade Act 

PORTLAND, Ore.—Judge Lowell 
Mundorff has ruled the state’s fair- 
trade act is unconstitutional be- 
cause the state’s Legislature can- 
not delegate the power to fix prices. 

The court denied an injunction 
brought by General Electric Co. 
against Rolla H. Wahle to restrain 
him from offering or selling any 
GE appliances at prices under those 
fixed by the fair-trade law. 








Nampa (Id.) Show Draws 6,000— 


The Lincoln X-100 experimental model was one of the highlights of the annual 
automobile show staged by the Nampa (id.) Automobile Dealers Assn. More than 100 
cars and trucks were viewed by an estimated 6,000 persons. Shown examining the 
X-100 gre (from left), Jack Lewis, Lincoln-Mercury factory representative; Marilyn 
Moulin, show queen, and K. W. Edmark, show chairman. 
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The Auto Credit Picture— 
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This chart, based on the Federal Reserve Bulletin, was among those used at the 
NADA finance conference held in Washington last week. Representatives of loan 
institutions and dealers condemned what they termed misleading ‘crazy credit” 
advertising, but said that auto installment credit outstanding was in a healthy 
position when considered in relation to personal income. 


Used-Car Dealers Prepare 
For New-Car Growth 


(Continued from Page 1) 


used-car dealers is on the way out 
were disputed by the NUCDA di- 
rectors. 

They claimed that new cars are 
still available to the independ- 
ents on a wholesale basis, and, in 
view of rising new-car stocks, 
that the availability will increase 
rather than diminish. 

(In this respect, Dr. Rowland F. 
Kirks, legislative counsel for 
NADA, told a meeting of new-car 
dealers in Buffalo last week that 
unless new-car dealers are careful, 
the industry may be wondering 
where all the bootlegged cars are 
coming from later this year.) 

* * * 

_ MILES, president of NUCDA 

and a large operator in new 
cars of all makes in Norfolk, Va., 
said the reason for the name 
change is “to remove the connota- 
tion which has been associated in 
the minds of many with the name 
‘used-car dealer’ and because the 
name ‘used car’ does not properly 
identify the nature of the business 
of many of the dealers in the as- 
sociation.” 

At the same time the board 
voted to increase its annual dues 
to $30 per member. This is the 
first time in the history of the 
association that any increase in 
dues has been authorized even 
though operating costs have more 
than doubled, Miles explained. 

Another step taken by the group 
was to employ Miles Elliott as na- 
tional field director for the purpose 
of increasing membership strength 
in the association. Elliott, whose 
home is in Norfalk, Va., was for- 
merly employed in a similar ca- 
pacity. 

The association will continue its 
active opposition to the “anti-boot- 
legging” bill which has been intro- 
duced in Congress, and in a reso- 
lution endorsed the highway safety 
program being conducted by the 
National Safety Council. 

In addition to Miles, board mem- 
bers present were Chairman R. W. 
Workman, Lubbock; Vice - Presi- 
dent Max Pomeranz, Denver; Sec- 
retary Louis Geller, Akron; Treas- 
urer Ray Breeden, Roanoke, Va.; 
Regional Vice-Presidents Harry 
Gottlieb, Brooklyn; J. Dewey Rice, 
Washington, D. C.; Stacy Rowell, 


Miami; Irv Rubin, Cleveland; Saul | 


Grossman, Pittsburgh, and William 
Lee, Tulsa. 
State directors in attendance were 


82.8% of Oregonians 
Now Own Cars 


PORTLAND, Ore. — A recent 
business survey made by the 
Oregon Journal, shows that the 
percentage of car ownership in 
this state is 82.3. 

Of all cars purchased, 45.8 per- 
cent were new and 54.2 used, 
15.1 percent being 1950 or later 
models. Fourteen percent indi- 
cated they plan to buy a car this 
year, while 14.7 own more than 
one car. 








C. E. Pitts, Montgomery; Lloyd 
Hobbs, Fort Smith, Ark.; Richard 
Moore, Washington, D. C.; Morris 
Baker, Auburn, Maine; Sam Good- 
man, Melvindale, Mich.; Mort Venig 
and Manny Weiser, Cleveland; King 
Sutton, Columbus, and J. M. Vick- 
ers, Houston. Also present was a 
former officer, Ben Franks of Phil- 
adelphia. 


Crossed Lines Bring 


Dealer Row in Ithaca 


ITHACA, N. Y. — A new version 
of crossed lines in the sale of new 
cars was reported here last week 
by R. Davis Cutting, secretary of 
the Tompkins County Automobile 
Dealers Assn. 

Cutting said that for the past 
five months the local Hudson dealer 
has been selling new Chevrolets, 
Starting at a time when the Chev- 
rolet franchise was open in Ithaca. 

He continued to sell Chevrolets 
after the Chevrolet opening was 
filled and now has obtained a GMC 
Truck franchise. This, said Cut- 
ting, has resulted in the dealer ad- 
vertising in this manner: 

New Chevrolets 
G. M. C. Authorized Dealer 
H. C. T. Motors 

After a month’s warning, the lo- 
cal association suspended the dealer 
from membership, Cutting said. 


Ohio Acts to Ease 
Tax on Outlets 


COLUMBUS, O. — The Senate 
and House have passed and sent to 
the governor a bill. which would 
remove the $25 license tax on sec- 
ondary places of business in the 
same taxing district. 

The measure was supported by 
auto dealers. 









Factories Report 
New Sales Highs 


April Brings Shower 
Of Car Records 


DETROIT. — April showers —- of 
new records and near-records— 
were reported last week by car 
makers as they totted up retail de- 
liveries for the month. 

Details of the sales outpouring 
were sketched as follows: 


Ford 


New-car sales by Ford dealers 
during the last 10 days of April set 
a record for the third period of the 
month, according to L. W. Smead, 
general sales manager of Ford di- 
vision. 

Sales during the first four months 
of 1955, Smead said, are higher than 
for the first four months of any 
year since 1924 and are 22 percent 
higher than last year. 


Booming sales, he added, have 
left Ford dealers with reduced in- 
ventories equal to only an 8.9-day 
supply, about a third of what they 
were last April. 


Mercury 


Sales of new Mercury cars in 
April set an alltime monthly record 
of 36,305, according to Joseph E. 
Bayne, general 
sales manager. 

Previous high 
month for Mer- 
cury was March, 
1955, when 35,558 
new cars were 
sold, he said. 

Retail sales 
during April were 
44 percent higher 
than in the same 
month last year, 
he said, and sales 
during the first four months of 1955 
were 25 percent ahead of the same 
1954 period. 


J. E. Bayne 


Hudson 


Retail sales of Hudson in the last 
10 days of April showed an in- 
crease of 86 percent over the same 
period of 1954, N. K. VanDerzee, 
sales vice-president, said last week. 

sl aad VanDerZee pre- 

4 . + dicted that May 
sales also would 
remain at a high 
level, due to the 
new Hudson 
Rambler home-to- 
home sales cam- 
paign. 

“There is every 
indication that 
sales to women 

yas will represent an 
N. K. VanDerzee important part of 
our sales volume in 1955,” he said. 


General Motors 


New records for April and the 
first four months of 1955 were es- 
tablished by retail sales of General 

(Continued on Page 75, Col, 3) 


Schmidt Leaves 
Ford to Direct 
Styling for S-P 


new styling division at Studebaker- 
Packard and appointment of Wil- 


—.|liam M. Schmidt 





He's Sold 100,000 


George Gorson (right), receives a cer- 
tificate honoring his 50th year as a car 
dealer in Philadelphia from Raymond E. 
Mills, president of the Philadelphia Auto- 
mobile Trade Assn. He also received a 
quarter-page tribute in the Philadelphia 
Inquirer with which he has pleced. more 
than 1,745,000 lines of advertising in the 
past 30 years. Gorson, who estimates he 
has sold close to 100,000 new and used 
cars, was among the first dealers to open 
a showroom in the center of the city. 


Cars— 


as vice-president 
and director of 
styling has been 
announced by 
James J. Nance, 
S-P president. 

Schmidt comes 
to S-P from Ford 
Motor Co. In his 
new assignment, 
he will be respon- 
sible for the de- ; 
velopment and 
coordination of all styling pro- 
grams. 

Schmiat’s most recent assignment 
at Ford was as chief stylist for 
Lincoln. He also served as chief 
stylist of Lincoln-Mercury division. 


Schmidt entered the auto indus- 
try at Ford in 1941. 


W. M. Schmidt 
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Their interest in 


the dealer is 






tremendous” 


says MR. CARL MATISSE, Sales Manager 
of Atwater and Fish, well-known Hollywood, 
Calif., DeSoto-Plymouth dealer. 
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“] 
CAN’T think of any shortcomings in CoMMERCIAL CREDIT service. Usually, we have 


been able to get credit approval over the phone while a prospect is being sold. Being able c ty 
to control the financing and complete arrangements including automatic insurance eae aN 
2 ? 2 = \ reg 


coverage while the customer is in the showroom has helped us make a lot of immediate 
sales that might otherwise have been lost. Frequent meetings we have with COMMERCIAL 
CreEpIT’s local people have been helpful to our sales group.” 





: COMMERCIAL CREDIT DEALERS ARE Successful pracers ommannnt 
REDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore ... 
Capital and Surplus over $175,000,000 
. - - Offices in principal cities of the United 
States and Canada. 


A letter or call to your nearest COMMERCIAL __ expert help with your financing problems. 
CrepitT office will get you speedy and Why not call today? 
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Managers Run ‘Own Businesses’ .. . 





Dealer’s Plan—Divide and Profit 


By Sheldon A. Engel 
Staff Correspondent 

PHOENIX.—A novel—and suc- 
cessful— method of operating a 
large new-car dealership has been 
evolved by C. W. Coulter, president 
and general manager of Coulter 
Motors here. 

His plan, used effectively for al- 
most 35 years, is based on the 
belief that in order to render com- 
plete service in all phases of the 
automobile field, you must have 
specialized departments, each 
headed by a specialist. 

Coulter accepts this thinking and 
projects it one step farther. Each 
department head is actually in 
business for himself. Each depart- 
ment manager operates his depart- 

ment as if he were the owner of a 
separate business. 

He handles all personnel prob- 
lems, training and other duties 
necessary to the successful oper- 
ation of his department. This 
even includes the preparation and 
placing of advertising. 

The Cadillac and Oldsmobile new- 
car sales departments operate as 
separate businesses, each doing its 
own hiring, handling all personnel 
matters and setting sales policies. 

Other departments also operate 
completely separate and, in fact, 
competitively. For example, the 
parts department tries to show a 
bigger profit than the service de- | 
partment. | 

The parts department orders its 
own inventory, handles its own | 
personnel matters, has an outside | 
salesman soliciting business at) 
other competing garages and sells | 
parts to the Coulter service depart- | 
ment at retail prices. 

The service department, man- 
aged by Cal Randall, again sets 
its own policy, handles all its 
own personnel matters, prepares | 





Competitors, 
Danville Show Visitors 





DANVILLE, Va. — Visitors at| 
Danville’s first entirely dealer- 
sponsored automobile show were | 
given a glimpse into the part deal- 
ers play in a community and con- 
tribute to the economy. 


State Senator Landon R. Wyatt 
(Buick) said that he and his nine 
fellow Danville franchised dealers 
were “competitors, yet still friends.” 

“It means a lot to this com- 
munity to find a group of busi- 
ness men engaged in free enter- 
prise struggling to make a profit 
and at the same time willing to 
sit around the table and be 
friends with one another,” he 
said. 

The senator said. that in any 
movement in the community for its 
betterment, the automobile dealers 
are always out in front carrying 
the ball and doing their share. 

“The greatest comfort and sup- 
port I have enjoyed during my 20 
years of public life has been the 
realization that my competitors are 
my friends and I can always count 
on them for support,” he said. 
Senator Wyatt said the annual 
payroll of the 10 Danville dealers 
was $1,185,000 with a total of 335 
employes. Capital investment was 
$2,450,000, and the annual sales for 
the 10 dealers last year were $6,- 
400,000. 

“I bring this to your attention 
to give you assurance that you 
can buy your new car or used 
car from one of these 10 dealers 
with confidence that they have 
the equipment, experience and 
ability to provide you with the 
services so necessary for the sat- 
isfactory and safe operation of 
your automobile or truck,” he 
said. 

Then he counted the other 
accomplishments of the dealers. 
“They are found on the rosters of 
all the efforts worthwhile in our 
community. Every civic club has 
at least some of them as members 
and for the past 25 years one or 
more has served on the board of 
directors of the Chamber of Com- 
merce each year and several have 
served as president. They are 
found among the civic leaders of 
our community and make their 


and places its own advertising 
and sells service to the new car 
department at regular rates. 
That’s right—every new car or 
car warranty serviced by the Coul- 
ter service department has the 


to the new or used-car department 
that originally made the sale. 
Perhaps the most complex phase 
of this operational plan involves 
the relationship between new cars 
and used cars. To assure smooth 
operation, Coulter has one man, a 





Contribute to Community 


full-time appraiser, who works for 
no one but Coulter. He determines 
the value of the used cars traded 
in on the new cars. 

A car traded in on a new car is 
appraised at its actual value, not 
the amount allowed on the car, and 
the cost of reconditioning the car 
and a percentage allotment for 
overhead expense is deducted. The 
car is then turned over at this net 


amount of the service call charged 





ganization getting cars recondi- 
tioned by competing dealers. 
Coulter, however, feels (and 35 
years’ experience with this plan 
has borne him out) that the 
money spent is returned by the 
used-car department’s ability to 
sell these cars faster. 


| The used-car department turns 
over the entire inventory every 30 
days. 

The body department operates 
much the same as the service de- 
partment and is in the position of 
having to bid for each job even 
though the job is being placed by 
another department of the organi- 
zation. 

Among the benefits of this plan 
is the fact that turnover of em- 
ployes, particularly at the top level 
where it is most costly and upset- 
ting to business, is virtually elimi- 
nated. As a result, Coulter can 
point to eight men in his organiza- 


price to be priced and sold by the|tion who have been with him over 


used-car department. 

Any over-allowance is charged 
to the new-car department that 
made the sale. and made the 
over-allowance. 

The new-car sales manager of 
each department (Cadillac and 
Oldsmobile) has the privilege of 
selling the car to some dealer other 
than the Coulter used-car depart- 
ment if he can sell it at a higher 
price. 


| 20 years. 

Most key men with Coulter 
Motors have been in the organi- 
zation more than 10 years. An 
important reason is liberal in- 
centive pay for the department 
managers, based on profits of the 
individual department. 

Coulter, who has been associated 
with Oldsmobile and Cadillac for 





40 years, now employes more than 
110 persons and is in the midst of 


The used-car department, after|/ planning an additional building 
buying a car from the new-car|which will give the operation in 
department, may have it recondi-| excess of 126,000 square feet of 
tioned wherever it can get the best | qoor space. 


price and the fastest service. 


The Cadillac sales department is 


The Coulter service and body |headed by Dean Coulter, vice-presi- 
shop department must bid on this|qgent and assistant general man- 


shops, and the lowest bidder gets 
the job. 


| job along with competing dealer | ager of Coulter Motors. 


Others are L. L. Whitaker, man- 
ager of the Oldsmobile sales de- 


Thousands of dollars a month | partment; Cal Randall, service 


are spent outside the Coulter or- 


Yet Friends 


Told What 10 Dealers 


contributions in every way,” Sena- 
tor Wyatt said. 


He reminded his listeners that 
the automobile had become in- 
dispensable to Danville. 

“As you well know, in this age 
in which we live, the automobile 
is playing a most vital part in the 
development and growth of our 
community and this expanded econ- 
omy and the high standard of 
living can be attributed in no small 
Part to automobile transportation,” 
said the senator. 


department manager; Les Curry, 
manager of the parts department, 
and B. J. Van Etta, body shop 
manager. 

Cc. J. Carlson, manager of the 
used-car lot, is proud of the new 
lot sign, 40 feet long, 15 feet high 
and 12 feet off the ground. The 
used-car lot formula is simple: 
“Handle clean cars only, whole- 
sale any others and turn over 
the entire stock every month.” 
F. R. Duffy is comptroller. 

Coulter doesn’t believe in waiting 
until the end of the year to see 
a financial picture of each depart- 
ment and so has, through Duffy’s 
efforts, a financial picture of each 
department at all times. 

What about bootlegging, dis- 
counting and other industry-wide 
automobile problems? Coulter’s 
answer to these problems was to 
build a stronger organization. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


May 11 


(Sale very good. Sold 78 percent of 
166 cars entered.) 


BUICK—’53 RM 4-dr., $1,285* (ps), 
$1,280* (ps); Special 4-dr., $970. °52 
Super Riviera coupe, $900*; RM 4-dr., 
$865*. '51 Super Riviera coupe, $715*; 
on 4-dr., $480. '50 Special 2-dr., 

. 


CADILLAC—’51 (62) coupe, $1,455°*. 
"49 (62) 4-dr., $595*. 

CHEVROLET—'55 Two-ten (6) 2-dr., 
$1,575. '54 Bel Air Sport coupe, $1,- 
525, $1,455; 2-dr., $1,320, $1,230*; 
Two-ten station wagon, $1,505*; 4- 
dr., $1,225*, $1,200, $1,140; 2-dr., 
$1,075, $1,060. '53 Bel Air Sport 
coupe, $1,085, $1,050*; 4-dr., $1,125° 
(ps); 2-dr., $985*, $936; Two-ten 2- 
dr,. $875, $860; station wagon, $1.110, 
$990; One-fifty Delivery sedan, $505; 
%-ton pickup, $480. '52 SL Special 
club coupe, $475; Delivery sedan, 
$425. ‘51 SL Deluxe 2-dr., $500*; 
4-dr., $485. ‘50 SL Deluxe Bel Air, 
$435; SL Special 4-dr., $320, $260*. 

CHRYSLER — '53 NY 4-dr., $1,300* 
(ps). 

DeSOTO — '53 Fire Dome (8) 4-dr., 
$995*. ’50 Deluxe club coupe, $505*. 
*48 4-dr., $100. 

DODGE — ’54 Coronet 4-dr., $1,500; 
Wayfarer 2-dr., $875. °53 Coronet 
station wagon, $1,065; club coupe, 
$920°, $875; 4-dr., $800*%; Wayfarer 
4-dr., $740, 2 at $690, °52 Coronet 
2-dr., $460; station wagon, $305. 

FORD—'55 Fairiane (8) conv., $2,080; 
Custom (6) 4-dr., $1,700*; 2-dr., $1,- 
700*, $1,560; Main (6) 4-dr., $1,470. 
’54 Main (8) Ranch Wagon, $1,555; 
2-dr., $1,050; Custom (8) 2-dr., $1,- 
290°, 3 at $1,255; 4-dr., $1,235, $1,- 


i 


160. '53 Crest (8) Victoria, $1,050; 
conv., $1.195*; Main (6) 4-dr., $755; 
2-dr., $735*. °52 Custom (8) 2-dr., 
$740; Main (8) 2-dr., $690, $625. '51 
Custom (8) conv., $590, $530; 2-dr., 
$580*; Victoria, $560*; Main (6) 4- 
dr., $460°. '50 Custom (6) 2-dr., 
$400; 4-dr., $260. 

HUDSON—'53 Wasp 2-dr., $780*; 4- 
dr., $675. °52 Hornet club coupe, 
$400*. °51 Commodore 4-dr., $375; 
Hornet 4-dr., $320°. 

MERCURY—’55 Monterey 4-dr., $2,- 
060*. '53 Monterey 4-dr., $1,155. '52 
Custom club coupe, $975*. '51 4-dr., 
$560. 

NASH—’53 Rambler club coupe, $980; 
4-dr., $775, $625. '52 Ambassador 
club coupe, $785; Rambler station 
wagon, $615; 4-dr., $615; coupe, 
$600. ’51 Rambler station wagon, 
$500; 4-dr., $285. 

OLDSMOBILE—’54 (88) 4-dr., $1,825*. 

PACKARD—’'52 club coupe, $600*. ’51 
4-dr., $480°*, 

PLYMOUTH—’'54 Plaza Suburban, $1,- 
155; club sedan, $1,005; 2-dr., $910. 
’53 Cranbrook Belvedere, $860; 4-dr., 
$785, $660. '52 Cambridge 2-dr., $495. 
*51 Cambridge 4-dr., $345. 

PONTIAC—’55 Chieftain (8) Catalina, 
$2,400* (ps); 2-dr., $2,025*. ’53 Chief- 
tain (8) Catalina, $1,400*. '52 Chief- 
tain (8) 2-dr., $755*. ’51 Silver 
Streak (8) station wagon, $630. '50 
Silver Streak (8) 2-dr., $400*; conv., 


$305. 

STUDEBAKER — '53 Champion Sport 
coupe, $820. ‘52 Commander coupe, 
$410; 4-dr., $400. ’51 2-dr., $340. ’50 
club coupe, $100. 

WILLYS—’'52 (6) 2-dr., $300. 

MISCELLANEOUS—’51 Frazer Vaga- 
bond, $185. 


“Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 62, 63, 66 
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Dealer Confers with "Bosses'— 


C. W. Coulter (left), confers with the key executives who head the specialized and 
almost independent departments of his Phoenix (Ariz.) Cadillac-Oldsmobile dealership, 
From left are Dean Coulter, assistant general manager; F. R. Duffy, comptroller; B. G. 
Van Etta, body shop manager; Cal Randall, service manage.; Les Curry, parts man. 
ager, and L. L. Whitaker, Oldsmobile sales manager. 





Dealer Car Stocks Soar 
Past 750,000 Mark 


(Continued from Page 1) 


dealers concede that it takes an 
inventory of goodly proportions 
to satisfy a prospect who has 
been educated to demand the 
unique when it comes to select- 
ing colors and optional equip- 
ment. 

Nevertheless, dealers are begin- 
ning to exhibit a wary attitude as 
regards a further buildup in stocks. 
A few say they are operating on 
the premise that the “spring” mar- 
ket just came a couple of months 
early this year and that already 
it’s time to start thinking about 
clearing out the ’55s. 

* * * 

* May 1 new-car count breaks 

down to a potential average of 
18.6 cars per dealer, including units 
on display in dealership showrooms, 
warehoused by dealers and fac- 
tories, used as demonstrators, and 
still in transit. The Apr. 1 index 
was 15.7. 


Averages notwithstanding, cars 
in the field are by no means 
evenly spread out. As usual, there 
are many thousands of small 
dealerships with only a few cars 
on hand, but the surprising fact 
is that many volume dealers are 
carrying comparatively light in- 
ventories and enjoying a fast 
turnover. 

Some trouble is reported by deal- 
ers in the medium-priced field. 
Here, it is said, a few large dealer- 
ships have resorted to sending full 


haulaways back to the factory— |: 


just as their Little Three brethren 


sometimes do when they feel full. 
* * * 


ANY medium-priced units are 

being advertised at huge dis- 
counts as “demonstrators” or “offi- 
cials’ cars,” and at least one fran- 
chised dealer offers “low-mileage” 
55s on his used-car lot. 

There are some dealers who 





Huntress Joins 


Chrysler Sales 


DETROIT.—Another major exec- 
utive position in Chrysler division’s 
sales organization 
has been filled 
with the appoint- 
ment of Jack B. 
Huntress as mer- 
chandising man- 
ager. 

E. M. Braden, 
general sales 
Manager, said 
Huntress will be 
on the staff of 

oe Burton R. Dur- 
J. B. Huntress kee, advertising 
and merchandising director. 

Huntress, who has been adver- 
tising manager of Nash, joined the 
advertising department of the Bos- 
ton Daily Record in 1933 and be- 
came advertising promotion man- 
ager in 1935. He entered the auto 
industry in 1946 when he joined 
Nash. 


are loading up on new cars in 
frank anticipation of an auto 
workers’ strike. They admit they 
are gambling but believe the 
stakes are worth it. 

On the other extreme are the 
cautious ones who are poised for 
a cleanup as soon as there is a 
definite slackening in sales. It is 
rumored, they point out, that 1956- 
model debuts are scheduled for an 
earlier time of year than any since 
the war. 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 





Dealers 

Cers Cars In Total 

In Transit Potential 

Period Field to Inventory 
Ending Stockst Dealers Stocks 
dan. 1, ’50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
dune 1, '50.... 247,680 160,200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
dan, 1, ’'51.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 306 
Sept. 1, ’51.... 283,402 ,800 370,202 
dan, 1, ’52.... 224,968 31,000 255,968 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 261,674 88,000 339,674 
dune 1, ’52.... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,091 77,000 226,091 
Oct. 1, ’52.... 233,556 89,000 322,556 
Nov. 1, ’52.... 308, 90,500 399,394 
Dec, 1, ’52.... 287,247 76,000 363,247 
dan, 1, '53.... 291,671 83,300 374,971 
Feb. 1, ’53.... 324,835 86,600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, ’53.... 445,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
dune 1, ’53.... 463,516 73,500 537,046 
duly 1, °53.... 479,698 82,800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, °53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, '53.... 538,087 68,300 606,387 
Dec. 1, ’53.... 430,876 29,000 459,876 
dan, 1, ’54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
dune 1, ’54.... 503,219 62,500 565,719 
duly 1, °54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, ’54.... 355,654 50,400 406,054 
Oct. 1, ’54.... 267,469 29,000 296,469 
Nov, 1, ’54.... 120,107 37,500 157,607 
Dee, 1, ’54.... 203,453 61,700 265.153 
dan. 1, ’55.... 293,881 500 362,381 
Feb. 1, '55.... 373,573 89,100 462.673 
Mar. 1, '55.... 467,655 95,000 562.655 
Apr. 1, ’55.... 544,038 99,500 *643.538 
May 1, ’55.... 655,156 102,700 157,856 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 


* Revised. 





Virginia County Seeks 
Motor-Vehicle Tax 


BOWLING GREEN, Va.—Caro- 
line County supervisors have asked 
the Bowling Green Town Council 
to repeal the town’s automobile li- 
cense tax for 1956 so a similar tax 
can be enacted for the whole 
county. 

Bowling Green has a $5 tax on 
motor vehicles garaged in the 
town. The proposal under consid- 
eration is a $10 county tax on all 
motor vehicles with four or mcre 
wheels, 
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Watch the progress 





Of Bimelaiat-.ese Cecilers! 


Tre & 


ain conducts what is probably the most extensive service training : 
program in the industry. Every working day the year around, Pontiac field 
representatives hold service schools, explaining latest product information 
and quicker, more efficient, more economical methods of servicing Pontiacs. In addition, 


a constant flow of bulletins advise mechanics of latest factory-approved methods. 


de 


Regular examinations keep them on their toes. All of this is done for one reason— 


wre 


to assure Pontiac owners of the best and most economical service possible. Pontiac 
dealers have a great product—with a reputation for dependability and 
low-cost maintenance second to none. They are being helped in every way 
to protect this reputation, because one of the fundamentals of dealer success 
: is a fine product, backed by fine service. It’s another very important reason 


why Pontiac dealers are successful dealers. 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 
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Operation Bail-Out? 
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More Factory Outlets 
Predicted by Texan 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO.—What’s in store 
for the authorized new-car dealer? 

“We read a lot in the papers 
about how this is going to be a 
record-breaking year in the produc- 
tion of new cars,” observes C. H. 
Quinn, manager of Winerich Motor 
Sales Co. (Studebaker) here. 

“But,” he added, “if the indus- 
try does not watch its step, most 
of the so-called breaking will be 
on the part of the dealers.” 

He forecast a steady increase in 
the number of factory-backed and 
owned dealerships as profits dry up 
for dealers. 

Quinn said he believed there is 
nothing to be gained by a record 
production of cars if that record 
is secured through a combination 
of circumstances that force dealers 
to sell without a profit or even to 
take a loss on their operations. 

“Any industry,” he said, “in 
which the larger manufacturers 
can'make a profit of more than 18 
percent, and their dealers have to 
take one that is less than 1 percent 
—six-tenths of 1 percent, to be ex- 
act—is a sick industry.” 

He said it was open to question 
whether it can recover at all. 
“Certainly it cannot continue as 
it is going,” he declared. 

Quinn observed that it could be 
argued: “If you don’t like the busi- 
ness any more, why not get out of 
aT 

Then he answered this with one 
word, also a question: “How?” 

Quinn said that many a dealer 





N. C. Convention 
Endorses Federal 
Law Proposals 


(Continued from Page 3) 


Mueller, of New York City, who 
told the group that it is his belief 
that peace will prevail generally. 

“There will be a number of ‘irri- 
tants.’ but the cold war will con- 

tinue. as Russia 
cannot afford an 
allout war now,” 
he declared, list- 
ing as reasons 
undergroun 
trouble at home 
for the Russians. 
their industrial 
potential, the ex- 
istence of only 
one major rail- 

:, road inside Rus- 
©. %, Gnectes sia and the fact 
that U. S. air bases are only six 
hours from all of Russia. 

North Carolina dealers and top 
salesmen attended a sales clinic 
presented by Jack Lacy, of Lacy 
Sales Institute, Newton Centre, 
Mass., who told the group that 
the key to successful salesman- 
ship lies in “organization of your 
instinct saleswise” and is based 
on technical knowledge, hours of 
work—plus personality—“the ele- 
ment of control on your effect on 
the potential customer.” 


Main speaker at the convention’s 
concluding session was Charles L. 
Jacobson, Chrysler Corp. sales vice- 
president. Extolling franchised 
dealers as “a key to national pros- 
perity,” Jazobson stated: 

“Any automobile company that 
intends to make gains under the 
competitive conditions that exist 
today must give a major share of 
its thought and attention to the 
effectiveness of its dealer organi- 
zation.” 

North Carolina’s senior U. S. Sen- 
ator, Sam J. Ervin jr.. emphasized 
his belief that one of the most im- 
portant things to the American way 
of life is small business. He de- 
clared, “The American way of life 
will endure only so long as small 
business is permitted to thrive and 
prosper. I believe in free competi- 
tion. a free market—with govern- 
ment regulation only insofar as to 
insure that competition is fair.” 

The three-day program ended 
with the annual banquet, followed 
by the association’s annual dance. 








would like to retire or enter some 
other line of business with condi- 
tions as they are today in the auto- 
mobile industry. 


“But the point is,” he pointed out, 
“they cannot. They have a heavy 
investment. Sell it? Who would buy 
it, under these conditions? Liqui- 
date it? It cannot be done, except 
at a loss most dealers cannot af- 
ford to take.”. 

So, faced with this dilemma, 
Quinn said it is no wonder that 
dealers are taking the “easiest 
way out” and selling cars for 
nothing down or “what have 
you.” 

“The only other alternative,” he 
said, “is to insist on making at 
least a small profit on every car 
sold and hanging on until manu- 
facturers see the daylight and 
change their methods or a flood of 
renossessions knocks the bottom 
out of the none-too-secure financ- 
ing many in the industry seem to 
have adonted and things are forced 
back somewhere near normal.” 


He noted that too many people 
are buving cars on “senseless” 
terms. and said they have no busi- 
ness making such a purchase. 

“Tt is a well-known merchandis- 
ine fact that the item wh'tch fs sold 
for nothine down is the first to he 
rennssessed—and that rule w'll hold 
tene in the automobile industry,” 
he said. 

Oninn predicted that bv fall there 
will be a rising tide of renosses- 
sions. “Perhans it will wake the 
manrfacturers up—and perhaps 
not. If not. we may expect some 
drastic changes in new-car market- 
ine.” 

In this reward. he helieves that 
the factories will be forced to 
take over from thetr dealere and 
onerate direct retail outlets them- 
selves—“if they are to remain in 


_ business.” 


Another possibility he foresaw 
was that a few big dealers, who 
would have been able to hang on. 
would become multinle dealerships. 
handling several makes of cars— 
sort of an auto “sunermarket.” 

“However.” he added. “I think 
this possibility is remote.” 

Quinn pointed out that more 
manufacturer-backed dealerships 
have been coming into being and 
—“if the present trend is contin- 


d ued” —the establishment. of this 


tvpe of deal is sure to be intensi- 
fied 


“In the end only the manu- 
facturers’ outlets would remain. 
It might not be so bad, at that. 
For who among us would not 
gladly sell our buildings and 
equipment to the maker in re- 
turn for a position as manager 
and be free from the increasing 
responsibilities that rest on our 
shoulders?” he asked. 

“The least a manufacturer could 
then do would be to fire us,” he 
added, “but. as the case now 
stands, through his short-sighted 
policy of producing at any cost, he 
can ruin us.” 





On the Way?— 


The Mercedes-Benz Silver Arrow is a 
new, 245 horsepower addition to the 
Daimler-Benz line of sports and passenger 
cors. The German firm has incorporated in 
the U.S. and will construct a plant here, 
but not for Silver Arrows. D-B plans U. S. 
production of diesel trucks and marine 
and industrial products. 


PEG 


A Street of Cars— 

Twin Falls (Id.) dealers took over the main street of the city for an auto show. 
The above picture shows some of the display cars which lined both sides of the 
downtown street. Other retail merchants cooperated to make the event a success. 








A Street of Cars 


Twin Falls, Id., Ropes Off Downtown Area 
For Outdoor Auto Show 


TWIN FALLS, Id. — Twin Falls’ 


withall the new 1955 color com- 


downtown area was shut to traffic | binations glittering in the sun. 


and the area was converted into an 
auto show last week. It was the 
second annual event held by the 
local dealers. 

Both sides of the two blocks were 
lined with new automobiles and 
trucks with dealers and salesmen 
standing by to point out the many 
new features of the vehicles. 

The models ranged from sports 
types to ranch and station wagons, 


59 Sales Rate 
Holds at 600,000 
Cars a Month 


(Continued from Page 2) 


cut down stocks appreciably—or 
even hold their ground — despite 
high sales. 


The added difficulty, as ex- 
pressed by several, is that the 
inventory becomes progressively 
more overloaded with “queer 
pieces”—new cars that are vir- 
tually unsalable because of sickly 
colors, unwanted equipment, 
“cold” body styles or unpopular 
equipment options. 

These dealers say that they have 
started to think in terms of clean- 
up. One told Automotive News last 
week: 

“I have only two loads (eight 
cars) still on order from the fac- 
tory. I’m not taking any more. The 
factory oversold me at the start 
and I'll be busy cleaning up from 
here on in.” 

His factory’s ’56 line is expected 
in October. 

Another dealer said that unless 
most retailers start thinking and 
dealing in terms of “cleanup” right 
now, the nightmare of the fall of 
53 might be repeated again this 
year with dealer inventories 
— as new models come off the 
ine. 


* * * 


N THE used-car front last week, ' 


the overall average price at the 
wholesale auctions declined $1 to 


$838, according to Automotive News’ , 


index. 

Individual losses on the index 
were: 55s, down $11 to $2,153; 
*52s, down $11 to $717; ’53s, down 
$9 to $1,031; 48s, down $7 to $148, 
and ’51s, down $3 to $498. 

The following models showed in- 
| creases: 49s, up $3 to $251; ’50s, up 


- to $365, and ’54s, up $21 to $1,538. | 


7 |Texas Approves 


Dallas Car Tax 


AUSTIN, Tex.—Gov. Allan Shiv- | 
ers has signed into law a bill per-' 


mitting Dallas County to levy a $5 
tax per auto and a $3 tax per axle 
on trucks. 

The proceeds of the tax, when 


rights-of-way in the county. 


Practically all the merchants 
participated in a drawing in 
which a large number of $25 gro- 
cery orders were given away. 

Ford had its experimental X-100 
on hand and both light and heavy- 
duty trucks attracted a great deal 
of attention. 

Figures released by the Idaho 
Automobile Dealers Assn. show 
that during the first three months 
of 1955, Twin Falls County dealers 
sold a total of 319 new passenger 
cars which were valued at nearly 
a million dollars. Ninety trucks 
were sold, in addition to the cars. 

The used-car business, accord- 
ing to local dealers, showed the 
sale of about 600 units during the 
first quarter with an approxi- 
mate value of $500,000. 

Over 15,000 passenger cars and 
almost 6,000 truck licenses have 
been issued by the county asses- 
sor’s office so far this year. 

Robert C. Wills (Nash) is presi- 
dent of the Twin Falls Automobile 
Assn. and worked with other mem- 
bers of the group to make the show 
a@ success. 





Wisconsin Rejects 


Safety Belt Law 
MILWAUKEE. — The Wiscon- 
sin Legislature has tabled a bill 
to make car safety belts compul- 
sory. 
The State Assembly voted 
down the bill when opponents 
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Strike Voting 
Begun by Union 
At Ford, GM 


Reuther Charges Lack 
Of Progress in Talks; 
GAW Points Detailed 


By Joseph M. Callahan 
Staff Writer 
oo showdown over the UAW’s 
annual-wage demands was fast 
approaching last week as the 210 
Ford and General 
Motors locals began 
taking strike votes. 

Strike votes among 
GM’s 325,000 hourly 
workers and Ford’s 
140,000 hourly employes were or- 
dered last Monday by the union’s 
GM and Ford councils in Detroit 
following charges by UAW leaders 
that “the companies are not nego- 
tiating.” 

It was expected that all strike 
votes would be completed before 
the contracts expire. The Ford 
contract expires in two weeks on 
June 1 and the GM pact runs out 
in three weeks on June 7. 

Walter Reuther, CIO and UAW 
president, said last week, “It was 
the unanimous judgment of both 
our Ford and General Motors com- 
mittees that we had arrived at that 
point where the lack of progress in 
the negotiations justifies our tak- 
ing a strike vote at this time. We 
shall continue to do everything hu- 
manly possible to avoid a strike.” 


Reuther also said that he was 
cancelling his trip to the Congress 
of the International Confederation 
of Trade Unions in Vienna “to 
stay in the negotiations until a 
settlement has been reached.” 

wo © © 


No Reply Yet to GAW 


AUTHOUGH the 300 delegates to 
the GM council and the 128 
delegates to the Ford council were 
given detailed information regard- 
ing the negotiations on the guar- 
anteed annual wage, the UAW 
made public only the briefest data. 
However, these facts about the 
talks were learned: 

1. GM and Ford counter-propos- 
als have been “essentially non-eco- 
nomic in nature”’—indicating the 
union had been offered nothing re- 
sembling a guaranteed annual 
wage. 

2. The UAW feels that “no prog- 
ress” has been made at the GM 
talks which began last month. 
Reuther said GM had not yet given 


LABOR 
FRONT 


jin on a single demand. 


3. The UAW feels that “little 
or no progress” has been made 
at the Ford talks which also 
started last month. 

4. UAW negotiators have _ re- 
jected all GM and Ford proposals 


warned that the public was not | to revise the present contracts. 
Approval of a strike by the lo- 
cals, which is a virtual certainty, 
does not necessarily mean there 
will be a strike. The strike vote 

(Continued on Page 76, Col. 1) 


ready for safety belts and the | 


law requiring their use could not 
be enforced. No doubts were ex- 
pressed about their effectiveness. 








New MoPar Distributor— 


Chrysler MoPar’s new parts distributor, Mark H. Zettelmeyer, president of Cleveland 
approved by the county, will 80) motor Parts Co., receives a plaque from Thornton E. Waterfall, president of MoPor. 
toward acquisition of highway | teft to right are Norman F. McDonough, secretary of the distributorship; Waterfall; 
Zettelmeyer, and Samuel J. Wall, MoPar general sales manager. 
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Action Taken in 33 States... 


Aid Hiked for Injured Workers 


Aca has been taken in 33 
states this year to improve the 
workmen’s compensation laws, in- 
dicating a growing national con- 
cern for workers injured on the 
job or stricken with occupational 
diseases, as well as increased un- 
ion political activity at the state 
level. 

Improved compensation laws 
have been passed thus far in 12 
states; they have been introduced 
in eight other legislatures; they 
have received strong pushes in 
seven states, and they have been 
defeated in five states. 

A different tack was taken at 
the UAW-CIO convention in 
Cleveland when a resolution was 


passed urging Federal legislation 
to provide adequate compensa- 

tion for injured workers. This 
was labeled a long-range solu- 
tion, however, and concentration 
on the state laws was recom- 
mended. 

“Every four minutes, one worker 
is killed or crippled,” the UAW 
says. “Over 90 percent of these in- 
juries and diseases and the re- 
sultant suffering are preventable.” 

However, factory managements, 
particularly in the auto industry, 
have made great progress in im- 
proving factory safety. This has 
been one of the areas where the 
unions and management have co- 


(1) The Hastings torsional is a compression ring 


that seats right now. Its torsional action brings it into 
a quick seat and perfect wall bearing in any cylinder 
—tapered, out-of-round or re-bored. 


(2) The Hastings Steel-Vent is an oil ring that stops 
oil-pumping immediately. It’s a soft pressure ring with 
the light inner-spring developed by Hastings. It de- 
livers the extra lubrication that older engines must 
have—and with complete oil control and economy. 


Here are two top performers in the same “Motor 
.Engineered” set . . . built by replacement ring spe- 


cialists. 


You don’t get come-backs due to cylinder scuffing 
and slow-seating when you install Hastings Steel- 
Vent sets. You get positive, quick performance that 
makes car owners happy. 





HASTINGS MANUFACTURING COMPANY - 
HASTINGS LTD., 
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operated with remarkably success- 


| ful results. 


* * * 


A RECENT Department of La- 
bor report indicated that in- 
jury rates in the manufacturing 
industries hit a record low in the 
last quarter of 1954. 

The various workmen’s com- 
pensation laws generally either 
increased injury benefits, length- 
ened the period in which they 
could be collected or hiked the 
death benefits. 

A slight trend is shown toward 
extending the coverage of the in- 
surance to cover occupational dis- 
eases, as well as industrial acci- 
dents. 


A FAST 
TF WEL To 


1955 


Action taken by the states is as 
follows: 

Arizona.— After lengthy debate 
over several bills to greatly liber- 
alize the workmen’s compensation 
law, another bill was enacted which 
increased benefits for silicosis vic- 
tims. One rejected bill would have 
extended the length of payments 
from 450 to 500 weeks and in- 
creased the weekly payments from 
$25 to $30. 

Co.torapo — Prior to adjournment 
Apr. 5, the Legislature passed a 
measure raising benefits to work- 
ers injured on the job from $29.75 
to $31.50 a week and increased 
other benefits. 

* > * 
EORGIA — Gov. Marvin Griffin 
has signed a bill boosting bene- 
fits to permanently disabled per- 
sons from 20 to 25 percent of their 
regular income. 
Iowa—The Legislature has given 





COMPRESSION RING 
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2) 
A SOFT 
PRESSURE 
OIL RING 


HASTINGS, MICHIGAN 
TORONTO 


Piston Rings, Casite, Oil Filters, Spark Plugs 


STEEL-VENT 





PISTON RINGS 


Kegulan 0 Chiome Faced 


*Tough on oil-pumping + Gentle on cylinder walls 
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final approval to a bill increasing 


maximum compensation  beifits 
from $28 to $32 and minimum | ne. 
fits from $12 to $15. 


Kansas — Both houses have 
Passed a bill raising maximum 
weekly benefits from $28 to $32 
and death benefits from $9,000 to 
$10,000. Other benefits were also 
increased and the state compen- 
sation commissioner was author- 
ized to extend payment beyond 
the former 120-day period. 

Marytanp — Shortly before ad. 
journment Apr. 5, the Legislature 
enacted a measure that will ex- 
| tend workmen’s compensation pay- 
|ments in total disability cases and 
|increase the weekly benefits. 
* * * 


ONTANA—A new law increases 

payments for several catego- 
ries under the workmen’s compen- 
sation law. Rejected, however, was 
a bill which would have included 
occupational diseases under the 
act. 

Oregon — Both branches of 
the Legislature have approved 
bills boosting benefits for the to- 
tally disabled by 36.27 percent 
| and for the temporarily disabled 
| by 9.01 percent. 
| Nevapa — A bill upping State In- 
| dustrial Commission benefits for 
|injured workers was approved by 
the Legislature. The minimum 
benefit was boosted from $125 to 
$130 a month and the benefits for 
a worker with dependents was 
| raised from $130 to $180. 


| 'TENNESSEE—A new law increases 
| maximum weekly benefits from $28 
| to $30 and death or permanent dis- 
| ability benefits from $8,500 to $10,- 
| 000. 
 £ @ 
TAH — A bill has been enacted 
increasing maximum payments 
for injuries and occupational dis- 
|eases from $27.50 to $30 a week. 
Vermont — Given final passage 
by the Legislature was a bill ex- 
| tending workmen’s compensation 
| payments to workers with occu- 
| pational diseases aggravated by 
| other ailments. The Vermont 
| Senate has passed a measure 
| hiking compensation benefits to 








a@ maximum of $30 weekly for 320 

weeks. ~ 

Wryrominc — A series of measures 
providing more protection for 
| workers under the workmen’s com- 
pensation act was passed. 
| Liberalized workmen’s compen- 
| sation bills have passed one house, 
jand are given a good chance of 
| final passage in Indiana, Minne- 
| sota and New Hampshire. 

+ os = 


| @IMILAR measures have been in- 
troduced this year in the legis- 
latures of Connecticut, Idaho, New 
Mexico, West Virginia and Wiscon- 
sin. ‘ 
| Improved workmen’s compen- 
| sation laws have received strong 
| backing, or have been recom- 
| mended by the governors of Cali- 
| fornia, Illinois, Michigan, Ne- 
braska, North Dakota, New Jer- 
sey and Virginia. 

The states in which improved 
| compensation bills were defeated 
are Arkansas, Massachusetts, New 
| York, North Carolina and Wash- 
| ington. 


1956 Show Dates 
Set in Cleveland 


CLEVELAND.—A nine-day auto 
show has been approved for next 
year by the Cleveland Automobile 
|Dealers Assn. as a result of the 
success of the 1955 offering, accord- 
ing to Walter Grabski, CADA pres- 
ident. 

The 1956 show will open Satur- 
|day, Jan. 21, and run through Sun- 
|day, Jan. 29, thus embracing two 
| weekends. 

Samuel L. Marshall, of Marshall- 
Field Motor Co. (Ford), will be 
|show chairman, and R. Ear] Bur- 
rows, CADA secretary - manager, 
will be show manager. 


|Car Service Data Book 


‘Prepared By Dayton 


DAYTON, O. — A new service 
data book, including all 1955 Ameri- 
can autos and many foreign cars, 
has been prepared by Dayton Rub- 
ber Co. for tire distributors. 

The book covers tire sizes, infia- 
tion pressures, radiator capacity, 
gasoline capacity and transmission 
and differentia] refill requirements. 
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5 Fight hundred and ninety-six million dollars! That’s the amount of 

money the people of Greater Philadelphia spend for automobiles and 

accessories each year. Their favorite newspaper is The Evening and ‘ 

i dealer tellin. In Philadelphia nearly everybody 
To all the contents of a great metropolitan newspaper, The Bulletin adds reads The Bulletin 


its distinctive and characteristic reporting of local news. This is one 


of the many reasons why The Bulletin, in Greater Philadelphia*, delivers 
i Advertising Offices: Philadelphia, Filbert and Juniper Streets 
more copies to more people every seven days than any other newspaper. New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 
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. ™ 4 |. Fair and equitable contracts between manufacturers and dealers in 
€ A motor vehicles, parts and accessories; 
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4 H ¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 


News else in the world. 





Capsule Comment 


While new-car sales continue robust, there are multiplying 
signs of softening in the used-car market, field reports show. 


The old saying goes: As used cars go, so go new cars. 


For the second consecutive year, Rhode Island dealers have 
thwarted an attempt by insurance agents to bar dealers from 
selling insurance on cars they handle. 


A day-by-day, night-by-night battle bares fruit. 
” * * 


For three years, Higgins Pontiac in suburban Detroit has 
sponsored a weekly teen-agers club in its service depart- 
ment, where youths of the community repair their own or a 
friend’s car. 


In these days of teen-age hoodlums, Dealer Higgins de- 
serves a doff of the hat for aiding the useful kind of a gang. 


New-car bootlegging is drying up in-many parts of the 
nation, a survey of major cities discloses. 


But NADA is taking no chances; it’s backing an anti- 
bootlegging bill and a territorial security measure in 
Congress. 


reports the Inter-Industry Highway Safety Committee. 





Target is the testing of two million vehicles. 





“Credit selling is a tool of salesmanship, not a substitute 
for it,” declares the American Finance Conference. 


A lot of dealers seem to have forgotten this. 





free safety-check lanes during the May safety campaign, | 





Dealers in 311 communities and 13 counties are operating | 


| 
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Dealer Conventions 


May 21-23 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

May 23-24 — Idaho Automobile Dealers 
Assn., Boise Hotel, Boise, Ida. 

May 25—Utah Auto Dealers Mid-Year Con- 
vention, Newhouse Hotel, Salt Lake 
City, Utah. 

May 26-28—Washington State Automobile 
Dealers Assn., Benjamin Franklin Hotel, 
Seattle, Wash. 

June 19-2i—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan, 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. 

Sept. 9-11 — Maine Automobile Dealers 
Association, Samoset Hotel, Rocklane, 


jaine, 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16-17 — New Mexico Automotive 
_— Assn., Nickson Hotel, Roswell, 


. M, 
Sept. 18-19 — South Dakota Automobile 
ealers Assn., Sioux Falls, S. D. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac inn, Saranac, N. Y. 

Sept. 19 — Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


lis. 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

~—. 25-27—Tennessee Automotive Assn., 

uena Vista Hotel, Biloxi, Miss. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsyivania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 


Texas. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J, 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn., Mt, Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10—Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a. 

Oct. 9-l1—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct, 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct, 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 


a Pa, 
Oct. 23-25 — Florida Automobile Dealers 
Aan., Sans Souci Hotel, Miami Beach, 


a. 

Nov, | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov. 13-14 — 20th Annual Convention 
Automobile Dealers Association of 
caneme, Tutwiler Hotel, Birmingham, 

a. 

Nov, 13-15 — Ohio Automobile Dealers 
a Netherland Plaza Hotel, Cincin- 
nati, O. 

Dec, 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah, 

Jan. 28-Feb. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

* * ® 


Dealer Auto Shows 
Jan. 7-15—Chicago Auto Show, Interna- 


tional Amphitheater, Chicago. 


Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis. 
* * ® 


General 
Mey 16-320—Moterials Handling Techniques 
< mengaad International Amphitheater, 


icago, 

May 16-20—National Materials Handling 
Exposition, Exposition Hall, Interna- 
tional Amphitheater, Chicago. 

(See CALENDAR, Page 65, Col. 1) 
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Nearly all men can Stand 
odrersity, but if you want to 
test 2a mars Character 
give itn power” 


—ABKAHAM L/NCOLN 







Letterbox 


‘Lacquered to 


Color Craze 


Your Mr. W. C. Lockwood's ar- 
ticle of Apr. 18, 1955, sketched in 
for us on the sidelines what must 
be a formidable problem facing the 
new-car (and possibly the used- 
car) dealer; namely, supplying a 
variety of two- and three- (and 
four-?) toned cars. A tough prob- 
lem, but one, also, offering addi- 
tional means for increased profit 
to the dealer through satisfying a 
strong public demand. 


From here the picture appears to 
be that of supply and demand for 
cars being separated by a chasm 
which it represented by inability 
to satisfy the customers’ insistence 
on the second and/or third color. 
This difficulty can be readily, satis- 
factorily and economically bridged 
in the writer’s opinion by using the 
recently developed, but already 


The Big Stories 


Settlement of the Chevrolet strike at Toledo opened the way for 
the immediate resumption of production in Chevrolet assembly plants 
throughout the country . .. The Wagner Labor Disputes bill passed 
the Senate by 63 to 12 despite opposition from business leaders... 
Nash invaded a new price field with the new “400” series, listing from 


$675 and up.. 


. Chevrolet offered standard models with 19-inch 


wheels for use on unimproved roads ... A strike of Mechanics Edu- 
cational Society members failed to halt production at Packard... 
Chrysler retail deliveries in the first 19 weeks of 1935 gained 52.5 
percent over the same period in 1934 .. . The President and Congress 
were petitioned by 22 national organizations to discontinue excise 
taxes on gasoline, automobiles, parts, tires, oils and other products 


used in motor transportation . . 


. A series of antitruck measures 


were introduced in several states recently. A Florida bill would pro- 
hibit four-wheeled vehicles weighing more than 1,000 pounds, includ- 


ing load. 





—From the files of Automotive News. 
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@ PITY Tus Poor, 
DEALER. THEY 


TRYING To PICK 
A COLOR FOR 
THREE ‘HOURS. 
(The poor ima 


millinery shop: 


A THOUGHT IN ANY DRIVE TO LESSEN ACCIDENTS 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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Order... .’ 


well-known, techniques of auto re- 
finishers—hot-spray lacquer touch- 
up. 

There is little or no necessity for 
compounding and polishing of the 
new color inasmuch as the hot 
lacquer flows smoothly and evenly 
over the baked enamel or polished 
lacquer car. There should be no 
lifting problem with the enamel 
since the finish is baked. The 
beauty of this technique is that in 
well under an hour the masking 
can be removed and the car turned 
back to sales. 


One recommendation might be to 
use a glossy lacquer such as that 
used on naval jet fighters and slow 
down the lacquer drying a bit to 
get maximum gloss and flowout 
with a good quality blush retard- 
ant. These new lacquer finishes 
can, incidentally, be readily sup- 
plied in the currently favored col- 
ors by such companies as Arco, 
W. P. Fuller, Glidden, Pittsburgh 
Plate Glass, Rinshed- Mason, and 
Sherwin-Williams to mention a 
few — alphabetically, of course. — 
W. O. Bracken, Hercules Powder 
Co., Wilmington, Del. 


Exports 


In the current issue of a famous 
eastern magazine (New Yorker, 
March 19, 1955), seven foreign autos 
are advertised to only five Ameri- 
can ones. Britain (only 50,000,000 
people) exports twice as many 
autos as the U. S. A. (163,000,000 
people). The U. S. A. would have 
to export six times as many autos 
as we are now exporting just to 
keep even, job-wise, with the Brit- 
ish. The stage is being set to give 
major portion of the U. S. auto in- 
dustry away, as happened with 
Swiss watches, Please fight exten- 
(See LETTERBOX, Page 72, Col. 3) 
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nA sood reliable | 


source 


FOR AUTOMOTIVE EQUIPMENT 





_ four wheel brakes to the latest development in 
power braking, Bendix Products Division has demon- 
: strated its unique ability not only to keep pace but 
actually to anticipate the industry’s requirements for 


the latest and most efficient in automotive components. 





BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
Power Steering is of the linkage type, manufacturers find it | manufacturers than any other make, Bendix* Low Pedal 
especially adaptable for production line installation withoutex- |§ Power Brake makes possible quick, sure stops by merely 
tensive engineering changes. Manufacturers can now meet the _ pivoting the foot from the go to the stop control. No need to 
ever-increasing demand for power steering more efficiently and _lift the foot and exert leg power to bring the car to a stop. 


more economically with Bendix Linkage Type Power Steering. |§ Result—more driving comfort, less fatigue and greater safety. 
*REG. U. S. PAT. OFF. 


BRAKES ¢ POWER STEERING « POWER BRAKING « CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 





12 Aba Eh 


etl EI: 


BENDIX oiviscon SOUTH BEND ™o1"s = Glemote’ 


é Expert Seles: Bendix Internation! Division, 205 East 42nd Street, New York 17, N.Y. . 
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Merchandising 


Memos to Dealers 





EPORTS from here and there 

around the country indicate 
that fear is playing a big part in 
the present auto market. 

For example, in connection with 
bootlegged new cars, new-car deal- 
ers in various places are seeking to 
create fear in the public mind with 
the objective of dissuading pros- 
pects from buying new cars from 
other than new-car dealers. 





By Bob Finlay 


used-car dealers are becoming 
afraid to buy new cars wholesale 
from bootlegging new-car deal- 
ers. We’ve heard of several cases 
of bootlegged cars breaking down 
while on the way to used-car 
dealer lots. 

This may be the most well- 


grounded fear of all. In periods of 
record - breaking production, 


the 


Then again we hear that some pressure to get cars out is so great 










that the workmanship is not all it 
should be. 

And the cars are coming off the 
line so fast that it is impractical 
for final inspection to be fussy. 
That would choke the parking lots 
with cars that need additional 
work. So the new cars, in good 
shape and bad, are shipped off to 
dealers, who put them in shape for 
the customers. 

But the bootleggers don’t put 


them in shape for used-car dealers. 
* * * 


‘Better Get Set’ 


UR West Coast traveler, 
Harris, says fear is a big fac- 
tor in heavy new and used-car 
sales on the West Coast. This fear 
is of a war with the Chinese, and 
the salesman’s pet phrase is: 
“Better get set. Better get set.” 
He’s implying that the cus- 
tomer better get better transpor- 
tation while the getting is good. 
And, according to Harris, the ad- 








stuffers, 


Yes, 


3. Brakes 





R-970 AN 


Bud | 


1. Lubrication 
2. Motor Mounts 


4. Leaf Springs 
5. Coil Springs 


from Comfort-Ride Service! 
Mfg. Co., Dept. A-14, Rock Island, Illinois. 





Bozeman Dealers Back 


Safety Check Drive 


BOZEMAN, Mont.—(UTPS)— 
The Bozeman Automobile Deal- 
ers Assn. is supporting the Jay- 
cee auto check program here this 
month, according to Harvey Fox, 
association president. 

Dealers are furnishing me- 
chanics to check car brakes, 
lights, steering, tires, mirrors and 
horns, Fox said. A safety wind- 
shield sticker is being provided 
for every vehicle passing the test. 





vice is being taken—by hard 
headed businessmen as well as 
scared cotton-pickers. 

Trucks are moving fast, for 
memories of operating broken- 
down equipment during the last 
|war is still fresh with the truck 
| operators. 

And the stocks on the used-car 








a BRAND NEW WAY 


x 
better than the dealer who pre- 
pares the car for delivery and the 
|amount of handy, friendly service 


“BEAR” SUPER 
SZ 
ij 


CAR CONDITIONING SERVICE 






POST and 


CAR CARE 
National Advertising 
Supports 
Your Local 
Sales Program 
all Year ‘round! 


Now, you’ve got something new to get more 
customers coming your way! Like Tune-Up, 
Change-Over and Safety Service, COMFORT- 
RIDE SERVICE sells A LOT OF SERVICES 
AT ONE TIME! It helps you write BIGGER 
SERVICE TICKETS every time! Here, for 
the first time, is service that helps car owners 
maintain the new-car riding comfort they’ve 
spent billions to get! 


For sustained advertising power, Comfort- 
Ride Service is in the POST and Mechanics 
Illustrated’s CAR CARE, which is on the 
newsstand the year ’round. Reproductions of 
these national ads are available as envelope 


newspaper mats and posters so you 


can keep cashing in all year long on the 
“10-in-1” service! 


you sell all these 10 big-profit 
services at one time: 
6. Wheel Alinement 
7. Shock Absorbers 
8. Wheel Balancing 
9. Tire Truing 
10. Wheel Truing 


Send for FREE Comfort- 
Ride Information Kit 
and latest “Bear” Cata- 

log including latest 
“Bear” Wheel Service 
developments to help 
you get full benefit 
Write: Bear 


lots are thinner on the Coast i41:n 
they are just over the mountzing, 
Remember, not so long ago, when 
dealers were talking of running 
their excess used cars into the Pa- 
cific? 

Guess the tide of emigration to 
the Coast caught up with the 
loaded lots. They say a thousind 
people a day are still pouring into 
California. 

War scares, of course, are just as 
convincing as the salesman telling 
you the story. And the folks on the 
Coast figure they are a lot closer 
to the trouble than we are out in 
the Midwest. 

* * Zz 


Production Problem 


— of cotton-pickers, we 
hear that they are creating a 
problem in the auto plants at the 
Coast. The story is that when the 
plants ask the unions for mechan- 


ics, the unions send ’em cotton- 
pickers. 

j * * a 

Quality 


N SOUTH BEND, Ind., the New 

Car Dealers of St. Joseph County 
reminded the public in an ad in 
the Sunday Tribune: 

“It’s easy to sell for less, if you 
give less. 

“Any automobile dealer can 
sell new cars for less money if 
he doesn’t care whether or not 
the customer has been satisfied. 
“The quality of a new car is no 





| that is available after the sale...” 
2 * * 


| Cracker jack 


ANP in St. Louis, Ben Stepman, 
a long-time Studebaker dealer, 
reminds the public in an ad: 
“If you’re looking for free gifts, 
a box of Crackerjack costs only 
a nickel.” 


He pointed out: 
“We sell Studebakers, not air- 
conditioners, shirts or vacations.” 
~ = = 


Used-Car Philosophy 


OvuR favorite used-car philoso- 
pher, Martin Bury, head of Wil- 
kie Buick in Philadelphia, has an 
excellent way of plugging used cars 
to his customers—excellent because 
it is so downright honest and 
forceful. 

He tells ’em: 

“You buy more _ transportation 
miles per dollar of purchasing cost 
in a used car than you do in a 
new car. And if you buy a well- 
kept used car, you also buy low 
operating and maintenance costs. 

“Because of new-car sales com- 
petition, the average automobile 
depreciates 30 to 40 percent — 
sometimes more—in the first year. 

“During the second year, the 
depreciation is only 15 to 20 per- 

cent on the average. The third 
year usually represents a drop of 
only 10 to 15 percent. And from 
there on the decline is progres- 
sively less. 

“It follows, therefore, that you 
can buy a one-year-old car, keep 
it a year and lose only 15 to 20 per- 
cent of its original list price when 
you trade it on a later one-year- 
old car. Or you can buy a two-year- 
old car about half of its original 
price and keep it two or three 
years without losing more than 
perhaps 25 to 35 percent.” 

Bury adds that the hot competi- 
tion this year between new-car 
dealers makes 1955 a good year in 
which to buy a used car. 

This dealer says he hasn’t had a 
used-car problem in a quarter of a 
century. It’s easy to understand 
why. He knows used cars, and 
knows how to move them. 


Truckstell Stages 
Sales Meetings 


CLEVELAND. — Truckstell Mfg. 
Co. and McCabe-Powers Auto Body 
Co. last week wound up a series 
of regional sales meetings in Cleve- 
land, Chicago, Minneapolis, Kansas 





City, Atlanta, New York and Tulsa, : 


Okla. 

The meetings were held to ac- 
quaint Truckstell distributors and 
their salesmen with additions and 
changes made in the Truckstell 
line. They were conducted by J. M. 
Brown, J. J. O’Neil and L. A. Ar- 
mentrout, regional manager of 
Truckstell, and J. A. Rowen, of 
McCabe-Powers. 





' 
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PRODUCTION : 
= PROBLEM With present designs and manufacturing facili- 
| ao xa @) et a & lara! a ties, the auto industry needs wide coils of sheet steel 


with a minimum number of welds. These welds must 
be cut out before steel goes into the big presses—a 
costly, time-consuming process. 






SOLUTION As a prime supplier to the automotive and 


; ~~ other industries, Great Lakes Steel has developed 
if you use flat-rolled steel ee ae ee eee 


greater lengths . . . drastically reducing the number of 
% 4 expensive welds in each coil. Result: important fabri- 
ta to a specia Ist cation savings for our customers. 


MORAL Whether you make autos, appliances, or farm 
machinery .. . if it’s flat-rolled steel, you can’t lose by 
talking to Great Lakes Steel—specialists in flat-rolled 
production and application for 25 years. 


GREAT LAKES STEEL CORPORATION "=z" 


Ecorse, Detroit 29, Michigan ¢ A Unit of 





HIGH-TENSILE 
stage 


SEVERE Sry TIE 


: SALES OFFICES IN BOSTON, CHICAGO, CINCINNATI, CLEVELAND, HOUSTON, INDIANAPOLIS, LANSING, 
| LOS ANGELES, NEW YORK, PHILADELPHIA, PITTSBURGH, ROCHESTER, ST. LOUIS, SAN FRANCISCO AND TORONTO 
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Early Action Doubtful 
On Transportation Bill 


By William Ullman 


hington Correspondent 


os Department of Commerce has sent to Congress a 
a proposed bill to carry out the recent recommendations 
of the president’s advisory committee on transportation, 
which Chairman Warren Magnuson, of the Senate Interstate 
Commerce Committee, viewed as 


railroads.” 


Chairman Percy Priest of 
the House Interstate Com- 


merce Committee said he doubts 
that any such sweeping legislation 
could be enacted this session. 

The report generally calls for less 
Federal regulation of surface 
transportation and would enable 


“weighted in favor of the 
Bee 


said to have been covered in the 
Commerce Department bill, would 
limit the Interstate Commerce Com- 
mission’s authority to set minimum 
and maximum rates and curb its 
activities in other directions. 

A Commerce Department spokes- 
man said the bill covers al] the 


railroads to compete more favor- | major recommendations in the Cab- 
ably with other forms of carrier|inet committee report and might 
service. One of its major points,| become known as the “Transpor- 





ALS a! 


PITTSBURGH PLATE GLASS COMPANY 





Use these TWO SIGNS 
to help you get more SOLEX business 


tation Act Amendments of 1955.” 
* - * 


Customs Simpdification 


EP, JERE COOPER, Tennessee 

Democrat, chairman of the 
House Ways and Means Commit- 
tee, last week in- 
troduced the sec- 
ond part of Pres- 
ident Eisenhow- 
er’s program for 
a liberalized for- 
eign trade policy 
—a customs sim- 
plification bill. 

Cooper imme- 
mediately set 

May 23 for the 
start of public 

hearings on 
this legislation, which men en- 
gaged in international trade have 
described as perhaps of more 
pressing immediate importance 
for reviving world trade than the 
reciprocal trade extension just 
approved by the Senate. 

One of the major obstacles to 
a bigger revival of import trade, 
experts say, has been the red-tape 
ridden and uncertain customs pro- 
cedures and policies of the U.S. 
The proposed bill is designed to 





William Uliman 


-— 


correct some of the more glaring; plan and other presidential pro- 


defects in the customs system. 
* * * 


Sales Tax Favored 


HE U. S. Chamber of Com- 

merce favors a shift in taxes to 
@ general excise or sales tax, with 
reduced dependence on individual 
and corporation income taxes. That 
policy was adopted, despite stiff 
opposition, at a final session of the 
chamber’s annual meeting here. 

The U.S.C.C. also supported, 
with reservations, a law that 
would give the President standby 
power to freeze prices and wages 
in defense emergencies. 

It also urged Congress to outlaw 
the union shop and ask state leg- 
islatures to pass “right-to-work” 
laws like those already enacted in 
18 states. 


s = * 
Byrd Hits Bonding 
ADDRESSING a general session 
of the U.S. Chamber of Com- 
merce annual meeting, Senator 
Harry Byrd, Virginia Democrat, 
unleashed an attack on President 
Eisenhower’s highway program and 
its bond issue feature, which he 
called “legerdemain” financing. 
Byrd described the highway 





“We've cashed in on a lot of replacement business 
with the help of these SOLEX signs!” 


more fun. 



































More and more auto glass replacement shops and car 
dealers’ service departments are finding a valuable 
source of plus-business in installing Pittsburgh’s 
Solex Heat-Absorbing Safety Glass. That’s because 
automobile owners know what Solex can do to reduce 
sun glare and heat and thus eliminate much of the 
tension during driving. They know that this green- 
tint glass helps to make motoring safer and much 


That is why we suggest that you actively go after 
this business in your locality. One sure way is to 
identify your shop as headquarters for Solex. And 
the two signs shown here will help you, as they have 
helped many other shops, get your share of this 
profitable business. 


What’s more, Solex presents no inventory prob- 
lems to you. And that’s especially important in view 
of the many curved and wrap-around shapes. Near 
you there is an efficient service on replacement parts, 
backed by auto glass depots that carry all pérts in 
stock. Through this, your customers’ orders will be 
filled quickly and without the need for stock keeping. 


We'll be glad to supply you with full details on 
Solex, as well as to give you complete information on 
the sales helps available to assist you in cashing in 
on this worth-while business. Just get in touch with 
your Pittsburgh Branch or distributor, or write to 
Pittsburgh Plate Glass Company. Room 5287, 632 
Fort Duquesne Blvd., Pittsburgh 22, Pa. 







SOLEX 


posals as opening up Pando-s’s 
boxes of Federal handouts. 
Later, Eisenhower told reporters 
that he is standing by his »!an 
for a $101 billion highway con- 
struction program, and added ‘hat 
so far as he knows it has more 
supporters than oponents. Byrd is 
for the highway construction pro- 
gram, but against the special bond 
financing feature. 
* * 


Along Foggy Bottom 


HE Federal Government should 

assume the primary responsi- 
bility for expanding the interstate 
highway system, according to testi- 
mony before the House Public 
Works committee by Wisconsin 
Gov. Walter Kohler. Representing 
the Governors’ Conference, Gov 
Kohler said that expanded con- 
struction on the other phases of 
the highway program should be 
primarily the responsibility of the 
states... 

The Federal Trade Commis- 
sion’s rules of practice for han- 
dling cases brought before it 
have been completely overhauled 
and modernized, the agency an- 
nounced last week. In its revision 
the commission has attempted 
wherever possible to follow re- 
commendations recently ad- 
dressed to Federal administra- 
tive agencies by the President’s 
Conference on Administrative 
Procedure, according to Chair- 
man Edward Howrey .. . 

Last week there was placed on 
permanent display in the lobby of 
the Department of Commerce 
building a colorful new exhibit il- 
lustrating foreign trade services 





available to U. S. businessmen 
through the Bureau of Foreign 
Commerce... 

President Eisenhower last week 
nominated William C. Kern, a 
Democrat, to be a member of the 
FTC to succeed present Commis- 
sioner James M. Mead, former sen- 
ator from New York, whose term 
expires in September. Kern has 
been with the FTC since 1941 and 
now is assistant director of the 
Bureau of Litigation ... 

The House paused last week to 
extend bipartisan greetings to 
Rep. John Taber, New York Re- 
publican, who had just reached 
his 75th birthday. Taber, who has 
served in the House 32 years and 
is ranking Republican on the Ap- 
propriations committee, wasn’t on 
the floor to hear these and other 
tributes. He was at a committee 
meeting arguing to save money ... 

Automotive gasoline is dangerous 
when used in aircraft. the Civil 
Aeronautics Administration warned 
last week. Auto gasoline has a va- 
por pressure of eight to 13 pounds, 
while aviation gasoline has a vapor 
nressure of five to seven pounds. 
The low vapor pressure in the avi- 
ation gasoline is insurance against | 
vapor lock caused by altitude or | 
heat... 

Plans are progressing for initia- 
tion of the $12 million road test [ 
designed to measure the effects of [ 
vehicle weight on roads and bridges. 
The Department of Defense, the fF 
U. S. Bureau of Public Roads, state 
and territorial highway depart- ff 
ments and the automotive, petro- [ 
leum and tire segments of industry 
are cooperating in the venture ... 

The Small Business Adminis- 
tration would be allowed to make 
loans to small business firms up 
to $500,000 instead of the present 
limit of $150.000, under a bill 
sponsored by Sen. John Spark- 
man, Alabama Democrat, who is 
chairman of the Senate Small 
Business committee .. . 

President Eisenhower has tight- fF 
ened the rules for inspection of [7 
Federal income tax returns by Con- | 
gressional investigators in a move | 





This illuminated counter displayer is a 
ready reminder that you sell and install 
Solex. Its striking colors are white, yellow, 
and black on a green background. Size: 
oi” = ". 


Designed for use at front of shop or service 
department. This sign measures 24” x 18”. 
It is double-faced, enameled. Includes sup- 
porting bracket. Bold white and yellow 
lettering, black background. 





against “one-man” probes in this [ 
field... Bs 

The Committee for Economic De- fF 
velopment last week urged that a | 
prompt start be made on planning 
of Federal tax reductions and re- 
visions that are likely to be possi- 
ble next year. 
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= General Backs Road Plan 
SOLEX “Sarely Glass...the best GOSS under the sanl” Aa S aeere Gee 
WW tional defense. according to Maj.- § 


Gen. Paul F. Yount. Army chief of 
transvortation, testifying before 
the House roads subcommittee. 
Gen. Yount said a definite tar- 
get date should be established 
for completion of the system and 
that the Government should take 


PAINTS - GLASS CHEMICALS - BRUSHES - PLASTICS FIBER GLASS 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


(See ULLMAN, Page 67, Col. 5) 
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' The continuing National Advertising of Porcelainize 
: sells your customers on the benefits of Porcelainizing 
their new cars. They gladly pay the small additional 7 
n ee 
i cost....And when you Porcelainize the cars on your 
showroom floor, they sell faster because they look 
better. 
yn 
of 
e e 
rainbow hues 
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n / 
j of today’s cars 
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need 
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GELAINIZE 


ainbows, fade when time and weather 
e their toll. The striking, contrasting colors 
s cars require the rugged protection 


1 fi s 
| he Wel Htindard fer 
and added beauty that Porcelainize, 


- p iy, Alem Mycarance AND PORCELAINIZE ALONE, can provide. 


t 
r - aS oe 
Porcelainize, the only scientific paint treatment, 
tf produces a tough, dry, mirror-like surface 
f - ‘ 
- that lasts 3 to 4 times longer than any other method. 


Your new car is the most beautiful in motordom’s history. 
KEEP IT THAT WAY! Maintain its brilliance 



















y 
5 with Porcelainize color protection. Then, for months 
N tional Advertising pre-sells to come, you'll ride with pride on every ride. 
atl 
your customers.-- Write for Free Booklet,**THE STORY OF PORCELAINIZE” 
(R 
th p (} B (, F | A | Ask to see the BLACK Liquid... 4 
7 = 
3 Porcelainize is applied only by New Car Dealer 
iority keeps them sold 23% service specialists. Ask to see this bottled black liquid 
: super! and ponder over its magic: Reds become redder, 
yf blues bluer, whites whiter—in fact any color is deep- 


ened and at the same time is strengthened with the 
“muscles” to provide month after month of all-weather 
color protection. 
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Roundup from State Capitals .. . 


Legislation Affecting Auto Industry 


Cc 





By Bethune Jones 


Legislative Correspondent 


i A trend which may mark the start of an era of unprece- | 


dented borrowing for highway construction and which 
will be sharply accentuated if an expanded federal-aid road 
program calling for increased state matching funds is 
adopted, state highway bond issues totaling $1,071 million 
have been passed this year@———————_—_ 
in Alabama, Colorado,| sw 
Georgia, Minnesota, New| 7 
Mexico, New York, North Dakota, | | 
Rhode Island and Vermont. 

Proposals for such bond issues | 
totaling $794 million now await leg- 
islative action in Connecticut, Dela- 


ware, Louisiana, Maine, Massachu- 
setts, New Hampshire and Oregon. 

Other highway bond issue pro- 
posals totaling $1,005 million were 
sidetracked or rejected in Iowa, 
Maine, Michigan, North Carolina 
and Tennessee. But several of these 


measures are cer- 





in the future. 
Alabama law- 
makers set up a 
State Highway 
Corporation, em- 
powered to issue 
bonds up to $50 
million for the 
construction of 
roads and bridges 
and added 1 cent 
to state taxes on 
diesel fuel to retire 








Bethune Jones 


gasoline and 
the bonds. 








IT’S 
TIME 


If you’ve been drowsily scheduling 
Philadelphia newspapers by habit, 
friend, it’s maybe time to give 
brother Morpheus the brush. Look 
at all three in our booming town, 
and you'll find that the DAILY NEWS 
is the bright one, the one that’s 
keeping pace with today. You'll find, 
too, that customers see your ads in 
our sparkling tabloid pages — we 
couldn’t bury you if we tried. 


Discover DAILY NEWSLAND, buddies. 
It’s a Magic Market within-a-mar- 
ket, populated by some 185,000 
working families, blanketed by the 
DAILY NEWS. Peddle your wares in 
our uncluttered pages, and learn 
from results why wide-eyed space 
buyers are giving us such tremen- 
dous linage gains! 


For example, in the first 3 months 
of 1955, the DAILY NEws gained more 
than a quarter million lines of Total 
Daily Advertising. And we’re con- 
tinuing this eye-popping growth. No 
secret why we hit new highs. We’re 
making new friends by selling 
Philadelphians! 


PHI PHIA 


DAILY/\NEWS 


Hitch your wagon to a rising star! 


NEW YORK: William A. Maher 
415 Lexington Ave., Murray Hill 2-9197 


CHICAGO: J. 


tain to be revived | 


333 N. Michigan Ave., Andover 3-5270 


A bill was enacted in Colorado 
to correct legal defects in a $35 
million highway bond program au- 
thorized by the electorate last fall. 

Georgia has a new State Rural 
Roads Authority, empowered to is- 
|Sue revenue bonds up to $100 mil- 
lion. The bonds will be paid off 
with a portion of funds which had 
|'been going to counties for road 
maintenance. 

* 


b 


Pp 
e 
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Bridges Authorized 


INNESOTA’S legislature au- 

thorized the State Highway 
Department to issue $20 Million in 
bonds between 1956 and 1961 for 
construction of new bridges, prin- 
cipally in urban areas. 

Another Minnesota law, aimed at 
earlier and faster construction of 
trunk highways in urban areas, 
permits the State to issue bonds 
which cities will sell. 

Proceeds from these bonds will 
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be advanced by the cities to the 
State Highway Department to fi- 
nance urban construction. Bond 
interest will be paid by the cities; 
the principal by the State. The 
bonds will not be part of a city’s 
legal debt. 

A measure enacted in New Mexi- 
‘0 


Approved by the New York leg- 


islature for submission to the elec- 
torate in November was a proposed 
$750 million highway bond issue, to 


e paid off by increased fuel levies. 
North Dakota lawmakers ap- 
roved, for submission to the vot- 
rs at the June, 1956, primary elec- 


tion, a proposed state constitutional 
amendment authorizing a $54 mil- 
lion highway bond issue. 


A measure enacted in Rhode 


Island will submit to the voters a 
$30 million highway bond issue, to 


id in financing a $70 million high- 


way construction program over the 


ext four years. The bond issue, 


which would be the largest in the 


tate’s history, would increase the 


state debt by 75 percent. 


Bonds Okayed in Vt. 
yo  .- lawmakers approved 


a bill backed by Gov. Joseph B. 
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Charles J. Sheppard 


1061 Penobscot Bidg., Woodward 2-3080 


permits issuance of up to $20 
million in highway debentures. 





Johnson to authorize a $12 milion 
highway bond issue. 

In Connecticut the Governo:’s 
Metropolitan Traffic Committee 
recommended issuance of bonds to 
finance urban expressway projects 
in Hartford and other cities. The 
proposed bonds, previously esti- 
mated at $250 million, would be 
paid off from current State High- 
way Department revenues. 

A bill introduced in the Deia- 
ware legislature with the back- 
ing of Gov. J. Caleb Boggs would 
authorize issuance of bonds to 
finance a $16 million highway 
program during the next two 
years. 

Louisiana’s legislature was sched- 
uled to receive a study committee 
report advocating a $350 million 
highway bond issue, but action on 
the proposal, which would require 
voter approval, was expected to be 
deferred until next year. 

A $30 million highway bond issue 
backed by Gov. Edmund S. Muskie 
was killed in the Main legislature. 
An alternative proposal for a $15 
million issue also was rejected but 
was left in a position for possible 
revival. 

Gov. Christian A. Herter asked 
the Massachusetts legislature to au- 
thorize an additional $150 million 
highway bond issue, which would 
bring to a total of $700 million the 
amount of highway bonds author- 
ized in the State in recent years. 

+ * * 


N. H. Bill Proposed 


ES New Hampshire leg- 
islation would authorize issu- 
ance of an additional $2.5 million in 
highway bonds, while an Oregon 
legislative proposal called for an 
$11 million road bond issue. 
Failing of legislative approval in 
Iowa was a $300 million road bond 
issue. A $500 million highway bond 
issue proposal was sidetracked in 
the Michigan legislature, while a 
$150 million road bond proposal met 
a similar fate in North Carolina. A 
$25 million bond issue plan failed 
to receive legislative consideration 
in Tennessee after it was opposed 
by Gov. Frank G. Clement. 
Awaiting legislative action in 
Ohio now is a bill to authorize 
state sinking fund commission- 
ers to issue $216,372,000 worth of 
highway bonds, as part of the 
$500 million road program ap- 
proved by the 1953 legislature and 
subsequently by the electorate. 
In addition to the new trend to- 
ward increased issuance of bonds 
for free highway modernization, 
many legislatures are also giving 
impetus to the toll road trend. 
Legislation to authorize or facili- 
tate the financing and construction 
of new or extended toll roads, or 
providing for studies of such proj- 
ects, has been enacted this year in 
Alabama, Colorado, Florida, Idaho, 
Iowa, Indiana, Kansas, Maryland, 
New Jersey, Washington and West 
Virginia. Similar proposals are 
pending in California, Massachu- 
setts, Michigan, Missouri, Okla- 

















homa and Pennsylvania, and were 
killed in Nebraska and Tennessee. 
* +o = 


Toll Roads Killed 
ERE amounts have been in- 
dicated, enacted legislation of 
this type involves projects expected 
to cost a total of $893 million. 

Legislation proposing repeal or 
major curtailment of previously- 
authorized toll road enabling legis- 
lation was enacted in Georgia; is 
pending in Illinois, Nebraska and 
| Ohio, and was rejected in Indiana, 
Kansas, Michigan, Washington and 
West Virginia. 

Alabama’s legislature created a 
joint legislative committee to 
study toll roads. 

A Colorado enactment authorized 
|a@ $16 million revenue bond issue, 
|backed fully by the State’s credit, 
for construction of a toll highway 
tunnel beneath the Continental] Di- 
vide. Under the new enabling legis- 
lation, the state legislature will be 
required to approve final plans for 
the project, thus necessitating a 
special session before work can 
start. 

Florida lawmakers enacted an 
enabling bill for a state-long toll 
superhighway which would extend 
the projected Miami-Fort Pierce 
turnpike to the Jacksonville area 
at a total cost of $281 million. 

“A turnpike control” bill was 
enacted in Idaho in a move to clear 
the way for completion by private 
interests of the Lewis and Clark 
Highway in the northern part of 

(Continued on Page 71, Col, 2) 
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Every day, more than 1,000 


Delco 
























new car buyers choose it! 


Signal-Seeking ‘luner 


Every day more than a thousand 
new car buyers choose the Delco Signal- 
Seeking Tuner—greatest advance in auto 
radio since the push-button! This electronic 
marvel brings in every station your car 
radio can receive—tuned to perfection— 
without the use of push-buttons. 


How does it work? Just touch the 
Station Selector Bar. Instantly the Signal- 
Seeking Tuner finds the nearest station on 
the dial with greater accuracy than either 
human hands or push-buttons could do it. 
Touch it again and another station comes 
in—and so on across the dial. You need 
never take your eyes from the road ahead 
to enjoy the ultimate in listening enjoyment. 


Wherever you drive, \et the magic of 
electronics find your programs automati- 
cally. Developed by Delco Radio, the Signal- 
Seeking Tuner is available now on many 
1955 cars. Ask your new car dealer for a 
demonstration. 


DELCO AUTO RADIO 


DELCO RADIO e DIVISION OF GENERAL MOTORS 
KOKOMO, INDIANA 


Yul a geile loush: Utd y our ata wali 
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GENERAL 
MOTORS 





AS ADVERTISED 





Another Engineering First from General Motors .. 


aiddmittically....tletionioally / 


. the Delco Signal-Seeking Tuner, an Entirely New and Advanced Concept in Auto Radio Design and Performance 


IN THE SATURDAY EVENING POST AND COLLIER’S 


19 


20 


AUTOMOTIVE NEWS, MAY 16, 1955 


Got to Stay with It, Dealer Says... 


How to Train for Sales 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO.—“Sales training 
can build any auto dealer’s busi- 
ness,” says Frank Houston, who 
manages Ranger Pontiac Co. here. 

But he warned that it is some- 
thing that dealers must “stay with” 
if they are to get results from it. 

Houston pointed out that most of 
the larger auto manufacturers have 
training courses available to their 
dealers. 

However, he said, the key to a 
successful sales training course is 
the instructor. “The first point I 
would like to make,” said Hous- 
ton, “is that no one can train 
other salesmen unless he himself 
has sold.” 

The Pontiac manager said that it 
was not necessary for that selling 
to have been in the auto field. 
“Selling is the important thing and 
any first-class salesman can easily 
adapt himself to automobiles.” 

He suggested that sales and man- 
agement staffs be combed carefully 
in selecting the teacher. Houston 


You know from the first easy squeeze of the trigger that here’s 
the gun for you. The comfortable balance of the DeVilbiss JGA 
Spray Gun, in any spraying position, makes it a delight to handle. 
This — and its compactness and light weight — leaves you less 
tired after a day’s painting. Ask your supplier for a demonstration. 


THE DEVILBISS COMPANY, Toledo, Ohio 


| said if no present employe could 
fill the bill, then a new man should 
be found and brought in. 


“He must be more than a born | 


salesman—he also must be some- 
thing of a born teacher. And few- 
er still are able to keep up the 
enthusiasm in a class until better 
sales methods prove themselves 
in better sales,” said Houston. 

But whoever is selected, Houston 
emphasized, he should be a perma- 
nent member of the staff charged 
with the responsibility of building 
sales by better selling. “Sales train- 
ing, to be effective, must be con- 
tinuous,” he declared. 

He suggested that in starting a 
sales training program it would be 
best to conduct an intensive six- 
week course with meetings twice 
a week. After that Houston rec- 
ommended a continuous program 
based on a meeting once a week 
or once every two weeks through- 
out the year. 

Houston said that, in his opin- 
ion, the object of all sales train- 





| men that they are not just sell- 
| ing autos but the service that the 
| car can give; and, (2) train sales- 
men to place themselves in the 
shoes of their prospects. 


“Tf,” he added, “you can show 
that your car will operate more 
economically, require fewer re- 
pairs, has more desirable features, 
rides smoother or is more beauti- 
ful than the one offered by a com- 
petitor— well, you have made a 
| sale. Or, rather, your car has sold 
| itself.” 
| He said the salesman that can 
|put himself in “his prospect’s 
shoes” and find out just what he 
wants and make a real effort to 
give him what he wants, be it a 
new-car, used-car, truck or trailer 
|—“that salesman has gone a long 
| way toward completing his sale. 
| “Some salesmen,” he said, “alas, 
| pride themselves on having started 
|their careers on a paper route. So 
what? When they had a route, they 
appealed to patrons to buy from 


| 
| 


Santa Clara, Calif. * Barrie, Ontario ¢ London, England—Offices in principal cities 


ing is two-fold: (1) teach sales- | them because they wanted to get|time and the importance of in- 











15 Pct. of Thunderbirds 


Sold in Los Angeles 


LOS ANGELES.—Buyers in 
the Los Angeles area have 
snapped up 15 percent of the Ford 
Thunderbirds so far produced, 
according to Walter J. Cooper, 
Los Angeles district sales man- 
ager for Ford. 

Cooper said that 892 of the 5,925 
Thunderbirds thus far built have 
been purchased by Angelenos. 





everyone on the block or wished 
to win a trip to Atlantic City.” 


Houston reasons that such 
salesmen get off to a bad start. 
He feels they are more interested 
in themselves than in their cus- 
tomers and make little effort to 
get the customer’s viewpoint. 
“They never get the real point 
in selling—the idea that they are 
not selling a product, but the serv- 
ice that the product can give. They 
are often the dead wood in a deal- 
er’s selling organization,” said 
Houston. 

Two other important things that 
sales training must instill in sales- 
men, he emphasized, are value of 





FOR BETTER SERVICE, BUY 


DeViLBISS 








— 


~-| dustry—“in other words, plain harg 


work.” 

Houston noted that if, in ap 
eight-hour day, a salesman s}:ends 
three hours in actual contact with 
his customers he has a good aver. 
age. 

“The automobile salesman, 
then, who spends four hours a 
day ‘on the floor’ doesn’t have 
much time to waste if he is to 
‘make contact’ with his custom- 
ers and produce sales. He must 
get out and hustle,” he said. 

And what of his time on the 

floor? Houston says he can’t afford 
to spend it snoozing in one of the 
company’s easy chairs or swapping 
stories with other salesmen. “Time,” 
he said, “is too valuable.” 

The manager pointed out that 
one of the big problems in auto 
selling has been, and still is, the 
profitable use of time on the floor. 
He observed that some companies 
tried to solve the problem by hav- 
ing “floor men” and “outside men.” 

“I have always felt that the 
salesman who develops outside 
business has the right to complete 
his sales on the floor. But I watch 
the floor man. If he is busy using 
the telephone or completing his 
‘paper work’ or locating new 
prospects to see or figuring out 
new ways in which to complete a 
sale, I mark him up for an exec- 
utive position,” said Houston. 
However, Houston added, “If a 

floor man spends his time doing 
nothing and does not come up with 
a good sales record, he is also 
marked—for replacement.” 

He admitted there were a few 
“rare born salesmen” and, at the 
other extreme, men who just can- 
not seem to adapt themselves to 
selling. “Unfortunately,” he smiled, 
“these are not so rare. 

“In between lies a great body 
of salesmen who can be taught to 
sell—and who must, in this buy- 
er’s market, be taught to sell if 
an auto dealer is to succeed,” 
Houston said. 

It is that body of salesmen, 
Houston believes, that need sales 
training and need a continuous pro- 
gram of it. 

Other points he believes should 
be incorporated into sales training 
are: 

1. Intelligent use of the telephone 
to gain appointments and locate 
prospects. 

2. Breaking bad habits like, for 
an example, the Great American 
Thief of Time—the coffee shop 
habit. 

He warned that it wasn’t easy 
and some salesmen will be in- 
different or opposed to it, con- 
sidering it a waste of time. He 
advises keeping classes to a max- 
imum of 20, smaller if possible. 
“But if you have instilled these 
three cardinal principles—(1) sell- 
ing service of the auto; (2) please 
the customer, not the salesman; 
and, (3) that time cannot be wasted 
—success will attend your sales 
training efforts,” Houston said. 


Munn 


(Continued from Page 3) 


people that we are trying to 
create the “push-button” factory. 

That is simply loose talk, because 
the ultimate functioning of auto- 
mation, if it could be fully achieved, 
would be the step by step improve- 
ment of all manufacturing opera- 
tions until automatic production 
moves through the plant in one 
uninterrupted flow. That would be 
the so-called push-button factory. 
The point is that there is no royal 
road to technological progress. 

* *” * 


Risks Are Inescapable 


F WE want to continue to see 
our level of living go up, some 
risks by all are inescapable. 

Since it is no longer a question 
as to whether industry in general 
will automate, or whether a given 
company will be a leader or fall 
behind, anybody who is tempo- 
rarily displaced by improvements 
in that company would lose his 
job anyhow, along with all the 
other employes in that company, 
if it should fall behind in the 

parade. 

P.S. Engineers are sitting uP 
nights with designs; purchasing 
agents are making salesmen sleep- 
less; supervisors are trying to re- 
duce waste, and too few of us are 
thinking about the boss, who, don’t 
forget, is not the man at the head 
of the business, but the “free and 
unpredictable” customer. That is 
the man We are all working for. 

















Builds your business because its made 
for the cars you sell and service! 


It’s a great new sales builder! Super Blend is refined 
from 100% Pure Pennsylvania Grade Crude Oil, then 
blended with the most modern anti-rust, anti-wear, 
anti-corrosion, and detergent additives. It’s the finest 
all-weather motor oil. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 





To give your customers the best in lubrication, use and 
recommend Quaker State Super Blend. Start new cars 
with it and keep your customers coming back to you 
with this super lubrication. Feature Super Blend and 
your oil sales and profits will grow! 


MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Radio Marathon Sells Used Cars— 


The showroom of Mitchell Motors, Inc. (Ford), Martinsville, Va., was the broadcast 
booth for a two-week “Used Car Sales Marathon” over local radio station WHEE. 
Every day a news program was broadcast by the ‘Mitchell Motors Reporter.” A 
teletype machine was placed in the showroom and clippings were pasted on the 
showroom window. The promotion sold 62 used cars in two weeks in the city of 





20,000 people. 


ONE OF A SERIES: HOW DU PONT BUILDS SALES FOR YOU 
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Auto Personnel 


John O. Bennett jr. has been | 
elected vice-president of Securities, 
Inc., a Toledo auto discount firm, 
according to Edward Arnos, presi- | 
dent. 

Bennett joined the firm last Au- 
gust and formerly was associated | 
with Universal CIT Corp. for 14| 
years, Girard Trust Co. six years 
and before joining the Toledo com- 
pany was with American Motors in 
appliance financing. 


* * * 


Sonnichsen Promoted 
Dr. Harold M. Sonnichsen, direc- 
tor of the technical division and a 
member of the board of Permacel 
Tape Corp., has been named a vice- 
president of the New Brunswick 
(N J.) concern. ‘ 


Allegheny Steel Names 
Boyne to New Post 





Russell M. Allen, sales vice-presi- | 
dent. 

Boyne has been assistant general 
| manager of sales and in charge 0 
| stainless steel sales for 10 years. 
He has been with the corporation | 
| 40 years. 


* 


| Burrows Named to Head 


White’s Diesel Division 


William F. Burrows has been 
appointed general manager of 
White Motor Co.’s newly created 
diesel division, according to Robert 
Black, White president. 

White has purchased the diesel 
engine division of National Supply 
Co., Springfield, O. Burrows has 
| been in charge of White’s diesel 
| activities in Cleveland. 
| * * * 


|\U. S. Rubber Appoints 


5 





C. B. Boyne has been named to Johnson to Sales Post 


the newly created post of director 


William L. Johnson has been 


of customer service for Allegheny | named assistant manager of truck 


Ludlum Steel Corp., according to 


tire sales for the tire division of 








Du Pont anti-freeze gives you the 
biggest TV campaign in the industry 


This year Du Pont anti-freeze will have a TV show 
that’s bound to break all records! Frank Leahy is 
the star! That’s right, the famous football coach 
who led Notre Dame to 106 victories, will be selling 
for you all through the fall season. “Frank Leahy 
and his Football Forecasts’ will be a weekly must 
for your customers. He’ll send them to you—not 
only for ‘“‘Zerone”’ and ‘‘Zerex,”’ but he’ll sell ’em on 
the idea of early winter service. And you know what 











Order 
now 
and be 
listed 
with 
Western 
Union 
“Operator 

25 ae 


Coll the anti- 
that helps YOU 


*t¢ u.s eat orf 


BETTER THINGS FOR BETTER LIVING... 


you sell/ 


Du Pont makes only 
ZERONE® and ZEREX® 
brands of anti-freeze 


THROUGH CHEMISTRY 


that means in dollars and cents to you. You’ll sell 


service, parts, accessories . . 


. the works! 


Du Pont anti-freeze gives you Frank Leahy, and 
that’s just the beginning. Just look what else you get: 


> Nation-wide Du Pont “Anti-Freeze Week”’ promotion 

> Newspaper, magazine ads, billboards, in your own town 
> Backing by famous motor experts 

> A product advantage you can see for yourself 

> Enforcement of Fair Trade prices—no employee sales 
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U. S. Rubber Co., according to H. 

C. Oliver, U. S. tires sales manager, 

E. B. Reynolds succeeds Johnson 

|as supervisor of sales training ang 

H. B. Sharer has been appc inted 

supervisor of distributor training. 
” * * 





Lincoln Names Mueller, 


| Renner Vice-Presidents 


Lincoln Engineering Co., St 
| Louis, has announced appointment 
of Carl H. Mueller as vice-presi- 





C. H. Mueller 


dent in charge of engineering and 
John E. Renner as vice-president 
in charge of sales. 

Both men have been associated 
with the company for 20 years. 
Mueller was formerly director of 
engineering and Renner, general 
sales manager. 

* * 


Balough Takes Sales Reins 


Of Blue Crown Spark Plug 


Jerry Colonna, vice-president of 
| Blue Crown Spark Plug Corp., 
Defiance, O., announces the ap- 
pointment of James W. Balough 
as sales manager. 

Balough will work with Co- 
lonna in visiting distributors and 
jobbers as well as attending trade 
shows. Balough’s chief duties, 
however, will be the coordina- 
tion of production and the super- 
vision of sales. 

In addition to service in the 
automotive field, Balough has 
been associated with the banking 
and finance business. 

. s - 


| Chrysler Picks Robitaille 


For New Fleet Sales Post 


C. A. Robitaille has been ap- 

pointed to the newly-created Chrys- 
| ler division post of fleet sales man- 
| ager, according 

to E. M. Braden, 
|general sales 
| manager. 
| Robitaille joined 

Chrysler Corp. 

in 1928 as an ac- 
| counting clerk in 

truck distribu- 
tion. After World 
War II, he joined 
|Chrysler’s Fargo 
| division and was 
| Detroit regional 

manager when he transferred to 
| Chrysler division last Apr. 1. 


® = * 





J. E. Renner 





Detroit Aluminum Names 
Three to New Posts 


| Detroit Aluminum & Brass Corp. 
has announced three new appoint- 
ments. Jerome J. has been 
elected executive vice-president. He 
formerly was vice-president. 
William N. Cofell, an employe of 
the firm since 1925, was promoted 
|from_ secretary to vice-president 
and Harold Frank was named sec- 
retary and reelected treasurer. 
* * 


Ford Shifts Corrigan 


Lawrence M. Corrigan has been 
appointed industrial relations man- 
|} ager of Ford Motor Co.’s Buffalo 
stamping plant, succeeding Michael 
J. Fitzpatrick, who resigned. Corri- 
| gan formerly was security and com- 
| munications manager in the air- 
| craft engine division in Chicago. 

} . * x 


Roth Joins API Board 


J. E. Roth, general manager of 
| the central division of Tide Water 
Associated Oil Co. at Tulsa, Okla., 
has been elected to the board of 
| directors of the American Petro- 
|leum Institute. He replaces E. H. 
Salrin, retired vice-president of 
| Tide Water Associated. 


* - = 
Schudt Elected President 


Of Canadian Allis-Chalmers 


Harold M. Schudt has been elected 
president of Canadian Allis- 
Chalmers Ltd., it has been an- 
nounced by J. L. Singelton, vice- 

| president in charge of the general 
machinery division of Allis- 
(Continued on Page 68, Col. 3) 
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’ Jobber 


can give you everything you need 
to increase your brake service business 


A COMPLETE PLAN TO HELP YOU 
GET MORE CUSTOMERS 





Pub ts, 


POINT 
BRAKE 
CHECK 


INCLUDING ADJUSTMENT 





i 


This brand-new plan—a plan that lets you charge for looking 


for brake work—is increasing brake service business every- 


where it’s being used. Complete in every respect, it’s solidly 
backed by hard-hitting national advertising. 





QUALITY CAR AND TRUCK LININGS 
ANY WAY YOU WANT TO BUY THEM 





PG Sets and PGT Sets Genuine Raybestos Proving 
Ground Tested Brake Linings for every type of car 
or truck you are called on to service. These factory- 
packaged sets are the only ones made by seven 
different manufacturing processes in order to provide 
correct combinations for all the various makes and 
models on the road. 


DON’T LET YOUR CUSTOMERS LEARN ABOUT BAD BRAKES 
BY ACCIDENT. SEE THE JOBBER WHO HANDLES 








Bulk Brake Lining Segments 








Factory-Lined Shoes The lining on these shoes has 
the very same Proving Ground Tested quality as the 
linings in Raybestos PG Sets. In addition, the shoes 
are “Contour Ground”—a special process developed 
by Raybestos engineers to assure perfect fit. Each 
shoe is carefully ground to give proper belly contact 
. . . the inherent springiness of shoe assures correct 
contact at heel and toe under average braking 
pressure. No spongy pedal—no lining high spots. 





BIGGEST SELLING BRAKE LINING 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc. * BRIDGEPORT, CONN. 
Fi RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks ¢ Clutch Facings « Fan Belts « Radiator Hose « Industrial Rubber, Engineered 


Plastic, and Sintered Metal Products e Rubber Covered Equipment « Asbestos Textiles « Packings e Abrasive and Diamond Wheels « Bowling Balls 









Sales and earnings of Motor 
Wheel Corp., Lansing, for the first 
quarter were substantially higher 
than for the like period in 1954, 
according to M. F. Cotes, president. 

Net income for the three months 
ended March 31 totaled $915,845, 
compared with $447,088 a year ear- 
lier. Sales for the first quarter 
amounted to $20,945,131, compared 
with $14,973,468. 

This year’s first-quarter earnings, 
Cotes said, were the greatest for 
any quarter since 1950. 

He said these three factors con- 
tributed to Motor Wheel’s increased 
sales and earnings: 

1. The increase in automotive and 
farm implement production. 

2. Volume from Motor Wheel’s di- 
versification program in appliances. 
The company last fall purchased 
the power lawn mower division of 
Reo Motors, Inc., and now manu- 
factures and sells Reo mowers. 

In addition, Motor Wheel brought 
out its own line of power mowers 


a fy: 


On the Financial Front 


| 
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under the name of Duo-Trim. The 
company also manufactures Duo- 
Therm space heaters, water heat- 


ers, incinerators and mobile-home 
air conditioners. 

3. Defense production. Motor 
Wheel reached peak production in 
manufacturing shell casings for the 
Army’s 106-millimeter recoilless 
rifle. 

Motor Wheel employment, Cotes 
said, has risen to a record high of 
more than 4,600 persons. 

Stockholders reelected all mem- 
bers of the board of directors. Di- 
rectors reelected all officers of the 
corporation. 

Motor Wheel has approximately 
8,500 stockholders. 


* * 
Purolator Sales Drop, 


Net Earnings Rise 


Purolator Products, Inc., Rah- 
way, N. J., has reported net sales 
of $23,531,490 during 1954 as com- 


* 


‘pared to $24,132,583 in 1953. Un- 





filled orders Dec. 31, 1954, totaled 
$4,322,788. 

Net earnings were $1,377,529, an 
increase from $975,000 in 1953, Wil- 
liam V. Griffin, board chairman, 
said earnings would have been 
higher but the company decided to 
take advantage of expense deduc- 
tions permitted by the revenue act 
of 1954, These totaled $212,550 
which is shown on the annual re- 
port under “special charges.” 

* * * 


Monarch Machine Tool 


Monarch Machine Tool Co., Sid- 
ney, O., reports net earnings for 
1954 were $1,327,781. Comparative 
1953 earnings were $1,756,022. 


* * + 


Fram Corp. 


Fram Corp., Providence, R. L, 
attained the highest sales level in 
company history during 1954. Con- 
solidated sales for last year were 
$23,552,026, an increase of $307,106 
over 1953. Net income after taxes 
for 1954 was $929,569, compared 
to 1953 net income of $877,247. 


* * * 


Volume Up 33% 
Stockholders of Southwestern In- 


| vestment Co., Amarillo, Tex., have 











This is not a trailer, but an au- 
tomobile complete with kitchen, 
lavatory, two sleeping cabins, 
bookshelves and tables (London, 
1928). 





been informed that the volume of 
business acquired for the six 
months ended Feb. 28, 1955, totaled 
$49,094,827, compared to $36,828,672 
for the same period in the previous 
year, an increase of 33.31 percent. 
Loans and discounts outstanding at 
the end of the period totaled $38,- 
494,760 against $30,088,097 at Aug. 
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STOP AND GO, SHORT HAULS WITH HEAVY LOADS, ONE TRACTOR PICKS UP 8 TO 10 TRAILERS A DAY. 


“On short hauls with heavy loads, RAYON CORD TIRES pay off!” 


—says Richard Hermann, General Manager 
Hermann Forwarding Co., New Brunswick, N. J. 


“Ours is the toughest kind of trucking there is...stop and go, short hauls with heavy 
loads—up to 40,000 pounds—in-city driving and on back roads. All this adds up to extra 
punishment on tires. That’s why we use RAYON CORD TIRES exclusively. They can take it!” 





READY FOR A FOURTH RECAP. “The strength of 
Rayon cord makes it possible for us to get 
more recaps per tire. That’s important to us 
for extra mileage and economy. We usually 
figure on three recaps and sometimes four. 
This means some 160,000 miles per tire. 
That’s where Rayon Corp Tires pay off!” 


up 1,750,000 miles in 


PRE-TRIP PRESSURE CHECK. “Because of Ray- 
on cord’s strength and our policy of strict 
tire inspection, we are able to keep tire fail- 
ure at a minimum. Last year our down-time 
averaged 10 to 12 hours a month—a pretty 
small figure when you consider that we rolled 


1954,” 


Truckers say that tires made of Rayon cord are better for any and all 


kinds of trucking. Records show that more truckers use RAYON CORD 


TIRES than any other. They can rely on Rayon because Rayon pays off! 





CHECKING SPARE TIRE INVENTORY. Richard Her- 
mann, General Manager, left, looks over one of 
the spares with his Fleet Maintenance Superin- 
tendent. “Because of Rayon cord’s dependability, 
we can keep our spare tire inventory down to a 
low 5%. We usually keep 20 new tires and 20 
recaps on hand as spares.” 











—_ 


31, 1954, representing an increage 
of 27.94 percent for the half year, 


Ford of Canada Drops 


$59 Million Below °53 
Ford Motor Co. of Canada hag 


;}announced that its 1954 sales were 


$59 million below the 1953 mark of 
$309,443,029. It blamed the 110-day 
strike and a drop in truck demand, 

The company said almost the 
whole sales loss was in the Canad- 
ian market with export sales al- 
most identical with those in 1953, 
Profit before taxes amounted to $3,- 
366,382 as compared with $18,195,- 


500 in 1953. 
* 


Reliance Varnish 


Reliance Varnish Co., Louisville, 
has reported net 1954 earnings of 
$212,825, compared with $234,501 for 
1953. Cash dividends of 50 cents per 
share were paid during the year. 
Net worth was placed at $2,284,230 
by Ben Robertson sr., board chair- 
man and one of the company 
founders. 


* * 


7 


Polymer 


Polymer Corp., Ltd., Sarnia, Ont., 
Canadian government-owned rub- 
ber plant, has reported 1954 sales 
rearched $53,228,416, an increase of 
5.5 percent over 1953 for a new 
high. Production was 192 million 
pounds. 


* * 


* * * 


Borden Co. 


Net income of Bordon Co. and 
subsidiaries reached the alltime 
high of $22,724,336 in 1954, accord- 
ing to Theodore G. Montague, pres- 
ident. Sales were $776,838,791, a 
decline of 2 percent which was at- 
tributed to lower prices by Mon- 
tague and not a loss of volume. 

s * s 


Woodall Industries 
Woodall Industries, Inc., Detroit, 
reports net profits after taxes of 
$322,081 for the six-month period 
ended Feb. 28. Overall sales showed 
a 33 percent increase over the same 


period a year ago. 
* *¢ e@ 


Bendix Aviation 


Bendix Aviation Corp. has re- 
ported sales of $139,943.835 during 
1954, a drop from $162.709.676 in 
1953. Net profit was $5,983,226, an 
increase from $4.753,961 netted in 
1953. The expiration of the excess 
profits tax was credited by the 
companv for the net profit boost 


over 1953. 


General Contract Corp. 

Net earnings for General Con- 
tract Corp., St. Louis, were $3,945,- 
957 in 1954, the largest earnings 
figure in the company’s history. 
Previous peak year was 1953 when 
the company’s net earnings were 
$2,399,533. 


Eaton’s Profits Increase 
Eaton Mfg. Co. and subsidiaries 
made a net profit of $3,295,277 in 
the first quarter of 1955, C. I. Ochs, 
board chairman, has announced. 
For the same period in 1954, the 
company made $2,597,433. 





"Miss Anti-Freeze’ Says— 


DuPont's “Miss Anti-Freeze," Helen Ol- 
son, says that car cooling systems shouid 
be drained of anti-freeze in warm months 
to avoid trouble. DuPont is stressing *o 
dealers that “permanent” anti-freeze loses 
its rust inhibiting action after one season's 
use and that failure to remove it for 
summer driving can lead to costly radiator 
repairs. 
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Water in the crankcase oil is a constant threat 
to your customers. It is the chief cause of 
sludge and source of corrosive acids. Water 
dripping from the tail pipe—a sight familiar to 
most car owners—proves that engines produce 
water. Not all of that water runs out the ex- 


haust. Some always blows by the pistons into 
the crankcase oil. Check the water threat by 
installing a Walker Oil Filter Replacement 
Element. It is specifically designed to remove 
water from oil along with other harmful con- 
taminants . . . even of micron size. 


WALKER OIL FILTERS 


The Walker Replacement Element 
gives added protection in any make 
or type of oil filter 


aes ita 


Check the Water 
in the Crankcase Oil 


EVERY GALLON OF GASOLINE BURNED in an internal com- 
bustion engine produces a gallon of water and a varying 
quantity of carbon soot and lead compounds. Some of 
the water and other combustion by-products blow by 
the pistons into the crankcase oil along with dirt and 
dust breathed in by the engine. Even the most modern 
HD oils need help to prevent all those contaminants 
from causing costly engine wear. 


Give your customers 
the facts...in 30 seconds 


Every gallon of gasoline burned in an inter- 
nal combustion engine produces a gallon 
of water. 

Not all of that water evaporates or passes 
out the exhaust... some always blows by 
the pistons into the crankcase oil. 

Water in the oil is the chief cause of 
sludge and source of corrosive acids. 

Sludge and acids cause poor engine per- 
formance and costly repairs. 

The Walker Oil Filter checks damage from 
water in the crankcase oil because it is the 
filter specifically designed to remove all 
harmful contaminants —including water. 


SS 


‘May I check the water in your oil?’ is an 
important question to car owners. Be sure 
your customers are protected against the 
water threat . . . by selling them the Walker 
LAMINAR Replacement Element—the ele- 
ment that checks damage from water in 
crankcase oil and also removes other harm- 
ful contaminants. 


WALKER MANUFACTURING COMPANY OF WISCONSIN... RACINE, WISCONSIN...OIL FILTERS...EXHAUST SILENCERS... JACKS 
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Sales Conditions in Various Areas... 





Auto Market Reports 


St. Louis 


There has been some slight drop 
in deliveries of new cars in St. 
Louis as reported by registration 
in the last few weeks. 

However, thé volume is still high, 
although dealers report profits very 
thin and bootlegging still a real 
problem. 

It is difficult to get an accu- 
rate estimate on the number of 
cars bootlegged because some 
franchised dealers sell through 
used-car dealers and bill directly 
to the buyer. The used-car dealer 
winds up with the used car but 
does not appear in the new-car 
transaction. 

Some dealers complaining that 
the cleanup period has gradually 
moved up from fall through sum- 

mer and is starting in the spring 
this year. 


in March or April. An upturn in 
the service department is antici- 
pated with the coming of the vaca- 
tion season.—(Sam X. Hurst.) 

* * * 


Houston 
New -car registrations slackened 
a bit in Houston during April, to- 
taling 5,021, compared with 5,509 in 
the previous month. 
New-truck registrations, how- 
ever, rose to 757 from 719. 

Car registrations by make were: 
Chevrolet, 1,299; Ford, 1,169; 
Oldsmobile, 524; Buick, 512; 
Plymouth, 371; Pontiac, 331; Mer- 
cury, 264; Dodge, 167; Cadillac, 
93; Chrysler, 71; Studebaker, 60; 
DeSoto, 43; Lincoln, 29; Nash, 21; 
Hudson, 17; Packard, 15; Willys, 
14; Imperial, 11; Volkswagen, 6; 
Triumph, 2; Jaguar, 1, and MG, 1. 

Truck registrations were: Ford, 


Service and parts business has /| 296; Chevrolet, 262; International, 
been disappointing and has failed | 99; Mack, 23; White, 22; Dodge, 19; 
to reach the peak usually expected |GMC, 14; Reo, 10; Willys, 5; Stu- 


debaker, 3; Autocar, 1; Kenworth, 
1; Volkswagen, 1, and GMC bus, 1 
—(Ruby Fenoglio.) 

+ * 


Atlanta 

An alltime high of 4,191 new-car 
registrations was established in the 
Atlanta area during March. 

This compared with 3,481 regis- 
trations in the previous month and 
marked the fourth straight record- 
breaking month. 

Ford continued to lead the field 
with a record-breaking sales figure 
of 1,236, compared with 1,103 for 
Chevrolet. 

Other makes fared as follows: 
Buick, 360; Pontiac, 315; Oldsmo- 
bile, 281; Plymouth, 266; Mercury, 
209; Dodge, 110; Cadillac, 83; 
Chrysler, 59; Studebaker, 48; De- 
Soto, 47; Packard, 28; Nash, 23; 
Lincoln, 12; Kaiser, 3; Willys, 2; 
Hudson, 1; Austin, 1, and miscel- 
laneous, 4. 

New-truck registrations also shy- 


rocketed during March, 
443, compared with 318 in the pre- 
vious month. 

Registrations by make were: 
Ford, 195; Chevrolet, 116; Interna- 
tional, 44; Dodge, 24; GMC, 21; 
White, 18; Mack, 12; Studebaker, 
6; Reo, 1, and miscellaneous, 6.— 
(E. C. Bash.) 


* * * 


Washington, D. C. 

April new-car registrations in | 
the District of Columbia totaled | 
3,105, compared with 3,065 in March, | 
according to figures compiled by 
the Automotive Trade Assn.—Na- 
tional Capital Area. 

New-truck registrations in April 
numbered 170, down from the 218 
counted in the previous month. 

The division of new-car regis- 
trations in April was: Chevrolet, 
702; Ford, 509; Plymouth, 459; 
Buick, 272; Pontiac, 263; Oldsmo- 
bile, 240; Dodge, 132; Mercury, 
118; Chrysler, 95; Cadillac, 87; 
DeSoto, 66; Nash, 37; Packard, 
33; Studebaker, 26; Lincoln, 15; 
Hudson, 10; Willys, 2; Kaiser, 1, 
and miscellaneous, 38. 

Truck registrations were: Ford, 
59; Chevrolet, 55; International, 26; 
Dodge, 10; GMC, 10; Divco, 2; Reo, 
2; Diamond T, 1; Mack, 1; White, 
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HANDLES LUBE _ 


- BO; FASTER! 
‘ALEMITERS 


powered with the sensational new Super-H Pump! 


OVERHEAD HOSE REELS 


with easier to use meters! 


@ You Can Pipe Lube Direct to Overhead Reels or Pits, 
from Original Drums at Remote Installations! 


@ Make Drum Changes Cleanly, Quickly, Effortlessly! 
@ You Can Feature Attractive Visual Display of Your Own 


Branded Lubricants in the Lube Bay! 


@ Overhead Reels Use Wasted Ceiling Space! 


Hve’s how to speed sales, increase vol- 
ume, step up profits— with this completely 
modern Alemite lubrication equipment! 
Three air-operated pumps are mounted 


on a pneumatic hoist: 


valve, and all pumps raise as a unit. 
Change drums, close valve, and assembly 
lowers smoothly! Over-all cover in gray 
baked enamel finish protects lubricant 
from contamination. Delivers chassis and 
two fluid lubricants (gear lube, automatic 
transmission fluid, or motor oil) from 


drums direct to reel hose assemblies. 


Pump Control Panel (7726-B) mounted 
on lubrication department wall gives 
finger-tip control of air . 
operated supply pumps. 
Electric cord, tube fit- 
tings included. 


Just open the air 














REG. U.S. PAT. OFF. 


Dept. C-55, 1826 Diversey Parkway, Chicago 14, Illinois 


Overhead Hose Reels put wasted ceiling 
Space to work for you, make it easy to 
handle more jobs in less time! Hose are 
kept handy, clean, yet out of the way when 
not in use. Reel Mechanism locks depend- 
ably at desired hose lengths. 

Meters give accurate reading instantly! 
Flexible—additional reels may be added 
at any time. Durable—shields are heavy 
gauge steel finished in gleaming baked 
enamel. Protects hose from wear—cannot 
pinch, rub, bind. All reels specially de- 
signed for easy installation. 


30% More Power Where It 
Counts... with SUPER “H’’ PUMP! 
Alemite exclusive Pressurtrot provides 
perfect pump control. Immediate 
pressure for handling today’s tough, 
long lasting greases. Ideal for piped 
installations! Exclusive sealed air 
motor guaranteed for 27 months! 


ALEMITE 
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1; Willys, 1, and miscellaneous 1, 
—(William Ullman.) 
+ a 


| Indianapolis 

| A decline of 9 percent fiom 
March levels marked April new-car 
registrations in Marion County ‘In- 
| dianapolis), Ind., according to ‘ig- 
|ures compiled by the Indianapolis 
| Auto Trade Assn. 

Truck registrations, however, 
jumped 89 percent in the same pe- 
|riod, to 347 in April from 183 in 
the previous month. 

Car registrations by make in 
April were: Chevrolet, 885; Ford, 
869; Pontiac, 439; Plymouth, 364; 
Buick, 348; Oldsmobile, 218; 

Dodge, 180; Mercury, 134; DeSoto, 
122; Chrysler, 103; Cadillac, 82; 
Studebaker, 73; Nash, 47; Hud- 
son, 13; Lincoln, 12; Packard, 13; 
Volkswagen, 9; Willys, 9; Impe- 
rial, 8; Austin-Healey, 2; Jaguar, 
2; Porsche, 1, and Standard, 1. 
Truck registrations were: Ford, 
134; Chevrolet, 100; International, 
62; Dodge, 16; GMC, 13; White, 10; 
Studebaker, 3; Diamond T, 2; Reo, 
2; Divco, 1; Willys, 1, and miscel- 
laneous, 3.—(C. L. Kern.) 
a 





Sioux City, Ta. 

New-car registrations in Wood- 
bury County (Sioux City), Ia., dur- 
jing April totaled 465, compared 
with 360 in March. 

New-truck registrations were up 
from 32 to 57. 

By make, car registrations were: 
Chevrolet, 124; Ford, 112; Plym- 
outh, 53; Oldsmobile, 42; Buick, 
32; Pontiac, 30; Dodge, 18; Chrys- 
ler, 11; Cadillac, 10; Nash, 10; 
Mercury, 8; Packard, 5; Hudson, 
3; Willys, 3; DeSoto, 2; Stude- 
baker, 1, and MG, 1. 

Truck registrations were: Chev- 
rolet, 22; Ford, 12; International, 
12; Dodge, 3; White, 3; GMC, 2; 
Reo, 2, and Diamond T, 1. 

* = * 


Oakland, Calif. 


The new-car market remains 
good here, although some dealers 
|report April sales slightly below 
|those of the first quarter. 

Dealers usually look for the sec- 
ond quarter to be better than the 
first. 

The repossession and delinquency 
|rates are reported very low despite 
| concern by some dealers over what 
they consider loose credit, high dis- 
counts and overallowances. 

The used-car market is also 
|strong, dealers report.— (Steve 
| Still.) 


+ 


Miami 

The used-car market in the Mi- 
ami area has been unusually good 
for the past month. Wholesale 
prices have firmed considerably and 
| the supply is somewhat tight. 

New-car dealers are moving 1955 
models, but there is some complaint 
against a number of firms which 
are said to be engaged in “pack- 
|ing.” Miami’s volume dealers, op- 
erating on a small profit imargin, 
keep the new-car market highly 


competitive —(G. S. Connell.) 
* . * 


Augusta, Ga. 
Both new and used-car sales are 
good, although some dealers have 


|lost a large percentage of their 
| profit. 





Used-car inventories, by reason 
of new-car sales, are mounting. 
For ’53 and ’54 models, sales are 
fair, but for some models sales are 
slow because of such reasonable 
terms on new cars. 

Credit conditions are found to be 
excellent and terms are “more ccn- 
venient than in the past 10 years.— 
(Julanie Lampkin.) 

* = 


Cleveland 
Total April new-car registrations 
in the Cleveland area totaled 8,699, 
just under March, according to 


| Leonard Fuerst, clerk of courts. 


The total was nearly 1,700 greater 
than the figure marked up in April 
of 1954. 

In used-car sales, April, with 
8,746, was about 900 over the same 
month a year ago, but under 
March. 

Truck sales for April were 484 
new and 348 used. Both figures 
were about par for the month.-- 
(Sanford Markey.) ' 

* - ” 
Pittsburgh 

New-car registrations in the 
Pittsburgh district increased sharry- 
ly in the week ended Apr. 30, ac- 
cording to the Bureau of Business 

(Continued on Page 27, Col. 1) 
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(Continued from Page 26) 


Research of the University of Pitts- | 
burgh. 

The gain was far greater than) 
seasonal, the bureau said. 

The index of general business 
activity advanced to 200.0 per- | 
cent of the 1935-39 average, the | 
bureau said. It had been 178.9 a | 
month earlier. 
Steel mills operated at 98 percent | 

of practical capacity, down frac- 
tionally from the preceding week. 
* + 


Columbus, O. 

Franklin County (Columbus), O., 
recorded 3,032 new-car registra- 
tions in April, compared with 3,167 
in the previous month. 

New-truck registrations also 
dropped—to 237 in April from 240 
in March. Tax-paid used-truck 
transactions declined to 479 from 

6. 

” Tax-paid used-car transactions 
fell to 6,996 in April from 7,933 in 
March. 

April new-car registrations were: | 
Chevrolet, 813; Ford, 621; Plym- 
outh, 342; Buick, 296; Pontiac, 234; 
Oldsmobile, 169; Mercury, 149; | 
Dodge, 124; Chrysler, 76; Cadillac, 
43: DeSoto, 35; Packard. 33; Stude- 
baker, 30; Nash, 24; Hudson, 21 
Lincoln, 7; Willys, 5; Imperial, 4; 
Austin, 2; Volkswagen, 2; MG, 1, 
and miscellaneous, 1. 

Truck registrations were: Ford, | 
76: Chevrolet, 64; International, 40; 
GMC, 18; Dodge, 15; White, 12; 
Mack. 8; Divco, 2; Diamond T, 1, 
and Willys, 1—(Bert Strang.) 

* + * 


| 


Louisville 

April registrations of new cars 
in Jefferson County (Louisville), 
Ky., totaled 2,201, an increase of 5 
percent over the March total of 
2,088. 

Truck sales jumped 47 percent, 
climbing to 232 units in April from 
158 in the previous month. 

In the first four months, car reg- 
istrations totaled 7,954, compared | 
with 6,236 for the same period of 
last year. The four-month truck | 
total is 842. : 

By make, April new-car regis- 
trations were: Ford, 621; Chevro- 
let, 566; Buick, 251; Plymouth, | 

165; Oldsmobile, 155; Pontiac, 
124; Mercury, 79; Dodge, 69; Stu- | 
debaker, 40; Chrysler, 374 Nash, 
22; Cadillac, 17; DeSoto, 16; Pack- 
ard, 16; Hudson, 12; Lincoln, 5; | 
Willys, 4; Austin-Healy, 1; Im- 
perial, 1, and Mercedes-Benz, 1. 
Truck registrations were: Chevro-| 
let, 93; Ford, 90; International, 33; 
Dodge, 4; GMC, 4; White, 2, and 
all others, 6.—(A. W. Williams.) 
* 


* * 





Manhattan, Kans. 

April new-car registrations in 
Riley County (Manhattan), Kans., | 
held about steady with March. 

There were 126 units registered 
at the county treasurer’s office, 
compared with 132 the previous 
month. 

Registrations by makes were: 
Ferd, 29; Pontiac, 22; Plymouth, | 
16; Chevrolet, 15; Dodge, 8; | 
Buick, 7; Mercury, 7; Chrysler, 5; 
Nash, 4; DeSoto, 3; Oldsmoile, 3; | 
Studebaker, 3; Cadillac, 2; Willys, | 
1, and MG, 1. 

Used-car sales tallied 466 in April 
and 376 in March. 

Sales of new trucks doubled in 
April. There were 16 new units sold 
against 8 the previous month. Sales 
by makes: Chevrolet, 8; Ford, 4; 
Dodge, 3, and Studebaker, 1. 

Used-truck sales slumped from | 
41 in March to 25 in April.— 
(George M. Hunholz.) 

+ * * 


Cincinnati 
New-car registrations in Hamil- | 
ton County (Cincinnati), O., totaled 
4,290 in April, compared with 5,072 
in March, a decline of 15 percent. 
New-truck registrations amounted 
to 300, down 11 percent from the 
Previous month’s 338. 
__ April new-car registrations by 








Dealer Kearns Appointed 


To Small Business Group 
SAN GABRIEL, Calif. — Henry 
Kearns, president of San Gabriel 
Valley Motors (Lincoln-Mercury), 
last week was appointed to the 
national council of consultants for 
the Small Business Administration. 


make were: Chevrolet, 935; Ford, 
891; Buick, 464; Oldsmobile, 412; 
Plymouth, 408; Pontiac, 358; Mer- 
cury, 224; Dodge, 169; Chrysler, 
90; Nash, 77; Cadillac, 72; De- 


| Soto, 57; Studebaker, 45; Hudson, 


32; Packard, 22; Lincoln, 17; Im- 
perial, 5; Willys, 5; Volkswagen, 
3; Jaguar, 2; Austin, 1, and Tri- 
umph, 1. 

Truck registrations were: Ford, 
126; Chevrolet, 83; International, 
39; GMC, 14; White, 11; Mack, 8; 
Willys, 8; Divco, 3; Diamond T, 2; 
Dodge, 2; Reo, 1; Studebaker, 1, 
and miscellaneous, 2. 


* * * 


Montreal 
New-car dealers in Montreal re- 
port substantial increases in April 


|sales and say that good demand 


should prevail for some weeks to 
come. 


There is unquestionably keen 


rivalry between dealers of the 
Big Three, although this is not 
admitted in so many words. How- 
ever, dealers of General Motors, 
Ford and Chrysler lines report 
sales sharply ahead of a year 
ago and maintain that the out- 
look is very good. 

Nearly everybody believes that 
sales this year may surpass the 
tremendous totals of 1953. 

As far as prices are concerned, 
dealers are making some conces- 
sions in view of the sharp com- 
petition.— (Jules Larochelle.) 

* *~ * 


Boise, Id. 

A total of 304 new cars and 72 
new trucks were registered in Ada 
County (Boise), Id. during April, 
compared with 268 cars and 52 
trucks in March. 

April new-car registrations by 
make were: Chevrolet, 84; Ford, 
55; Buick, 26; Pontiac, 26; Plym- 
outh, 21; Dodge, 19; Oldsmobile, 
16; Hudson, 10; Studebaker, 9; 
Cadillac, 9; Mercury, 9; DeSoto, 
6; Nash, 6; Willys, 4; Chrysler, 
3, and Lincoln, 1. 

Truck registrations were: Ford, 
30; Chevrolet, 13; Dodge, 7; Willys, 
7; International, 5; GMC, 3; Mack, 
3; Studebaker, 2, and White, 2. 





Hall Buick Revamps Staff— 


Phil Hall (seated), owner of Phil Hall Buick, Hollywood, Calif., is shown with his 
new staff. Standing (from left) are Bal Huntley, new-car sales manager; Johnny Kelly 
ir., assistant new-car soles manager; Duke Hinnau, fleet manager, and Stan Dowd, 
used-car manager. 








| Wondering how new-car and truck production and sales are making out? AUTOMO- 
| TIVE NEWS gives you the entire story every week throughout the year. 








RIGHT UNDER HIS NOSE 





Socony Mobil will help train your 


lubrication men to find extra business 


for your other service departments! 


ONLY SOCONY MOBIL OFFERS ALL THREE: 


® America’s Favorites—Mobilgas and Mobiloil. 
® World’s Greatest Lubrication Experience. 


® Exclusive “On-The-Job” Training. 


... but does he see it? 


Scores of training centers coast-to-coast — plus a staff of 
experienced instructors and salesmen to train your men 
on the job — make Socony Mobil’s lubrication training 
program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 
emphasis on the make of car you sell . . . teaches them to 
point out the need for parts and services to your custom- 
ers. Result: your service departments get extra business, 
your customers are satisfied, you and your lubrication 
men gain an outstanding reputation for quality work. 





Mobilgas 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 








Chevrolet Dealers, Executives Confer— 


The 16 national committeemen (above), represented 7,600 Chevrolet dealers through- 
out the country as they met with company executives in Detroit recently. The meeting 
marked the 19th consecutive year of Chevrolet’s National Dealer Planning system. 
Seated clockwise around the table are H. A. Kemper, Newberry, S. C.; H. S. Hensley, 
Elkton, Va.; Ned W. Harden, Circleville, O.; Arthur H. Chapman, Westbury, N. Y.; 
Blair Burwell jr., Jacksonville, Fla.; J. D. McKinnon, Elmira, N. Y.; Ray Brandenburg, 
Washington Court House, O.; William T. Maguire, Jamaica, N. Y.; J. A. Mclinerney, 
Chicago; H. L. Welch, Kearney, Neb.; A. B. Smith, Houston; A. R. Montgomery, North 
Hollywood, Calif.; Stanley A. Nerhaugen, Zumbrota, Minn; F. W. Michael, Walden, 
Colo.; Ralph E. Randel, Panhandle, Tex., and W. L. Morris jr., Fillmore, Calif. 

















IME was when trucks were considered just something 
to fill the automobile salesman’s idle hours and — inci- 
dentally — to pick up a few windfall profits. 


But dealers handling GMC trucks have certainly exploded 
that view — 


Last year, for example, many of them reported net profit 
figures well above those reached by typical passenger car 
dealers—nearly twice as much in quite a number of cases. 
Exclusive truck dealers’ servicing business alone com- 
monly covered 100% of overhead—and the dual’s truck- 
servicing generally amounted to a proportionate share. 


Little wonder, then, that so many GMC-selling dealers 
are making healthy investments in new facilities. 


Just in the past few months old GMC headquarters have 
been replaced by bigger, more modern new ones in section 
after section, all over the country. One large Midwestern 
dual dealer recently completed mammoth new sales 
and service facilities just for his truck operations —a 





Across the Nation... 





Auto Dealer Changes 


MacKenzie Motors, Inc. (Dodge- 
Plymouth), Manchester, N. H., has 
been appointed as a sales and serv- 
ice establishment for Dodge trucks. 
The firm is operated by Victor 
MacKenzie. 


* * Sal 


Tom’s Switches Franchise 


Tom’s Auto Service, 3110 Harri- | 
has relin-| 
its Studebaker franchise | 
and signed for Chrysler-Plymouth. | 


son Ave., Cincinnati, 


quished 


+ * * 


Edick Becomes Bronson 


Edick Motor Sales, Inc. (Chevro- 
let-Oldsmobile), Mantua, O., has 


been sold to a new company, Bron- | 


son Motor Sales. 
* * *« 


Friendly Chevrolet Opened 

Russell Thompson and J. Irwin 
Miller have opened a new Chevro- 
let dealership at 14315 Bothell Way, 
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| Seattle. The firm will be known as | 
| Friendly Chevrolet Co., Inc. A com- | 
plete automotive sales and service | 
center will be constructed next | 

year. 
| * * * 


Fuller Sold to Lillard 


| Fuller Automobile Co. (Ford), | 
Cincinnati, has been sold to W. 
Parlin Lillard jr., who has been 
with the firm since 1947. 

a *” ~ 


Glaser Buys Out Terner 


Elmer Glaser has purchased the 
Ford dealership in New London, O., 
|from Tony Terner. The firm now 
is called Elmer Glaser Ford Sales. 
| ok a” * 


Roberts Set Up Firm 
Roberts Pontiac Co., Inc., Marsh- 
all, N. C., has been organized with 


capital stock of $100,000. Principals | 
are Orva Lee Roberts, Charles D. 








Who said trucks 


were the 
auto agencys stepchild ? 


three-quarter-million-dollar 


| dealership in Manchester, 








bet on his GMC franchise. 


They know that the great new Blue Chip GMC’s will 


make bets like that pay off. 


For these trucks offer more to any truck-user: new boule- 
vard styling—new six-cylinder and V8 gasoline power plus 
Diesel—unique 89-inch dual-purpose cab models—19 extra- 
rugged new 10-wheelers—65 moneysaving Hydra-Matic* 
models from 44-ton to 70,000 GCW. 


And that’s only the cream. There are 500 Blue Chip 
advances in all—each another reason why GMC is the 
truck to team with the passenger car you sell. 


The details? If you’re in an open GMC territory, just drop 


us a line! 


The better you know GMC... 
the better the truck business looks 


*Hydra-Matic standard on many models; optional at extra cost on some others. 


GMC Truck & Coach—A General Motors Division 





Roberts and Don L. Roberts, al! of 
Asheville. 


* * * 


Tibbits to Bow Out 


J. C. Tibbits, owner of J. C. Tib- 
bits Co. (Chrysler-Plymouth), Con- 
cordia, Kans., has leased his buiid- 
ings to a farm implement dealer, 
Tibbits said he will cancel his frin- 
chise and liquidate his auto busi- 


ness. 
* * x 


Raiche Adds New Cars 


Raiche Motor Sales, used-cdr 
N. H, 
has taken over Watson Motor Sales 


| (Ford), Derry, N. H. 


Stidehuker Picks 
13 New Dealers 
In Midwest Area 


Studebaker has appointed 13 new 
dealerships in the Upper Midwest. 
The names, cities and owners are: 

Retzloff & Ryder Co., Menomi- 
nee, Wis., Gordon Retzloff and 
Ralph Ryder; Craig Motor & 
Equipment Co., Eau Claire, Wis., 
R. W. Craig; Schwartzwald Motors, 
Litchfield, Minn., Oscar Schwartz- 
wald; Beaver’s Garage, Hayward, 
Wis., Vern Beaver. 

Taconite Motors, Inc., Virginia, 
Minn., S. A. McCabe; Peterson Im- 
plement & Auto Sales, Lemmon, 
S. D., W. E. and E. B. Peterson; J 
& J Motor Co., Big Timber, Mont., 
A. G. and John L. Jacobson; Reed 
Motors, Fairmont, Minn., Glenn 
Reed. 

Berry Motors, Slayton, Minn., 
Marshall Berry; Bayview Sales & 
Service, Ashland, Wis., Joe Joce- 
wicz; Hastings Motor & Implement 
Co, Hastings, Minn, John 
Schneider; Community Auto & Oil 
Co., Inc., Farmington, Minn., Jer- 
rold J. Kline, and Wolf Service, 
Stillwater, Minn., Walter Wolf. 


* * * 


Skinner, Messer Open 


The DeSoto-Plymouth dealer- 
ship at Murfreesboro, N. C., has 
reopened under the name of East- 
ern Motors. Operators are Van B. 
Skinner and Floyd J. Messer, 
both formerly with a DeSoto- 
Plymouth dealership in Nashville. 

* * cd 


Batterman Opens Deal 
Delval Oldsmobile Co. is a new 
dealership opened in Hatboro, Pa., 
by Herbert Batterman. A new 
building is planned. 
* * + 


Yates Oldsmobile Replaces 


Mueller in St. Louis 


William Yates has organized 
Yates Oldsmobile in St. Louis to 
replace Mueller Oldsmobile, Inc. 

Yates formerly was a Cadillac- 
Oldsmobile dealer in Litchfield, Ill. 
During the past two years he oper- 
ated a used-car dealership in 
Springfield, Ill. 

* 


* * 


Cooksey Adds Packard 
Cooksey Motor Co. (Studebaker), 


Medford, Ore., has acquired the 
Packard franchise. 
* 7 ~ 


Stranahan Switches 


Stranahan Motors, Nash dealer- 
ship in Hillsboro, Ore., since 1946, 
has acquired a Pontiac franchise 
and has changed its name to Stran- 
ahan Pontiac Co. 

* +. 


Campbell Gets Studebaker 


R. W. Campbell is the new Stude- 
baker dealer in Flint. His firm is at 
1015 N. Saginaw St. 

* = * 


Mahan Buys Ford Deal 


In Midland, Tex. 


W. H. Mahan has purchased 
John A. Mills Motor Co. (Ford), 
Morton, Tex. He formerly was a 
used-car dealer for five years in 
Midland, Tex. 

Mahan also has been a Pontiac 
dealer in Lamesa, Tex., Chevrolet 
office manager in Big Spring, Tex., 
and traveling General Motors deal- 
ership auditor for John W. Stokes 
& Co. 

* * * 


Clark, Campbell Buy 
Detroit Olds Deal 


Jim Clark, former general man 
ager of Griffith Oldsmobile, anc 
Rod Campbell, an official of Ira 
Wilson Creamery, have purchasec 
Rosedale Motors (Oldsmobile), De- 


(Continued on Page 29, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 28) 


troit from the estate of Wilfred 
Love, who died last year. 

Officers of the firm are Clark, 
president; Campbell, vice-president; 
Max Linder, sales manager, and | 
John Forberg, assistant sales man- 


ager. 
& * * * | 


Gorehams Buy King 
J. W. King Motors, Inc. (Nash), 
Junction City, Kans., has been sold 
to Kenneth Goreham and Keith 
Goreham and renamed Goreham 
Motors, Inc. .. «oe 


Mervis Adds Packard 


Mervis Motor Sales (Studebaker), 
Homestead, Pa., has added the 
Packard line. Joseph Katz is the 
owner. —S 


Motor Mile Hudson 


Motor Mile Hudson, Inc., is a new 
dealership at South St. Paul, Minn. 
Curtis Walgren is president of the 
firm. ‘ 

* * 


Hannack & Hughes Opened 


Hannack & Hughes Pontiac is 
a new dealership in Spring Valley, 
Wis. Robert Hannack and Allan 





Hughes are the dealers. 
* | 


* * 


McNeary Gets Hudson 


McNeary Motor Co. (Pontiac), | 
Aberdeen, S. D., is now selling 
Hudsons. William McNeary and | 


Tony R. Volk are the dealers. 
. * * 


Buick for Odegaard 


Odegaard Buick & Implement 
Co. has been organized in Rush| 
City, Minn., under the direction of | 
Robert I. Odegaard. { 
* 


Hudson Signs Up — 
5 New Dealers | 


C. A. J. Hadley, Hudson sales | 
manager, has announced that five | 
new dealers have been awarded | 
franchises. 

They are: Twin City Hudson | 
Sales & Service, Jeffersonville, Ind.; | 
Silas Reed Motors, Vicksburg,| 
Miss.; Wilson Auto Sales, Panama 
City, Fla.; Browne Motors, Nor- 
wood, Mass., and Harvey W. Free- | 


man Co., Montrose, Calif. 
of cs * 


Andover Adds Packard 


Andover Implement Co. has taken 
over the Packard dealership at An-| 
dover, O. 








+ * * 


Adds Studebaker 


Willis Motor Co., 113 South Cherry 
Street, Eaton, O., has become a! 
Studebaker dealership. 

* * x 


Fyda White Deal Formed 


Fyda White Trucks has been in- 
corporated in Youngstown, O., by 
Hugh M. Manchester, John F.) 
Elsasser and James E. Bennett. 

* * og 


Persia Adds Fourth Lot 


Mike Persia, of Mike Persia 
Chevrolet Co., Inc., New Orleans, | 
has opened a used-car lot at 4005 | 
Frenchman St. This is the fourth 


used-car outlet for the dealership. | 
7. ca ” 


A Switch in Climate 


Venanzio Motors (Chrysler-Plym- 
outh), Windber, Pa., formerly was | 
Burkey’s Motor Co. (Chrysler-| 
Plymouth). W. J. Burkey went to/| 
Florida; Joseph J. Venanzio came | 


from Florida. 
” © 7 


Rydell Chevrolet Opened 

Rydell Chevrolet Co. is a new} 

dealership at East Grand Forks, 

Minn. Leonard Rydell is the dealer. 
* * * 


Ainsworth Opens Deal 
E. R. Ainsworth has opened 
Ainsworth Motors (Chrysler-Plym- 
outh), Grove City, Pa. 
* * * 


Herbst Gets Deal 


Ed Herbst has been appointed a 
Dodge-Plymouth dealer at Arabi, | 
La. Herbst, formerly associated | 


with R. J. Young Motor Co., Inc. 


| (Dodge - Plymouth), New Orleans, | 
| will operate his dealership at 6730 | 
| St. Claude Ave. Name of the firm is 


Herbst Motors, Inc. 


* * * 


Dodge Truck for Keen 


J. Edwin Keen, owner of Keen’s 
Garage, Callahan, Fla., has been 
appointed Dodge truck dealer. 


* * * 
Leahy Motors Dissolves, 


Goldsmith Takes Over 


Goldsmith Motors, Inc. (Dodge- 
Plymouth), has been formed in 
Ashtabula, O., to take over Leahy 
Motors, Inc., on retirement of J. 
E. Leahy. 

R. W. Goldsmith, the new presi- 
dent, was general manager for 
Leahy for eight years prior to 


|forming the new firm. Leahy Mo- 
| eee had been in operation for 37 


years. 
| ° 


* * 


Schomaker Buys Deal 


A. W. Schomaker has purchased 
Alexandria Motor Co., Alexandria, 
Minn., from Mark Plaisted and 


Charles Hendrickson. The new firm | |¥ 
will be known as Lake Region Mo- | | 


|tor Co. and will handle Oldsmobile 
|and GMC trucks. 


* * 


Carder, Yarbrough Buy 


| Frank Carder jr. and C. J. Yar- 
| brough have purchased the Buick 
|dealership at Searcy, Ark., from 
| Guy Thompson Buick Co. The name 
|of the new firm will be the Searcy 
Buick Co. 


* 


* * * 


Sandison Motors Formed 


A. Russell Sandison has organ- 
ized Sandison Motors Ltd. in Van- 
couver, B. C., and has received ap- 
pointment as a Dodge-DeSoto di- 
rect dealer. 

* 


* * 


Clauss Sells to Knopke 


Cluass Motor Co. (Chevrolet- 
| Buick), New Ulm, Minn., has been 











‘CORPORATION 





PRODUCTS 
 ~ DIVISION OF 
GENERAL MOTORS 


ROCHESTER N.Y. 





In High Gear— 


The millionth "55 Chevrolet steering 
gear is examined by W. H. Doerfner 
(right), general manager of GM's Saginaw 
Steering Gear division. Holding the unit 
is Joseph Godfrey, Saginaw Plant 3 man- 
ager. 





sold by Gordon Clauss to Carl 
Knopke, Wausau, Wis. Knopke was 
formerly assistant regional man- 
ager for Chevrolet in Minneapolis 


NOW ON 


} | Plymouth), 


MARKET! 


ONE ROCHESTER 
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and a DeSoto-Plymouth dealer at 
Wausau. 
* 


McWhorter Opens 
Joe McWhorter, Inc. (Chrysler- 
has been opened at 
| Parkersburg, W. Va., by Joseph C. 
McWhorter, Charleston, W. Va. 


* * * 


Rice Relocates 
Cilles-Rice Motor Co. (Chrysler- 
Plymouth), Moundsville, W. Va., 
|now is owned by Robert F. Rice, 
formerly with Ferrell-Rice Motor 
Co., Bridgeport, O. 


* * * 


DeSoto Deal Changes 
The name of Westwego Motors, 
Inec., (DeSoto-Plymouth), West- 
wego, La., has been changed to 
Muller Motors, Inc. 
* * 

Donlin Buys Chevrolet 
Parfet & Wilkie Motors, Inc. 
(Chevrolet), Wauseon, O., has been 

sold to E. W. Donlin, Detroit. 


* * * 


Townsend Signs Packard 


J. R. Townsend has signed a 
Packard franchise and will open 
: (Continued on Page 46, Col. 3) 


* * 


* 





CARBURETOR FITS 


OVER 10,000,000 


CHEVROLETS 


THE 


HIGHWAYS! 


Meet a good mixer! It’s a Rochester—the perfect 
carburetor replacement for 1932-1952 Chevrolets! 
You can’t top a sales and service potential like 
this! Over 10,000,000 Chevrolet owners can rely on 
one precision-engineered unit for just the right 
fueling job! Rochester Carburetors are dependable 
and durable, rugged and responsive—engineered 
to fuel the finest automobiles on the road today! 
That’s why you’ll find there’s such a wide market 
for Rochester. It’s smart to stock Rochester 
Carburetors every time! 


CARBURETORS BY 


ROCHESTER 


ESTER 
ODUCTS 








EVERY 


but some grow faster than others. And 

it seems that's not enough. People are now 
month—a gain of 40% over radio sales) 
it's a unique endorsement: the U.S. finds, 


day a new radio set is bought every 





Se, 











| 


medium grows some each year, 


l| while the average radio family has 2.2 sets, 
»| buying nearly a million new radios a 

s\last year. Krom our viewpoint at CBS Radio, 
sradio so entertaining that every shopping — 





With people buying so many new sets, radio today is all over the house—and as big as all outdoors. 

While television has moved into the parlor, radio has moved everywhere else...into 97 million places where it does not compete 
with television. Less than a fourth of all radios are now in living rooms. Some 18 per cent are in dining rooms and kitchens, 
26 per cent are in bedrooms and “other rooms,” 24 per cent are on the go in the family car, 9 per cent are in public 


places.... And wherever people are, whatever they are doing, they listen most to the CBS RADIO NETWORK. 
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Correspondent George L. Glaser Writes ... 


Auto Letter from Europe 


ARIS, France. — Your reporter 

was in Paris on the release date 
of the new Peugeot 403. Peugeot, 
one of the big four French air 
manufacturers, is a conservative 
firm enjoying a good reputation. 

Big news is infrequent from So- 
chaux-Montbeliard, near the Ger- | 
man and Swiss borders, where the 
Peugeot industries are located. 

The new 403 is Peugeot’s first 

new, modern-styled job since the 

war, when the 203 was the only 
offering. 

The 403 is roomier and follows 
style-trends by Fiat and Mercedes. 
The body is “monocoque,” which’ 
means unitized, an old specialty of 
Peugeot. The sliding roof has been 
retained and, for the first time, 
Peugeot uses a curved windshield. 

The luggage space has _ been 
brought up to date in size. 

* * * 


Four-Cylinder Engine 


Teor engine is a relative of the 
_former unit but larger. It has 





a displacement of 1.5 liters (a pop- | 
ular European middle-sized unit), 


about 91.5 cubic inches. It is over- | 


square with a bore of 80 mm. and 
a stroke of only 73 mm. The wet 
cylinder sleeves and the hemispher- 
| ical combustion chambers (an old | 
Peugeot feature) are used. 


The output in SAE HP. is about | 
64 for this four-cylinder motor. 
The mechanical parts are very | 
similar to those used in the previ- | 
ous model. Independent wheel sus- | 
pension in front utilizes a 
spring across the lower support 
arms, while in the rear the axle 
rests against coil springs. 


The rear-end is worm driven, 
as on all Peugeots, and the torque 
tube drive is retained. The trans- 
mission has four forward speeds, 
with the fourth being a genuine, 
overdrive gear. 


The body will seat three in the} 






Now, as in 1908, America steps out 
in high-spirited pride on wheels by 
Kelsey-Hayes. Behind their 

striking beauty and stalwart 
performance is the accumulated 
knowledge and skills of 46 years 
of superior wheel-crafting. 


We are proud of the continuing 
contribution made through the years to 
the motoring safety and dependability 
of the cars that roll on wheels by the 
Kelsey-Hayes Wheel Co., Detroit 32, Mich. 


KELSEY @ HAYES 


World’s Largest Producer of Automotive Wheels 


Wheels, Brakes, Brake Drums, Special Parts for all Industry 
9 Plants — Detroit and Jackson, Mich. . 
Windsor, Ont., 
port, la. (French & Hecht Farm Implement and Wheel Div.) 


-..tblos Angeles... 


- McKeesport, Pa. 
Canada... Daven- 


leaf | 


rear while in the front two indi- 
|vidual seats have been preferred. 


purposes. It also has a 12-volt elec- 
| trical system. 

This new Peugeot sells for—in 
| France —the moderate price of 
| + 000. 


* * * 


| What No GM Display? 
aa everybody who is any- 
body (or thinks he is) at 
least once a year walks along the 
Champs Elysees in Paris where 
|nearly every car manufacturer has 
| a show place. 
Tourists wonder why General 
| Motors, the firm which always 
seems to believe in showmanship, 
|hasn’t got a product show on this 
| window to the world. 

Harry Shell, who came up the 
| hard way, now appears to be in 
the Big Time. After driving for 
Gordini, then for Maserati, he is 
being tried out for the Grand 









All seats can be folded for sleeping 








Peugeot Introduces the 403— 


The new Peugeot 403, the firm's second new model since the end of World War 
Il, is shown in an interior view. The two individual front seats are folded down to 
make a bed. A sliding roof panel can be opened for air and sunlight. 

i » ££ 


Prix with Italy’s Ferrari team. | aration with the Offenhauser en- 


I would like to see him drive the | we hoe ne ge awe , 

ew Cunnin ham which he riggs Cunningham rea is col- 
i & i » = ——. umn after Reims last year in which 
the use of the Offenhauser engine 
was suggested for an American 
| Sports car. 

* * + 

| Looking for a Salesman 


O will be the salesman to sell 
air conditioning to the Grand 
Palais in Paris which at show time 
has so much dust in the air that 
|cars constantly get covered? It 
;can’t be harder than the sale to 
|the Eskimo about which someone 
is still bragging. 

| The Auto Salon in Paris would 
|gain by that and also by a better 
|rest-room arrangement. 

From good authority I have 
learned that a firm is working on 
a new windshield molding design 

_ in which the wiper drivers and 
the wipers themselves are hidden. 
The wipers appear only when in 
operation. Perhaps that is some- 
| thing for the stylists? 
j * a 





J 


_Tractor-Trailers— 


|German vs. U. S. Makes 


Ty HAD the chance the other day 
of driving a German truck-trailer 
with semi-trailer and a few days 
later two U.S.-made combinations. 

I can still feel every bone in my 
body after spending about eight 

| hours in the cabs over the average 
| European roads. One thing was re- 
markable: on U.S.-made jobs I had 
to operate the trailer brake sep- 
|arately by hand but on the German 
| unit, the brake control was just 
one pedal. 

The brake was an air pressure 
unit by Robert Bosch of Stuttgart. 
'It had automatically advanced 
braking for the trailer. 

In order to adjust the neces- 

sary brake pressure for the 
| trailer, a lever could be pre-set 
| to either “Load” or “No-Load” 

condition and the brakes would 
| be applied automatically with the 
amount of pressure necessary. 

However, Bosch, so I understand, 
finds this load or no-load adjust- 
iment still not good enough and 
they are working on an automatic 
| device which measures the amount 
|of load and adjusts the braking 
| power within correct limits accord- 
| ingly. 

What every truck needs is a 
tachometer which indicates the en- 
| gine speed required and by a sig- 
|nal tells the driver to shift. This 
{could be added as a safety feature 
to some of the trip recording units. 

I also drove a very heavy truck 
with ZF Media transmission which 
had six speeds, all shifted by push 
button. The clutch was still there 
but only used for starting from a 
standing position. I understand the 
Media unit may be produced by a 
Detroit firm. 

£ * * 


|A New Russian Car? 


prRom newspaper reports in Eur- 
ope One hears that a new Rus- 
sian car, the “Volga,” has been 
planned. It is supposed to have 
about 80 H.P. and fully automatic 
transmission. 

Well, I wonder if quite a bit of 
|water won’t flow down the river 
| Volga before the car with “Vodka- 
| matic” comes out. For the time be- 
ing I like the Austrian song hit 


| (it’s a nice record, I find). 


“Give me the Vodka, Anuschka,” 
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Backshop 


... by Jack Weed 





one month I asked my readers 
if they could tell me why fran- 
chised dealers gave me the polite 
stare when I tried to sell an all- 
town safety lane deal for the May 
Safety Month. 

One of my good friends among 
the association managers came 
back with what he believes to be 
the answer and his letter contained 
a phrase that is so “pat” I can’t 
help but pass it on to you, even 
though a number of the boys in 
the sales managers “sits” may not 
appreciate it. 

My manager friend says, “You 
don’t have to look far for the 
answer to your question provided 
you admit that 80 percent of the 
dealers are presently punch- 
drunk from sales pressure and 
propaganda! 

“The effect of this mental mi- 
asma in which they presently live, 
even though they don’t realize it, 
is not alone their lack of interest 
in the May Safety Program, but in 
several other vital facets of their 
businesses. 


* 
Try This Test 
po! this test and see for your- 
self. I have and so have some 
of my friends. 

“Go into a few of the average 
size dealerships and get a service 
check on your car and you check 
on the performance of service de- 
partments on matters of accuracy, 
courtesy, cleanliness, promptness, 
etc. If you can say afterward that 
dealers realize the value of owner 
good-will, then I will be surprised. 

“The factories are producing a 
race of dealer automatons, they 
are responding to push buttons 
in factory offices. How long will 
it last? 

“That’s the $64 question.” 

I feel certain—and many top of- 
ficials among the factory brass 
agree with me—that without doubt 
one of the biggest “lacks” in the 
industry today are road men and 
zone managers who have the ability 
and experience to properly guide 
dealers. 


* * 


* * * 


Dealers Need Help 


WE ARE being cursed with too| 


much “throwing the book” at 
dealers who find themselves out of 
line a little instead of a sympa- 
thetic and expert understanding of 


Factories Launch U. C. Programs 


By W. C. Lockwood 
Staff Writer 
Witt knowledge — born of ex- 
perience — that much of a 
dealer’s profit is dependent upon 


his ability to move tradeins, car | 


makers generally have adopted 
programs to cut trading losses by 
increasing the value and movement 
& the used cars on dealer retail 
ots. 


General Motors Corp. has com- 
menced a used-car appearance re- 
conditioning program conducted 
through its 27 training centers now 
open across the nation. 

Chevrolet began such a pro- 
gram in October, 1953, with eight 
trucks—one for each region—and 
in June, 1954, doubled the num- 
ber to 16, which are still in oper- 
ation. 

These trucks go right to the deal- 


the problem involved and an ear-| 


nest desire to help the dealer get 
| back on the profit road even while 
|getting his percentage of price 
class. 

| We have far too much “Ya gotta” 
jand not enough “I’d like to set a 
date with you when I can come 
|out and go over your business with 
;you and see if we can’t find the 


|answer to your problems. Maybe I | 


won't know all the answers but I'd 
| like to see if we can’t pinpoint your 
problem so that I can take it up 
| with people who do know the an- 
|swer and see if we can’t clarify 
your situation.” 

It’s a funny thing but the min- 
| ute many men are given a little 
| authority, although they may 
wish to use it properly, they im- 
mediately put a chip on their 

(Continued on Page 42, Col. 4) 





He Makes 'Em Like New— 





equipment. 


ership and train the personnel on 
the spot. 


* 


yas operation is so thorough 
that, in a sense, the instructor 
| “takes over.” The instructor works 
| with the used-car and service man- 
| agers as well as the mechanics who 
do the actual reconditioning. 

| He shows the basic fundamentals 
}and, regular procedures such as 
lubrication, oil change, engine, 
trunk and interior and exterior 
cleaning. He also advises the dealer 
on used-car lot layouts and methods 
of attracting attention. 


When the _ two-to-four-day 
clinic is finished, the instructor 
counsels the dealer on any tools 
or equipment that is needed and 


* * 





goes over the memos prepared 
during the course of the clinic, 





For Dealers to Work On... 


A $7 BILLION service market 
stares the franchised vehicle 
dealers and other shops in this 
|country square in the face, accord- 
ing to estimates recently released 
by the Shell] Oil Co. 


Boiled down to essentials that 
every dealer can use in quick fig- 
uring, this year’s service market 
should result in each average car 
being worth $155.19 to the service 
shop that does all of the owner's 
work. 

Shell developed the figures to 
show its filling station dealers how 
much business was available to 
them if they made the effort to get 
it. 

By the same token, the same 
figures can be used by the aver- 
age new-car and truck dealer to 
estimate the amount of profit- 
able quick service work that may 
be driving out of the shop if their 
service writers are not alert to 
the salability of many items 
pointed up in the Shell figures. 

Because the oil company is pri- 








Shown above is one of Chevrolet's travelling workshops for appearance recondi- 
| tioning of used-cars right in the individual dealerships. This division of General 
Motors Corp. has 15 other such trucks all over the nation. Now, in the GM training 
| centers, Buick, Oldsmobile, Pontiac and Fisher Body have joined in the drive to help 
dealers cut trading losses on used-cars. The bank of heat lamps at right are used in| 
the plastics (resin) method of repairing sheet metal and the various cabinets contain 
interior and exterior appearance reconditioning materials. Other car manufacturers 
are also emphasizing this activity, Plymouth also employs field trucks with similar 


, pointing out anything that he 
feels will aid the dealer. 

Three of the other car divisions 
|of General Motors—Buick, Oldsmo- 
| bile and Pontiac—are adapting part 
of the Chevrolet program to their 
|own needs for work within the 
training centers, not in the field. 

* oe * 


HERE, the dealers will first 

come in and see what the pro- 
gram is and then sign up for 
training for their employes, who 
will attend classes broken down 
into the various steps of recondi- 
tioning. 

At the Detroit training center the 
division was like this: 
demonstrated upholstery and head- | 
lining reconditioning; Buick the 
trunk, floor and tires, and Oldsmo- | 


| 
(Continued on Page 34, Col. 3) | 





Pontiac | 





marily interested in gallonage sales 
of gasoline and oil, it points out 
|that the lubrication services and 
sales of lubricants should total 
| $74.90 for every 1,000 gallons of fuel 
|the dealers pump and that replace- 
|able accessories and other mer- 
chandise should total $62.75 for 
every 1,000 gallons of gasoline. 
a a ok 


OR lubricants and lubrication 
services the average car this 
| year should be worth $51.38 for the 


lube and oil change business. 

This is based on the ideal situa- 
tion where the car gets an oil 
| change every 1,500 miles and a lube 
| job every 1,000 miles. 

Necessary automotive accesso- 
ries such as oil filters, mufflers, 
hose, antifreeze and other items 
that are usually sold to the lube 
hoist customer should bring in 
another $30.55 making the lubri- 
cation customer worth, in these 
items alone, at least $81.93 per 
year. 

Largest single item in the Shell 
estimate is new replacement tires. 
Tire replacement is placed at $26.56 
per car per year. Batteries should 
be worth $10.68 per car per year. 

In its report on potentials, Shell 
included a chart which indicates 
that 99 percent of all new cars pro- 
duced will be on tubeless tires, 80 
percent will be powered by V-8 en- 
gines, 50 percent will have 12-volt 
ignition and 67 percent will be 
equipped with oil filters. 

Some of the other services Shell 





Atlanta Parts Show Hailed; | 


dealer who gets all of the owner's | 


$7 Billion Challenge 


is advising its dealers to go after 
|on a mileage basis are replacement 
| of shock absorbers in 60 percent of 
j}all cars every 20,000 miles; fan 
|belts in 75 percent of cars every 
| 20,000 miles; wiper arms in all cars 
|every 30,000 miles; battery cables 
in 50 percent of the cars every 
45,000 miles; and, wheel balancing 
on 50 percent of the cars every 
5,000 miles. 
. * 
THER merchandise often over- 
looked in the car dealer service 
shops, but which is calculated to 


Eg 


|bring in an average of another 
$12.50 per car per year, includes 
thermostats, heater hose, tire 


|chains, radios, spot lights, fog 
| lights, floor mats, sun glasses, 
|bumper guards, horns, seat cush- 
j}ions, defrosters, and small electri- 
cal appliances. 

It is claimed that the franchised 
dealer today is only getting ap- 
proximately 30 percent of the avail- 
able service business. However, fig- 
ures seem to indicate that this year 
customer labor is up from 2 to 6 
percent over last year, the sale of 
parts on customer labor jobs is up 
from 2 to 8 percent and sales of 
parts, including wholesale through 
franchised dealers, is up from 5 to 
13 percent. 
| This indicates that some deal- 
| ers at least are giving the sale of 
| service and parts more attention 
| than they have given this impor- 
| tant branch of their business for- 
| merly. This increase is also re- 
(Continued on Page 43, Col, 1) 





Detroit’s Opens in June 


PONSORING jobbers, manufac- 

turers and visiting retailers en- 
thusiastically tagged the three-day 
Southeast Automotive Show at At- 
lanta’s Lakewood Park, one of the 
“biggest and best” shows of its 
kind ever held. 

Show Director Foster B. Steward 
estimates More than 21,000 persons 
viewed the 205 exhibits which cov- 
ered approximately 35,000 square 
feet of space. 

Here were presented all types 
of automotive parts and equip- 
ment, from screw drivers to 
crankshafts, with many new 
products being introduced for 
the first time. 

Among the new products shown, 
many of them developed only dur- 
ing the last few months, were im- 
proved lube service reels, shock 
absorbers, pre-set contact combina- 
tions, adapter brackets for mount- 
ing mirror assemblies, pin inserter 
for new type interference rods, 


truers and balancers. 
* + ” 


show were meetings of the Na- 
tional Standard Parts Assn. and 
the Motor and Equipment Whole- 


| Max A. Hayes, president of Hayes 


that “no other region in the nation 
is making the same _ economic 
gains or showing the same bright 
future as the South today.” 

He said the automotive indus- 
try has had a profound effect on 
this area, with transportation 
playing a major role in increas- 
ing markets. He stated automo- 
tive registrations in the last five 
years have increased five times. 
With business in all lines mak- 


(Continued on Page 39, Col. 1) 





tubeless tire repair rivets, wheel | 


x aa off the opening of the | 


|salers Assn. at the Biltmore Hotel. | 


}and Hopson, Inc., Asheville, N. C., | 
and president of the show, told the | 
|motor and equipment wholesalers | 


“as auto dealer will always be 
a very excellent customer for 
the jobber,” Ira Saks, president of 
Accurate Parts Mfg. Co., last week 
told 600 sponsoring jobbers and 
their salesmen at the organiza- 
tional meeting for the Great Lakes 
Automotive Show, scheduled for 
Detroit June 9-12. 

Saks decried the idea that the 
franchised auto dealer was a com- 
petitor of the jobbers. He urged 
all the jobbers to take advantage 
of the opportunities offered by 
the show. 

It will be held at the Michigan 
State Fair grounds. A. W. Klein- 
schmit, general manager, Automo- 
bile Equipment Co. and president 
of the show committee, told the 
jobbers and salesmen of the prog- 
ress made so far and described to 
them the promotional literature 
and banners and told them how to 
use them to gain the maximum 
| benefit from the event. 

* x * 
E SAID the afternoon of the 
9th would be devoted only to 
sponsoring jobbers and auto and 
truck manufacturing executives. 

All car and truck service man- 
agers and their staffs are being 
personally invited by a member 
of the committee. On the night 
of June 8, a “kickoff” dinner will 
be held by the B-19 Booster Club, 

| headed by James F. Boyle, man- 
| ufacturers representative. 

| The show is one of a series of re- 
| gional events being held this year. 
|Others have been held in Los An- 
| geles, San Antonio, Atlanta and 
| one in New York —the Tri-State 


| Automotive Show—will start next 
| (Continued on Page 38, Col. 1) 
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Scratches Vanish— 


Instructor at Detroit General Motors training center demonstrates how Glass-Nu, 
applied with felt wheel attached to 1,300-r.p.m. power tool, removes scratches from 
windshield. When in full operation, the workers would stand well back to avoid 
spray from the buffer. This is one of the techniques taught in the GM appearance 
reconditioning (used car) classes at the training centers throughout the nation. 


4 
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* 
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‘/F BIG LOADS INTRIGUE YOU, J. B., 


LET ME SHOW YOU SOME HEIL BODIES” 


@ Show your customers how bigger loads can be handled at 
lower cost when the trucks you sell are equipped with Heil 
bodies . . . point out the reinforced steel subframe, with 


cross members and long members interlocked 


into a single assembly to prevent sagging of the body floor 
... explain the weight-saving design, the low maintenance 
features . . . and the smooth power and lasting stamina of 


Heil Hoists. 


Heil Bodies and Hoists help you sell more trucks because 


they’re built to keep your customers satisfied. 


Call your Heil distributor to get a Heil body and hoist 


for your next dump truck sale. 


gt ol! 


oe 5d HEIL co 


DEPT. 5955, 3059 w. MONTANA ST., MILWAUKEE 1, WIS. 


Factories: Milwaukee, Wis. — Hillside, N. J. — Lancaster, 


Heil Sales Offices: New York, Union, N. J., Atlanta, Cleveland, 
Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle. 
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Trading Losses Fought 


Factory Programs Designed to Increase Profits 
By Sprucing Up Used Cars 


(Continued from Page 33) 


bile the exterior, including glass 
and chrome. 

Fisher Body instructors taught 
the art of repairing metal with 
plastics. 

The appearance reconditioning 
program is based on this theme: 
“Only a few dollars per car— 
Experienced man not required.” 

Nearly all of the reconditioning 
material is furnished by Arndt- 
Palmer Laboratories, a Melvindale 
(Mich.) firm. It also distributes the 
plastic repair material (which will 
be described below) to General Mo- 
tors dealers. 
* + * 
HEN the used car has been 
cleaned, swept out, ash trays 
emptied, motor and undergear 
cleaned and the exterior cleaned, it 
is ready for reconditioning. 

The car then should be com- 
pletely vacuumed, including the 
glove compartment, trunk and 





and welded 





underseats. If new floor mats are 
to be installed, the old ones should 
be removed and the floor vacu- 
umed. Then the various steps fol- 
low: 

1. Floor carpeting. It should be 
firmly fastened to the floor with 
adhesive. 


2. Loose uphoistery. Fiber 
board should be coated with ad- 
hesive and pressed firmly into 
place. 

3. Trunk lining. Loose lining 
should be removed and painted 
with adhesive and tightly replaced. 

* ok * 
FLOOR mats. General Motors 

* has a repair kit and plastic 
dyes. The mat is washed with gas- 
oline before it is patched. Both 
patch and mat are covered with 
adhesive and firmly pressed to- 
gether. After drying, mat and patch 
are painted with black, brown, me- 





These dependable, 

hoists onan leone? wath 
takeoff fo ersten, ter shaft in 
on a sneak dab ae 


Pa, 
Milwaukee, 
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dium grey or medium green, 
pending on original color. 

5. Upholstery. Cleaner and tints 
are used to renew the upholstery. 
A spotter is available if there are 
any spots the cleaner will not re- 
move. Ordinary water stains on 
nylon are taken off with Soil-Off 
and there is a special dye to use 
on materials other than wool or 
cotton. Rust stains are removed 
with a Clorox solution. 

6. Carpeting is available to re- 
place worn floor carpets and is 
cut by using the old one as a 
pattern. 

7. Stained fiber board kick pads 
and trunk linings, as well as tire 
sidewalls, can be renewed by the 
same plastic dye described for floor 
mates. 

8. Chrome can be renewed by 
using a cleaner and polish. Badly 
rusted spots should be treated with 
a rust dissolver and chrome protec- 
tor, which is a clear enamel. 

9. Trunk interiors, arm rests, 
kick pads and torn head linings 
can be renewed with flock, applied 
by spray gun on wet adhesive. 

* +. * 


le- 


10 GARNISH moldings and in- 
* strument panels can be 
treated with a special paint that 
comes in blue, brown or mahogany. 
This can be applied with a brush 
to eliminate need of masking. 

11, Convertible tops can be re- 
conditioned by use of Dylak, an 
Arndt-Palmer product. 

12. Special cleaner and polish 
are used for renewing the ex- 
terior paint. 

13. Windshield scratches can be 
removed by a new, unique method 
that leaves the glass free from dis- 
tortion. This is done with a product 
called Glass-Nu and a 1,300-r.p.m. 
power tool equipped with a three- 
inch felt wheel. The steps are: 

1. Mix small amount of Glass-Nu 
with water. 

2. Attach felt wheel to power 
tool and dip wheel into solution. 

3. Operate power tool with felt 
| wheel flat against windshield, us- 
jing a feathering-out motion to re- 
move surface scratches and abra- 
sions. 





* * * 


LL dealers are cautioned to use 
@ power tool of 1,300-r.p.m. 
(plus or minus 100) for higher 
speeds give no better results and, 
(Continued on Page 35, Col. 1) 


| Champion Issues 


Instructions for 
‘New Ford Plugs 


TOLEDO.—George Galster, serv- 
ice manager of Champion Spark 
Plug Co., has issued instructions 
for installation of the new Turbo 
Action spark plug and standard 
plugs fitted with Champion’s new 
spark plug gasket. 

The turbo action plug, standard 
equipment on all 1955 Ford, Mer- 
|cury, Lincoln and Ford Thunder- 
| bird cars and on Meteor and Mon- 
arch autos in Canada, requires no 
| gasket. 

Galster’s instructions follow: 

Turbo action plug. A torque 
wrench is not necessary. A stand- 
ard 13/16-inch socket wrench with 
|a six to eight-inch handle is ade- 
quate. Only half the torque tight- 
|ness used for standard spark plugs 
of the same size is required to 
properly seat this plug. Because it 
remains tight in the cylinder head, 
it will be found, Galster said, that 
removal torque will be approxi- 
mately the same as that used for 
installation. 

The usual precautions of blowing 
away accumulated dirt from around 
the seat of the plug before removal, 
and of wiping off the seat before 
installation should be followed. 
Galster said the tapered seat makes 
it easier to start the plug into the 
first thread on the cylinder head. 
Only two types are required for the 
1955 models: the 870 for all pas- 
senger models engineered for it and 
the 860 fits all 1955 Ford truck in- 
stallations. 

The new gasket, used with stand- 
ard 14 mm. spark plugs, is said to 
improve the sealing of the plug in 
the cylinder head. It is about 25 
percent thinner than the copper 
gasket and requires fewer turns of 
the wrench to tighten to the rec- 
ommended 30 pounds torque. If a 
torque indicating wrench is not 
available, the plug should be seated 
“finger tight” and then tightened 
about % additional turn with a 
socket wrench. 
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Trading Losses Fought 


Factory Programs Designed to Increase Profits 
By Sprucing Up Used Cars 
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unless used by experts, may cause 
damage to the glass due to heat of 
friction. 

The sheet metal repair training 
is conducted by Fisher Body at 
all GM training centers. These 
repairs are done by what might 
be termed the modern magic of 
plastics. 

Briefly, the materials are a can 
of resin (the “e” is pronounced as 
in press), a hardening agent, fiber- 


glass sheets and filler (chopped | 


fiberglass). 

It igs used to repair rusted-out 
spots on the body or other dam- 
aged metal. The surfaces first are 
cleaned with a hydro-carbon sol- 
vent and the area from six to 
eight inches around the damage is 
ground by a disc metal sander. 
— all areas surrounding the 

spot to be repaired are indented 
below the contour of the original 


panel. The fiberglass patches must | 


be cut large enough so they will 


overlap the damage by four to six | 


inches. The number to be cut will 


depend on the size, shape and loca- | 
tion of the damaged area. Enough | 


must be cut to build up the repair 
to above the panel contour. 

Then, heat lamps are applied 
to the area, about 10 inches away. 
Lamps must be moved occasion- 
ally to eliminate “hot spots.” 


Four parts of resin are mixed | 


with one part hardener; four table- 
spoons of resin and one of hard- 
ener generally will be sufficient for 
repair of a six-inch rustout or 
demaged area. 


The fiberglass patches are satu- | 


ré..ed with the resin solution and 
applied to the damaged area. Heat 
lamps are applied to the build-up 
ani it is baked until solid; the 
larnps must not be placed too close 
or the resin will crystalize. 

eg * * 


HEN it 


done with a disc sander equipped 
with No. 16 or No. 24 grit sanding 
disc. It should be finished to a 
rough contour and then smoothed 
with a bodyman’s file. The refinish- 
ing is done in the same manner of 
a lead fill. 

Plymouth started its appearance 
reconditioning program in May, 


1954, with eight trucks and oper-| 
The | 


truck clinics go into the dealership | 


ates much like Chevrolet. 
and show the procedure to service 
managers. The trucks are head- 
quartered in Atlanta, Philadelphia, 
New York, Portland, Ore., Dallas, 
Los Angeles, Kansas City, and Chi- 
cago. 

Dodge, on the other hand util- 
izes merchandising and sales 
personnel at the regional and 
zone levels. All were trained in 
Detroit and aim at improving 
appearance only. 

The five zones and 21 regional 


offices all have a used-car man-| 


ager. All personnel in the appear- 
ance reconditioning work have had 
experience in dealerships and the 


dealer’s men do the work under | 


their supervision. 
* * * 


ppopes now is planning on 

broadening its activity in this 
field and points to the lessened 
national supply of used cars in its 
dealers’ hands as a measure of its 
effectiveness: A year ago Dodge 


dealers had a 60-day supply on)} 


hand, today they only have from 
28 to 29 days supply and new-car 


Customer Pays 


In Antifreeze Blast. 


ROCHESTER, N. Y. — Burns 
from an explosion caused by a 
lighted match held near an auto 
radiator into which alcohol was 
being poured have brought a set- 
tlement of $4,000 in Supreme Court 
here. 

In the case, David Battle, a 
service station employe, sued 
Rosario Celentano, a customer. A 
compromise was effected after se- 
lection of a trial jury had started. 

Battle said he was putting the 
alcohol into the car at the request 
of Celentano. 


is hard enough to 
resist the fingernail test, it is) 
ready for finishing which is| 


|sales are on a much higher level 
|than in 1954. 

| Dodge also has launched a “san- 
|itized” used-car program to make 
them as odor-free and germ-free 
as possible. S. P. Hutchins, the di- 
vision’s used-car merchandising 
manager, said the renovation proc- 
ess is designed to provide custom- 
ers with cars “as clean and fresh 
as the clothing they get back from 
the dry cleaners.” 

Last week (May 8), Nash 
| launched a “bonded select used- 
| car’ plan in a series of adver- 
tisements throughout the coun- 
try. 

The company has guaranteed 
used cars labeled by its dealers 
with a $1 million indemnity bond 
|endorsed by Nash and St. Paul 
|Fire & Marine Insurance Co. and 
posted with the Detroit Bank. 

If the used car is a Nash, the 
| guarantee is doubled, the company 





will carry the spring campaign. 





ie] i, 
HOW SLUDGIE HELPED ME 


BESCUB 








Plus full color program book that 
tells you how one dealer upped 
his business—and how you can 


do the same. 


*ASK YOUR AC SUPPLIER FOR THIS VALUABLE CAMPAIGN PACKAGE 





With a Big, New, 
Iidea-Packed 


SPRING 
OIL FILTER 
CAMPAIGN“ 


Spring's in full stride! The dig 
summer driving season looms 
ahead! Everyone is in the “get- 
ting-ready” mood! And right 
into that selling atmosphere 
comes AC—with a May OIL 
FILTER program that’s sure to 
pay off in sales! Here is the 
selling support from AC. 


National Magazines! Post, Life, 
Look, Collier's, Better Farming 
and many other publications 


/ 





AC SPARK PLUG DIVISION e« 
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said. The program is intended to 
promote greater confidence in 
used cars sold by Nash dealers; 
give Nash dealers a competitive 
advantage; increase resale value of 
Nash cars and accelerate the turn- 
Over of used cars. 
+ oa * 


ACKARD has formulated a 

“heritage program” which will 
feature testimonials from former 
owners and a warranty for replace- 
ment or repair of engine, differen- 
tial and transmission (either con- 
ventional or automatic) parts for 
2,000 miles or 45 days. 

It will be restricted to one- 
owner, late model Packards with 
a paraphrase of the slogan “Ask 
the man who owns one” to “Ask 
the man who owned it.” 

When a Packard is offered as a 
tradein to a dealer, the owner will 
be asked if he wishes to give a 
testimonial to be handed to the 
new owner upon resale. If he does, 
it will be joined with the dealer 
warranty and given to the pur- 
chaser of the used car. 

All these steps by auto manu- 
facturers help point the way for 
the dealer to squeeze added profits 
out of his used-car operation and 
may help turn some red ink into 
black. 














New oil and oil filter sales maker! A 
huge, full color, king-size cutout of the 
famous AC Sludgehound with his AC 
Oil Filter ready for Rescue work—AND 
his mate with Your brand of oil. 







AC’s dramatic TV show “Big Town” 
will carry strong selling commercials 
on the superiorities of AC Oil Filters 
and recommend to motorists every- 
where—“See your AC dealer!” 


GENERAL MOTORS CORPORATION ¢ 





Speedy Installation— 


Kip Anger, Motorola car radio sales 
manager, installs the firm's new one-piece 
car radio in less than 20 seconds to prove 
the ease of installation. The new model, 
5M, has Volumatic (no fade out) volume 
control, tone control and a 6-by-9-inch 
speaker. The six-tube model is made for 
both 6- and 12-volt systems. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 


area to be repaired. 
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Oldsmobile Clinics 
Stress Used-Car 


Reconditioning 


LANSING.—Importance of mer- 
chandising used cars in the present 
automotive market is being empha- 
sized at used-car appearance clin- 
ics that Oldsmobile is staging at 
26 General Motors Training Centers. 


The clinics emphasized used-car 
reconditioning methods, according 
to G. R. Jones, general sales man- 
ager. Dealers meeting the require- 
ments qualify their cars to carry 
the Oldsmobile Safety-Tested used- 
car guarantee. 

Attending were used-car manag- 
ers, appraisers, service managers 
and used-car reconditioning fore- 
men. 

Along with the Oldsmobile ap- 
pearance clinics, Fisher Body divi- 
sion held a series of clinics for GM 
dealers demonstrating the new 
plastic resin technique of repairing 
damaged or rusted sheet metal. 

An epoxy resin is mixed with a 
hardening agent and then used to 
saturate a piece of fiber glass cloth 
that is cut the size of the metal 
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New window trim! Perfo- 
rated strips: “Change Oil 
and Filter Now” tie in with 
your selling theme and can 
be used in several ways in 
your windows, 


FLINT, 










Smashing billboards! 5,000 of them on the nation’s most traveled 
highways! They tell your customers: “Change Oil and Filter.” 
You'll receive a miniature of this poster for your window. 


MICHIGA 


A aC Tae 





. wat & 
EAR AS 
Ra RIBS 














SFXYNWIES ION Ue We le 








From the 
February 28th 
broadcast of 

I LOVE LUCY 
over the 

CBS Television 
Network 


ETHEL: 


LUCY: 


ETHEL: 


LUCY: 


You didn’t ask the price. 
Ethel, you don’t ask the price in a place like this. 
You don’t? 


Of course not. You wait till they turn their backs 
and then you sneak a look at the price tag. 


If there are still some advertisers who are intimidated by 


television’s dimensions, we’d like to put them at their ease. 


Despite the obvious impact of the medium, its tremendous 
audiences, and its hold on the attention of the average family 
for over five and a half hours a day, today’s television 


advertiser is a shrewd shopper. 


He wants to know if he is getting consistent, cumulative 
sponsor identification. He’s no longer dazzled by mere size 
of audience. Like any other shopper who likes to know what 
things cost, he looks very sharply at television’s price-tag 


—its cost per thousand customers reached. 
And the values of television easily bear inspection. 


The average cost of reaching customers with an advertising 


message on network television is $1.23 per thousand. 


This is at least 54% less than any combination of printed 
media would cost to deliver a message to the same number 
of people. And television reaches larger audiences than any 


other mass advertising medium. 


We’d also like to report that the average cost per thousand 


is 8% lower on CBS Television than on any other network. 


More viewers for less money is implicit in the cost of an 
advertiser’s message on CBS Television —a price-tag that is 
manifestly attractive to advertisers since they commit more 


of their advertising investment to CBS Television than to 


any other single medium in the world. CBS TELEVISION 
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Saks Talks to Jobbers .. . 
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Detroit Parts Show 
Gets Big ‘Kickoff’ 


(Continued from Page 33) 


Thursday (May 19) and run through 
Sunday (May 22). 

The Detroit show is being spon- | 
sored by automotive parts jobbers 
of Michigan, northern Ohio and | 
northern Indiana. 

Saks warned the jobbers that 
they must help to develop new in- 
dependent repair shops to replace 
those that go out of business or die. 

a * * 


enn to Saks, an NADA 
survey disclosed that “by far 
the greatest majority of car own- 
ers were completely disgusted with 
the kind of service that they get 
from the car dealers and the prices 
they have to pay for it.” 

He declared that this presented 
an unusual opportunity for the job- 
bers’ independent repair shop cus- 
tomers to cash in on. 





Then he cited figures on the mor- 


tality of the repair shops in one 
area in comparison with other bus- 
inesses, which follow: 


Gain 
or 
1947 1952 Loss Pet. 
Independent repair 
shops .... 7,304 6,532 772 —10 
Car Dealers ..........4,567 5,575 1,008 +20 
Service Stations ..2,730 4,650 1,920 -++70 
Special Retail 
Outlets 1,456 1,966 510 +35 


He pointed out that all, except 
the independent repair shops, 
showed a gain during the five 
years studied. “Helping establish 
new outlets should be a very im- 
portant part of every jobber’s 
salesmen,” he declared. 


Saks told the jobbers that fleet 


accounts “represents perhaps one 
of the best classes of trade to sell 





| 


| sale business.” 

The manufacturer said that he 
|had analyzed figures published in 
'a fleet magazine and that they 
; proved to him that the operators 
of the 10 million truck and bus 
fleets spend as much in dollars and 
cents every year in maintaining 
the fleets as do all “of the 46 mil- 
lion car owners in this country.” 
| * * * 

“With proper effort and aggres- 
sive selling we can get a much 


| bigger share of this profitable bus- | 


|iness,” Saks advised the jobbers. 
| Turning to the franchised auto 


| dealers, Saks said: “While in many | 


|instances, it may not be easy to 
| sell car dealers replacement parts 
for the cars on which they have a 
ifranchise, neverthelss the car 
dealer will always be a very excel- 
|lent customer on the following 
items.” 

Then he listed: Tools, equip- 
| ment; supplies; parts for other 
makes of cars; parts for older 
models of the franchise auto 
which the factory no longer sup- 
plies; and, parts for current 
models of the franchise auto 
| which the dealer happens to be 
| out of temporarily. 





|have been successful in selling car 


dealers on the fact that they can | 


|substantially increase their turn- 
|over on their parts inventories if 
|the car dealer will take advantage 
lof the jobbers’ stocks and avail 
| himself to a greater extent of the 
| jobbers’ services instead of trying 
|to duplicate all of these stocks him- 
| self at all times.” 

* * * 


| HE firms who will exhibit at 
the Detroit show are: 

| AC Spark Plug, Ace Rubber Co., 
Acme Quality Paints, Ine. Ad- 
vance Glove, Albertson & Co., Inc., 
Alemite Co. of Mich., Allen Elec. & 
Equip. Co., American Eagle Corp., 
| American Grease Stick Co., Ameri- 
can Sponge & Chamois, Ammoc 
Tools, Inc., Anderson Co., Andrews 
Mfg. Co., Anthes Force Oiler Co., 
| Aro Equipment Corp., S. M. Arnold, 
| Inc., Associated Equip. Co., Auto 
| Specialties Mfg. 

| Balcrank Inc., J. A. Baldwin 
|Mfg. Co., Bar’s Prod. of Michigan, 
|Barrett Equipment Co., Bay Mfg. 
Co., John Bean Div., Bear Mfg. Co., 
Bell Co., Inc., Berg Mfg. & Sales 
Co., Big Four Industries, Binks 
Mfg. Co., Bishman Mfg. Co., Black 


|to and offers a tremendous volume’ Saks pointedly advised the job- & Decker Mfg. Co., Blackhawk 





UNCELN VALUEE are lita into 


every FEDERAL-MOGUL engine bearing 


Here you see a precision-made bearing for a specific job. What can’t be 


seen in the bearing’s background: Research, Design, Metallurgy, Pre- 


cision Manufacturing, Service. These factors build bearings. They have 


made Federal-Mogul the first choice in replacement engine bearings! 
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|of very high profitable high unit | bers that “many jobbers’ salesmen | Mfg. Co., Breeze Corporations, In« 


Brunner Mfg. Co. 

Campbell - Hausfeld Co., Casc 

| Products Corp., Champion Pneun 

|Mchy. Co., Champion Spark Pluz 
| Co., Chicago Pneum. Tool Co., Cla; 

ton Mfg. Co., Clinton Products Co 
Coats Co., Cordomatic Div., Cristy 
Chemical Corp., Curtis Pneum. Ma 
chinery. 

Detroit Alum. & Brass, Detroit 
Surfacing Machine, DeVilbiss Co., 
R. E. Dietz Co., Dill Mfg. Co. 
Dixie-Jibo Co., Dorman Prod., Inc 
Doyle Vacuum Cleaner Co., E. I. 
duPont deNemours & Co. 

H. B. Egan Mfg. Co., Eis Auto- 
motive Corp., Electric Auto-Lite 
Co., Electro Prod. Co., Emerol Mfg. 
Co., Inc., Exello Access. Mfrs., Fed- 
eral Mogul Service, Federated 
Metals Div., Fox Products Co., 
Fram Corp., Gates Rubber Co., Gen. 
Elec. Co.—Lamp: Div., Globe Hoist 
Co., Gray Co., Inc., Green Ball Bear- 
ing Co., Grey-Rock Div., Griffin 
Lamp Co., Grizzly Mfg. Div., Guar- 
anteed Parts Co., Inc. 

. * * 
ALL-TOLEDO Div., Hempden 
Autom. Mfg., Hastings Mfg. Co., 

Heckethorn Mfg. & Sply., Hein- 
Werner Corp., Hemmeter Corp., 
Herbrand Div., Heyer Industries, 
Inc., Hinson Mfg. Co., Homestead 
Valve Mfg., Hopkins Tool Co., Inc., 
Huffman Mfg. Co., Hunter Engi- 
neering Co., Huot Mfg. Co., Hy- 
draulic Service, Inc., Imperial 
Brass Mfg. Co., Ingersold-Rand 
Co., Johns-Manville Sales Corp., 
Joyce-Cridland Co. 

K & W Products, Inc., K-D Lamp 
Co., Kem Mfg. Co., Inc., Ken-Tool 
Mfg. Co., Kendall Refining Co., 
Kent-Moore Organization, Kex 
Products, Inc., King Electric Equip. 
Co., Kleer-Flo Co., Klopp Engineer- 
ing, Geo. C. Knight Co., Kool Koo- 
shion Mfg. Co., Kramer Fabricating 
Co., K. O. Lee Co., Lempco Prod., 
Ine., Lincoln Engineering Co., 
Lodge Spark Plug Co. 

Machined Parts Corp., Majo 
Co., Malsbary Mfg. Co., Mar- 
quette Mfg. Co., Inc., May Bros. 
Mfg. Co., Inc., Monkey Grip Sales 
Co., Monroe Auto Equip. Co., Na- 
tional Air Sander, Inc., National 
Carbon Co., National Motor Bear- 
ing, Otto-Items, Inc. 

P & D Mfg. Co., P & G Mfg. Co., 
Park Chemical Co., Penn. Ref. Co., 
Perfect Equip. Corp., Peterson 
Welding Labs., Inc., Pick Mfg. Co., 
H. K. Porter, Inc., Precision Crank- 
shaft Serv. Pullman Vacuum 
Cleaner, Pur-o-lator Prod., Inc., 
Pyroil Co., Quaker State Oil Refin- 
ing, Raybestos Div., Renberles 
Prod., Riker Mfg., Rinshed-Mason 
Co., Rust Master Chem. Co. 

Schroeder & Tremayne, Inc., 
Shaler Co. S. A. Shenk & Co, 
Shepard-Thomason Co., Shur-Gloss 
Mfg. Co., P. Sorensen Mfg. Co., 
Inc., Southern Calif. Muffler, Stand- 
ard Motor Prod., Storm-Vulcan, 
Inc., Sunnen Prod. Co. 

Thexton Mfg. Co., Thor Power 
Tool Co., Tri-Products, Inc., Trico 
Products Corp., Triple A Specialty, 
| Tru-Flate, Inc., Tung-Sol Electric, 
Inc., United Motors Service, U. S. 
| Air Compressor Co., Van Norman 
Co., Vapor Heating Corp., Vulcan 
| Mfg. Co., Inc., W.G.B. Oil Clarifier, 
Ine., Wagner Electric Corp., O. 
| Warrick Clutch Rebuilder, Weath- 
|erhead Co., Weaver Mfg. Co., Wix 
|Corp., Edmund J. Wudel Mfg. Co., 
j}and Yankee Metal Prod. Corp. 

















'Fruehauf Stresses 
Maintenance 
To Fleet Owners 


DETROIT. — Fruehauf Trailer 
|Co. is adding a preventive mainte- 
inance field crew whose duties will 
be to educate operators of Frue- 
| hauf - equipped or mixed truck 
| fleets on the advantages of preven- 
| tive maintenance. 
| This idea, which Fruehauf says 
is completely new in the truck- 
trailer field, will be tried in about 
30 of the firm’s 80 factory branches. 
Members of the field crew will be 
| largely Fruehauf veterans. 
| H. J. Biers, general service man- 
ager for Fruehauf, has put the plan 
|in operation in a few branches, and 
|the firm reports results as encour- 
| aging. 
| Some of the branches in which 
|the system has been or will be in- 
augurated are those at Detroit; 
Chicago; Kearny, N. J.; Charlotte, 
N. C.; Philadelphia; Louisville; St. 
Louis; Atlanta; Oakland, Calif.; 
‘Los Angeles; Dallas, and Denver. 
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21 000 See 205 Exhibits... 


Atlanta Parts Show Is Hailed 


(Continued from Page 33) 

ing rapid gains, the automotive 
outlook in the South appears 

rosy, Hayes declared. 

Don H. Teetor, of Hagerstown, 
Ind., president of the NSPA, and 
vice-president of the Perfect Circle 
Corp., said that “today’s car en- 
gines have twice the durability of 
pre-war power plants, but increased 
usage and mileage is keeping the 
parts and repair business boom- 
ing.” 

+ * * 
a increasing numbers of new 
and used cars on the road has 
pushed the market for repair parts 
and materials up almost 10 percent 
in the southeast, Teetor said. 

He also declared that used cars 
today are better than ever before 
because dealers are putting them 
in first rate condition before offer- 
ing them for sale in order to meet 
competition. 

Since there is a shortage of well 
trained mechanics, the NSPA is 
sponsoring a program to interest 
students in careers as mechanics, 
and is also sponsoring a safety 
program to keep automobiles in 
good repair, Teetor said. 

The Southeast Automotive Show 
was attended by members of both 
the NSPA and the MEWA which 
met in conjunction with the show. 


Mornings during the show were 
devoted to meetings between spon- 
soring jobbers and exhibiting man- 
ufacturers. Under a new ruling this | 
year, non-sponsoring jobbers, along | 
with the retail trade, attended the 
show afternoons and evenings. 

Harry Gee jr., of Federal-Mogul 
Service, Atlanta, secretary of the 
show, states: “The purpose of 
the regional show is educational 
as well as sales promotional. The 
show allows wholesalers to meet 


Raybestos Claims 
Better Method for 
Bonding Brakes 


BRIDGEPORT, Conn. — Follow- 
ing a nationwide study of nonfac- 
tory bonding failures of prece- 
mented brake lining segments, Ray- 
bestos division of Raybestos-Man- 
hattan, Inc., has announced that it 
has developed a method to get solid 
bonds every time. 

The firm said most common 
cause of unsatisfactory bonding 
is dirty brake shoes and second 
is improper curing temperature. 
Next is inadequate or uneven 
pressure. Bonding cement was 
found to be virtually blameless, 
the company said. 

Raybestos has set up 10 rules to 
aid brake shops in assuring a per- 
fect bond between lining and shoe. 
The rules are: 


1. Select only shoes 
worth bonding. 


2. Remove all paint, plating and 
oil film from shoe face and rough 
surface. 


3. If necessary to leave cleaned 
shoe unbonded, dip it in phenolic 
acid shoe dip to protect from rust. 

4. Use shoe identification chart 
to find proper place for segment 
on shoe. Do not guess. 

5. Where lining is narrower than 
shoe, center it exactly. 


_ 6. Set shoe and segment in clamp- 
Ing device and apply minimum 
pressure of 100 pounds per square 
inch. 


7. In heating oven, sustain tem- 
perature of 350 to 375 degrees Fah- 
renheit for at least seven minutes. 


8. In “hot-shot” type bonder, 
Set temperature at 525 degrees 
F. Give Chrysler type brake shoes 
three minutes; Chevrolet Delco 
Huck brake shoes 2% minutes, 
Bendix, two minutes. 


9. On unclamping shoes, inspect 
to see that bonding resin has flowed 
to edges of lining all around. With 
mechanical bond tester, check for 
800 pounds sheer strength at each 
end of brake lining. 

10. Grind surface of lining with 
Precision contour grinder to insure 
800d lining-to-drum contact. At 
both toe and heel leave .005 to .010| 
inch clearance. 


that are 


with manufacturers’ personnel 
and then to show the retail trade 
new equipment, parts, tools, and 
accessories.” 

x * * 


ITH the automotive show in 
full swing the SAS board of 
directors held its annual meeting 
and selected Asheville, N. C., as the 
site for the May, 1956, Conference. 
It was also decided to hold the next 


Jobbers, Dealers 
Offer Budget Plan | 


WICHITA. — Wichita automotive 
parts jobbers and 100 automobile 
service dealers have organized with 
the Community Finance & Thrift 
Corp. to establish a local Certified 
Automotive Service group. 

The group offers budget financ- 
ing of car repairs and accessories, 
with no downpayment and low in- 
stallments. The plan is said to be 
operating in over 400 cities in 47 
states, Hawaii and Canada. 





DETROIT OFFICE: 52) New Center Bidg. 
Telephone: Trinity 2-2113 
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Southeast Automotive Show Apr. 
24-26, 1957, in Miami, Fla. 

Officers of the show, in addi- 
tion to Hayes and Gee, are: Ist 
vice-president, M. D. Taylor, Tay- 
lor Parts & Supply Co., Andalusia, 
Ala.; 2nd vice-president, W. E. 
Fike, manufacturers’ representa- 
tive, Atlanta; treasurer, John A. 
Doyle, Southern Bearings & Parts 
Co., Atlanta. 

Wholesale directors include: 
James C. Parker, Sharp Automo- 
tive Supply Co., Inc., Chattanooga, 

| Tenn.; Guy B. Dodd, Florida Mo- 
tor Service, Jacksonville, Fla.; 
Bruce B. Jones, Bruce Jones Co., 
Albany, Ga.; Harold W. Hart, Hart 
Supply Co., Columbia, Miss.; H. 
Lester Flowers, Flowers Co., Hick- 
ory, N. C.; Ned C. Holland, Hol- 
land Auto Supply Co., Greenville, 
S. C.; W. B. Gates, Southern Auto 
Supply Co., Chattanoogo, Tenn., 
E. W. Patten, Patten Sales Co., 
Miami. 

Manufacturers’ directors are: Lem 
Bell, Henry Clark, Albert S. Good- 
game, Ammco Tool Corp.; C. G. 


i’ 
4 


a 


Li, 









o 









Pome, 
ag: a 











a la 


MUSKEGON PISTON RING CO. 
MULKEGON, MICHIGAN 
| _ PLANTS AT MUSKEGON AND SPARTA 
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New Lube Reels Shown— 

Above is the Aro Equipment Corp.'s booth at the Southeast Automotive Show, which 
was held in Atlanta. At right is C. A. Stutzman, merchandising manager of the firm, 
explaining the function of the new Aro bank of reels to interested retailers. The reels 
were shown for the first time at the show. The Great Lakes Automotive Show will be 
held in Detroit next month. 


Jackson, Wagner Electric Corp.;|Black and Decker; Frank Merry- 
W. K. Klier, Claude L. Suttles, |man, all of Atlanta; and Larry W. 
Moog Industries; A, Lee Proctor, | Hirsig, of Jacksonville, Fla. 
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GET THE FACTS about the 
Exchange Rebuilt Engine Business! 


‘ Doubtless you’ve asked yourself these questions 
‘at one time or another: “How do costs compare 
for rebuilt installations vs. overhauls?” ... 
“How do profits compare?”... 
“Which is a better buy for my customers?. .. 
“What about floor space savings?”. . 
“What’s the story on availability?” 


Now you can get the answers! And you can be sure 
they’re based on established facts that can help 

you decide which operation is best for your business. 
Muskegon’s brand new Exchange Rebuilt Engine 
Market Survey is one of the most complete 

and accurate research projects ever undertaken 

in this field . .. and one which can be of 

immense value to you! 





You can obtain your free copy of this Market Survey 
simply by writing to Muskegon right now. 

It’s another of the services Muskegon offers the 
industry in the interest of promoting better business, 
better profits ... for everyone concerned! 

Muskegon Piston Ring Co., Muskegon, Michigan 


Write jor your free copy today! 
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Since 192... The engine builders’ source ! 
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Indianapolis 


Speedway 
spectators will hail this 
Chevrolet Bel Air Convertible 
with 180-hp 
“Turbo-kfire V8 Engine 
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... Just as motor car buyers are telling | New Products... 


Chevrolet Dealers 


| 
hat they consider the Motoramic Chevrolet ar 


the pacemaker in value for 1955! | For a new era of leadership 


New Progress... 









CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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Peak Attendance 
Of 2.1 Million 


Views Motorama 


BOSTON. — Climaxing a record 
five-city run which attracted 2,147,- 
126 persons, the General Motors 
Motorama of 1955 enthralled its 
largest crowds in history right here 
in “staid old Boston.” 

A total of 594,745 Bostonians 
turned out for the nine-day show- 
ing in Commonwealth Armory, 
which closed May 1. This not only 
represented a single-city mark of 
the year—84,895 on Apr. 24. 

The two-million-plus attendance 
of the '55 Motorama compared to 
the previous five-city high of 1,926,- 
864 last year. The Motorama first 
played in cities other than New 
York beginning in 1953. 

Besides New York and Boston, 
the ’55 extravaganza appeared in 
Miami, Los Angeles and San Fran- 
cisco. A fleet of some 100 trucks 
carried it about the country. 

GM President Harlow H. Curtice 
said the “gate” record set by the 
Motorama supported his forecast 
of a probable new economic peak 
this year. 
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Speedway Fetes Auto Notables— 


At the reception given in New York recently by the Indianapolis Motor Speedway 
Corp. were, seated from left, Mrs. Wilbur Shaw; Raymond S. Firestone, Firestone 
Rubber Co. executive vice-president, and Frederick H. Elliott, Automobile Old Timers 
executive vice-president, and Mrs. Elliott. Standing, from left, Pete De Paolo, 1925 
Indianapolis race winner and AOT Southern California Council first vice-president; 


Anton Hulman jr., Speedway board chairman; Harry Wismer, sports announcer; 
Tommy Milton, 1921 and 1923 race winner, and Tom Frost (Ford dealer), Virginia 
Council, AOT, president. 
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Backshop . . 


By Jack Weed 





(Continued from Page 33) 


shoulder and unconsciously dare 
someone, who they feel sure 
knows more about their business 
than they do, to knock it off. 

While we do have a percentage 
of ambitious, record-happy men 
calling on dealers I do not think 
that .even the majority of those 
who rub the dealers’ hair the 
wrong way intend to get them an- 
tagonistic. 

There are hundreds of factory 
travelers who do make thousands 
of dealers hate to see them come 
in the door. 

If these men had to sell their 
points to the dealer instead of 
resorting to the big club, because 
they know that in many cases 
their bosses will have to back 
them up even if they are wrong, 
there would be many more loyal, 
enthusiastic dealers who would 
be only too willing to go along 
with the factory programs and 
would make more of an effort to 
do the things customer-relations 
wise that are not only desirable 


PROTECTION 


..- Where it’s needed 


Just as a mask protects a fencer from serious in- 
jury, WoLF’s Heap Oil protects car engines 
against unnecessary wear and damage by con- 


taminants. 


Wotr’s HEaD Motor Oil is the super refinement 
of 100% Pure Pennsylvania—nature’s most highly 
endowed crude oil. 


Pree! 


GUIDE 
TO THE WEATHER 





“GUIDE TO THE WEATHER” 

Folder tells how to forecast 

weather. Write for a copy. 

WOLF'S HEAD OIL REFINING CO., Inc. 
OlL CITY, PA. 

New York Office: Glendale 27, N. Y. 


It doesn’t break down or 


and corrosive acids. 


de-waxed, double distilled, triple filtered. 


burn away. And 


Wotr’s HEap is scientifically fortified. It cleans 
as it lubricates . . . protects against rust, sludge 


To millions of motorists, WoLF’s HEAD means 


the finest of the fine. When you recommend and 


Wotr’s HEap is thoroughly 





sell WoLF’s HEaD, you give your customers all 
’round protection . . . smoother engine perform- 
ance. You’ll keep old customers...make new ones. 





WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania — Scientifically Fortified Gt Member, Penna. Grade Crude Oil Association 


| from the factory standpoint but 
| much more profitable for the 
| dealer. 
| It’s just too darn bad that a six- 
weeks school at home Office can't 
age men like the chemists are able 
to age American-made cheese. At 
least a greater number of our 
| young factory travelers would 
have the aroma and texture that 
comes only with experience. 
* * * 
| Passing of a Friend 
ATTENDED the funeral re- 
cently of one of my good friends 
in the industry who was also the 
oldest employe of AuToMoTIvE News. 
Jack Girard, who sold subscriptions 
to Automotive News before the first 
|issue ever came off the press, 
| passed away at his home in Lake- 
wood near Cleveland as he was 
getting ready to again “get back 
on the road.” 
| Jack had been bothered with a 
| respiratory affliction which has 
| prevented him from working dur- 
jing the cold weather but even 
though he was practically on the 
three score and ten age mark, he 
still derived his greatest pleasure 
from calling on his good friends in 
|the trade and picking up their 
| subscriptions and renewals. I know 
that hundreds of dealers in Ohio 
|and Florida are going to be sad- 
| dened by his passing. 


* * * 


| Boosters Talk lt Up 


HE Booster Clubs in each city 
| where the regional automotive 
| Shows are held go all out to put 
on a rousing big “kickoff” banquet 
|for the trade the night before the 
|show opens. The New York boys 
are holding theirs for the coming 
| Tri-State Automotive Exhibit in 
|the Grand Ballroom of the Com- 
modore Hotel, New York City, May 
|17. Tickets will be $12.50 per per- 
|son and a fine entertainment is 
| promised. 

B-19, the Detroit Booster Club, 
| also will hold a big: kickoff ban- 
| quet in the Sheraton - Cadillac 
| June 9. MEWA meets that morn- 
} 


ing and NSPA holds a meeting in 
the afternoon of the same day. 


The Society of Automotive Serv- 
| ice Managers, Inc., New York, also 
| is very social minded this week. 
| Members are kicking off their sec- 
oe annual dinner dance at the 
|Concourse Plaza Hotel May 21 at 
8:30 p.m. Tab is $10 per person. I 
am sure they would like to see 
some of you cowboys or wild in- 
dians from west of the Hudson 
River at their shin-dig. 

Two new books recently released 
by the Division of Marketing, 
| American Petroleum Institute, 50 
|West 50th St. New York City, 
should be in every dealership for 
| the guidance of the lube man. One 
is titled Know Your Motor Oil and 
the other is How to Sell Motor Oil. 
Both were written and published 
ito help the filling station attend- 
ant. They contain practical product 
|information in on-the-job sales 
training. The booklets are priced 
at 20 cents each. 

The Automotive Warehouse 
Distributors Assns., Inc., 6314 
Brookside Plaza, Kansas City 13, 
Mo., has recently gotten out its 
latest product directory which is 
a list of the members of the as- 
sociation and the products sold 

| and warehoused by each. 

Students at the Oklahoma City 
| University have created a new 
group to be known as the Automo- 
itive Refinishers Assn. It is com- 
|prised of industrial arts students 
|in the auto refinishing department 
of the school. 
| T. C. Barber, 2637 SW 41 St., 
Oklahoma City, president of the 
ARA, said that so far as members 
have been able to determine, the 
new group is the only organization 
of its kind in the country. 

New members will be voted into 
the ARA on the basis of scholar- 
ship and sincere interest in the 
group’s goal. Sponsors are Alfred 
|Smith and Clarence Gillock, in- 
|structors. Other officers are B. J. 
| Skaggs, 24832 SW 49 St., vice-presi- 
dent; Palmer Lewis, 701 NW 13 St 
secretary; Gene Dennis, 306 S. Red 
man, Bethany, treasurer, and B. J 
Bull, 3008 SE 18 place, sergeant 
at-arms, all of Oklahoma City. 
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Service: A $7 Billion Challenge 


(Continued from Page 33) 


flected in reported increased serv- 
ice department profits. 

When a dealer realizes that 75 
percent of his entire investment is 
in parts and service, that 75 per- 
cent of his floor space is devoted to 
service and its attendant work and 
that 75 percent of the average deal- 
er’s payroll goes to service and 
parts employes he must realize the 
importance of developing as much 
service business as possible and of 
developing more regular service 
customers. 

Many dealers have proven over 
the years that approximately 75 
percent of a dealer’s repeat cus- 
tomers on new vehicles are num- 
bered among his regular service 
customers, those who stay with 
him because they like the way 
they are treated. 

Another factor that many deal- 
ers overlook is that at least 75 per- 
cent of the time that a vehicle cus- 
tomer spends in a dealer’s place is 
spent in the service department. So 
it is by service department stand- 
ards that most customers and pros- 
pective. owners judge a dealer’s 


worth. 
x * * 


C. HOLMAN of Wolf Co., has 
J. worked out a table that shows 
that in an average city of 200,000 | 
population the 37 new-car and} 
truck dealers have 885 competitors 
seeking the same business upon | 
which they depend for their ab- 
sorption percentage and their cus- 
tomer following. 

These competitors include 48 
auto parts stores, 51 parts whole- | 
salers, 14 used-parts dealers, 4/| 
shock-absorber dealers, 3 cylinder | 
reboring and grinding outfits, 3 up- 
holsterers, 7 axle service firms, 43 
radiator service shops, 18 electrical 
and ignition service shops, 21 brake | 
shops, 40 auto paint shops, 43 body 
repair shops, 101 independent serv- 
ice shops, 68 battery sales and serv- 
ice shops, 81 tire stores and 340 
filling stations. 

These shops in the main are 
living on the business that the 
franchised car and truck dealer 
misses or elects not to go after. 


The service department is the| 





Oil Marketing 
To Be Topic of 
Workshop Panels 


NEW YORK.—Workshop discus- 
sions of current oil marketing prob- 
lems, rather than formal addresses, 
will be featured at the midyear 
meeting of the American Petroleum 
Institute’s marketing division, to 
be held at the Chase-Park Plaza 
Hotels in St. Louis May 23-25. 

J. G. Jordan, API vice-president 
for marketing and vice-president | 
of Shell Oil Co., said all oil mar- | 
keters, whether or not they are 
members of the Institute, will be | 
welcomed at the meeting. He also 
emphasized that questions and 
comments from the floor will be 
encouraged. 

Discussions will be arranged by 
the fuel oil, operations and engi- 
neering, jobbery advisory, market- 
ing, personnel training, marketing 
research and service station advis- 
ory committees. 

The fuel oil committee will pre- | 
sent a panel] discussion on “Better 
Living with Oil Heat.” M. N. Vin- 


hub around which many a success- 
ful dealership is built. 

It is the one part of a dealer’s 
business which he can promote and 
sell himself with no reference to 
the car he represents. It is the one 
department in which the reputa- 
tion of the dealer can be built with 
no aid from the major product or 
vehicle he sells. It is the point 
where he can assert his own indi- 
viduality and sell his neighbors and 
fellow townspeople on him as a 
purveyor of good service, a place 
where people like to deal. 

The service shop is also the focal 
point where courtesy is most ap- 
preciated by the customer. Dealers 


Borg-Warner Picks Rep 


MEXICO CITY. — Louis Hardy, 
general manager of Armadora 
Mexicana, S. A., has announced 
that his firm has been appointed 
distributor in Mexico for Borg- 
Warner International. 





should make every effort to make 
certain that every employe who 
comes in contact with the public 
is courteous and gives the customer 
the impression that he is only too 
happy to be able to take care of 
the customer’s needs. 

With a little more attention 
given to promotion of a better 
understanding of the importance 
of the service department by all 
who contact the driving public, 
there is but little doubt that most 
dealers could materially increase 
the volume of service work and 
parts sales they now enjoy. 

To take care of more customer 
labor work during these days of 
high car delivery may take a lit- 
tle extra planning and arranging 


}on the part of the dealer to make 


provision for the increase and still 
take care of the make-ready and 


warranty work as well. But the re- | 
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NSPA's Promotion Cited— 


John H. Smith jr. (right), Chrysler Corp. publicist and president of the American 


sults in profits and the all-impor- | Public Relations Assn., congratulates J. L. Wiggins, executive vice-president of the 
tant ability to carry a larger share | Netional Standards Parts Assn., on winning the Silver Anvil Trophy Award for out- 
of the fixed expense should more | standing public relations achievement. Holding award is John H. Jones, NSPA 


than warrant it. 


regional vice-president. 


Reflector Test Proves 









It’s the Fastest High-Lustre Thinner 
on the market—Saves Time and Labor 


Diiziers 


~—/ @ The two unpolished panels in this reflectometer test were painted with the same gray lacquer. The 
lacquer for the panel on the right was thinned with ordinary good thinner. The lacquer for the panel on 
the left was thinned with DTL-113. Note the excellent flowout and brilliant lustre of the left panel. 


You Get Highest Lustre...with 


DILIB 


HIGH-GLOSS 
LACQUER 
THINNER 



















WHEN YOU USE DTL-113 you get 
the high lustre of an enamel job 
| with the drying time of lacquer. 


Michigan Dealers WHEN YOU USE DTL-113 you get 


much quicker drying than with 
Meet June 19 21 special thinners designed only for 
LANSING. — The 1955 conven- | 


tion of the Michigan Automobile | high lustre. DTL-113 jobs can be 
Dealers Assn. has been scheduled dried and also polished, if necessary, 
June 19-21 at Mackinac Island. in one half the time required for 


Convention dates were announced 
by Gilbert L. Haley, executive vice- 
president. | 


special high-solvent, low-reduction 
thinners. Under normal drying con- 
ditions you can deliver a fully painted 
car in one hour after spraying. Lac- 
quers thinned with DTL-113 are 
excellent, too, for quick touch-up 
materials on baked-enamel jobs. 


WHEN YOU USE DTL-113 you'll do 
faster and better work at lower cost. 


ing of Diesel Oil Sales Co., Seattle, 
will be moderator. 


PITZ-LAC LACQUER 











DITZLER COLOR DIVISION «+ PITTSBURGH PLATE GLASS COMPANY, DETROIT 4, MICHIGAN 
Wilson Buys Out Pruett 
Roy H. Pruett sr., has bought the | 


interest of Jack Wilson in Pruett 


PAINTS e GLASS e CHEMICALS e BRUSHES e PLASTICS e FIBER GLASS 
Motor Co., (Chrysler-Plymouth), ! 


ee ce ee oe oe ee me fe ee ae ae oe ee eee c 
Thomaston, Ga. ! IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Larger Coverage Sought . . . 
L-M Service Managers 


Ask Better Manual 


By Joseph M. Callahan 
Staff Writer 


ee and enlarge- 
ment of the Mechanics Flat Rate 
Manual was one of the principal 
recommendations made at the De- 
troit meeting of the Lincoln-Mer- 
cury National Dealer Service Man- 
agers Council. 

The service managers suggested 
that the manual include the cost 
and time-study for more repair 
jobs, particularly body work. 

L-M factory officials promised to 
look into the situation but they 
were not too optimistic about any 
possible progress in this direction, 
although convinced of its desir- 
ability. 

Said one factory man, “When 
almost every collision produces an 
impact with a different force and 
from a different direction, it’s pretty 
difficult to say exactly what the 
damage is.” 

* * 
THER recommendations made 
at the four-day meeting, which 
was presided over by E. D. Longe- 
necker, national service manager, 
were: 

1. New-car salesmen be in- 
structed in service policies. The 
service managers said that one 
of their biggest problems is sales- 





Earlier Selling 
Of Permanent 


Antifreeze Urged 


NEW YORK.—F. W. Berdan, au- 
tomotive products sales manager of 
National Carbon Co., has urged 
dealers to stock and make early 
sales of all-winter antifreeze for 
faster turnover, greater sales and 
more profits. 

“Why wait until October to make 
money on antifreeze when you can 
make it in September?” he asked. 
He pointed out that in the case of 
all- winter antifreeze there is no 
hazard of it boiling away. 

He advised dealers to take ad- 
vantage of being able to perform 
cooling system services when the 
antifreeze is installed before the 
last minute rush. 

“This can mean important extra 
sales of cooling system products | 
and service in addition to the anti- | 
freeze as well as satisfied custom- | 
ers who receive proper cooling sys- | 
tem service,” Berdan said. 

He explained that ees | 
work an entire year to produce 
antifreeze for one season and put | 
his finger on the problem facing | 
dealers and distributors—space for 
storing the quantities needed. 

“The bottleneck of the whole 
situation is the car owner. Being | 
a human, he naturally puts off | 
buying until cold weather arrives 
—unless his dealer gives him the 
necessary ‘nudge’ early in the 
fall,” said Berdan. 

Turning again to the storage | 
problem, he said that there is a 
limit to how much antifreeze a 
distributor can store and many 
dealers cannot store at one time 
their full season’s requirements. | 

“However, nearly every dealer | 
has a certain amount of unused 
space around his place of pn epnige 
that he can use for stocking a 
reasonable supply,” he said. 

Then, he added, if the dealer 
has a good supply early there is 
no reason why his sales should 
wait to the last minute. 

“The more often a dealer can | 
‘turn’ his inventory in the course of | 
a year, the greater his profit will | 
be. Furthermore, it is natural for 
the dealer, when selling a seasonal | 
high-profit item like all-winter an- 
tifreeze, to want to take his profit 
as soon as he can,” Berdan said. 


Shatter proof Names Rep 

DETROIT.—-Shatterproof Glass 
Corp. here has named Braden’s | 
Glass. & Mirror Co., Bethlehem, 
Pa., as an authorized auto glass 
distributor for that area. 


men, intent on an immediate sale, 
who lie to customers about how 
long it takes to prepare a new 
car for delivery and how long the 
warranty is good. 

They said “make ready” usually 
takes eight hours and that when a 
salesman promises a car in an 
hour, the car is bound to be im- 
properly prepared, resulting in a 
great deal of repair work subse- 
quently. 

2. More traveling district service 
engineers, making more frequent 
visits to the dealerships. Each of 
L-M’s 23 sales districts now has 
two to five engineers who travel 
about, assisting service managers 
on particular repair jobs or on de- 
partmental organization matters. 

3. More = better a 


* 


4 THE 23 inti inaiien units | 


° be continued | in preference to | 








nN \ 





the permanent training schools 
now employed by General Motors. 

The mobile units have been 
found to be more flexible. All serv- 
ice personnel can be trained at one 
time and product innovations can 
be explained to all L-M mechanics 
in as short a time as 30 days. 

However, it was pointed out, 
the mobile units do have limita- 
tions. The permanent schools can 
employ much larger equipment 
and more extensive props. 

5. Direct mail instructions to me- 
chanics be continued. Each month 
the factory sends instruction mate- 
rial directly to the homes of each 
of the 12,000 L-M mechanics. 

The service managers said, in ad- 
dition to producing better trained 
mechanics, this program was large- 
ly responsible for extending the 
length of employment of the aver- 
age mechanic from 2% to 3 years 
at one dealership. 

* * * 

BESIDES exchanging service 

ideas among themselves, the 
service managers also recommended 
certain changes in the relationships 
between dealership service man- 
agers and L-M district service per- 
sonnel and changes in L-M prod- 
ucts. 


_The service managers also de- 


says 








Places Among Top Ten— 


Rudy Fick (left), Kansas City, receives 
an award for placing among the top 10 
Ford dealers in the country. The presenta- 
tion was made by Ll. W. Smead, Ford 
general sales manager, at a luncheon in 
Kansas City attended by 225 Ford deal- 
ers from Kansas and western Missouri. 


voted one day to discussions with 
factory officials on engineering, 
quality control and manufactur- 
ing. Another day was spent with 
sales officials. 


Delegates to the Dealer Service 


hi Coudtived, SEIBERLING 


Garth Pitcairn 


Garth Pitcairn Chrysler-Plymouth Agency 


Route 1, Morrisville, Pa. 


7” 


Managers Council were elected by 
service managers attending service 
council metings in each of the 23 
districts. 
* * + 

i district service council meet- 

ings, attended by 25 to 75 sery 
ice managers in each district, con- 
sisted of discussions among the 
service managers of their prob- 
lems, with solutions and recom- 
mendations. 

A stenographic report of these 
discussions was taken by the 
elected delegates to the national 
meeting. The net result was that 
&@ service manager, from the small- 
est dealership in the most distant 
point, could have his most trivia] 
problem taken directly to top fac- 
tory officials. 

The dealers bear the service 
managers’ expenses to the district 
meetings and the factory pays 
expenses for the 23 managers who 
come to Detroit. 

“Through the exchange of ideas 
in this conference we expect mu- 
tual benefits to both factory and 
retail outlets so that Lincoln and 
Mercury owners can continue to 
enjoy the best possible product 
and service,” rvice|and service,” Longenecker said. 








1 an eh io sm 


‘ 


i 


te 


Garth Pitcairn Chrysler-Plymouth Agency, located in famous 
Bucks County, Pennsylvania, is ultra-modern in design and 
ultra-modern in service — offering complete Seiberling tire 
sales and service to residents of Levittown, Fairless Hills, 
Morrisville and Yardley. 


Mr. Garth Pitcairn, owner, is well-versed in the 
automotive field. Prior to opening his agency, 
he was in the tire and oil business. At that 
time he tried out all leading-make tires. 
Three years ago he selected Seiberling as 
the outstanding tire on the basis of guaran- 
teed performance and customer satisfaction. 





“When I went into business as a Chrysler-Plymouth 


Distributor last November, I went into it with a 
policy of providing ‘complete automobile service 
under one roof.’ Complete service calls for tires... 
and the quality of our service called for not only 
the finest tires, but also a manufacturer who offers 
the best guarantee plan from the customer’s stand- 
point. Seiberling is outstanding in these respects. 


“Fine automobiles and Seiberling tires go hand 
in hand. Most of our new car buyers, particularly 
those who buy the beautiful and powerful new 
Chrysler, want better-than-average tires. Equip- 
ping their cars with ‘Air-Conditioned’ Seiberling 


For “Business with Profit” it’s 


SEIBERLING 


tires gives them the coolest running, safest tires 
they can buy, and gives us a nice plus profit. 


“Being a Seiberling Tire Distributor has other 
advantages: It brings in all makes of cars, result- 
ing in service work we wouldn’t otherwise get 
into our shop. And it helps establish customer 
confidence in our products and in our way of 
doing business. We never have to argue with our 
tire customers about adjustments. A satisfactory 
adjustment can be made on the spot with Seiberling’s 
adjustment policy. 


“Seiberling stands behind its products — and we 
know where we stand with our customers.” 


Mr. Dealer: We would like to tell you 
about our Seiberling Franchise and its 
profit possibilities for you. Why not arrange 
a place and date with us? Write or phone: 


L. M. SEIBERLING 
Vice-President in Charge of Sales 
Seiberling Rubber Company, 
Akron 9, Ohio 
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Learning Equipment Maintenance— 


The Alemite product school above is typical of the many automotive training 


| 


| Warner Corp., Chicago 
| school 
| Service men. Contact Jack Reinsma, 





Epitor’s Note: Since the ma- 
jority of service training courses 
for the spring season have been 
completed by vehicle companies, 
most training programs for the 
next 60 days are refresher 
courses. The imminence of sum- 
mer vacation periods has tended 
also to cut down the number of 
supplier training schools that will 
be in session until after August. 
Below are the schools that will 
be in session during the next 30 
days. 

* * * 
FOR ALL SERVICEMEN 

ALEMITE DIVISION, Stewart- 
- Five-day 


on lubrication for jobber 


programs being held throughout the country. Servicemen of jobbers handling the |Alemite general service manager. 


Alemite line are trained to repair Alemite lubrication equipment. Jobbers also 
loaner units to help dealers confronted with parts failures. 





Wondering how new-car and truck production and sales are making out? AUT 





carry | 





OMO- 


AMMCO TOOLS, INC., North 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the|three to five-day classes started 


automotive industry, every week throughout the year. 


Seiberling tires bring Pitcairn Agency a plus profit on change- 
over from original equipment tires. “Air-conditioning” Heat 
Vents, Flex-Arc construction, mica-rubber inner-liner and other 
exclusive features which are easily demonstrated quickly con- 
vince most car buyers that premium-quality Seiberling Tube- 
less Tires are more than worth the small difference in cost. 


whenever needed. No _ instruction 


TIRES GLINGH CAR SALES” 











Service Schools in Field 


Refresher Shop Classes Dominate 
Offerings for May, June 
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| charge. Contact Richard D. Steven- 
|son at Ammco Tools, Inc., 2128 
|Commonwealth Ave., North Chi- 
| cago, Il. 

BEAR MFG. CO., Rock Island, 
| Ill.— Schools on automotive wheel 
alignment, whee] balancing and 
frame straightening at plant school, 
Rock Island, Ill. Contact Mildred T. 
Clark, registrar, at plant. Classes 
start June 13 and 27. Tuition 
charged on basis of length of class 
and subjects taken. Minimum 
charge $27.50. 

BINKS MFG. CO., Chicago.— 
Spray painting school at plant, 
3114 W. Carroll Ave., Chicago. 
June school starts June 6-10. Con- 
tact W. Beacham at Binks. No 
charge for instruction. 





CARTER CARBURETOR CORP., 
| Chicago, Ill.—Instruction on engine | St- Louis.—New class in carbure- | 
'repair, cylinder honing and brake tion starts each Monday. No clas- 
service. No set school schedule but |S¢S June 6-July 25. Contact nearest 


Carter distributor. 








The Budget Department under the management of Ted 
Pitcher is one of the busiest departments in the agency. 


It brings in a steady stream of customers who have 


their cars lubricated and mechanically serviced when 
they stop in to make tire payments. A profitable oper- 
ation in itself, it is also a source of profit for all other 


departments in the agency. 





DeVILBISS CoO., Toledo 1.—Spray 





painting school at plant. Class every 
week. Contact E. F. Frey, DeVil- 
biss Co. No charge for instruction. 

ELECTRIC AUTO-LITE CoO., 
Toledo 1.—Three-week course on 
automotive electricity starts June 6 
at school, 511 Hamilton St. Toledo. 
Contact F. S. Stead at Electric 
Auto-Lite Co. 

SUN ELECTRIC CORP., Chi- 
cago 31.—Electrical and carbure- 
tion operators course given in 
technical centers at Chicago, St. 
Louis, Atlanta, Detroit, Dallas, 
Pittsburgh, Philadelphia, New 
York, Medford, Mass., Kansas 
City, Denver, Log Angeles, Oak- 
land, Calif., and Portland, Ore. 
Classes four days. Tuition charge, 
$40 for complete course. Contact 
W. W. Squier at Sun Electric 

| Corp, Harlem and Avondale 
| Aves,. Chicago 31, IIL, or nearest 
technical center. 

UNITED MOTORS SERVICE, 
| division, General Motors Corp., De- 
troit.—Classes on automotive elec- 
tricity, carburetion, electronics, 
transmission, spindle bearings, 
brakes and power steering. Classes 
held in General Motors Training 
Centers. Contact nearest United 
Motors distributor. No charge for 
tuition. 


FOR ‘MAKE’ SERVICEMEN 


| CADILLAC — Air Conditioning — 
|Boston, May 31-June 15; Buffalo, 
May 31-June 8; Cincinnati, May 23- 
|June 2; Denver, May 31-June 15; 
| Houston, May 31-June 2; Kansas 
| City, May 16-June 8; Memphis, June 
| 13-15; Milwaukee, May 23-25; New 
|Orleans, May 9-25; Philadelphia, 
|May 9-June 2; Portland, May 9-18; 
| Salt Lake City, June 27-29; Wash- 
| ington, May 16-June 8; Brakes, 
| Standard and Power — Cincinnati, 
| June 27-29; Dallas, June 20-29; 
| Jacksonville, May 23-25; Philadel- 
iphia, June 6-15; Salt Lake City, 
| May 23-25; San Francisco, May 23- 
| June 2. 

Carburetion — Chicago, May 31- 
| June 8; Cincinnati, June 6-15; Dal- 
|las, May 31-June 15; Houston, June 
16-15; Jacksonville June 13-15; 
| Memphis, June 20-22; Portland, 
|'May 23-June 15; St. Louis, May 
|31-June 8; Salt, Lake, June 6-8. 
Engine Test and Tune-up — Chi- 
cago, June 13-23; Cincinnati, June 
| 20-23; Houston, June 20-30; Jack- 
}sonville, May 31-June 10; Milwau- 
ikee, May 31-June 3; New York 
| (Tarrytown), May 23-June 3; San 
| Francisco, June 6-31. 

Hydra-Matic — Buffalo, June 13- 
117; Kansas City, June 13-July 1; 
|Memphis, June 27-July 1; Minneap- 
lolis, June 6-17; New York (Tarry- 
jtown), June 20-July 1; St. Louis, 
May 16-27; Salt Lake City, June 
| 20-24. Owner Relations — Detroit, 
May 16-28. Power Steering—Boston, 
|May 16-25; Buffalo, June 27-29; 
| Chicago, June 27-29; Jacksonville, 
|May 18-20; Minneapolis, June 20- 
29; New York (Tarrytown), June 
6-15; Salt Lake City, June 13-15; 
Washington, June 13-29. 
| FORD MOTOR CO.—Schools in 
field on courses selected by dis- 
'tricts, mainly Fordomatic. Contact 
district service manager. 

GMC TRUCK & COACH DIVI- 
SION — New Product — Atlanta, 
May 16-June 3. Twin Hydramatic—-: 
Dedham, Mass., May 16-27; Char- 
/lotte, N. C., May 16-27; Detroit, 
| May 16-27; Cleveland, May 30-June 
3. Hydramatic — Dedham, Mass., 
|May 30-June 3; Charlotte, N. C., 
|May 30-June 3; Evendale, O., May 
|15-27; Houston, May 16-27; Shaw- 
nee, Kans., May 16-June 3. Power 
Steering — Evendale, O., May 30- 
June 3. Diesel—Denver, May 16- 
June 3; Memphis, May 16-27; 
Moorestown, N. J., May 16-June 3; 
Golden Valley, Minn., May 16-27. 
Rear Axle—Kirkwood, Mo., May 23- 
June 3. 

HUDSON DIVISION—Now hold- 
ing schools on 1955 product and 
Ultramatic transmission through- 
out the United States. 

STUDEBAKER - PACKARD — 
V-8 Engine—Dover, Del., May 19-20. 

WHITE MOTOR CO.—Five-day 
courses beginning on Mondays and 
available without cost. Courses are 
held every week with a break every 
fourth week, with an average group 
of five men. Classes in engines and 
transmissions, cooling systems, car- 
buretors, fuels, preventive mainte- 
|nance, shop equipment and tools, 
| fleet safety, along with a plant 
|tour. Contact T. W. Lauer, general 
| service manager, White Motor Co., 
| Cleveland, O. 
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Cadillac Dealership Fetes Employes— | 


Hoosier Cadillac Co., Indianapolis, has honored 25 employes who have been with 
the company for an aggregate of 375 years. Bert Donovan (third from right), president, 
presented lapel pins to (from left), Russel Brunni, parts manager, 25 years; Andrew 
Hutchison, sales manager, 20 years; Charles Hannon, service manager, 39 years; 
Richard Koons, assistant general manager, 25 years, and Raymond Moxley, wholesale 
manager, 15 years. 





Hartman Opens with Buick 
Joe Hartman has opened Hart-| Blvd. East Los Angeles, Calif.| 





man Buick, Inc., 377 S. Atlantic| James Neill is general manager. | Patne Auto Sales in Ashland, O., 





... time-saving 





Thousands of dealers have found there’s a big pay- 
off in being personally concerned with the kind of 
tools in their mechanics’ hands. 


Taking a man’s tool equipment for granted can 
cost plenty!...in man-hour productiveness...in 
customer satisfaction...in shop volume and in 
service profits. 


That’s truer today than ever before. More cars by 
millions—and more advanced cars, present servicing 
requirements to challenge the ablest mechanics. 
Consequently, your profit percentage from shop 
operations (labor plus parts sold) depends in large 
measure upon the adequacy of the tools your me- 
chanics are using. 


To increase profit percentage do this. See to it 
that Snap-on Service is covering every man in your 





8082-E 28th Avenue 


*Snap-on is the trademark of Snap-on Tools Corporation 


Kenosha, Wisconsin 


Inc., 
Coast. 


Steiner & Co. (Chrysler-Plymouth), 
at Huntington, W. Va. He bought 


Snap-om Tools 


can solve your biggest service headaches 


SNAP-ON TOOLS CORPORATION 


Across the Nation .. . 








Auto Dealer Changes 


(Continued from Page 29) 


executive | cury, Inc. 
oe * 


Packard distributor on the 


* * 


* 
Ohio DeSoto Deal Sold 
Ward Eckstein has purchased 


* * * 


|J. R. Townsend, Inc., in La Mesa, |and will change the name of the | 

Calif. The ceremony was witnessed | concern to Anderson Lincoln-Mer- 

by George A. Wagner, 

vice-president of Earle C. Anthony, * - 
Herrold Buys Hilton 

Sale of the Hilton Chevrolet 

| Co., Dallas, Ore., has been made 

to Orville Herrold, formerly a 
Ford dealer in Stayton, Ore. 

the DeSoto-Plymouth dealership in | oo 


Salem, O., from Peter Wiggers. Beach Buys Bunch 


Howard A. Beach has purchased 


Steiner Buys Deal 
R. F. Steiner has opened R. F. 





from | 


Jess Bunch Motor Co. (Dodge- 
Plymouth), Atchison, Kans., from 
Mrs. Jess Bunch. The new firm will 
be known as Howard Motors. 
* * * 


out Acme Motor Co., Inc., 
| Ralph Warree, Intertown Motors Sold 
| Intertown Motors, Inc. (DeSoto- 
Anderson Buys Patne | Plymouth), Hartford, Conn., has 


Albert R. Anderson jr. has bought | been purchased by Joseph DeLeon 





shop. Invite the Snap-on Man in, welcome him, 
endorse him. Do as many profit-minded operators 
have done...ask him to assist in planning the 
modernization of service tool equipment throughout 
your shop and, if desired, arrange installment 
financing for shop or individual mechanics. 


You'll be in good company, for in thousands of 
shops Snap-on Service is literally an institution. 
Service Managers like it. Mechanics like it. They 
have pay-check proof of the earning power of a 
complete set of the right tools. 


Ask your shop foreman now to notify you next 
time the Suap-on Man calls... make profitable use 
of the service he can render. 


Wi Pn eany (aa 


THE CHOICE OF BETTER MECHANICS 










and George Wargo. It will be op- 





erated under the same name. De- 
Leon is president; Wargo, teas. 
urer. 

* * 


Hitchin Buys McMullen 


James T. Hitchin, formerly in the 
used-car business at Bridgewater, 
| Pa. has purchased R. W. McMul- 
| len Motor Co. (Chrysler-Plymouth), 
Beaver Falls, Pa., and renamed it 
Hitchin Motors, Inc. 

+ + * 


Deacon Gets Hudson 


Samuel Auto Service, a garayve at 
Carnegie, Pa., has been appointed 
a Hudson dealership and the firm’s 
name has been changed to Deacon 
Motor Sales. 


Hudloon Aweids 
Dealerships to 
12 Companies 


Hudson Motors has announced 
the awarding of the following 12 
dealerships: 

Don Elliott Motor Co., Cheyenne, 
Wyo.; Fox Motor Co., Grossville, 
Tenn.; Bill Apperson Motor Co., 
Muskogee, Okla.; E. Pierce Darl- 
ington, Inc., West Chester, Pa.; H. 
Clay Brady Motors, Lecompte, La.; 
Hanke’s Hudson Sales, Fort 
Wayne, Ind. 

B & M Motor Service, Junction 
City, Kans.; Lake-York Hudson 
Sales, Elmhurst, Ill.; Park Ridge 
Hudson Sales, Park Ridge, IIL; 
Rinehart Motors, Los Altos, Calif.; 
C. Van Hattem Motors, Chicago 
Heights, Ill. and Logan Motors, 
York, Pa. 





* * 


+t 
Klaudt Buys Out Veter 
Art Klaudt is now the sole owner 
of Klaudt Sales & Service (Chrys- 
ler-Plymouth), Hazen, N. D. He 
bought Balzer Veter’s interest in 
the firm. 


* * * 


Ulery Liquidates 
Robert Ulery has closed his firm, 
Main Motor Sales (Studebaker), 
Peru, Ind., and has leased the 
building to Goodyear Service Co. 
* * 7” 


Broadway Nash Opens 


Broadway Nash, Inc., 549 Broad- 
way, Denver, has opened. Bi. 
Deery is general manager. 

* * * 


Failures in Canada 
Assignments in bankruptcy have 
been made by Roxton Automobile 
Reg’d., Roxton Falls, Que., and Roy 
& Vaillancourt, Quebec City, Que. 
* * * 


Hudson for Kuehn 


M. L. Kuehn & Sons, Milwaukee, 
has been given a Hudson franchise. 
The firm has sold Kaiser - Willys 
cars for eight years, and prior to 
that handled Nash automobiles for 
27 years. 

« * * 

Kidd Opens Chrysler Deal 

Roland Kidd is the new Chrysler- 
Plymouth dealer in Morgan City, 
La. His firm is called Kidd Motor 
Co. 


* 


‘ 
Ford for Gottschalk 
M. M. Gottschalk, owner of Park 
Sales and Service, Marysville, 
Wash,. has been appointed a Ford 
dealer. 


* 


* * 


Root Changes to L-M 


Eldon Root, owner of Root Mo- 
tors, Everett, Wash., has secured 
a Lincoln-Mercury franchise. He 
formerly handled Hudson. 

* * ob 


Anderson Buys Deal 


Schille Motors (DeSoto-Plym- 
outh), Everett, Wash., has been 
| purchased by Bob Anderson, Seat- 
tle, son of M. O. Anderson, Seattle 
De-Soto-Plymouth dealer. 
| ok ca * 


Goebel Opens Deal 


Art Goebel, Inc. (Ford), has 
opened in Anoka, Minn. The firm, 
formerly owned by Holt Motors 
with Gerald Patsy as manager, has 
been purchased by Arthur H. Goe- 
bel and is operated by him in as- 


sociation with his son, Arthur F. 
od * * 





| Altmayer Takes Over 
| Pontiac Half of Dual 


| New Pontiac dealer at Home 
|stead, Fla. is M. S. Altmayer jr. 
| son of a pioneer Miami automobile 

man. Altmayer took over the deal- 
| (Continued on Page 47, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 46) 


ership when a dual Buick and Pon- 
tiac firm was split. Crawford Blake, 
who owned the dual, retains the 
Buick franchise. 

Altmayer is operating from a 
tent pending completion of a $75,000 
building. . + 


Bell Adds Denver Deal 


Lou Bell has purchased Living- 
ston Motors, Inc., 1700 E. Colfax 
Ave., Denver, and will operate the 
Lincoln-Mercury dealership as Lou 
Bell Motors, Inc. Bell has another 
dealership in Idaho and formerly 
was in business in Washington. 

os * * 


Renken Opens in S. C. 


Renken Motors (DeSoto - Plym- 
outh) has opened at 656 King St., 
Charleston, S. C. Walter A. Renken 
jr. is president. General manager 
is W. C. Moore. 

* 


New Ford Firm in Texas 


J. B. Harrison and D. L. Juhlin 
have opened a Ford dealership in 
Devine, Tex. 4? & 

ae 


Yearwood Changes Name 


Yearwood Motors, Inc., Shelby- 
ville, Tenn., has changed its name 
to Yearwood Chevrolet Co. 

+ ok * 


Muster Handling Hudson 


A new Hudson dealership in Val- 
paraiso, Ind., is Muster Motor Sales 
& Service, 4 N. Morgan Blvd. Rob- 
ert A. Muster is the dealer. 

* * * 


Nelson Opens with Nash 


New Nash dealer in Monrovia, 
Calif. is Robert Nelson, who opened 
last week at 1002 S. Myrtle Ave. 
Nelson began his automotive ca- 
reer in 1923 with a Nash dealership 
in Oregon. He has sold Kaiser in 
the Monrovia area for the past 
nine years. 

. - 


Downey Picks Ford 


The Ford dealership at Hunting- 
ton Beach, Calif., has been taken 
over by Mark Downey, formerly 
with the Berl Berry Ford dealer- 
ship in Los Angeles. His sales man- 
ager is Jimmy Patrone, who also 
was with Berl Berry. 

* * - 


Guckian Buys Deal 


Frank Guckian, formerly zone 
service manager for Oldsmobile, in 
Los Angeles, has taken over an 
Oldsmobile dealership in Ontario, 
Calif. The firm was formerly owned 
by Hugh Wolfe. Guckian has been 
succeeded by Kenneth B. Fridley. 

 -— a 


Tillotson Builds 


Bob Tillotson, new Ford dealer 
in Oakridge, Ore., is building a new 
home. The firm is an associate 
dealership of Kendall Motor Co., 
Eugene, Ore. 

= 2 + 


Wilder Buys DeSoto Deal 


Wilder Motor Co., West Mem- | 
phis, Ark. has been awarded a 
DeSoto - Plymouth franchise. The 
firm is owned by Harrison Wilder, 
a former Memphis used-car dealer. 

* ea * 


Dodge Deal Purchased 


Brake Service Co., owned by V. 
Formichella, has taken over the 
Dodge-Plymouth franchise of Jer- | 
rel Motor Co., Beaver Falls, Pa., | 
which was owned by R. M. and | 
W. R. Jerrel. 

oe 


* * 


Uptown Takes Dodge 


Uptown Motors, Inc., New Or- | 
leans, has taken over the Dodge- 
Plymouth franchise of R. J. Young 
Motor Co., Inc. W. K. Denison is 
President of the newly-formed 
company. 

ck * * 


Nash Appoints Duet | 


Duet Motor Co., New Orleans, 
has been appointed a Nash 


dealer. Dave Duet is owner. 
ef - * 


: | 
Franchise for Hartung 
Sherry Motors, Inc., a ies 





dealership at Shively, Ky., has been 
renamed Larry Motors, Inc., and 


has been granted a DeSoto-Plym- 
outh franchise. The dealer is 
Robert Hartung. 


* * * 


Dealership Changes Name 
G. B. Edwards Motor Co. a 
partnership in Tuskegee, Ala., is 
now called Edwards Motor Co. 
* ca * 


LaSorella Picks Buick 
Nick LaSorella has opened La- 
Sorella Buick in Pittsburg, Calif. 
He formerly headed dealerships in 

Oceanside and Van Nuys, Calif. 


* * * 


Mosher Replaces Horton 


Floyd L. Mosher has been elected 
president and general manager of 
Horton Chevrolet Co., Bedford, O., 
to replace L. L. Horton, who has 
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Gerald D. Albright and Paul M. 
Keintz, former partners in a deal- 
ership in Atwater. 

+ * * 


Packard Added 
| 








sales manager and William E. Hor- | 
ton is treasurer. | 
| * * * 


Gold Takes Chevrolet | 

David Gold, formerly with Word | 

Motor Co., Scottsboro, Ala., has | 

bought a Chevrolet dealership at | 

Manchester, Tenn. 
a * * 





North Side Garage, Hartford, 
Wis., has been granted a Packard 
dealership to supplement its Stu- 
| debaker line. The firm is owned by 
J. B. Troller and R. R. Becker. 


e's 6 


Duet Goes to Nash 


Dave Duet, owner of Duet Motor 
|Co., 1743 St. Charles, New Orleans, | 
|has been appointed a Nash dealer. | 
George Broussard will be sales) 


| manager. 


Nash-Wisconsin Opens 


Nash-Wisconsin, Inc., has been 
opened in Beloit, Wis. as a Nash 

| dealership. President is George 
M. Etnyre. 


* * Eg 


Miller Motors Moves 


| Miller Motors, Inc. (Chrysler- 
|Plymouth), has moved to its new zo 
location, 5937 Belair Rd., Baltimore. | yer ies ° —=—~2] 


* * 


* * * 


| Smith Signs for Mercury 
| Smith Motor Co. has obtained a 


Mercury franchise in Douglas, Ga. 
} * + cd 


Radford Buick Chartered 


Plans for construction of a new Radford Buick, Inc., 932 Bilbo 
building for Freeman Pontiac Co., |St., Lake Charles, La. has been 
| Chattanooga, Tenn., have been an- franchised Dodge truck dealership. chartered with authorized capital 
nounced by Charles E. Freeman | George L. Bass is president. |stock of $150,000. 
sr., president. Cost is estimated at | * * & | > eee 


$150,000 to $175,000. Albright-Keintz Opens Mercury for Taylor 


x * * ° 

Albright-Keintz Chevrolet Co. has; Taylor Implement Co., Algona, 
Dodge Truck Deal Opens opened in Benson, Minn. The firm,|Ia. has been awarded a Mercury 
Bass Motors, Inc., 1170 W. State| which formerly was known as| dealership. The firm formerly han- 





The 1905 Pierce Stanhope hada | 


Freeman to Build “rumble seat” in the front of car. | 








St., Jacksonville, Fla., is a newly Thursby Chevrolet Co., is owned by dled Hudson. 





retired. Thomas Lally is secretary- 
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UNDERCAR SEALER 


AND 


Vv Sprays on Quicker 


V Saves Time, 
Trouble, Money!” 


50% More 


Jobs from Every Drum 


Check these facts, 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 


Nokorode ... 


easier 


@ 1's guaranteed by Lion Oil Company 
Made under the process of U. S. Patent No. 2393774, 


and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


LION OIL COMPANY 


EL DORADO, 


Is sprayed on thinner (e”) 
Dries faster 

Lasts longer 

Goes farther 

Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 
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Lion Oil Company 
Dept. AN-E 
El Dorado, Akansas 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 
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page brochure “Permacel two-in- 
one Electrical Tapes.” 

The booklet describes the method 
of tape application which required 


poses and a different self-sticking 

tape for holding and insulating. It 

says the new tape can function in 

both applications. 
* 





SALES TAG—Scotlite name plates bear- 
ing the name of the dealership and sales- 
man may be mounted on the left door 
edge serving as a reflective safety meas- 
ure at night as well as a reminder to the 
owner. Bing Transfer Signs, 736 Lothrop 


Ave., Detroit 2, Mich. 
ee ee 





ROAD FLARE—The Flash flare is said 
to be visible for 1,500 feet. Originally de- 
signed for truck use, it has now been 
adapted for use by cars. The flare uses 
six-volt battery and a standard bulb. Buf- 
falo Weaving & Belting Co., Alliance, O. 

‘oo 





a) 


VACUUM INSTRUMENT—Dashboard in- 
struments in the shape of a miniature 
horse or bull are attached by a tube to 
the car's intake manifold. The vibrations 
of the animals are said to indicate the 
condition of the motor. Valvring Corp., 
2412 S. Arrowmill. Ave., Los Angeles 23, 
Calif. 


INTERCOM SYSTEM — A wall-mounted 
master station and single amplifier oper- 
ation are features of the ‘'6,000” intercom 
system. Each master can originate calls to 
the five other master stations. A paging 
button permits all stations to be called 
at the same time. Executone, Inc., 415 
Lexington Ave., New York 17, N.Y. 





DUMPING ATTACHMENT—A hydraulic- 
ally powered attachment for end dumping 
of skid boxes can be used with both elec- 
tric and gas-powered trucks with capaci- 
ties exceeding 10,000 pounds. Platform di- 
mensions can be fitted to individual needs. 
Elwell-Parker Electric Co., 4205 St. Clair 
Ave., Cleveland 3, O. 





TUBELESS TIRE INSERTER—The inserter 
is said to do a good job of tubeless tire 
valve installation. The valve is lubricated 
and inserted through the rim by hand. The 
tool is screwed onto the valve cap threads, 
and the handle is used as a lever against 
the rim to snap the valve in place. Bridge- 
port Brass Co., 32 Grand St., Bridgeport 
2, Conn. 





BRAKE FLUID DISPENSER — A brake 
fluid dispenser-bleeder unit, which can be 
operated by one man and requires no air | 
hose connection, is being marketed. It is 
claimed that the unit makes it possible to 
fill master cylinders, flush and bleed hy- 
draulic lines simultaneously. It is fitted 
with a patented four-way bleeder plug 
that fits most master cylinders. Du Pont 
Co., No. 7 Products Division, Wilmington, 
Del. 








* * * 


| 

Booklet Describes | 
Permacel 2-in-1 Tapes 

Permacel Tape Corp., New Bruns- 


ADHESIVE 
minum name plates are now supplied with 
@ poper-back adhesive. They come in 
various colors and the letters are part 
of the plate. C & H Supply Co., 415 E. 
wick, N. J., has published a four- | Beach Ave., Inglewood 3, Calif. 


NAMEPLATE—Metal-Cal alu- 





a heat curing tape for baking pur- | 











CAR CLEANERS—tLas-Stik has brought | 
out three auto cleaners to go with its wax- | 


treated polishing cloth. The leather cleaner 
can also be used on vinyl and plastic 
trims. White sidewall cleaner is said to 
penetrate all dirt, grease and grime with- 
out harm to chrome or rubber. The car 
wash concentrate is a clear amber fluid 
that is added to water. 
applied with a towel or sponge and then 
rinsed off. Las-Stik Mfg. Co., Hamilton, O. 
* * * 






sits 


HOT WATER HEATER—The Thermojet is 
an attachment which is said to turn cold 
water into hot water within seconds. It 
features a series of winding channels 
which produce an electrical resistance of 
more than 500,000 ohms. The faucet 


handle regulates the temperature of the 
water. It can be attached to any standard 
faucet up to 15/16 inch. Greatext Prod- 
890 Sixth Ave., 


ucts, Inc., New York, 


1, N. Y. 


~~ 


ee 





TOOL KIT—A seven-piece brake service | 
tool set features several tools of greater 


length to give added leverage. Included 
in the set is a brake anchor wrench de- 
signed for adjusting brake anchors on 


Chrysler, Dodge, Plymouth and DeSoto 


cars. Raybestos division, Raybestos-Man- 
hattan, Inc., Bridgeport, Conn. 
- = = 





PORTABLE COOLER — A three-in-one 
cooler, using water, water and ice or 
dry ice, can be used in autos, trucks, home 
or office, according to the manufacturer. 
The Bel Air Cooler operates by plugging 
into the cigaret lighter in the car or, 
using the Bel Air transformer, on 115-volt 
AC house current. It comes in six- or 12- 
volt models. Bel Air Cooler Corp., 111 E. 
31st St., Los Angeles 11, Calif. 

* * «* 


Safety Device Lights Up 

As Brake Danger Looms 
Robert Elliott Co., 33 Harvard St., 

Pawtucket, R. IL, has developed a 

brake safety device that will flash 


a warning red light and either cut 
off the motor or sound the horn to 


The solution is | 


NEW PRODUCTS 


warn of dangerously thin brake 


linings. 
| The firm said the device will pro- 


tect against leaky wheel cylinders | 
|and scored brake drums. The elec- | 


tric contact plug replaces a rivet in 
the brake shoe. 


} 





EXTENSION MIRROR— Model 205 is 
said to provide maximum vision and can 
be extended two to four inches longer 


"| than similar mirrors. The patented Swiv- 


| elock keeps mirror head permanently 
locked. Roberk Co., P.O. Box 940, Nor- 
walk, Conn. 








PISTON RINGS—Bobby Martin appears 
daily on Seven to Eight, an early-morning 
NBC-TV program in the West, selling the 
Chrome Plus piston ring. The jewel case 
he is holding contains a demonstration kit 
to show the ring's feature, Break-in- 
Sheath, a special metal with the seating 
characteristics of cast iron, which is plated 
on the ring over a chrome layer. Moog 
Industries, Inc., 6650 Easton Ave., St. 
Louis, Mo. 





WHEEL BALANCER—The “7000” series 
of wheel balancers has a shorter clip with 
a beveled leading edge. It comes in %4- 
ounce through three-ounce sizes. L & H 
Wheel Weights, Inc., 122 S. First St., Ann 
Arbor, Mich. 





POSTER PACKAGES—Comet and Pace- 
setter automotive mirrors are shown in 
packages designed to attract customer 
attention. The packages eliminate the cost 
of inserting installation instruction sheets 
by carrying the message on the outside. 
Alan Berni & Associates, Inc., 7 E. 44th 
St., New York 17, N. Y. 








| PIN INSERTER—Model B-10 is designed 
| for Chevrolet and Cadillac V-8 engines 
|to insert and remove pins from piston 
jand rod assemblies with press-fit type 
| rods. No additional tools are needed. 
| Sunnen Products Co., 7910 Manchester 
| Ave., St. Louis 17, Mo. 


| * * * 


Flashlight Caps 


Sixteen safety caps are offered 
free with the purchase of package 
of 16 flashlights and 40 batteries 
by Olin Mathieson Chemical Corp., 
505 Park Ave., New York. The cap 
glows red in the night. 

* * * 








DEALER NAMEPLATES — The onodized 
nameplates adhere to any smooth surface 
and are said to be applied in seconds 
without any tool. C & H Supply Co., 415 
E. Beach Ave., Inglewood 3, Calif. 

* * 


Catalog on Mufflers 


International Parts Corp., 1029 S. 
State St., Chicago, Ill., has issued 
its 1955 catalog on mufflers, pipes 
and exhaust system parts. Special 
new sections cover exhaust systems 
of foreign cars, dual equipment and 
muffler specifications. 

* * * 





TIRE REMOVER—The Air Power tire re- 
mover is said to remove a tire with the 
wheel mounted on the car. A time saving 
of 70 percent is claimed by Automotive 
Equipment Mfg. Co., 11000 S. Alameda 
St., Lynwood, Calif. 





SPRAY GUN—Model P-300 is a light- 
weight spray gun designed to be oper- 
ated on air pressure as low as five 
pounds psi per square inch. It can be 
used for such work as stripe painting, 
touchup, stencil ink spray in shipping 
rooms, applying silicone mold release oils 
and application of metal corrosion in- 


= | hibitors. John B. Moore Corp.. Peerless 


| Bidg., P.O. Box 3, Nutley 10, N. J. 
. “a 2 


Airless Brake Shoe Cleaning 


| Explained in Bulletin 

| Automatic cleaning and surfac- 

|ing of automotive brake shoes for 

subsequent bonding of linings is 
(Continued on Page 49, Col. 1) 
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= | cooling system cleaner - condition | issued by General Industrial Co., 
| which it is marketing as “Four-in- | 5737 N. Elston, Chicago 30, Ill. 


| One” Permatex. The catalog also covers material 


N ew p i od ul C t § | The firm says it contains all| handling equipment, lockers, safety 


chemical formulas needed to dis-| Jadders, steel trucks and other in- 
solve rust and acid and seal off | qustria]l items. 


SR I ee er ne RY TN TE NT AD ta 
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Baile 


leaks. 


(Continued from Page 48) 


the subject of a free bulletin re- 
cently published. 
Fully illustrated, it gives the ad- 


vantages for airless abrasive blast | 


cleaning by citing the case history 

of one brake shoe bonding company. 

American Wheelabrator & Equip- 

ment Corp., 1016 S. Byrkit St, 

Mishawaka, Ind. 
+” 


* * 


with body and fender repair tools. 
|The firm’s facilities for designing 
and producing original eqquipment | 
tools and kits also are outlined. 

A copy can be obtained by writ- | 
ing the company at 10611 Quincy} 
Ave., Cleveland 6, O. 

* * 


Ev-R-Shield Introduces 


| Glascote Liquid Tile 


Ev-R-Shield Products, Inc.,|* 
| Joppa, Md., has introduced Glas- 

| cote, which it describes as a “liquid 
tile applied like paint.” 

The firm said it can be applie 
with brush, spray, roller or swab. 
No special heating, measuring or 
curing is required, the company 
said. 


OIL FILTER KiT—Engineered to fit the 
d 1955 V-8 Chevrolet, this oil filter kit 500-E 
comes complete with all parts in one car- 
|ton. It features Micronic refill. Purolator 
| Products, Inc., 1000 New Brunswick Ave., 
Rahway, N. J. 


* * * | 


| Plastic-Drawer Cabinets 


| 
Featured in Catalog 
Transparent plastic-drawer cabi- 


Permatex Markets ‘4-in-I’ 
Radiator Conditioner 


Permatex Co., inc., Brooklyn, N. 








BRAKE DRUM LATHE—The Speedy Brute 
is said to take the biggest and heaviest 
drum and tire assemblies and do a fast 
job of reconditioning by turning and 
grinding at the same time. Van Norman 
Co., 3600 Main St. Springfield, Mass. 

oa 


Transmission Tool 


The Seal Driver set is a one-tool 
combination for service on auto- 
matic transmissions of Cadiliac, 
Oldsmobile, Pontiac, Kaiser, Nash, 
Hudson, Lincoln, Buick, Chevrolet, 
Ford and Mercury. It is offered by 
Republic Gear Co., 2197 Beaufait ' 
Ave., Detroit 7, Mich. 

* * 


* 





DRILL CONVERTER—The Dyno-Mite jig 
saw attachment is said to convert any | 
Y%-inch electric drill into a combination | 
jig saw, hacksaw, rip, crosscut, keyhole 
and coping saw. It has a capacity of 1% | 
inches in wood and Y inch in metal. The 
attachment has only three moving parts. 
Millers Falls Co., Greenfield, Mass. 


* * 
32-Page Catolog Shows 
Auto Spray Equipment 

A 32-page catalog, illustrating | 

nearly 200 pieces of spray painting | 
equipment for the automotive field, | 
has been issued by Binks Mfg. Co., | 
3120 Carroll Ave., Chicago 12, IIl. 

* * * 





3-D MIRROR—The 3D-All View mirror | 
gives the driver a non-directional view | 
of the right side of the road, the manu- 
facturer states. It is all metal, with the 
viewing surface and back constructed of 
copper with a nickle coating and a chrome 
finish, The mirror mounts on the right 
fender. 3D-All View Mirror Co., 7843 S. 
Claremont Ave., Chicago, il. 

o * 


Fairmount Tool Issues 


Automotive Tool Catalog 


Fairmount Tool & Forging, Inc., 
has published a catalog showing its | 
full line of machinist automotive | 
Wrenches and hammers, together | 













* * * 


Protective Paint Offered 


\By Adhesive Products 


A new Neoprene protective paint, 
called APCO, has been introduced 
by Adhesive Products Corp., 1660 
| Boone Ave., New York 60, N. Y. 

The maker says it cuts down 
corrosion from rust, moisture and 
chemical fumes and adheres to 
| metal, wood or ceramic surfaces. It 
dries to the touch in 30 minutes. 


* * * 


Raybestos Publishes 


Brake Service Guide 

The latest edition of the Raybes- 
tos brake service guide has been 
published by Raybestos division of 
Raybestos-Manhattan, Inc. 

Copies can be obtained by writ- 
ing the advertising department, 





says Ed. James of Ed. James Buick Co. 
Los Angeles, Calif. 


Raybestos division, Raybestos-Man- 


Y., has developed a radiator and/ nets are featured in a new catalog | hattan, Inc., Bridgeport 2, Conn. '10 Light St., Baltimore 3, Md. 








PENETRANT — The first non-oily pene- 
trant developed, Puritan Penetrant, is de- 
signed to loosen seized parts or corroded 
nuts and bolts. The manufacturer says it 
is fast acting, odorless and non-inflam- 
mable and will penetrate deeply without 
spreading. Olin Mathieson Chemical Corp., 


World’s Largest Buick Dealer sells 


- 828 GENERAL 
NYGEN TUBELESS TIRES 


in Just One Month! 


“We are sure that a good product—General Tires, 






sound selling and merchandising, 


will continue to set new records for “Jamestown” 


in the coming months.” 






Like the Ed. James Buick Company of Los Angeles, Automobile Dealers 


MORE NEW 
CAR BUYERS 
CHANGE OVER 
TO GENERAL'S 
THAN TO ANY 
OTHER TIRE 


Nygen Tubeless . . 


principle that seals punctures as it rolls. . 
positive air-seal at the rim.. 


. the perfected tubeless tire. 


or write: Mr. L. L. Higbee, Trade Sales Manager. 







AKRON, OHIO 


from coast-to-coast are enjoying greater profit from each new car sale 
by encouraging buyers to switch to the extra protection of General 


General’s “stronger than steel” Nygen Cord . . . Safety Puncture Sealing 
. “O-ring” Pressure Lock, a 
. plus 15,000 cross-tread squeegees for 
quicker, safer stops, gives 4-way protection that motorists need and want. 

Investigate the profit advantages of selling Generals to your new car 
buyers and service customers. Contact your local General Tire Distributor 


THE GENERAL TIRE & RUBBER CO. 
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Danger Lurks— 


One of the dangers in highway driving 
is the highway hypnosis that may result 
when the driver keeps his eyes glued on 
the long white line, according to Carol 
Lane, Shell Oil women's travel director. 
She originated the Carol Lane Awards for 
Traffic Safety for the woman or the 
women's or parents’ group contributing 
most to traffic safety each year. Nomina- 
tion for the 1955 awards close June 15. 
Contest information is available from the 
National Safety Council, 425 N. Michigan 
Ave., Chicago 11, Ill. 
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BEARING SERVICE 
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Highways & Safety ... 


Teen-Age Road-E-O 
Planned for 500,000 


HE Junior Chamber of Com- 

merce Teen-Age Road-E-O, a 
nationwide project for the encour- 
agement of safe driving among 
young motorists, will be extended 
to 500,000 youths in 1,500 communi- 
ties this year. 

Last year the Road-E-O, now 
entering its fourth year, attracted 
250,000 teen-agers in 1,000 com- 
munities. The project is sponsored 
by the Jaycees, the American 
Trucking Assns. and Liberty Mu- 
tual Insurance Co. 

This year local and state Road- 
E-Os are being held in April, May 
and June. The national finals, with 
winners from 48 states and Hawaii, 
will be held July 25-29 in Washing- 
ton. The national winners will di- 
vide $3,000 in scholarships. 

Purpose of the Road-E-O is to 
create opportunities for teen-agers 


| rings 


with the \ 


know! 


to prove and improve their driving 
and to interest their taxpaying par- 
ents in the values of sound high 
school driving courses. 

+ * * 


' Road-E-O is open to all 
drivers under 20. Each entrant 
| is required to have a driver’s license 
|or permit and must not have been 
convicted of a moving traffic viola- 
tion for six months prior to the 
Road-E-O. 

Each entrant must take a written 
examination which accounts for 40 
percent of the total score. Included 
are questions on handling a car in 
traffic, driving on hills and curves, 
driving in snow and fog, mechani- 
cal breakdowns and various legal 
aspects of driving. 

The teen-agers are also required 
to drive forward and backward 
100 feet while keeping the car’s 
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PISTON RINGS 





Sure you know CHROME-CONTROL LEAK-PROOF Piston 
Rings. You know they hug that cylinder wall, keep the oil down 
and power up. You know they seat quick and do the job right 
and you also know they give positive performance. You know 
* that because you’ve heard about them for more than 45 years. 


McQuay-Norris Manufacturing Company, St. Louis 10, Mo. 


ONTROL . 


left wheels on an 11%-inch line, 
to drive on a serpentine course 
and to drive between two closely 
placed stanchions, among other 
tests. 

Many of the contestants undergo 
months of intensive study and 
practice before entering the tests. 
As the winners move up from local 
to state to national contests, the 


tests become progressively more | 


difficult. 

In addition, national contestants 
must take a psycho-physical reac- 
tion test, a personal interview and 
a drive attitude scale test. 

7 + 


Auto Deaths Rise 
4% During March 


CHICAGO.—Auto deaths went up| 


in March, according to the Nation- 
al Safety Council. 

The council tabulated 2,630 fa- 
talities in March, 1955, a 4 percent 
hike over March, 1954. 

The only previous month in the 
last 15 in which a death increase 
occurred was November, 1954. De- 
spite the March increase, the coun- 
cil said the mortality record for 








first quarter 1955 was better than 
for the same period last year. 
om ~ + 


Va. Sets Conclave 


Virginia Highway Users Assn. 
will hold its 25th annual conven- 
tion at Virginia Beach, Sept. 29- 
Oct. 1. J. D. Lawrence, Richmond, 
|hags been named chairman of an 
1l-man committee. 

+ + * 


Diversion Vote OK’d 


The Tennessee legislature has 
given final passage to an anti- 
diversion constitutional amend- 
ment, and the proposal will be 
voted on by the people of that state 
in November, 1958, or at any elec- 
tion prior thereto at which a govy- 
ernor is chosen. 

* * oe 


Drunks May Be ‘Shot’ 


Louis G. Wyman, New Hamp- 
| shire’s attorney general, has pro- 
| posed in a letter to all county solici- 
tors in the state that films be shot 
while tipsy suspects take the stand- 
jard sobriety test of walking a 
straight line. The prosecutor would 
also have tape recordings made 
during police questioning of sus- 
| pects. 

| * * * 


Si Si, Senor! 


The popularity of English in 
Mexico City caused the traffic de- 
partment to enforce the law that 
upholds Spanish as the Official] lan- 
guage of the country. English lan- 
guage parking signs were crowding 
out the “Espanol.” Now, the de- 
partment ruled, all signs must be 
in Spanish. 

cs * * 


Maday Fills Buffalo Post 


Walter M. Maday, president of 
Maday Body & Equipment Corp. 
has been appointed to the Buffalo 
Board of Safety. 


* +t ~ 
Speed Limit Studied 

The North Carolina House roads 
committee has indicated that it fa- 
vors a bill to increase the highway 
speed limit from 55 to 60 m.p.h. by 
day and decrease the speed limit at 
night from 55 to 50 m.p.h. Heavy 
truck speed limit is 45 m.p.h. and, 
under the bill, will remain un- 
changed. 


* * * 


Traffic Accidents Costly 


Traffic accidents cost the people 
of Washington $34,414,930 during 
1954. The cost resulted from 65,857 
accidents in which 411 persons 
were killed and 16,619 injured. 

* * - 





Province Builds Highway 


OTTAWA.— The Saskatchewan 
government expects that a continu- 
ous blacktop highway across the 
province on the Trans-Canada route 
will be completed by the end of 
1955. 


* x * 


Safer Crossings Eyed 


| Canada is planning to up its 
contribution to its railway crossings 
| safety program to $5 million from 
the present $1 million. There are 
31,389 railway-highway crossings in 
|the country, with Saskatchewan 
leading all provinces with 8,093, the 
government reports. 
x * * 


Canada-U. S. Traffic Up 


Highway traffic between Canada 
and the United States increased 
nearly 9 percent over the same 
month last year, the Canadian Gov- 
ernment reports. A total of 728,500 
vehicles crossed the border during 
the month compared with 669,500 
in January, 1954. 


N.Y. Dealerships 
‘Honored for Loan 
Of Training Cars 


| Seven dealerships in Rochester, 
|N. Y., have been honored by the 
| Automobile Club of Rochester for 
|cooperation in the high school 
|driver training classes. 

| The dealers have been providing 
| dual-control autos for use of the 





classes since 1948. This year 842 
| pupils are enrolled for instruction, 
Herman J. Norton, schoo] hea!th 
and education director, told the 
club. 
Framed citations were presented 
(Continued on Page 51, Col. 1) 
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] Highways 


& Safety 


(Continued from Page 50) 


by Raymond F. Healy, club presi- 
dent, to: 

Charles F. Archer, president of 
Archer Motor Co. (Ford); Clyde J. 
Stewart, sales Manager of Brown 
Chevrolet Co.; J. R. Mittlesteadt, 
president of Cool Chevrolet Co.; J. 
Wesley Rose, general manager of 
Haliman’s Central Chevrolet Co.; 
Jonathan Heinrich, president of 
Heinrich Motors (Chevrolet); 
Charles J. Scott, vice-president of 
E. J. Horton, Inc. (Dodge-Plym- 
outh), and, Henry E. Siebert, sec- 
retary-treasurer of Siebert Motors 
(Chevrolet). 


Canada Schedules 
Highway Safety 
Parley in Ottawa 


Canada will hold its first na- 
tional highway safety conference 
in Ottawa May 24-26. The parley 
will aim at creating a permanent 
organization to coordinate the op- 
erations of existing traffic safety 
bodies. 

Five committees have been set 
up by the conference to study the | 
safety factors in highway design, | 
vehicle design, traffic control, po- | 
lice practices, education, vehicle in- 
spection and various phases of gov- 
ernmental activity. 

Brook Claxton, general manager 
of Metropolitan Life Insurance Co., | 
will be chairman of the conference. | 

= | 


Doctors Ask Legal OK 
To Report Epileptics 


The medical ethics, which pre- 


fic Institute of Northwestern Uni- 
versity and of the traffic division of 
the International Assn. of Chiefs of 
Police. 

Ray Ashworth, acting director of 
both organizations, said that Sulli- 
van would serve as traffic consult- 
ant to city, county and state gov- 
ernments in the Southern region. 
He will have headquarters in Mont- 
gomery, Ala. 


* 


Free Safety Checks Set 


| County committees of Oregon 
| Highway Lifesavers will sponsor 
|free motor vehicle checks in May, 
according to E. C. Sammons, pres- 
ident. It is expected that all auto- 
mobile dealers will participate in 


the program. 
* x * 


License Fee Hiked 
Gov. Orville Freeman has ap- 
proved a bill to hike the Minne- 
sota driver’s license fee from $1 to 





vent physicians from reporting epi- 
leptic or other mentally disturbed 
patients to the State Bureau of 
Motor Vehicles, should be changed, 
according to a group of psychia- 
trists who attended a clinical staff 
meeting at Veterans Hospital, Buf- 
falo. 

Dr. Bruno G. Schutkeker, chief 
of neuropsychiatry at the hospital, 
said the doctor’s moral obligation 
to protect the public should out- 
weigh his obligation not to reveal 
confidential information concern- 
ing a patient. At present he is lia- 
ble to severe financial penalties in 
the form of lawsuits, if he gives 
out such information. 

£ * ~ 


Ontario’s Bad Boys 


Last year 21,056 motorists in On- | 


tario had their licenses suspended 


for cause. 
* - * 


Connecticut Cleanup 


Gov. Abraham A. Ribicoff has} 


signed into Connecticut law a Gen- | 
eral Assembly act increasing to $50 | 
from $20 the maximum penalty for | 


“litterbugs” who throw trash on | 

public roadways. 
* * * 

Traffic Organizations Select 


Sullivan as Dixie Rep 

L. B. Sullivan, former director of | 
the Alabama Department of Public | 
Safety, has been appointed South- | 
ern field representative of the Traf- | 





40 Years with Ford— 


Robert F. Leonard, Ford district sales | 
manager (center), was honored in Boston 
by New England dealers and company | 
executives on his 40th anniversary with | 
the company. He began his career in Cin- | 
cinnati in 1915 and subsequently served 
as a Ford sales executive in San Fran- | 
cisco, Detroit, Pittsburgh and Buffalo be- | 
fore coming to Boston in 1951. In a| 
triple handshake are (from left), John J. 
Cahill, Newton Motor Sales, Newtonville, 
Mass.; Leonard, and L. W. Smead, Ford 
general sales manager. 








$2. The license will be effective for 





four years and applies to all orig- 
inal or renewal applications except 
duplicates and “learner” permits, 


which remain at 35 cents. 
* * * 


Canada Widens Drink Ban 


Canada has amended the crim- 
inal code to take away driving 
privileges of motorists convicted of 
being “impaired by alcohol. Previ- 
ously only those convicted of drunk 
driving could be so banned. 


Highway ‘Deaths 
Drop in Canada 
As Cars Gain 


| Despite the increase of passen- 
|ger cars operated in Canada dur- 
ing the past year, the Government 
reports in Ottawa that the number 
killed and injured in motor vehicle 
accidents has dropped. 

In 1954, the death toll was 1,960 
and it was 2,005 in 1953. Fewer ac- 
cidents of all kinds was reported 
ito police. Fatal accidents dropped 
to 1,688 from 1,718 and nonfatal 
|mishaps from 34,097 to 32,577. 
Ontario continued to account for 
| the greatest number of accidents, 
|being charged with over half of 
those in the entire country. 








Willys Honors Portland Dealer— 


Willys sales officials look on as H. P. Grove, second from left, western regional 
sales manager, presents an engraved watch to Hal O. Stensrud, district manager of 
Anderson Willys Co., Portland. The award was made for outstanding achievement in 
a national dealer acquisition program. From left are William M. Anderson sr., man- 
ager of Anderson Willys; William M. Anderson jr., assistant manager, and H. Russell 
Gould, newly appointed Willys northwest divisional sales manager. 





_..WITH THESE #& BIG ADVANTAGES 


1. Uniform, constant cleaning 
action regardless of engine operation. 
Wiper stalling eliminated at times of engine 


acceleration. 


Minimizes jumping or chatter- 


ing across tacky windshield. Choice of two 


speeds. 


Provides ample power 


PoweErR-SweEEpP motor has ample power insur- 
ing dependable cleaning action for removal 


of snow and 





sleet under extreme conditions. 


GENERAL 
MOTORS 


3. 


Parks automatically 

PowER-SWEEP is the electric windshield 
wiper that automatically returns the blades to 
the horizontal position when it is turned off. 


Provides overload protection 
A built-in, automatic reset, overload protec- 
tion against the condition of blades frozen 
to the windshield, prevents damage to motor 
in stalled condition. 


DELCO APPLIANCE DIVISION 
GENERAL MOTORS CORPORATION 
Rochester 1, New York 


Monufacturers of automotive electric motors for heaters, 
defrosters, clocks, seat actuators and window lifts. 
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Used-Car Group Picks Nash— 


Receiving the keys to a 1955 Nash Ambassador in Washington is Ray Miles, pres- 
ident of the National Used Car Dealers Assn. (third from right). Making the presenta- 
tion is Harry E. Cardoze jr., Nash national used-car manager. The NUCDA will use 
the car for membership recruiting trips. Looking on (from left) are M. F. Beamer, Nash 
Washington zone manager; Miles Elliott, NUCDA field director, who will use the car; | 





By J. B. Van Tassel 
Dealer Business Counsel 
r. 1952 I wrote an article which 
appears in my Dealer Business 
Counsel book on “new-car deliv- 
ery.” At that time I stated that 
many new-car dealers now were 
starting the delivery of a new car 
in their private offices. 
Customers also were shown 
through the building and intro- 
duced to the managers of the vari- 
ous departments. A good selling job 
was done on the facilities for serv- 
icing and proper maintenance of 
the car the customer had just pur- 
chased. 

This sale after the car is sold 
is very important, especially when 
you consider the fact that the 
purchase price of a new car is 
probably only second to the pur- 
chase price of a new home in size 
of investment to the average 
new-car purchaser. 

Today this has all been changed 








G. T. Smith, NUCDA director, and J. Dewey Rrice, NUCDA regional vice-president.| again, largely because dealers do 


"repair orders—UP 75%... 
parts sales—UP 133%... 
PU) ease 


owners praise 


GLOBE Frame. fontc! HOISTS 


Dealers find that 75 per cent of all shop 
jobs are more efficiently handled on Globe 
‘“‘Frame-Kontact” Hoists. For them, profits 
are going up and up as the volume and quality 
of their services are raised. 


“SAVE 50% OF TIME..." ; 

“We have just installed six Frame-Kontact 
Hoists. They save 50 per cent of the time on 
most jobs.” Anderson, Indiana, dealer 


“HELPS SELL ADDITIONAL MERCHANDISE..." 
““We have installed four Frame-Kontact Hoists 
and find they save 25% on labor operations 
besides selling additional merchandise. We intend 
to install three more.”” Canton, Ohio, tire dealer 


AN-712-FKH (2) 


Globe Hoist Company 
East Mermaid Lane at Queen Street 
Philadelphia 18, Pa. 


Please send me complete information on Globe 


“Frame-Kontact” Hoists. 


SS SEES RE arg OS nee re ae 
(Sere | ere ory & ee 


OG AN NB nos ov sn dstene 





“FASTEST, MOST EFFICIENT..." 


Dealer Business Counsel 


Public Losing Confidence in Dealers; 
Sound Principles Urged 


““We have nine Hoists in our dealership, only 
one being a Globe Frame-Kontact. We find it to 
be the fastest, most efficient of them all.” 

Chicago, Illinois, dealer 


“BEST HOIST FOR CHANGING TIRES..."’ 

“It’s the best Hoist I have ever used for chang- 
ing tires, putting on chains, packing wheels, and 
adjusting brakes. Very easy to work under and 
saves me a lot of time oh most cars.” 

Yorkville, New York, service station 


“BEST LUBRICATION HOIST IN U.S...." 

“I think it is the best lubrication Hoist in the 
U.S. . . . faster, easy to drive onto, and the sus- 
pension is free.” St. Cloud, Minnesota, dealer 





Off. Globe "'Frame-Kontact™ 
Hoists are made under one or 
more of the following U.S. Pat- 
ents: 2458986 — 2593630 “ 
— 2593635 — 2612344 — 
2612355—2654443. Other 
U.S. and Foreign Patents 


| 

! 

| 

Trade Mark Reg. U.S. Pat. 
| 

! 

l 

| pending 








|not have the time or profits to de- 
| vote to the long-range development 
|of a steady service customer. 


* * + 


|Wheel and Deal... 


| Agceo a pplonmegs + you go and al- 
most every dealer you talk to 
—it’s wheel and deal—big overal- 
|lowances—no money down—circus 
ads — give-away programs and al- 
|most anything they can do to keep 
|those nice new shiny automobiles 
|on the move regardless of profit or 
| no profit. 

| This battle for new-car deliv- 
| eries and price class position is 
| paid for in full by the dealers 





Meek Joins Hanna 


R. R. Hanna, president of Hanna 
Burlingame Co. (Chrysler - Plym- 
outh), Burlingame, Calif., has an- 
nounced he is being joined by AIl- 
| bert J. Meek as a partner and the 
firm name will be changed to St. 
Regis Burlingame Co. 





MAXIMUM 
ACCESSIBILITY 


Entire undercar is exposed 
permitting mechanics to 
werk faster, easier, with- 
out obstruction. 

















and will continue to be paid for 
by dealers as long as they ignore 
the economic law in business that 
requires a business to live within 
its income or fail. 

The primary job of managerient 
is to make a fair distribution of 
income and not to dissipate the 
bulk of it on the sale of one com- 
modity in the business. 

Today it would appear that most 
dealers have only one idea of the 
job of management and that is to 
increase the sale of new cars with 
no concern as to the importance of 
retaining a fair margin of profit on 
the sales. 

The public is again losing faith 
in the average new-car dealer as 
a place of business where it can 
buy with confidence and obtain 
reliable service on their cars. 

The old come-on “would you 
take” highest allowance price in 
the world for your used-car—prices 
far in excess of market values for 
your used-cars—inflated prices list- 
ed and then when the customer 
comes in for the deal he is told 
that the salesman doesn’t work 
there any more and the old pres- 
sure is poured on the trusting vic- 
tim — the customer — the most im- 
portant person in any business. 

+ ” * 


Losing Esteem of Public 


§ gprs practices not only are 
hurting dealers who do it but 
also are dragging in the gutter any 
esteem that the public might have 
for auto dealers. 

It seems to me, not only from a 
good public-relations standpoint. 
but also from a standpoint of 
building profit stability, that deal- 
ers should begin now to get to- 
gether and adopt more businesslike 
procedures for merchandising of 
new and used cars. 

Let us hope that these dealers 
will step up to the job of cor- 
recting this deplorable condition 
before it spells financial suicide 
for all dealers. 

This partly can be accomplished 
by a return to sound management 
| principles. a goal for a balanced 
profit and sales operation of the 
entire business for the general 
;Manager or dealer rather than a 
| concentration of new-car sales vol- 
ume onlv regardless of profit. 

The dealers again should start 
to use a business management pro- 
;gram to help develop profits on 
sales. hold exvenses and costs down 
and keep financially liauid and 
| make a reasonable net profit. 

The dock sheet or the onerating 
{control record should reflect profit 
goals as well as new-car sales foals. 
| Of course. the two best wavs to 
make monev in this business are 
to sell all classes of merchandise. 
new cars, used cars. parts. accesso- 
ries and service. and make a s1:ffi- 
cient gross profit margin on what 
you sell to pav expenses and leave 
you a net profit. 

Any questions you may have on 
dealer business management will 
be gladly answered by J. B. Van 
Tassel, in care of AUTOMOTIVE 
News. 








Non-Conformity. 


Highways Called 
Kevs to Market 


DETROIT.—Roger E. Bremer, 
product planning and programming 
vice-president for Studebaker-Pack- 
|ard. has empha- 
sized two factors 
that he thinks 
will influence the 
| flexibility of fu- 
ture auto mar- 
| kets: 
|} 1.A highway 
isystem “already 
| clogged” with 60,- 
900,000 motor ve- 
hicles. 

2. An “average 
American” in- 
creasingly insistent upon demon- 
strating his desire to be an in- 
dividual. 

Bremer said he believes that U. S. 
| road facilities always will be such 
{that makers will have to concen- 
trate on building greater comfort 
and safety features in autos. 

He said this will be so because 
|people “escape from superhigh- 
| ways” when they decide where they 
wish to build homes. No group, in 
his opinion, wants a complete na- 
| tionwide system of superhighways 
with all interlacing roads modern- 
|ized into hard surface thorough- 
fares. 


Roger E. Bremer 
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Service Man Stresses Quality Work ... 


How to Keep Satisfied Customers 


SAN ANTONIO. — Today’s cus- 
tomer is More critical than ever 
pefore and quality workmanship 
will produce more satisfied cus- 
tomers than anything else, W. F. 
Younger, service manager of Poe 
Motor Co. (Chrysler-Plymouth), 
declared last week. 

Younger offered four negative 
reasons for customer dissatisfac- 
tion and nine positive methods for 
preventing it. He added three tips 
to bring profits to a service depart- 
ment 

In his opinion, nine out of ten 
dissatisfied customers can be 
blamed on either a new-car sales- 
man; a service salesman; the 
cashier; or, poor quality work- 
manship, or a combination of any 
or all of them. 

“Take the over-enthusiastic new- 
car salesman,” said Younger. “He 
promises the customer everything 
in the book. When this customer | 
brings his car in for service, you 
have a big handful. 

“And where is the salesman? He 
makes it a point to be gone for a 
demonstration, out for lunch or 
somewhere. He is never there when | 
you want him. Then the car owner, 
fighting mad, takes his case to the 
front office and the boss,” said | 
Younger. | 

He added that a compromise | 
probably will be worked out but | 
“you can just bet your bottom | 
dollar that the service depart- 
ment has a problem on its hands 
for the rest of the time that car 
is on warranty.” 

Next he takes up the service 
salesman. “Too often he either can- 
not or will not write a _ legible 
order. The cashier cannot read 
what he has written and so cannot | 
explain the cost. If your service 
salesman cannot write a _ legible | 
hand, MAKE HIM PRINT IT!”| 
declared Younger. 

Another sin of service salesmen 
listed by Younger is failure to sell 
enough time to do a job properly. 
“That customer is going to call in, 
discover that his car is not ready | 
as promised and really blow his | 
top!” said Younger. 

He said it is far better to sell 
more time than is needed and 
have the car ready 30 minutes 
ahead of time than to be one 
minute late in handing it over to 
him. 

What gives a customer satisfac- 
tion? These are the points listed 
by the Poe service manager: 

1. Remember his name and call 
him by it. This inflates his ego and 
gives him pleasure. 

2. Greet him properly when he 
comes in—do not leave him stand- | 
ing around unnoticed. This deflates 
his ego and gets you off to a bad | 
start. If talking to another cus- | 
tomer or a mechanic, make it a} 
point to nod your head, wave your | 
hand or in some way acknowledge 
his presence. 

3. Be cautious of making | 
promises and try to get more | 
time than you think you will ac- | 
tually need for the job. 

4. Before your customer leaves, if 
you do not always get this infor- | 











‘Loss-Leader’ Act 
May Replace U.S. 
‘Fair-Trade’ Law | 


WASHINGTON. — A proposal to 
repeal the Federal “fair-trade” law 
and replace it with legislation to 
contro] “loss-leader” sales is being 
Studied by the Justice Department, 
Stanley Barnes, assistant attorney | 
general, has disclosed. 

He made the disclosure during a | 
hearing conducted by a Senate ju- | 
diciary subcommittee. Barnes said | 
the proposal is being explored in | 
Case Attorney General Herbert 
Brownell decides to support “fair- 
trade” repeal. | 

Barnes has said in the past that | 
he favors repeal of the Federal law 
that permits states to enact “fair- 
trade” legislation, but the Justice 
Department has not yet supported 
such a move. 


| 





mation, be sure to get his telephone 

|number and address. If you run 
|into unexpected repair difficulties, 
|you will be sure to need them. 

5. Do not undersell or oversell. 
Sell just what is actually needed. 
Selling more than is needed—trying 
to make a little extra money out 





He’d Better Watch Out; 
It Might Fly Away! 
AKRON. — Story going the 


rounds here concerns the driver 
of a Volkswagen, the small, Ger- 


| man-built car with engine in the 


rear and luggage compartment in 
front. 


The Volkswagen owner in- 


| stalled a tiny model-airplane en- 


gine in the luggage compart- 
ment. Now he proudly lifts the 
hood at service stations and says: 
“The engine may be small, but 
it’s got a lot of wallop.” 
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of a job—is one of the surest ways 
of losing a customer, once he be- 
comes suspicious. 


things that a customer requests, | 
| such as tightening a bolt here or a| 


6. Complete the repair order 
legibly and accurately. 


7. Remember to do the little 


screw there—the little things that | 
you may so easily overlook but | 


that the customer is so sure to 
remember after he gets home. 


8. Explain in detail the finished 


job to the customer. 


When a customer pays his bill 
and backs away from the cashier’s 


| window, the smart service man- 


ager will be on hand as he reads 
over the repair order and checks 
the costs to go along with him 


jand explain what has been done 


and why. 
When a customer understands 
what has been done and why it 


| 
| 
| 


| costs what it does, he will be sat- | 





isfied. 





9. Finally, investigate any com- | 





“Heck, if youre worried, we'll 
leave our luggage for security!” 


plaints promptly and thoroughly. 
When making adjustments, prac- 
tice the Golden Rule. Some psy- 
chiatrists have contended that 
this is a selfish motive, but 
human beings are selfish animals. 
Anyway it works and that is the 
main thing. 

Other things Younger recom- 
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mends as profit builders are: 


1. Be a speedometer watcher. 
Keep a record of the speedometer 
reading on every car brought in. 
When there is too much mileage 
since the last reading, suggest a 
grease job or a checkup. This can 
often be a safeguard against a 
major repair job and customers 
appreciate it. 


2. Offer a free safety check. This 
should include brakes, front lights, 
rear lights, tires, exhaust system, 
horn, windshield wipers. This will 
make a customer feel that you are 
looking after his interests and is 
worthwhile from a customer-rela- 
tions standpoint even if you don’t 
find anything to repair. 


3. Use a check card. This can be 
filled in by the mechanic who does 
the work, listing repairs made and 
left hanging on the ignition key 
when the owner gets his car. This 
pleases the owner very much, gives 
him more confidence in your hon- 
esty and the quality of your work 
and makes him the satisfied cus- 
tomer you want him to be, for 
today’s customers are more critical 
than ever before, added Younger. 

“But above all,” he said, “quality 
work produces more satisfied cus- 
tomers than anything else you can 
do.” 


eet i selene 
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EVERYBODY, BUT EVERYBODY, 



















PENNSYLVANIA 


PETE PENN’S messages are appearing 
regularly in THE SATURDAY EVENING 
POST, COLLIERS, TIME and FARM JOURNAL 

- reaching millions of car owners, 
including most of your customers! 


is getting to know Pete Penn! 


Every week, millions of motorists are 
getting acquainted with Pete Penn 
in the pages of the nation’s leading 
magazines. And here is what they are 
learning about the best motor oil 


for their cars: 


Quality of the basic crude oil 





is the most important factor 
in any motor oil’s lubricating 





quality. 


This is a statement that people under- 


stand, just as they understand the 
way their cars perform better with 
the help of a Pennsylvania motor oil. | 


start with 


Today's BEST Ojils 


Nature’s BEST Crude 
--.and that means PENNS YL VANIA ! 












By Martin L. Whitmyer 
Staff Writer 

National advertisers’ expenditures 
in newspapers were $594,120,000 last 
year, or 1.2 percent below the all- 
time record $601,224,000 spent in 
1953, according to statistics com- 
piled by Media Records, Inc., and 
released last week by the Bureau 
of Advertising of the American 

Newspaper Publishers Assn. 

The bureau released at the 
same time Media Records’ first 
quarter linage figures for 110 
cities, showing a gain in national 
advertising of 8.1 percent over 
the same period of last year. 
Overall automotive was up 19.3 

percent over the first quarter of 
1954, while new-car advertising 
showed an increase of 26.4 percent 
over the same period of last year. 
Increases shown in allied fields 
were gasoline and oils, 15.1 percent, 
and tires and tubes, 61.7 percent. 

A breakdown of linage showed 

that $32,051,775 was spent on new- 
car advertising during the first 
quarter of this year, as compared 
with $25,352,900 spent during the 
same period of 54. 

This was more than half the 
total automotive expenditure of 
$52,507,576. Total expenditures for 
all automotive advertising in the 
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| first quarter of 54 was $44,021,202. 
| In comparison with new-car ad- 
vertising, truck and tractors ex- 
penditures were down 21 percent 
during the first quarter. In the first 
three months of this year, only $2,- 
892,827 was spent on truck and 
tractor ads, as compared with $3,- 
661,241 last year. 


* * * 


Politz Survey Released 


Distribution is now in progress 
to advertisers and agencies of the 
over-all findings of a new national 
magazine audience survey con- 
ducted by Alfred Politz Research, 
Look magazine sponsoring, and 
which measures the audiences of 
nine magazines: Collier’s, Life, 
Look and the Saturday Evening 
Post in the general weekly field, 
and Better Homes & Gardens, Good 
Housekeeping, Ladies’ Home Jour- 
nal, McCall’s and Woman’s Home 
Companion in the monthly maga- 
zine fields. 

The study was conducted under 
the Advertising Research Founda- 
tion’s “confidential consultation” 
facilities, and is titled “The Audi- 
ences of Nine Magazines.” 

Included are audiences of indi- 
vidual magazines by household 
ownership of: Cars, trucks, homes, 








mechanical refrigeration, vacuum 
cleaners, washing machines, home 
freezers, sewing machines, clothes 
driers, electric phonographs, win- 
dow air conditioners, television 
sets, dogs, cats, birds, and fish. 

+ - * 


Ford Names McKellar 


Appointment of Donald E. Mc- 
Kellar as advertising and sales pro- 
motion manager of the Ford Inter- 
national division 
of Ford Motor 
Co. has been an- 
nounced by Har- 
old Valentine, 
general sales 
manager. McKel- 
lar will make his 
headquarters in 
Ford Interna- 
tional’s New 
F York office. 

= Prior to joining 
D. E. McKellar = Ford in 1949, Mc- 
Kellar was advertising and sales 
promotion manager of the interna- 
tional division of Firestone Tire & 
Rubber Co., with which he had been 
associated in various 
since 1937. 





* * * 


Westinghouse Ad Setup 


All consumer products advertis- 
ing of Westinghouse Electric Corp. 
has been consolidated in one 
agency to bring about greater co- 
ordination in planning, according 
to Roger H. Bolin, general adver- 
tising manager. 

Effective July 15, Bolin said, all 
consumer products advertising 








capacities | 


will be handled by McCann- 
Erickson. 

In the past, this advertising has 
been shared by McCann-Erickson 
and Fuller & Smith & Ross, with 
|McCann handling the Westing- 
|house television shows, “Studio 
One” and “Best of Broadway,” and 
Fuller & Smith & Ross handling 
newspaper, magazine and outdoor 
advertising and sales promotion 
materials. 

Involved in the change are the 
appliance division, with headquar- 
ters at Mansfield, O.; the television- 
radio division, Metuchen, N. J.; the 
lamp division, with headquarters at 
Bloomfield, N. J., and the electronic 
tube division, Elmira, N. Y. 

Fuller & Smith & Ross will con- 
tinue to handle advertising and 
|sales promotion for Westinghouse 
industrial products. 

* ” 


Fisher Body Film 


Soon to be distributed by Fisher 
Body is a new sound and color 
film called “Body Bountiful.” 

Central theme of the film is 
| man’s creative ability and his 
| evolution from a creature fash- 
| toning things with his hands to 
an individual presiding over fab- 
ulous machines invented to sat- 
isfy his instinct for both quality 
and quantity. 

In the .automotive area, the 
film traces the manufacture of a 
door from the drawing board of 
a stylist through the successive 
stages of engineering, tooling, die 
design, testing and checking, 
fabrication and assembly to the 
moment when a new-car owner 
first opens the door to sit behind 
the wheel and drive away. 

The film will be made available 
to schools, clubs and other inter- 
ested groups. Information may be 
obtained by writing Fisher Body 
Division, General Motors Build- 
ing, Detroit 2, Mich. 

* 


* * 


* 





Ad Bureau Reelects Swan 


Joyce A Swan, vice-president and 
general manager of the Minneapo- 
lis Star and Tribune, has been re- 
elected chairman of the board of 
the Bureau of Advertising of the 
American Newspaper Publishers 
Assn. 

Reelected also was Vice-chair- 
man Richard L. Jones jr., president 
of Newspaper Printing Corp., 
Tulsa. 

Other officers reelected were: 
Maj. Gen. Julius Ochs Adler, New 
York Times, treasurer; P. B. 
Stephens, New York News, assist- 
ant treasurer; J. Hale Steinman, 
Lancaster (Pa.) New Era and In- 
telligencer-Journal, assistant treas- 
urer and secretary. 

Gene Robb of the Albany (N. Y.) 
Times-Union, was elected assistant 
secretary to succeed Lynn N. Bit- 
ner, of Gannett Newspapers, Roch- 
ester (N. Y.). 

Members of the executive com- 
|mittee, in addition to the six offi- 





;cers named, are Richard W. Slo- 
|}cum, Philadelphia Bulletin, presi- 


dent of ANPA; Irwin Maier, Mil- 
waukee Journal, former Bureau 
chairman; Louis A. Weil jr., Grand 
Rapids (Mich.) Herald, and D. Ten- 
nant Bryan, Richmond News Lead- 
er and Times-Dispatch. 

Edward C. Raymond, business 
manager of the Bureau, was re- 
appointed assistant secretary, and 
Harold S. Barnes, bureau director, 





was named an ex-officio member of 
the board. 


7” . + 
Divco Aid to Visitors 
Divco Corp., Detroit, has pub- 


lished a 12-page booklet designed 
to welcome the Divco visitor. 

In addition to giving the visitor 
information about Divco trucks 
and the corporation itself, the book- 
let describes the facilities of the 
Diveo building, offers information 
to assist in making travel arrange- 
ments or securing overnight ac- 
commodations and features a map 
which illustrates the most direct 
routes from various parts of the 
city to the firm’s headquarters at 
22000 Hoover Rd. 

* eZ 


* 


New Merchandising Tool 


A new way in which to merchan- 
dise local consumer products and 
do a community public relations 
job on the product as well is taking 
place on a new television series 
called “A Moment for Mother,” 
starring Robin Chandler, television 
and screen personality. The pro- 
gram features a mother-of-the-day. 

This mother is chosen on the 








basis of a winning letter from an 
individual within her own co1- 
munity, and appears on the show 
as its good neighbor ambassador 
to tell a bit of the history, lore and 
civic importance of her community, 
plus news of general interest to all 
mothers. 

NBC and WABD (New York) 
are bidding for program rights as 
a vehicle for consumer goods spots. 
Herb Coleman and Al Wallace, of 
Talent Associates, are producing 


the show. 
* + * 


Hurley Joins BBD&O 

John R. Hurley has been ap- 
pointed public relations manager 
in the Detroit office of Batten, 
Barton, Durstine & Osborn, Inc., 
advertising agency. 

Hurley, formerly an account 
supervisor with the Manning 
Public Relations Firm, will be 
primarily responsible for pub- 
licity activities on the DeSoto ac- 
count. He formerly operated his 
own public relations organization 
on the West Coast, which han- 
dled publicity for Chrysler-Plym- 
outh. 

Prior to opening his firm, he 
was in charge of publicity for the 
Don Lee Broadcasting System in 
Los Angeles. 

+ * * 
Farwell Goes to Coast 


Byron Farwell has been trans- 
ferred to the West Coast public 
relations department of Chrysler 
Corp., to replace Arthur McCarroll, 
manager of West Coast public re- 
lations, who is on special assign- 
ment for Chrysler. 

Farwell, after television service 
in Detroit and a regional director 
of the Great Book Foundation, 
joined the press information serv- 
ice of Chrysler Corp. in 1953. 

* x * 


Sinclair Promotion Begins 


Sinclair Refining Co.’s new Pow- 
er-X gasoline is being promoted by 
ads running in 375 newspapers in 
241 cities. 

The newspaper campaign, ac- 
counting for the major portion of 
Sinclair’s 1955 budget, continues a 
policy which has seen the company 
invest more than $1 million in news- 
paper space in each of the last five 
years, according to James J. De- 
laney, Ad manager. 

Supplementing this drive will be 
local spot announcements and pro- 
grams on radio and television and 
extensive use of special point-of- 
sale material, Delaney said. 

* * + 
Van Wagoner in New Post 


John Van Wagoner has assumed 
new responsibilities in the adver- 
tising department of the Wolverine 
Tube division of Calumet & Hecla, 
Inc., according to H. A. Harty, di- 
vision ad manager. 

Formerly Wolverine’s sales rep- 
resentative in Philadelphia, Van 
Wagoner has been associated with 
the company for the past three 
years. He will be located-in the 
firm’s general sales office in De- 
troit. 

x ~ + 


American Home Promotion 


Canasta and bridge sets from 
American Home magazine will help 
dramatize the publication’s trade 
influence story to the advertising 
field. 

The cards picture an American 
Home cover on the back. On the 
faces, there are photos showing 54 
typical examples of displays tying 
in advertised products in depart- 
ment stores, home furnishing 
stores, building supply dealers, lum- 
ber dealers, appliance stores, floor 
covering stores, and auto dealer- 
ships throughout the country. 

* 


* * 


Campbell-Ewald Awards 


Campbell-Ewald ad agency won 
seven first prizes and 10 honorable 
mentions in the seventh annual 
exhibition awards of the Art Di- 
rectors Club of Detroit. The awards 
were presented at a dinner at the 
Statler Hotel, May 5. 

Selected art from this competi- 
tion, from Detroit and all Michi- 
gan, will be exhibited in the Detroit 
Institute of Arts through May 31. 

+ + * 


Randall in New Home 


Fred M. Randall Co., Detroit ad- 
vertising agency, has moved into 
new and larger quarters on the 
10th floor of the Book Bldg. on 
Washington Blvd. 

H. Ross Mack, president, said the 

(Continued on Page 55, Col. 1) 
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new quarters are a third larger 
than the 33rd floor offices occupied 
by the company for the past 20 
years 

He said the move to the com- 
pletely remodeled offices was made 
to accommodate current and pro- 
jected expansion of agency opera- 
tions 

* * * 


DeSoto Appoints Evancho 


Joseph Evancho, formerly of 
Pictures, Inc., Detroit, has been 
named to fill a new public rela- 
tions post in DeSoto’s home of- 
fice. 

He will work under the super- 
vision of James L. Wichert, di- 
rector of advertising and sales 
promotion, and Clyde Mix, sales 
promotion manager. 

* * * 


Mack Campaign Begins 

A campaign in national maga- 
zines has been launched by Mack 
Trucks, Inc. 

The ads will feature Mack’s line 
of heavy-duty trucks, buses and 
fire apparatus, A. G. Crockett, di- 
rector of sales development,  ex- 
plained. Mack’s progress in design 
and engineering also will be 
stressed in the series. 

* * + 
Alpine Rally on Film 

A new 16 millimeter sound color 
motion picture on the 1954 Alpine 
Rally (Rallye des Alpes) is now 
available through Standard- 
Triumph Motor Co., Inc. 

All requests for the film should 
be addressed to: Paul W. Thurston, 
L. Richard Guylay & Associates, 45 
Rockefeller Plaza, New York 20, 
N. Y. 

As the number of copies is lim- 
ited, it is suggested that requests 
for the film be placed as far in 
advance of the planned showing 
as possible. The film is furnished 
free to any adult audience, with 
return postage to be paid by the 
user. 

* * + 


Larido Named Distributor 
Johnson & Johnson has appointed 
Larido Corp., 381 Fourth Ave., New 
York, as exclusive distributors to 
the “premium” trade, according to 





an announcement by Jack Levin, | 


president of Larido. 


This marks the first time that | 
Johnson & Johnson, manufacturers | 


of first aid items, has appointed ex- 

clusive distributors to the advertis- 

ing specialty, premium, 

trades for any of their products. 
* * ck 


Simoniz Assigns Accounts 

Simoniz has assigned the adver- 
tising on its newly acquired Ivano, 
Inc., property to two of its present 
agencies. 

Sullivan, Stauffer, Colwell & 
Bayles, Inc., New York, will service 
Plumite drain cleaner and Tatham- 
Laird, Inc., Chicago, will take on 
the Ivalon sponge account. 

7 * 7” 


Specialty Show Attracts 1,600 

Booming sales and a record at- 
tendance of 1,654 jobbers from 
North and South America and as 
far distant as Hawaii 


and gift | 


were re-| 


corded at the Advertising Specialty | 
National Assn.’s third annual spring | 


specialty show in Chicago. 

The heavy volume of buying 
and the attendance—which was 
nearly double that of the first 
Spring Show in 1958—drew a pre- 
diction from ASNA president 
Robert E. Yaw that this year’s 


specialty industry will gross “at | 


least” 10 percent more than in 

1954, 

During the five-day event, adver- 
tising specialty jobbers viewed the 
displays of 120 manufacturers and 
members of the national trade as- 
sociation conferred on industry 
problems, sales training, and busi- 
ness techniques. 

* * + 


NAM TV Show Cited 


“Industry On Parade,” weekly 
television show of the National 
Assn. of Manufacturers, has been 
awarded the Peabody Award for| 
ane TV Public Service in| 


| 
Formal presentation will be | 


made Apr. 20 at the annual Pea- 
body Awards luncheon sponsored 
by the Radio and Television Ex- 
ecutives Society at the Hotel 
Roosevelt, New York City. 


“Industry On Parade” celebrated | 


its fifth anniversary last October. 
It has received the Freedom Foun- 
dation’s Award for distinguished 
public service five consecutive 
times. 

* * * 


U. S. Rubber-Gentry Tieup 


Marking a milestone in the tire 
industry, U. S. Rubber Co. through 
a tie-up with Gentry magazine, 
will first show its new colored tires 
in the windows of men’s shops and 
department stores in key cities. 

* * 


Names 

William M. Pomeroy has been ap- 
pointed advertising and sales pro- 
motion manager of American Enka 
Corp. He succeeds John Hanson, 





who resigned recently to accept a 
similar post with the Pacific Mills 
division of Burlington Industries, 


Ine. 
+ * 


* 

David B. Rank, a member of the 
| copy staff of D. P. Brother & Co., 
| Detroit, has been appointed copy 
chief of the agency. 

George A. Haviland, who joined 
| Ford in 1952 as a community rela- 
| tions staff representative, has been 
| assigned to public relations at the 
Continental division. 

Charles P. Flynn has been named 
supervisor of television services for 
| the advertising services department 
| of Chrysler Corp. 
| Betteridge & Co., Detroit adver- 
| tising and public relations, has an- 
|/nounced the appointment of Ken- 

neth J. Lockwood as creative di- 
rector. He formerly was with 
| Campbell-Ewald Co. in Detroit. 

Ray J. Mauer has joined Geyer 
Advertising, Ine., New York, as di- 
| rector of radio and television. He 
| formerly was associated with Cun- 
|ningham & Walsh, Inc. 

In a realignment of CBS Radio’s 

Network sales executive assign- 
;|ments in New York and Detroit, 
| Ben Lochridge has been appointed 
|eastern sales manager with head- 
‘quarters in New York, and Bok 








Indiana Dealer, Store 


Stage Joint Promotion 


VALPARAISO, Ind.—Ted Wur- 
ster Chevrolet & Cadillac, Inc., 
has staged a joint promotion with 
Lowenstine’s department store. 

The $10.98 dresses were fea- 
tured as being in the “new vivid 
Chevrolet colors” and were on 
display on the second floor of the 
store and in the dealership show- 
room. The store’s ad reminded 
the public to “find out how you 
can win a Chevrolet.” 








Reitzel has been appointed sales 
manager of the Detroit office. 

Fred Bronner, Ellen Langdon 
and Mary Flynn have been named 
to head three promotion-merchan- 
dising divisions at the Woman’s 
Home Companion. 


L. J. Sholty jr. has been ap- 
pointed manager of the Hollywood 
office of Kenyon & Eckhardt, Inc., 
in addition to his duties as regional 
account executive of the Lincoln- 
Mercury Dealers Assn. 

William H. Savin, vice-president 
and art director of Roche, Williams 
& Cleary, Chicago ad agency, has 
been honored by the Union League 
Club of Chicago for his oil paint- 
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“We have been using ARO Lubricating 
Equipment for over 20 years,” says J. 
Wallace deBrown, owner of DeBrown 


Jj. Wallace deBrown, 


55 


ing, “Sketch Class,” which was 
shown at the club’s 75th anniver- 
sary fine arts exhibition. Savin is 
chief designer of Studebaker ads 
for the agency. 


Frank Egan has been appointed 
vice-president of D. P. Brother & 
Co. in charge of New York Office 
activities. He has been with Brother 
since 1953. 


Robert W. Straughn, formerly 
with Chevrolet and Lincoln-Mer- 
cury, has joined the creative staff 
= the Detroit office of Ross Roy, 
ne. 


R. G. Clendenin has been named 
advertising manager of Daubert 
Chemical Co., Chicago. He has been 
with the firm since 1942. 

Donald N. Werner has been ap- 
pointed editor of Motor Life maga- 
zine. Before joining Motor Life he 
edited one of the Ford Motor Co. 
magazines. 

William P. Mullen has joined 
American Broadcasting Co. as an 
account executive in ABC-TV’s 
sales department. 

* * * 


ATTENTION Detrorr ApMEN: Ad- 


craft speaker this week (Friday, 
May 20, at the Statler Hotel) will 
be Edward S. Piggins, Detroit po- 
lice commissioner. 








Owner 


Auto Sales Company, Lincoln, Ne- 


braska. “When we 
new building we 


were building our 
looked over and 


checked into all makes of Lubricating 


Equipment. Our decision to buy ARO 
was formed after due consideration 


was given to our 


with Aro’s performance over many 


years. 


“We are especially pleased with our 
remote Undercoating Pump to Reels. 
It was my personal desire that our 


new Lubritorium 


pumping equipment on our Lube 


room floor, hence 


the remote handling of our Under- 
coating problem to our entire satis- 
faction. I personally want to thank 
you for your splendid cooperation 
with your good assistance in laying 
out our new lubritorium.” 

This is typical of the way ARO lube 
equipment makes friends everywhere 
—and profits for users! Let ARO help 
you with your lube service problems. 


SEE YOUR ARO JOBBER 


entire satisfaction 


be free of any 


ARO engineered 





Aro overhead reels, wall cabinet and portable drain 
provide fast, clean lube and undercoating service. 





Aro pumping units do an efficient job in remote location. 


THE ARO EQUIPMENT CORPORATION, Bryan and Cleveland, Ohio 
snk arg Aro Equipment of California, Los Angeles, Calif. 


Aro Equipment of Canada, Ltd., Toronto 15, Ontario. Offices in All Principal Cities 





Modern new home of DeBrown Auto 
Sales Company, Lincoln, Nebraska 


® 


LUBE EQUIPMENT 


ALSO... AIR TOOLS ... AIRCRAFT 


PRODUCTS... 


GREASE FITTINGS 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

MOORE, of Woody’s Used 

* Cars, Louisville, writes: 
“Having been a subscriber to 
Automotive News for many years, 
I always read with great interest 
your court decisions. This week the 
FBI came in to check my records 


and asked about a Chicago man by | 


the name of Max. I remembered 
the name as I had purchased eight 
cars from him. All motor numbers 
checked with the Illinois titles he 
had, and he had all kinds of iden- 
tification. 

“My question is: In the eyes of 
the law will I be allowed any de- 
preciation on these cars from 
what the customers paid me for 
them as they have had the use of 
them for 14 months on an aver- 
age?” 

Your question presents an un- 
usual problem. It is my opinion 
that a court should allow you a 
reasonable reduction from the ac- 













tual sales price, in consideration of 
| the usage of the stolen car by the 
purchaser. 

| Of course, generally speaking, 
the courts hold that one who sells 
| stolen property must “put the pur- 
| chaser in the same position as he 
| was before the purchase.” 

| However, since the purchasers 
actually benefited from use of the 
cars while in their possession by 





Suspended Driver Wins 


Return of License 
HARTFORD, Conn.—Judge John 

C. Fitzgerald has ordered the state 

|motor vehicle department to re- 


ist suspended under the financial 
responsibility law after failing to 
post an $800 bond as ordered. 


sought was not required because 
the driver’s real estate had been 





tiff, a pedestrian. 





Convenient—Always Correct—ideal to 
meet new tubeless tires need for 
uniform all-around inflation. 


ECO dependability is also available 
Islander models handling air alone or 
and water service. 


turn driving privileges to a motor- | 


The judge ruled that the bond | 


rights they should be willing to 
|settle with you for less than the 
|full amount of the original pur- 
| case price. 

While I have no higher court 
case exactly to your point, I have a 
record of a decision holding that 
an auto thief and subsequent pur- 
|chaser must place the original 
owner in exactly the same finan- 
cial position, as when the car was 
stolen. * * * 


| Misrepresentation of Model 
R. TYSON, of Tyson Pontiac 





| 
D. Co., San Diego, Calif., writes 


as follows: 


“Late in January or early Febru- | 
ary of this year, I recall an item | 


by you pertaining to a suit in the 
District of Columbia by a _ cus- 
|tomer seeking judgment against 
|the dealer in connection with mis- 
|representation of a used car pur- 
|chased from a Washington dealer. 
“Inasmuch as we have a case 
with similar circumstances, I 
would appreciate very much 
| your sending me a transcript of 
| this item which appeared in Au- 
tomotive News.” 
| Generally speaking, I make no 
|indexes of particular higher court 


ever, a few weeks ago a higher 


REMOTE TIREFLATOR 
SAVES YOU TIME IN 
YOUR SHOP 







You can tuck a Bennett ECO remote tireflator in anywhere 

around your shop — above or below floor or ceiling, 

on wall or post. Wherever you install your ECO, you know you'll 
have convenient automatic, accurate air supply at your 

finger-tips. ECO delivers exactly the pressure it’s set for — 

from 5 to 110 lbs. — highly important when you consider the 
need for equal all-around inflation stressed by tire makers 

for their new tubeless tires. ECO gives you long, trouble-free 
service — more than pays its way because first cost is last 

cost in most cases, and its convenience saves your workers valuable 
time. Ask your John Wood Representative for details. 


in 
air 


JOHN WooD COMPANY 


BENNETT PUMP DIVISION 
Muskegon, Michigan 








650 Millionth— 


E. J. Thomas, Goodyear Tire & Rubber 
Co. president (left), is shown with P. W. 
Litchfield, Goodyear chairman, as they 
inspect 650 millionth tire produced by 








court rendered a decision involving 
this law. See King v. Moore, 61 So. 
(2d) 253. 


The testimony showed that one 


attached as security by the plain- | decisions such as you request. How-| King bought a “used automobile” 


for $2,495. A bill of sale was deliv- 

ered to King which recites that the 

automobile sold was: “1950 Pack- 

ard, two-door sedan, No. H22978.” 

* co x 

Court Not Convinced 

_ King had driven the car 
some 12,000 miles without com- 

plaint he discovered that it was a 


1949 model. King sued the seller | 


for $500 damages. 

During the trial the testimony 
showed that the auto when new 
was purchased Sept. 6, 1949. Neither 
the invoice to the seller nor the 
one to the purchaser specified the 
year model. 

Further testimony showed that 


virtually the only difference in | 


the 1949 and 1950 models is the 
serial number, and that if a 1949 
and 1950 model were in compa- 
rable condition, the difference in 
price would be only $200. 

Also King failed to introduce 
convincing testimoney that the au- 
to was a 1949 instead of a 1950 
model. Therefore, the higher court 
refused to hold that King could 
recover any damages from the 
dealer. 

Also, see following cases: 216 
S. W. (2d) 413; 104 N. E. (2d) 486; 
and 257 S. W. (2d) 408. 


* * * 


Stolen Vehicle Law 


OVER a period of time I have 
received several requests from 
different automobile dealers to ex- 
plain the law involving stolen au- 
tomobiles, and whether the original 
owner is compelled by law to take 
back the stolen automobile once it 
is located. 

Recently, a higher court ren- 
dered an important decision to the 
effect that the owner of a stolen 
;automobile can elect to sue the 
| present possessor to recover the 
car, or sue the last seller and re- 
| cover the full sale price. 

For instance, in Creach v. 
Ralph Nichols Motor Co., 267 S. W. 
(2d) 132, it was shown that one 

| Creach was the owner of a Mer- 
cury automobile, motor No. 9CM- 
47902. 


| The car was stolen from the 
|parking area of a theater, and 
|Creach had no information as to 
| the whereabouts of his car until it 
was located by the Federal Bureau 
|of investigation at Las Alamos, 
N. M. 


oe « 


* 

Bought by Dealer 
| te THE meantime, Ralph Nichols 
Motor Co., in good faith and 
without knowledge that the auto- 
mobile was stolen, purchased it in 
the usual course of its business 
from a man named Ferguson tor 
$2,053.21. That sale was made to 


Hunter Offers Credit Plan 


For Wheel Balancers 


ST. LOUIS. — Hunter Engineer- 
ing Co. has announced a time pur- 
chase plan for its wheel balancers 
and tire rounders. 

The plan, operated through Com- 
mercial Credit Corp., requires a 
downpayment of $32.75 with 24 
monthly payments of $14.12 for the 
passenger -car balancer, according 
to Lee Hunter, president of Hunter. 








the company. It is a tubeless truck tire. | 





the dealership under a Michigan 
Certificate of Title showing a )io- 
| tor No. 9CM-48601. 
| Four days later the mot. ; 

company sold the automobile io 
one Filippo for $2,295, out of 
| which the company paid a com- 
| mission to its salesman of $114.75, 
| Instead of suing Ralph Nichols 
| Motor Co. to recover possession of 
|the automobile, Creach sued the 
| firm to recover $2,295, the amount 
| paid for the stolen automobile. 

* 


| * * 
| Nichols Loses 
| JN HOLDING the motor company 
| liable to Creach for $2,295, the 
| court said: 
“The court is of the opinion 
that the facts constitute a con- 
| version by defendant (Ralph 
Nichols Motor Company). And 
that complainant (Creach) has 
the right of election of remedies 
and that he is entitled to waive 
| suit based upon the conversion 
and to maintain his present ac- 
tion for the proceeds of said sale 
in the sum of $2,295. 

“It is difficult to see how it is 
any more of a hardship upon the 
innocent purchaser of property 
stolen to be held liable for the pro- 
ceeds of resale, than for the prop- 
erty itself. The complainant had a 
right to elect his remedy and re- 
cover from the defendant the pro- 
ceeds of the sale of his car, $2,295, 
with interest.” 

* 


* * 


| Conditional Sales Pack 


ILLIAM WHITE of Kansas 
City has asked about the va- 
lidity of a conditional sale contract 
|in which a clause states that if the 
purchaser of an automobile de- 
taults in making agreed payments 
the seller can repossess the car 
and retain all payments made by 
the purchaser. 
Higher courts in various lo- 
calities hold that such a con- 
tract is valid, provided the pur- 
chaser has not paid practically 
| all the purchase price. Utherwise, 
such a clause is not valid and 
enforceable. 

For example, in Bird v. Ken- 
worthy, 265 Pac. (2d) 943, the testi- 
mony showed these facts: A pur- 
chaser named Bird purchased cer- 
tain machinery, at which time he 
made a down payment of $5,207.78. 
The balance, with interest, was 
payable in monthly installments of 
$2,017.08 each. The contract con- 


tained a clause as follows: 
ed oe om 


Contract’s Terms 


“@HOULD I (Bird) fail to make 

any monthly payment when 
the same is due .. . then the en- 
tire unpaid balance of purchase 
price shall become immediately 
aue and payable. Should you 
(seller) possess the chattels, then 
you may retain all payments pre- 
viously made as compensation for 
use Of said chattels .. .” 

The testimony showed that 
Bird regularly made monthly 
payments until he owed only 
$6,051. Then he missed three 
monthly payments and the seller 
repossessed the equipment. Bird 
sued the seller. 

During the trial the testimony 
showed that the full purchase price 
was $29,412.78 and that $22,832.67 
was paid on account by Bird. The 
higher court said: 

os 


Rental Value 


a E CONCLUDE that the court 
should determine what dam- 
age respondent (seller) has sus- 
tained by reason of appellant’s 
(Bird’s) delay in making pay- 
ments, and should determine the 
reasonable rental value of the 
equipment. Appellant (Bird) should 
be given credit upon the contract 
price for the amount of payments 
made under the contract, and 
should also be given credit for the 
reasonable value of the equipment 
at the time it was repossessed. 

“From these and any other 
factors relevant upon the issues 
of forfeiture, unjust enrichment 
and relief therefrom, the court 
should determine to what ex- 
tent, respondent (seller) has been 
unjustly enriched and _ render 
judgment in accordance with 
such determination.” 

In other words, the higher court 
held that the seller must refund 
to Bird the difference between the 
total payments he made, and the 
reasonable rental value of the 
equipment during the period of 
time he used it. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 





Cc IS to be hoped that all-around | thinking that brought about a seat 


seating comfort will be empha- 
sized at least as strongly as cost 
and appearance factors in devel- 
opment work now under way to 
simplify passenger-car seat con- 
struction. One of the promising ex- 
perimental programs is aimed at 
one-piece molded construction for 
the entire seat. 

Status of the so-called “unit 
seat” at one company now calls 
for a one-piece molded construc- 
tion for the cushion, and another 
for the seat back. 

Processing of the outer surface 
of the synthetic foam rubber may 
permit stylists and seating engi- 
neers to dispense with conven- 
tional seat-covering and trim ma- 
terial now in use. 

+ * ” 


New Torsional Rubber Seat 


Stresses ‘Dynamic’ Comfort 


HE “scientific approach,” com- 

plete with electronic instrumen- 
tation, promises to put an end to 
the day when the 
type of truck 
seat used de- 
pends on the size 
of the chief engi- 
neer. 

In explaining 
the story behind 
design of Bos- 
trom Mfg. Co.’s 
new seat with 
built-in torsional 
rubber spring 
suspension, Chief 
Engineer Allison Simons told me 
that the well-known SAE comfort 
curve was used as a bible through- 
out development of the unit. 

As a member of the SAE com- 
mittee on riding comfort, Simons 
proved thoroughly familiar with 
the entire range of theory covering 
the idea that human senses are 





A. K. Simons 





“biased” in preferring one combi- | 
nation of vibration frequency and | 


amplitude to another. 
The whole concept of the new 
Bostrom “level-ride” seat appar- 


ently was based on the objective | 


of maintaining approximately one 
cycle per second frequency for 
the seat, regardless of what 
transient conditions may affect 
the truck body and cab. 


At this frequency, the driver can 
tolerate amplitudes up to about} 
three inches and still remain} 
within the so-called comfort zone | 
of the chart. Simons pinpointed the 
design problem by reminding me} 
that the natural frequency range | 
for most trucks is in the range of | 
two to six cycles per second—and | 
at these frequencies, a person is | 
uncomfortable at relatively small | 
amplitudes. 

There’s no doubt in my mind) 
that this seat is effective in isolat- | 
ing the rider from overall behavior | 
of the truck. This was proved | 
graphically by electronic tape re- | 
cordings of my ride vibrations, | 
taken during demonstration runs 
in which we went over a rough | 
road first in a standard truck seat, | 
and then switched seats (in the} 
same truck) and repeated the run | 
while sitting on the new Bostrom | 


Seat. 
ae 


First There’s Basic Problem 


Of Transporting Payload 
OARD Chairman Karl Bostrom | 
and his brother, Harold Bos- | 

trom, president of the company, | 

fave me the broad, underlying | 





which provides the equivalent of 
a suspension and shock-absorbing 
system under the truck driver. 

They reviewed the basic problem 
by pointing out that a truck is 
designed primarily to carry a load, 
not for driver comfort. 

As a result of the wide differ- 
ence between loaded and unloaded 
weight, the vehicle suspension 
characteristics are such that the 
ride usually is “jiggly” or down- 
right rough at best, and is really 
uncomfortable in lightly loaded or 
empty trucks. 

Karl Bostrom said that, in a 
sense, the normal truck ride is 
somewhat like driving a passen- 





from 


ger car without any form of 
resilient suspension, but just tak- 
| ing all loads in the seat cushion. 
That’s where the Bostrom “hu- 
man engineering’ came into the 
picture. In the broad sense, this 
approach requires a comprehensive 
study of the characteristics and 
limitations of a human being in 
a given situation. Actual design of 
| the equipment then is suited so 
| well to the man that the maximum 
total value of both man and ma- 
chine are realized when the two 
work together as a team. 
Applying this thinking to devel- 
opment of a truck seat led to re- 
search which “demonstrated con- 
clusively that only a suspension 
system could provide both static 
and dynamic comfort.” In automo- 
bile design, the chassis suspension 
isolates the seat from disturbing 
shock and vibrations caused by 
motion. Static comfort is then 
achieved through properly designed 
seat cushioning. 
* 


+ * 
Driver Health Factor Enters 


Into Truck Considerations 


” TRUCKS, of course, this whole 
question of seat performance is 
|not merely a comfort consideration 
—it is important from the health 
standpoint as well. 





moraine: 





Ironing Out Bumps— 


This chart shows the percentage of 
transmissibility of truck vibrations to the 
driver for the new Bostrom seat, as com- 
pared with conventional truck seat cush- 
ions. To interpret data, note that on the 
vertical scale, at the 100 level, the driver 
is vibrating at a 1:1 ratio with the truck. 
Anything over 100 is undesirable amplifi- 
cation, and values below 100 represent 
damping of vibration by the seat. 


Kidney ailments and back dis- 
orders often are recognized as 
occupational diseases of truck and 
tractor drivers. This I know for 
sure — since some of my truck 
driver friends, like Gene Way at 
Riss, seldom miss a chance to list 
their latest ailments and ask me 
“when are they going to do some- 
thing about truck seats?” 

The medical aspects of the ride 
problem obviously are not as 





acute in passenger seat engineer- 
ing. Nevertheless, to me, one of 
the most significant things about 
the Bostrom seat from a design 
standpoint is its principle of 
divorcing the two problems of 
static and dynamic comfort so 
that satisfactory answers can be 
worked out for both needs. 

Although this idea is well recog- 


*|nized by some passenger-car seat 


designers, there are those who 
assert that theories regarding seat 
performance requirements for dy- 
namic comfort have not been given 
enough attention. 

As a result, our typical plushy 
passenger-car seat gives a soft, 
restful sensation when you just sit 
there under “static” conditions — 
but falls somewhat short of perfec- 
tion when the car is moving and 
you encounter sustained “dynamic” 
conditions. 

Progress is being made, and we 
already are a long way from the 
time when “a perfect seat is any 
man’s opinion.” If the industry’s 
seat engineers and vibration ex- 
perts somehow find a way of 
effectively demonstrating the bene- 
fits of “design for dynamic com- 
fort” to management and sales 
departments, we may expect to see 
a trend to even more scientific seat 
design. 


the first completely practical 


aluminum automotive engine bearing 


rmoraine-400O 


Fron the world's Largest mamufactirer of, 
original - equipment, engine bearings comes 
the Moxaine-400. . toughest automotive 
engine bearing eur made! Developed by Moraine, 


and General Motors engineers for 


today's andtomovuows engines, the Moraine-400 


is the fins oluminun> cla bearing 


to be completely practioal snow the 
Atandlpoink of cost, production, amd porornance 
Now in use, the Moraine-400 is demonstrating its 
perhormance inn automobiles, trucks, buses andl offy- 
the-moad equipment, 






moraine 
Products 


DIVISION OF GENERAL MOTORS, DAYTON, OHIO 


yon ial 

















The Moraine-400 gets its extreme durability from a specially developed aluminum bearing 
alloy and an exclusive Moraine cladding process. It’s so tough that many new engines can 





Moraine also produces: 


be designed for higher bearing loads without increasing the bearing area. 


M-100 engine bearings and Moraine conventional 


bi-metal engine bearings—Self-lubricating bearings—Moraine friction 
materials—Moraine metal powder parts—Moraine porous metal parts— 
Delco hydraulic brake fluids—Deico brake assemblies, master cylinders, 
wheel cylinders, and service parts—Moraine power brakes—Moraine 
rolled bronze and bi-metal bushings. 
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Output vs. Sales 


Factory Bosses Out-Earn 
Field Managers 


NEW YORK.—Factory managers 
and superintendents earn almost 
$2,000 a year more, on the average, 
than their counterparts in the sales 
field (regional and district sales 
managers). 

This is shown in preliminary fig- 
ures just released by the American 
Management Assn. in its fourth an- 
nual survey of middle management 
compensation. 

This comparison is the reverse 
of that usually found on the top 
management level, according to 
Dean H. Rosensteel, director of the 
association’s executive compensa- 
tion service. Previous AMA surveys 
have shown that company top sales 
executives usually are higher paid 
than top manufacturing executives. 

The 1955 middle management 
study reports that the average an- 
nual compensation of regional and 
district sales managers is $12,000, 
compared to $14,000 for factory 
managers and superintendents. The 
average age of men in these four 
positions is 45 years; average length 
of service in their present jobs is 
four years. 









WHEN WILL 
BLAKE'S CAR 
BE READY? 


Auto dealers report 
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News to Note... 


Auto World in Brief 


INDIANAPOLIS.—Bear Mfg. Co.| gasoline tank-locking caps and oil 


will serve drivers and crews at the 
1955 Indianapolis “500.” 

A 197-84 frame and alignment ma- 
chine is being used as well as the 
330 and 36 type balancers. The ini- 
tial estimates point at about 1,500 
wheels being balanced and several 
hundred alignment jobs performed 
before the winning car streaks 
across the finish line. 

This year will mark the 22nd time 
that Bear has been alignment and 
balancing “headquarters” at the 
Speedway. ee 


AC Spark Plug Enters 


Cap Replacement Field 
FLINT.—E. H. Francois, replace- 
ment sales manager, has announced 
that AC Spark Plug division of Gen- 
eral Motors Corp. now has a com- 
plete line of automotive filler caps. 
It includes radiator pressure caps, 
regular radiator caps, gasoline caps, 


20”to 50” MORE SERVICE JOBS 
with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 


SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 
right on your premises —whenever required! 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 





EXECUTONE, INC., Dept. 5-6 
415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
I en ee tla a eras eames 
tate 
Address. ee 
In Canada—331 Bartlett Ave., Toronto 





lew York 17, N. Y. 








filler caps. Francois said that, out- 
side the locking cap, all in the line 
have been produced as original 
equipment. 


Stanton Motors 35 


PAINESVILLE, O.—Frank 
Stanton Motors has just cele- 
brated its 35th aniversary in the 
automobile business. The concern 
estimates that in 35 years it has 
had a part in 42,000 new and used 
automobile and truck transac- 


tions. 
+ 


Tubeless for Off-Road 


AKRON.—A complete line of wide 
base, low-pressure tubeless off-the- 
road tires will soon be marketed by 
the B. F. Goodrich Co., it is an- 
nounced by Arthur Kelly, president 
of the company’s Tire & Equipment 
division. 
oe 


Chrysler Gives Exhibits 


To Calif. Junior College 


DETROIT.—Two automotive ex- 
hibits for use in teaching have been 
presented to Santa Rosa (Calif.) 
Junior College by Chrysler Corp. 

One is a cutaway air cleaner 
showing design, construction and 
materials. The second demonstrates 
the bonderizing and painting proc- 
esses which a car undergoes during 


manufacture. 
* = * 


C-A-S Opens Budget Plan 


To Auto Glass Installers 


CHAMPAIGN, I11L — Certified 
Automotive Service, Inc., has an- 
nounced that the C-A-S budget 
plan franchise is now available 
for auto glass installers. 

The firm said that installers 
joining the plan will work through 
local automotive jobbers who will 
contact the finance company and 
secure approval for loan applica- 
tions. Information can be ob- 
tained by writing the firm at 111 
N. Market St., Champaign, Il. 

J : : 


2 Awards Go to Timken 
CANTON, 0.—Timken Roller 


Bearing Co. has been awarded a 


“certificate of management excel- 
lence” from the American Institute 
of Management and an award from 


United Shareholders of America | 
Inc., for its shareholder - manage- | 


ment relations. 
. * . 


U. S. Kelite Companies 


Merge Into Single Firm 


LOS ANGELES.—Kelite corpora- 
tions in the U. S. have merged to 
form Kelite Corp., incorporated in 
California. 

L. C. Sorensen, Kelite founder. is 
president of the new firm and W. G 
Nuelsen. former president of the 
merged Illinois company. is senior 
vice-president. Kelite of Canada and 
Kelite of Mexico will continue to on- 
erate independently. The new firm 
has plants in Los Angeles. Chicago 
and Berkeley Heights. N. J. 

= + * 


Ford Dealers Pick Dunne 


PROVIDENCE. —John M. Dunne 
has been elected president of the 
Ford Dealers Assn. of Rhode Island. 
Other officers are John Pomfret. 
Maonleville. vice - president: Robert 
Halligan. Cranston. secretary, and 
Thomas B. Clarke, Pawtucket. 
treasurer. 

r - 


Mexican Tire Record 


MEXICO CITY.— The National 
Rubber Industry Chamber has an- 
nounced that 882,872 tires, a new 
record, were produced in the coun- 
try during 1954. Production in 1953 
was 730,373, a drop from the 803,952 
made in 1952. 

* 


GM Worker’s Suggestions 


Pay Mortgage on Home 


VAN NUYS, Calif.—General 
Motors Corp.’s top suggestion 
award of $2,500 has gone to 
Laurence A. Buzzell jr., a repair- 
man, who suggested a new way 
of installing interior trim. The 
method is now used in all Fisher 
Body plants. 

D. R. Larkin, plant manager, 


said that Buzzell has been sending 
in suggestions for four years. Of 
71 offered, 24 have been accepted 
and Buzzell has paid the mort- 
gage on his home by this means, 
Larkin said. 

+ = * 


Hobbs Stockholders OK 


Sale to Gould-National 
OAKLAND, Calif.—A majority of 
stockholders in Hobbs Battery Co. 
here has approved an offer by 
Gould-National Batteries, Inc., St. 
Paul, to purchase the firm, Hobbs 
announced last week. 
. = * a 


Md. Kills Bill to Ban 


Trucks From Expressway 

ANNAPOLIS, Md. — The State 
Senate has killed a House measure 
which would have banned trucks 
from the Maryland section of the 
Washington-Baltimore expressway. 

The Senate, by a 19-7 vote, upheld 
an unfavorable report on the bill 
from the judicial proceedings com- 
mittee. 





* * 


Twin Coach to Take 


Davey Compressor Over 

KENT, O. — Completion of an 
agreement under which Twin 
Coach Co. will purchase all of the 
outstanding stock of Davey Com- 
pressor Co. here is announced by 
L. J. Fageol and Paul H. Davey, 
presidents of the two local con- 
cerns. 

Established in 1929, Davey Com- 
pressor is a leading manufacturer 
of portable and industrial air com- 
pressors, truck power take-offs, 
pneumatic tools and rotary drill 
rigs for water, gas and oil wells 
and coal drilling. 

* * * 
| Ford Official Urges Seattle 
To Buy Cars by Open Bids 

SEATTLE.—C. J. Powell, Ford 

district sales representative, has 


urged the City of Seattle to buy its | 


cars through open bids. Powell said 
that new car registrations showed 
last year that in the Seattle area 
5,158 Fords were purchased as 
against 3,785 Chevrolets. 

He contrasted those figures with 
the City’s, noting that in 1954 
Seattle purchased 55 Chevrolets, 45 
Plymouths and 35 Fords. 

n * + 


Michigan Refiner Heads 


Oil Industry Group 


ALMA, Mich.—Reid Brazell, pres- 
ident of Leonard Refineries, Inc., 
here has been elected president of 
the Western Petroleum Refiners 
Assn. 

Brazell, in accepting, said gov- 
ernment oil control would come 
|/unless the industry uses better 
| judgment on the supply side. He 
|said the industry must keep “im- 
|ports of crude oil and products in 
| proper balance with domestic avail- 
| ability.” 


® * * 


|N. Y. State Broadens 


Insurance Coverage 


NEW YORK. — The New York 
State Insurance Department has 
announced broadened auto liability 
and physical damage insurance pol- 
icies at no additional cost. 

Among other items, this provides 








tho 


for giving husband and wife 
same rights under the policy. ‘t 
also provides for automatic co\ 
age on a car bought to replace a: 
insured vehicle. 
a * > 

Canadian Auto Imports 

Hit $8 Million in January 

OTTAWA.—Canadian imports of 
cars and trucks increased to $8,0: 1,- 
000 in January compared with $5,- 
827,000 in December and $4,144.00 
in January, 1954, the Canadian Govy- 
ernment reports. 

Imports of auto parts was $17,- 
507,000 in January, up from $14,377,- 
000 in December, but down from 
$17,619,000 in January, 1954, the 
report states. 

* * e 


Purolator Office Shifts 


CHICAGO. — Purolator Prod- 
ucts, Inc., has changed the ad- 
dress of its Chicago office, ac- 
cording to R. T. Karr, assistant 
to the sales vice-president. For- 
merly at 919 N. Michigan Ave., 
the new location is 5955 Rock- 
well St. 


* * + 


Dillon Stevens Gets P-F Line 


LOS ANGELES.—Dillon Stevens 
& Co., sales and engineering firm 
with offices in Los Angeles and San 
Francisco, has been appointed by 
H. K. Porter, Inc., as representative 
for its P-F line of auto body repair 
tools and equipment in Arizona, 
California and Nevada. 

* * * 


C. of C. Elects Altman 


GLENNVILLE, Ga.—Frank Alt- 
man, local automobile dealer, has 
been elected president of the 
Glennville Chamber of Commerce. 

+ * + 


Eskew Appointed 
ALEXANDRIA, La.—The gover- 
|nor has appointed T. M. Eskew, 
owner of Alexandria Motor Co. 
(Chrysler-Plymouth), to the Ra- 
pides Parish Police jury. 


Auto ‘Shopping Center’ 


GARY, Ind. — A $250,000 auto 
“shopping center’ is being con- 
structed by McAnary & Walter 
(Ford). The building is located on 
a three-acre tract and two acres 
will be set aside for a black-topped 
| parking lot for customers. The dis- 
play room will be completely en- 
closed in glass. 

t 





|98.3 Percent of Prestone 


| Sold at List, Maker Says 


NEW YORK.—The results of a 
|survey by National Carbon Co., a 
| division of Union Carbide & Carbon 
|\Corp., are said to show that 98.3 
|percent of Prestone sold last year 
|was at manufacturer’s list prices. 

| The company said the antifreeze 
is fair traded in 39 states having 
|such laws and contracts provide 
|that it shall not be sold for less. 
| The company added that it does not 
‘sell its products to its employes. 

7 7 * 


‘Indiana Dealer Found Guilty 
|Of Aiding Banker in Fraud 


| ELWOOD, Ind.—Cecil L. Slavens, 
44, who formerly operated Slavens 
Motor Sales here, was found guilty 
four counts of aiding and abet- 





(Continued on Page 59, Col. 1) 


GM Mobile Unit Roams Mexico— 


Students assembled near Monterey, Mexico, are taught Diesel engine operation 
and maintenance with a mobile service training unit operated by General Motors de 


Mexico. In three years, the mobile unit 


has given instruction to more than 4,000 


mechanics. GM recently expanded its program by opening a service training center 


in Mexico City. 
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ting Walter F. Busch, former bank 
president, of misapplying $47,663.50 
in funds of the First National Bank 
of Elwood, by a federal court jury. 

The judge has deferred sentenc- 
ing pending an investigation by 
probation officers. 

* + * 


Lynch Motors Expands 

GREENSBORO, N. C. — Corry 
Lynch Motors (Lincoln - Mercury), 
has occupied renovated and redec- 
orated quarters. The firm has ex- 
panded several departments at the 
new location. 

* * s 


Climax Molybdenum Expands 


Its Sales Department 

NEW YORK.—An expansion of 
Climax Molybdenum Co. sales de- 
partment has been announced by 
Reuel F. Warriner, sales vice-pres- 
ident. 

He said a Detroit group will con- 
cern itself with metallurgical de- 
velopments of the automotive in- 
dustry, including iron and steel 
foundries. The firm seeks to in- 
crease use of molybdenum in pres- 
ent metal applications and to en- 
courage new uses. | 

- = * | 
98,000 Oregon Buyers 
To Pay Up Cars in °55 

PORTLAND, Ore. — An esti- 
mated 98,000 Oregon buyers will 
complete their installment pay- 
ments on new- and used-cars 
this year, according to G. R. Mc- 
Elhany, northwest vice-president 
of Universal CIT Credit Corp. 

Last year, he said, 85,750 per- 
sons completed payment on their 
autos. 


. € + 
Canadian Auto Imports 
Rise $5 Million in °55 

OTTAWA. — Canadian imports 
of automobiles are running ahead 
of last year, according to a govern- 
ment report. 

The total for the first two months 
of 1955 was $15,123,000, in contrast 
to $9,671,000 in 1954, with imports 
of auto parts mounting to $38,462,- | 
000, against $36,682,000 last year. 





Texcel Tape Price Cut 5 Pct. 
NEW BRUNSWICK, N. J.—A 
5 percent reduction in the price 
of Texcel transparent cellophane 
tape has been announced by J. H. | 

Scherer, vice-president of Perma- 
cel Tape Corp. 
oJ 


. * 
Management Conference 


To Discuss Changes 


NEW YORK. — Planning for 
change—in markets, methods, pop- 
ulation, personnel over both short 
and long range—will be the theme 
of the American Management 
Assn.’s top management conference 
here May 23-25, 1955. 

Automatic production methods, 
electronic equipment and other as- 
pects of the “technological revolu- 
tion” will be explored. The AMA 
expects some. 1,000 to attend. 


McCulloch Expands Sales 


INGLEWOOD, Calif.—McCulloch 
Motors Corp. has reported that it 
is expanding its sales staff and 
setting up added facilities here for 
distribution of McCulloch super- 
chargers throughout the U.S. Ship- 
ping facilities have been moved 
here from the plant, according to 
John C. Thompson, general man- 
ager of Paxton products division 


of the firm. 
. 8 ® 


Willys Presents Watches 
MINNEAPOLIS.—Zone winners 
in a Willys dealer development | 
contest for managers included H. 
G. Orr, Sioux Falls, S. D., and A. 
W. Swenson, Minneapolis. They | 
were presented with engraved 
gold watches. 
a 


Belgium Seeks Investors 


CHICAGO.—Belgium’s consul- 
general here has released a 28-page 
brochure entitled “Are Industrial 
Investments in Belgium Profita- 
ble?” which seeks to interest U. S. 





investors in Belgian opportunities. 
The brochure lists “12 reasons in 
favor of a positive answer.” 

+ + * 


GMAC Expands in Dakota 


MINOT, N. D. —General Motors 
Acceptance Corp. has opened an 
office here with James W. Fall as 
manager. Fall previously was a 
member of the Fargo (N. D.) 
branch office. The new office will 


serve about 100 GM dealers. 
+ 7 * 


Canada Premiums Up 
OTTAWA.—Canadian auto insur- 
ance premiums during 1954 were 
$168,130,133, an increase of 6.80 per- 
cent over 1953, according to the de- 
partment of insurance. Claims were 
nearly $88,000,000. 
o . * 
Nic-L-Silver Expands 


PORTLAND, Ore. — Nic-L-Silver 
Battery Co. has entered the north- 


west sales field and has opened 
headquarters here. Melvin L. Miller 
has been transferred from Stock- 
ton, Calif., as general manager. 

az 


Commerce Acceptance Buys 


United Finance in Kans. 


ATCHISON, Kans. — Commerce 
Acceptance Co. has purchased 
United Finance Co., Pittsburg, 
Kans. 

Commerce Acceptance, a 30-year- 
old firm, operates 14 offices in Kan- 
sas, Missouri and Oklahoma. 

* * * 


Dallas Raybestos Moves 


DALLAS. — The local warehouse 
and headquarters of Raybestos di- 
vision of Raybestos-Manhattan, 
Inc., has moved to larger quarters. 
John T. Ginocchio is district man- 
ager. 

* . * 


Courts Restrain Retailers 


From Plastone Violations 


CHICAGO. — Plastone Co. has 
obtained injunctions restraining 
a California and a New York 
firm from selling its product, 
Turtle Wax auto polish, in viola- 
tion of fair trade agreements. 

Plastone charged Miller Elec- 
tric & Auto Supply, Oakland, 
Calif., with selling the polish be- 





West Coast Mirror Mount— 


C. A. Clark (left), sales manager of 
Miro-Flex, Inc., Wichita, Kans., shows N. 
P. Hudson, Lion Oil Co., Eldorado, Ark., 
the new Miro-Flex No. 12 adapter bracket 
for mounting West Coast-type mirror as- 
semblies on 1955 GMC and Chevrolet 
trucks. 


low the $2 minimum set by the 


manufacturer. 

The other injunction was 
against Digby’s, Inc., New York 
City, which Plastone said sold 
the wax at the correct fair trade 
price but gave away a polishing 
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cloth and a can of chrome cleaner 
with each purchase. 


Tide Water Honors 141 


For Safe Driving Records 
NEW YORK.—Tide Water As- 
sociated Oil Co. has honored 141 
marketing department employes 
throughout its 13-state eastern di- 
vision for their safe driving rec- 










ords. 

Gold emblems were presented to 
those with five to 15 years of safe 
driving to their credit. 

* 


Sun Chemical Tells Goal 


Of Doubled Sales Volume 


LONG ISLAND CITY, N. Y.—A 
doubling of Sun Chemical Corp.’s 
$40,000,000 annual sales volume 
within ten years was stated by 
Ralph C. Persons, president, as the 
firm’s goal. 

He cited the increased use of 
color in autos and other products 
as opportunities for the firm to ex- 
pand its sales. 






Spark Plug Sales Up, 


Reports Auto-Lite 


TOLEDO. Auto- Lite spark 
plug replacement sales for 1955’s 


first quarter were 85 percent above 
(Continued on Page 74, Col. 4) 





New “Employee Protection Plan” offers 


Life Insurance, Weekly Indemnity, 








Hospital, Surgical and Polio Benefits ! 


(DESIGNED FOR FIRMS WITH 10 OR MORE EMPLOYEES) 


Chances are, you’re already offering some form of 
insurance protection for your employees—as most 
forward-looking businessmen do today. But at the 
same time, your present plan may go only part way. 


New York Life’s new Employee Protection Plan 
has been designed both to offer comprehensive pro- 
tection and to round out your existing program. 
Available as a flexible “package,” it provides a com- 
bination of insurance benefits for yourself, your em- 
ployees and also dependents if desired. These include 
liberal hospitalization, with surgical, polio and ma- 
ternity benefits, weekly disability income and sub- 
stantial life insurance. The latter benefit must be 
included in all programs and face amounts may be as 
large as $5,000 or $10,000. 


The over-all cost for this liberal plan is low. And 


NEW YORK LIFE 


INSURANCE COMPANY 


A MUTUAL COMPANY 


TS 


(NYO) FounveED IN 1845 





The New York Life Agent In Your Community Is a Good Man To Know 


the plan can be integrated with any others you have 


in effect and is both simple 
administer. 


Leaders in many business 


to install and easy to 


fields are finding that 


New York Life Employee Protection Plans are a 
practical method of improving employee relations. 
The plan you choose can be tailored to meet the 
needs of your organization. Ask your New York Life 
agent for details or mail the coupon below. 


SEND FOR NEW, FREE BOOKLET! 


Yours—absolutely without charge or obligation! 


This informative and 


interesting booklet, ‘“Getting 


Down to Cases,”’ contains actual case histories of 
how leaders in your business and other fields have 
benefited from their Employee Protection Plans. 


COMPANY. 


ADDRESS. 


CITY 


NTT cicirttictasinctinstntblniaentatiiintptereainienipiemiie 


New York Life Insurance Company, Dept. AN-1 
51 Madison Avenue, New York 10, N. Y. 


Please send me, without charge, your new. booklet entitled ‘‘Getting 
Down to Cases.” | understand that | am under no obligation. 





eR ete 


Ps take a pencil and 
paper and try to figure out how 
much a billion dollars is? 

That amount multiplied by 27 
and added to $1 million is the 
amount of capital expenditures for 
new factories, machine tools and 
modernization planned for the com- 
ing year in the U.S. 

That's the kind of confidence 
American business has in the 
economy. It’s a recent develop- 
ment. Only three months ago a 
government survey showed that 
business and industry expendi- 
tures were being reduced for 1955. 
The Security and Exchange Com- 
mission finds that these early 
figures are growing. 

The peak of $28.3 billion was 
reached in 1953. This will be the 
fourth straight year in which ex- 


penditures will exceed $26 billion. | 
* * - | 


$218 Billion Spent 


INCE World War II capital} 

spending has totaled $218 bil- 
lion. That was one of the major 
factors sparking the postwar boom. 
The government economists might 
well have reached the same fore- 
cast for this year by scanning the 
annual reports now coming off the 
presses. Almost every day com- 
panies are announcing bigger 
spending plans. 

For instance, Standard Oil ex- 
pects to increase its outlay for | 
plants and equipment to $48 mil- | 
lion, compared to $37 million last 
year. Aluminum Co. of America 
has raised its total to $80 million | 
from $67 million. International 


Orders Increase 
Again in April, 
Reo Reports 


LANSING. — April business at 
Reo Motors, Inc., showed a contin- | 
uation of the monthly increase | 
which started at the beginning of 
1955, according to John C. Tooker, | 
president. | 

The increase in new orders for | 
April, 1955 over April, 1954 amount- 
ed to 46.4 percent, Tooker said. 

A concerted effort is being made 
now to increase production by 
means of expanding the flow of 
parts and material into the plant 
and by adding gradually to the 
labor force, he added. 

“The increase in sales is simply | 
a reflection of what we have done 
to re-organize our branches and 
our distributor-dealer organiza- | 
tion,” Tooker said. 


Martin to Head | 
Chrysler Marine | 


DETROIT.— William A. Martin 
has been elected president of the} 
marine and industrial engine divi- | 

sion of Chrysler | 
Corp., succeeding 
R. T. Keller, who | 
recently took | 
charge of the! 
company’s West} 
Coast automotive 
plant operations. 
Martin has also 
been appointed 
general manager 
2 a Trenton 
, (Mich.) plant, ac- 

W. A. Mastin cording to I. T. 
O’Brien, who is in charge of all 
the corporation’s subsidiary oper- 
ations. 

Martin had been vice - president 
and general manager of the divi- 
sion since March and prior to that 
had been works manager. 

Besides marine and industrial en- 
gines, the Trenton plant makes 
Dodge’ truck engines and power- 
steering units for the entire cor- 
poration. 
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Nickel will spend over $30 million | 


compared to $22 million last year. 
| In the January-March period 
outlays were scheduled at an an- 


‘nual rate of $26 billions. They’re 


expected to jump to a rate of $27% 


billion in the second quarter. 
ca + + 


Power Up 50% 


Gane 1950 the power industry ', 
has added 25 million killowatt | 


|hours to its capacity, a rise of 
almost 50 percent. The largest 
single increase this year is planned 
in the commercial] (retail and com- 
munications) field. 

This largely reflects the shop- 
ping center development. The 
point we are making is that fin- 
ally America is growing both in 
population and markets. Business 
and industry are growing with it. 
P.S.: Isn’t it wonderful that we 

still have many sincere pessimists 
in America. What would we ever 
do without them? We would never 
be certain whether the stock mar- 
ket rise of the past several months 
was not really a spectre, or a for- 
bidding ghost of another 1929. This 
country, which hag been made 
prosperous by the optimism of for- 
ward looking men, will always need 
someone to put the brakes on. 


‘Catchy’ Ad 


Notice Advises Burglar 


Of Hot Deals 

ROCHESTER, N. Y.—A “public 
notice to safe crackers” was pub- 
lished in a newspaper ad by Dor- 
schell-Buick, Inc. which hag been 
the scene of frequent burglaries in 
recent months. 

After the latest safe-cracking, 
John Dorschell, president, capital- 
ized on the publicity with the fol- 
lowing ad: 

“Public notice to safe crackers: 
We have just installed our third 
new safe since January. We never 
have kept nor will keep money in 
it, as we bank all our funds daily. 

“In fact, the deals we are making 
on 1955 Buicks and used car trade- 
ins are so long that most of them 


Automotive Institute Elects Dolza— require no downpayments, so we 
rarely have any change around. The 


A. M. Dolza, president of Simca, Inc., New York, has been elected honorary repre- real steal here is one of our low 
sentative of the International Automotive Institute in the U. S. The group seeks to| profit, high allowance car deals. 
foster international cooperation through exchange of experience and information. « ° 
Among those who attended the meeting in New York were (from left) B. P. de Dube, | o¢ cine cae oe pa ‘ee 
auto engineer of New York and Paris; Dolza; Charles Moran jr., president of the| your transportation (and housing) 
Sports Car Club of America; Rene Dreyfus, former French champion, and Roy Jackson-|free if you will identify yourself 
Moore, of Austin, New York. 'as the three-time safe cracker.” 


the rayon yarn for automotive fabric 


that is production line processed 


to 


help keep your production line....... 


Continuous Process 
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Canadian Commission Cites Auto Model Changes eee 


‘Loss-Leader’ Selling Wins Nod 


By M. L. Schwartz 

Staff Correspondent 
OTTAWA. 
Trade Practices Commission of 
Canada, in a 278-page report, has 
recommended to the Canadian gov- 


ernment that the practice of “loss- | 


leader selling” among auto dealers 
was neither so prevalent nor so 
serious as to call for any new leg- 
islation at this time. 

The report was expected to re- 
sult in an increase in “loss leader” 
selling tactics throughout the auto 
trade. 

“In addition to the pressure 
placed upon manufacturers to clear 
end-of-the-run lines, the frequent 
introduction of new models also 
exerts pressure on retailers and 
distributors to get rid of discon- 
tinued models, particularly where 
the difference between the old and 
the new is more than one of minor 
changes in style or when the manu- 
facturer has reduced substantially 
the price of his remaining stocks 


The Restrictive | 


of older models, 
stated. 

As an example of the operation 
of this principle, the report said 
one witness told the commission 
of the widely recognized intensity 
of competition in the auto trade 
in the summer of 1954 when deal- 
ers offered free accessories, cash 
discounts and exaggerated trade- 
ins since “they were under pres- 
sure to clear their stocks with 
new models about to appear on 
the market.” 

“This emphasizes the function of 

| flexible pricing at the retail level 


new models is a feature of the 
trade and may often result in what 
appears to be loss-leader selling,” 
the report pointed out. 


The commission reported that the 
expression “loss-leader selling” did 
not have a specific or generally ac- 
cepted meaning for the Canadian 
business community. The term was 
commonly applied to any situation 





when the frequent introduction of | 


the commission | where a retailer emphasized price 
|in his business in a manner which | 


| competitors or suppliers regarded 


as harmful to their own operations. 


The commission found that the| 


| term, in consequence, was applied 





by different trade groups to dif- 
ferent kinds of price reductions, 
ranging all the way from any re- 
ductions below the manufacturer’s 


suggested retail price down to a| 


price which was actually below the 
buying cost. 

Moreover, in the opinion of the 
commission, it was the lower gen- 
eral level of prices established by 
large volume retailers rather than 
the singling out of particular ar- 
ticles for advertising purposes 
which was at the root of the com- 
plaints. 

The commission concluded from 
the evidence that sales below net 
purchase cost, the most extreme 
form of price cutting complained 
of, affected such a small number 
of lines and occurred so _ infre- 


_Orphal Honored— 


George A. Orphal, Dodge Truck metro- 
politan market coordinator, is presented 
| with a western hat in Cheyenne, Wyo., at 
a press preview of the new C-3 series 
| Dodge trucks. The presentation is made 
|by Marilyn Ryan, 18, who will reign as 
“Miss Frontier’ during the 60th annual 
Cheyenne Frontier Days. 








quently that they were unlikely to 
| have lasting effects. 

However, the report indicated 
that some of the complaints were 
primarily concerned with mis- 
leading advertising. The commis- 
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You know how variations in quality or color in interior trim fabrics can result 
in costly interruption of your assembly line production. When using rayon, the 
way to insure continuous assembly line production is to specify the use of 
IRC Continuous Process yarn. 


Of all the rayon yarns produced today, only IRC Continuous Process Rayon 


is spun, bleached, washed, dried, twisted in one continuous sequence of 
operations. Inch by inch. Mile after mile. 


That’s why IRC Continuous Process rayon is specified by leading mills for 


critical interior trim fabrics where color and texture perfection is necessary... 
yard after yard, piece after piece. 


Industrial Rayon Corporation 


Cleveland, Ohio. Sales Office: 500 Fifth Avenue, New York 36, N. Y. 
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sion concluded that more inten- 
sive competition may have re- 
sulted in some increases in de- 
ceptive advertising. 

It was of the opinion that before 
consideration is given to further 
legislation it would be advisable to 
| See what results could be obtained 
| by the greater support by business- 
men or organizations such as the 
Better Business Bureau which seek 
to promote higher standards of ad- 
vertising and by the use, in flag- 
rant cases, of the existing provi- 
sions of of Section 306 of the Crim- 
inal Code forbidding false adver- 
tising. 

Commission members found that 
an erroneous view as to the mean- 
ing of these provisions was widely 
heid by businessmen and that little 
or no effort has been made to use 
the section to prevent false adver- 
tising. 

The report also indicated that 
evidence relating to severe price 
cuts which was brought before the 
commission was largely confined 
to a limited number of market 
areas. These were principally the 
metropolitan areas, and particu- 
larly ‘Toronto, Montreal and Van- 
couver. 

The commission did not agree 
that buyers were substantially 
misied, confused or objected to 
prices varying from retailer to 
retauler. It also rejected the sug- 
gestion that vigorous competition 
would dive prices so low that 
many retailers would be forced 
out of busimess and the public 
then would be placed at the 
mercy of a few large survivors. 

Nor did it believe that low prices 
will prevent retailers from provid- 
ing consumers with adequate serv- 
ice where the consumer, by being 
prepared to pay for it, indicates 
that he considers the service es- 
sential. 

The report examined and re- 
jected the argument that the aboli- 
tion of resale price maintenance 
has been responsible for a signifi- 
cant increase in the number of 
business failures. 

The commission, in any case, said 
that, although a particular manu- 
tacturer may have an interest in 
getting the largest possible num- 
per of retailers to handle his prod- 
uct or in advoiding some of the 
pressure upon manufacturers for 
iower prices which is developed by 
competition among wholesalers and 
retailers, this interest is not neces- 
sarily the same as the public in- 
terest. 


Net Increases 21% 
In Ist Quarter for 


|Finance Company 


ALLENTOWN, Pa.—First quar- 
ter net income after taxes of Gen- 
eral Acceptance Corp. was $353,161, 
a@ gain of 21 percent over the $290,- 
848 earned in the first three months 
of 1954. 

Despite the large increase in com- 
mon shares outstanding, net in- 
come per common share, after pre- 
ferred dividends, was equal to 30 
cents per share on the 1,084,863 
common shares, as compared with 
29 cents in the first quarter of 1954 
on the 895,213 common shares then 
outstanding. 

Conversion of the Company’s 5 
percent convertible debentures into 
common stock during the period 
was the principal factor account- 
ing for the rise in shares. 

Volume in the first quarter to- 
taled $29,605,484, an increase of 86 
percent over the $15,923,465 reported 
in the like period of 1954. 

Out of a total income for the 
quarter of $3,163,730, the company 
realized $624,561 as net income be- 
fore taxes. In the first three months 
of 1954, total income was $2,667,922 
and $536,373 was reulized as net 
income before taxes. 

Each of the major phases of Gen- 
eral Acceptance’s business reported 
an improved volume of business in 
the first 1955 quarter over the same 
1954 quarter. Total sales finance 
volume increased 148 percent; in- 
stallment loan volume was up 28 
percent, and insurance premiums 
written by the Stuyvesant Insur- 
ance Co.s rose 64 percent. 





Vaughan Gets Hudson 

| Vaughan Motor Co., Columbus, 
|O., hag received the Hudson fran- 
chise. Eugene E. Vaughan heads 
the company. 
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Used-Car Auction Prices 





Market Trend 


A $1 decline from the previous week marked last week’s index of 
average prices on used cars sold at wholesale auction. It was the 
smallest setback in a month’s time. 

Comebacks from the previous week were established by ’54s, which 
went up $21; ’50s, which advanced $8, and ’49s, which increased $3. 

Losses were as follows: ’51s down $3; ’48s, down $7; ’53s, down $9; 
52s, down $11, and ’55s, down $11. New low prices were established 
for ’55s, ’53s, 51s and ’48s. 

Buying pressure also subsided last week. At a group of representa- 
tive auctions, 62.7 percent of offerings were sold. It was the lowest 
ratio since mid-January. The sales percentage had been above 68 in 
the previous week. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


lomat, $990*; 4-dr., $845*, $835; 2-dr., 
CHICAGO $820*; Meadowbrook 4-dr., $820°*, 


(Arena Auto Auction. Sale every Tues- | FORD—’55 Fairlane (8) Victoria, $2,270* 


day. Prices are for sale of May 3.) (ps), $2,140%, $2,050*. °54 Custom (8) 
(Sold 315 cars out of 444 offerings.) conv., $1,755* (ps); Country sedan, $1,- 
BUICK—’55 Century Riviera, $2,885* (ps); 625*; Crest (8) conv., $1,750* (ps); Vic- 
RM Riviera 2-dr., $2,850* (ps); Super| toria, $1,625*; Custom (6) 4-dr., $1,100. 
Riviera, $2,550°; Special 4-dr., $2,840°| '53 Custom (8) conv., $1,235*; 4-dr., 
(ps); 2-dr., $2,400*. '54 RM conv., §$2,- $1,015, $1,010*; 2-dr., $875, $810°; Main 
435° (ps), $2,395* (ps); 2-dr., $2,165° (6) Ranch Wagon, $1,025; Main (8) 
(ps); Super Riviera, $2,195*, $2,185°, Ranch Wagon, $975*. 
$2,000*; Century 4-dr., $2,000° (ps). HUDSON—’53 Hornet Hollywood, $1,070*; 
CADILLAC—’55 Eldorado conv., $5,815* 4-dr., $1,060°; Wasp 2-dr., $710. 51 
(ps); (60) Special 4-dr., $5,395° (ps), Hornet 4-dr., $355*. 
$4,760* (ps); (62) coupe deVille, $4,790* | LINCOLN—’54 Capri 4-dr., $2,700* (ps). 
(ps); coupe, $4,495° (ps); 4-dr., $4,300*| °51 Capri 2-dr., $690*. 
(ps). °54 (60) Special 4-dr., $3,770*|MERCURY—'55 Monterey 4-dr., $2,200*. 
(ps), $3,650° (ps). *54 Custom Sport coupe, $1,725*; Mon- 
CHEVROLET—’55 Bel Air Handyman, $2,- terey 4-dr., $1,580°. '53 4-dr., $1,255°; 
175°. '54 Bel Air 2-dr., $1,480, $1,275°; 2-dr., $1,200; Sport coupe, $1,150*, '52 
Two-ten 2-dr., $1,125. '53 Bel Air 4-dr., Sport coupe, 2 at $900. 


$1,050; 2-dr., $995* (ps); Two-ten club | NASH—’55 Rambler station wagon, $1,945. 


coupe, $1,000; 4-dr., $930° (ps), $900*; ‘53 Ambassador club coupe, $1,300*; 
One-fifty Handyman, $945. ‘52 SL De- Statesman 4-dr., $975°, $960, $890*, 
luxe 4-dr., $635; 2-dr., $560*°. 51 FL $860°, $725; Rambler conv., $715*. '52 
Deluxe 2-dr., $570*; SL Deluxe Bel Air, Ambassador 2-dr., $785*; Statesman 2- 
$555; 4-dr., $490°, $450°. dr., $680°. 

CHRYSLER — ’54 Imperial 4-dr., $2,400° | OLDSMOBILE — '55 (98) Holiday 4-dr., 
(ps); NY 4-dr., $1,800*. ‘53 Windsor $3,420* (ps), $3,100* (ps); conv., $3,- 
4-dr., $1,110; NY 4-dr., $1,025* (ps). 440° (ps); 2-dr., $3,135° (ps), $3,055° 
‘62 Saratoga 4-dr., $795*; NY 4-dr., (ps); (88) Holiday 4-dr., $3,105* (ps), 
$765*; Windsor 4-dr., $630*. ‘50 NY $2,870* 2-dr., $2,870* (ps). ’54 (88) 2- 
station wagon, $615*. dr., $2,115*; (98) conv., $2,050° (ps). 

DeSOTO — °'51 Custom 4-dr., $525*. '49| PACKAR 


D—'53 Mayfair, $1, 250°. °51 (200) 

4-dr., $545°%, $490°, $400°, $395°. 

PLYMOUTH—’54 Subvaieee * station wagon, 
$1,540; conv., $1,330%; 2-dr., $1,300*; 


Custom 4-dr., $310°. 
DODGE—’55 Coronet Diplomat, $2,020*; 
%-ton pickup, $1,175*. '53 Coronet Dip- 
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INTRODUCING THE NEW... 
POWER BRAKE 


HYDRAULIC BOOSTER 
IT’S PRICED FOR VOLUME SALES! 


Cuts braking effort in half. . . instant action! 

Soft pedal . minimum travel! 

Complete | brake equalization . . . all brakes act as one! 
Easy to install... no tapping into manifold! 

Fast installation . . . less than 30 minutes! 


The fast selling, inexpensive POWER BRAKE 

Hydraulic BOOSTER cuts braking time and effort to a 
bare minimum. There’s a model designed to install on 
practically any automobile . . . old or new! Take advantage 
of this tremendous new market now opened to power 
accessories and start selling the POWER BRAKE 
Hydraulic BOOSTER now! 


4-dr., $1,310°, $1,300°; Savoy Suburban, 
$1,200; club coupe, — Year -» $1,015; 
Plaza 2-dr., $985, $910 

PONTIAC—’54 Star Chief (8) conv., $2,- 
105*; Catalina, $2,075%; 4-dr., $1,700°; 
Chieftain (8) 4-dr., $1,550°. '53 f- 
tain (8) conv., $1,405° (ps), $1,345°*, 
$1,300*; Catalina, 2 at $1,295°; 4-dr., 
$1,250° (ps), $1,130°%, $835. 

— — '563 Commander 4-dr., 


M NEOUS — '50 Jaguar roadster, 
$1,195. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 

Prices are for sale of Apr. 29.) 

(Sold 219 cars out of 352 offerings.) 

BUICK—’55 Century Riviera, $2,735° (ps). 
‘54 Special Riviera, $2,075°; RM Riviera, 
$1,880* (ps). '53 RM Riviera, $1,450° 
(ps), $1,210° (ps); Super 4-dr., $1,225. 
’52 Super Riviera, $1,000*. '51 Special 
2-dr., $645*, $500°. ‘50 Super conv., 
$375*. '49 Super 2-dr., $340°, 

CADILLAOC—’55 (62) coupe deVille, $4,- 
350* (ps). ’54 (62) conv., $4,000* (ps). 
’563 (62) 4-dr., $2,190* (ps); conv., $2,- 
550* (ps). '50 (62) coupe, $1,100*. 

CHEVROLET—’55 Bel Air (8) coupe, $2,- 
120°, '54 Bel Air 2-dr., $1,310*; 4-dr., 
$1,300*, $1,270; One-fifty station wagon, 
$1,180; 2-dr., $960. '53 Two-ten 4-dr., 
$950; Bel Air 4-dr., $900, $895. '52 SL 
Deluxe Bel Air, $750*; SL Special 4-dr., 
$515. '51 SL Deluxe club coupe, $585. 
‘650 SL Special 2-dr., $345. '49 FL Deluxe 
4-dr., $215. 

CHRYSLER — '54 Windsor 4-dr., $1,595° 
(ps). °51 Saratoga 4-dr., $455°. '50 
Windsor club coupe, $285. 

SOTO—’'55 Fire Dome (8) coupe, $2,560° 

'54 Fire Dome (8) 4-dr., $1,600* 

‘50 4-dr., $475, $260. "47 conv., 


DODGE—’ 54 Coronet conv., $1,720*; Royal 
(8) 2-dr., $1,310*, °53 Coronet Diplomat, 
$900, '52 Coronet 4-dr., $490. 51 Coronet 
4-dr., $235. '50 Wayfarer 2-dr., $215. 

FORD—’55 Thunderbird, $3,045* (ps), $3,- 
105°; Fairlane (8) 4-dr., $2,100°. ‘54 
Crest (8) conv., $1,650°; Custom (8) 
Country sedan, $1,530*. ’53 Custom (8) 
2-dr., $925; coupe, $570. ‘52 Main (8) 
Ranch Wagon, $995; Custom (8) 4-dr., 
$855*, $755. °51 Custom (8) 2-dr., $515*, 
$505*, $415°*, $330°, $275. ‘50 Custom 
(8) 2-dr., $400, $325. '49 Custom (8) 
club coupe, $305. 

HUDSON — '54 Hornet 4-dr., $1,175. '52 
Hornet 4-dr., $485*. '51 Commodore (8) 


(ps). 


4-dr., $300. °50 Commodore (8) 4-dr., 
$115. 

KAISER—’52 Manhattan 4-dr., $580°. °51 
Deluxe 4-dr., $280*, 

LINCOLN—’55 Capri 4-dr., $2,915° (ps). 
"50 4-dr., $145. 

MERCURY—’55 Monterey 4-dr., $2,450* 


EXCLUSIVE! 


Get this quick 
selling counter 
display in assort- 
ment No, 742, 
Priced for quick 
sales and big 
profits! 


See your automotive jobber or write today for full information. 
SANTAY CORPORATION, 351 N. Crawford Ave., Chicago 24, Ill. 


Average Used-Car Prices 


(Compiled by Automotive News) 


$868 


May April March 


1953... 
1952... 
1951 
1950.. 
1948... 


May, 1955 
To Date 


$2,153 
1,588 
1,031 
717 
498 
365 
251 
148 


$ 8338 


April, 
1955 
$2,183 

1,526 
1,048 

716 
514 
380 
266 
174 


March 
1955 


$2,245 
1,565 
1,050 
721 
529 
387 
273 
122 


Model 


Overall 


Average.... $ 851 $ 868 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


(ps); coupe, $2,425*. °53 2-dr., $1,200. 
’52 coupe, $985*. °51 2-dr., $350*. "50 | 
4-dr., $375. 


’49 club coupe, $215, $125. 

NASH —’53 Statesman 4-dr., "52 
Rambler Country Club, $520. '51 Ram- 
bler station wagon, $340; Statesman 4- 


dr., $230°. ’50 Statesman 4-dr., $150°. 
'49 (600) 2-dr., $130. 
OLDSMOBILE—’55 (88) Super 4-dr., 2 at 


’54 (88) 2-dr., $1,910*. 53 
$1,475° (ps); (88) 4-dr., 
$1,335*. °52 (98) 4-dr., $1,290*° (ps), 
$1,125* (ps), $955°. '51 (88) Super 4-dr., 
$500*, °50 (88) 4-dr., $375*. °47 4-dr., 
$100*. 
PACKARD—’53 2-dr., $990*. 
PLYMOUTH—’54 Belvedere 4-dr., $1,190; 
Plaza 2-dr., $855. °53 Cranbrook conv., 
$700*. °52 Cambridge 4-dr., $460; club 


$2,635° (ps). 
(98) 4-dr., 


coupe, $470. °51 Cranbrook Belvedere, 
$475; club coupe, $375. °50 Deluxe 4-dr., 
$240. 


PONTIAC—’55 Star Chief (8) Catalina, 
$2,470*; Chieftain (8) 2-dr., $1,710. °54 
Star Chief (8) 4-dr., $1,725*, $1,715*° 
(ps), $1,685*. °'53 Chieftain (8) 2-dr., 
$1, 180°, $1,080*, $965, '51 Silver Streak 
(8) 4-dr., $600°. ‘50 Siiver Streak (6) 
-dr., $270. °49 Silver Streak (8) 4-dr., 
$145. 

STUDEBAKER — ‘53 Commander 4-dr., 
$770*. °52 Commander 4-dr., $320. °'50 
Commander club coupe, $290*; Cham- 
pion coupe, $145. '49 Champion 4-dr., 
$120°. 

WILLYS—’52 (6) station wagon, $625*. 
"51 (4) %-ton pickup, $170. '47 (4) sta- 
tion wagon, $160°*, 

MISCELLANEOUS—’51 Henry J (6) 
dan, $140*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Apr. 29.) 
(Sold 139 cars out of 231 offerings.) 
BUICK—’55 Special Riviera, $2,580*, $2,- 
345; 2-dr., $1,995. °54 RM 4-dr., $1,900* 
(ps); Century 4-dr., $1,850*, $1,775*. 
"563 RM 4-dr., $1,400* (ps); Riviera, 
$1,310* (ps); Special 4-dr., $1,000*, 
$1,000. °52 Special Riviera, $800*. 
CADILLAC—’55 (62) coupe, $4,850* (ps); 
coupe deVille, $4,700*; 4-dr., 
(ps). °53 (62) coupe, $2,700*; 4-dr., 
$2,400*. °51 (62) coupe, $1,450*. ’50 (61) 
coupe, $1,130*. 
— °55 Bel Air (8) station 
wagon, $2,280*; conv., $2,100*; Bel Air 
(6) 2-dr., $1,850; 4-dr., $1,700*, $1,695*, 
$1,660*; Corvette conv., $1,835; Two- 
ten 4-dr., $1,775. '54 Two-ten station 
wagon, $1,380; Bel Air 2-dr., $1,345; 
4-dr., $1,250; One-fifty 2-dr., . 53 
Bel Air 4-dr., $1,140; Two-ten 2-dr., 
$970. ’52 SL Deluxe station wagon, $925; 
4-dr., $800; Bel Air, $710. 
HR NY 4-dr., $1,850* (ps). 
, $1,190*. '51 NY Newport, 
. ‘50 Royal 4-dr., $500; NY 


4-dr., $400. 

DODGE—'55 Royal Lancer, $2,550* (ps); 
Coronet (8) sedan, $1,380*, ’53 Coronet 
4-dr., $900*. 

FORD—’55 Fairlane (8) Country Squire, 
$2,505*, $2,375; conv., $2,075*; club se- 
dan, $2,250*; Victoria, $2,200*; Main 
(8) Ranch Wagon, $1,930; Custom (8) 
4-dr., $1,700, $1,680, $1,650, $1,600; 2- 
dr., $1,610. °54 Custom (8) 2-dr., $1,295; 
4-dr., $1,270. °53 Crest (8) Victoria, 
$1,150, $1,050; Main (6) Ranch Wagon, 
$1,100; Custom (8) 2-dr., $1,050, $1,000; 
4-dr., $850° (ps); Main (8) 2-dr., $825; 
Custom (6) 2-dr., $650. ’°52 Custom (8) 
station wagon, $750°; 4-dr., $710*; coupe, 


$590. 
LINCOLN—’49 Cosmopolitan 4-dr., $350°, 
250* 


MERCURY—’55 Monterey coupe, $2,310. 
°54 Custom 2-dr., $1,300. '53 Monterey 
Sport coupe, $1,275. '52 Custom 4-dr., 
$755. ’°51 Custom 2-dr., $540*. ’49 4-dr., 
$325; 2-dr., $300. °47 4-dr., $235. 

NASH—’52 Rambler station wagon, $705; 
Statesman 4-dr., $350. ‘51 Statesman 


4-dr., $380. 
OLDSMOBILE — '53 (88) 4-dr., $1,650° 
(ps); Super 4-dr., $1,350°, $1,085; 2-dr., 


$1,100. °52 (88) Holiday, $1,100°; 4-dr., 
— "51 (98) 4-dr., $540, '48 2-dr., 

PLYMOUTH—’55 Plaza 2-dr., $1,600. '53 
Cranbrook 2-dr., $805, $735; 4-dr., $500. 
*50 Deluxe 2-dr., $370, 

PONTIAC—’55 Star Chief (8) 4-dr., 2 at 
$2,300° (ps); Chieftain (8) Catalina, 
$2,275°; 4-dr., $2,010, $1,900; Star Chief 
(6) 4-dr., $1,650°, ‘54 Star 

| Chief (8) 4-dr., 53 

4-dr., $1,- 


Chieftain (8) 2-dr., $1, 170°; 
"51 Silver Streak (8) 4-dr., $655°, 


050°, 
| $600*, 
| STUDEBAKER — '53 Commander conv., 
| $925; Champion coupe, $875. '50 Cham- 
pion club coupe, $270. 
=—_” jJeepster, $380. 


°49 jeepster, 


MANHEIM, PA. 


| (Manheim Auto Sales & Auction, Inc. 

Sale every Friday. Prices are for sale of 

Apr. 29.) 

(Market good. Sold 176 cars out of 282 
offerings.) 

BUICK—’55 Super Riviera, $2,750°%; Cen- 
tury Riviera, $2,200°. '54 Century Rivi- 
era, $1,930°; Super Riviera, $1,875°. ‘53 
Super station wagon, $1,450°; Special 
2-dr., $1,040. °52 Super Riviera, $860°*. 
‘51 Special 4-dr., $775°. 50 Super 4-dr., 


$520°. 

OADILLAC—'55 (62) 4-dr., $4,200° (ps), 
$4,150° (ps). "54 (62) 4-dr., $3,450 
(ps). °53 (60) Special 4-dr., §2'720° 








(ps). °52 (62) coupe deVille, 
’49 (62) 4-dr., $840°. 
CHEVROLET—’55 Bel Air station wagon, 
$1,870; 2-dr., $1,800*. °54 Bel Air coupe, 
$1,670*; Two-ten 2-dr., $1,175. ‘53 Bel 
Air 4-dr., $1,200°. °52 SL Deluxe Be) 
Air, $860; SL Special 2-dr., $620. ‘51 
SL Deluxe Delivery sedan, $510. '50 SL 
Deluxe Delivery sedan, $550; 2-dr., $525; 
SL Special 2-dr., $370. '49 FL Deluxe 
4-dr., $370. '48 SM 2-dr., $250. 
CHRYSLER—’55 Windsor Newport, §$2,- 
950°. '54 NY 4-dr., $1,550*. ’°53 Windsor 
coupe, $1,200*. '52 Windsor 4-dr., $690. 


$2,100°. 


61 Windsor 4-dr., $620°, $540. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,100, 
$1,060, °52 Fire Dome (8) 4-dr., $825*, 
$720*. 50 Custom 4-dr., $525*. 


DODGE—’55 Coronet (6) 4-dr., $2,120. '54 
Coronet 4-dr., $1,450*%; station wagon, 
$1,350. °53 Coronet Diplomat, $1,140"; 
Meadowbrook club coupe, $830. ’50 road- 
ster, $410. 

FORD—'55 Custom (8) Country sedan, §2,- 
300*; Fairlane (8) Victoria, $2,130; 4- 
dr., $2,050*. '54 Custom (8) 2-dr., $1,- 
195*; Crest (8) Country Squire, $1,750*; 
Victoria, $1,620*, ’°53 Custom (8) 4-dr., 
$1,080*; 2-dr., $925; Main (8) 4-dr., 
$850. '52 Main (6) 2-dr., $700. ’51 Cus- 
tom (6) 2-dr., $510. 

HUDSON—’52 Hornet 4-dr., $775°*. 
per (6) 4-dr., $330, 

KAISER—’51 4-dr., $375°*. 

MERCURY—’54 Monterey coupe, 
$1,800*; 2-dr., $1,820. 
$1,400; 4-dr., $1,075*, 
$670, '49 4-dr., $200. 

NASH—’53 Ambassador Country Club, §1,- 
310°, ’51 Statesman 4-dr., $185, '50 Am- 
— 4-dr., $210*, °49 (600) 4-dr., 

160. 

OLDSMOBILE —’55 (98) 4-dr., $2,775*. 
’54 (98) Holiday, $2,150*. ’°53 (88) 4-dr., 
$1,470*. '51 (98) 4-dr., $730*; (88) Su- 
per 4-dr., $595. °50 (98) 4-dr., $525; 
$500*. ’49 (88) 2-dr., $400*, 

PACKARD—’50 4-dr., $180. 

PLYMOUTH — ’55 Belvedere club coupe, 
$1,925; Savoy 4-dr., $1,760. °54 Plaza 
station wagon, $1,250, °53 Cranbrook 
Belvedere, $1,150; club coupe, $860; 
Cambridge club coupe, $710. °52 Cran- 
po 4-dr., $530. °51 Cambridge 4-dr., 

460. 
PONTIAC—’52 Chieftain (8) Catalina, $1,- 


°51 Su- 


$1,825°, 
"53 Monterey 2-dr., 
’51 Custom 4-dr., 


060*, $1,015*, $1,010*; 4-dr., $830. ‘51 
Silver Streak (8) 4-dr., $740*%, ’50 Sil- 
ver Streak (8) 4-dr., $460*. °49 Silver 


Streak (8) 2-dr., $240. 

STUDEBAKER—’52 Commander Hard Top, 
$610*. °51 Commander 4-dr., $430*, 
$400*, $370*; Champion 2-dr., $360. '50 
Champion conv., $250. 

WILLYS—’52 (4) station wagon, $590. '51 
(4) station wagon, $420. ’50 (6) station 
wagon, $430. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auction, Inc, Sale every 
Tuesday. Prices are for sale of May 3.) 

(Market very shaky and off somewhat 
on nearly all models with ’54s and ’55s 
off the most. ’53s quite steady, however. 
Sold 70 cars out of 138 offerings.) 


BUICK—’55 RM 4-dr., $2,765* (ps). ‘54 
Special Riviera 2-dr., $1,885. °53 Super 
Riviera 2-dr., $1,475*; 2-dr., $1,400*; 


RM Riviera 4-dr., $1,350* (ps), $1,285*. 
’52 Special 4-dr., $825*. 50 Special 4-dr., 
$480*; Super Riviera 2-dr., $470. ‘49 
Super 4-dr., $295*; 2-dr., $215. 

CHEVROLET—'55 Two-ten (6) 4-dr., $1,- 
715; Delray coupe, $1,685; Bel Air (8) 
4-dr., $1,500*. '54 Two-ten 2-dr., $1,300; 
Bel Air 4-dr., $1,180*, ‘52 SL Deluxe 
Bel Air, $770*. ‘51 SL Deluxe conv., 
$650; 4-dr., $565*, $475*; 2-dr., $450°. 
"50 SL Deluxe 4-dr., $270; FL Special 
2-dr., $220. '39 2-dr., $385. 

DeSOTO—’53 Powermaster 4-dr., $1,000; 
club coupe, $995* (ps). 

DODGE—’53 Coronet 4-dr., $965*. ’°51 Cor- 
onet club coupe, $425. 

FORD—’'55 Fairlane (8) 2-dr. +» $2,040°, '54 
Custom (8) 2-dr., $1,275*, $1,200, $1,150. 
’52 Custom (8) ‘conv., $785. *51 Custom 
(8) Victoria, $600; club coupe, $525; 
4-dr., $525. '49 Custom (8) 2-dr., $170. 

LINCOLN—'49 club coupe, $150. 

MERCURY—’54 Custom 2-dr., $1,500°. '53 
Monterey club coupe, $1,400*, $1,295; 
4-dr., $1,280°. '49 4-dr., $115. 

OLDSMOBILE—’55 (88) Holiday, $2,600°, 
$2,570*, °54 (98) 4-dr., $2,350° (ps). '53 
(88) 4-dr., $1,290°. ’52 (88) 4-dr., $950*. 

$690°, $670*. ‘50 (88) 


$475°, $385°. 

PACKARD—'52 4-dr., $650°, 
PLYMOUTH—’52 Cambridge 4-dr., $560; 
Cranbrook 4-dr., $505. '50 Deluxe 2-dr., 


$245. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $2,150*. '54 Chieftain (8) Catalina, 
$1,800* (ps). '53 Chieftain (8) Catalina, 
$1,400° (ps); 2-dr., $1,100. °52 Chieftain 
(8) station wagon, $995; Catalina, $820°. 
"51 Silver Streak (8) station wagon, 
$585°; 2-dr., $535°, 


DENVER 


(Denver Auto Auction. Sales every Mon- 
day and Friday. Prices are for sales of 
Apr. 29 and May 2.) 

(Market steady on new units; stronger 
on used units. Sold 197 cars out of 373 
offerings.) 

BUICK—’55 Century Riviera, $2,830° (ps); 
Special Riviera, $2,680°. '54 Special sta- 
tion wagon, $2,205°. ‘53 Super conv., 
$1,520°; RM 4-dr., $1,350° (ps). ‘52 
Super Riviera, $1,040°; 4-dr., $865°; 


(Continued on Page 63, Cal. 1) 
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Used-Car Auction Prices 





(Continued from Page 62) 


4-dr., $720*. °’50 Super 4-dr., 


Special 
$500 

CADIL.LAC—'55 (62) coupe deVille, $4,- 
915* (ps); coupe, $4,525* (ps). '53 (62) 
4-dr., $2,335* (ps), $2,290°, °52 (62) 
4-dr., $1,620*, ’51 (62) 4-dr., $1,380°. 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,220", $2,160%, $2,150, $2,099°; 4-dr., 
$2,070"; Two-ten (6) 4-dr., $1,900; Two- 
ten (8) 4-dr., $1,650; One-fifty (6) 2- 
dr., $1,495. '54 Bel Air Sport coupe, $1,- 
470*; Two-ten 2-dr., $1,160, $1,120, $1,- 
015; 4-dr., $1,145, $1,120. '53 Bel Air 
Sport coupe, $1,325; 4-dr., $1,165°, $1,- 
130*; Two-ten 2-dr., $870. '52 SL Deluxe 
club coupe, $735. 

CHRYSLER—’55 NY station wagon, $4,- 
035* (ps); Windsor Nassau, $2,700*; 
4-dr., $2,615*, °53 NY Newport, $1,330. 
’52 Imperial 4-dr., $1,040* (ps); Wind- 
sor 4-dr., $645. ’'51 NY club coupe, $515°*. 

DODGE—’55 Coronet 4-dr., $1,815. ’52 
Coronet conv., $735*. °51 %-ton pickup, 
$465; 4-dr., $425°. 

FORD—’55 Fairlane (8) 4-dr., $2,165*, 
$2,100*; 2-dr., $2,160; Main (8) Ranch 
Wagon, $2,150*; Main (6) 2-dr., $1,600; 
Custom (8) 4-dr., $2,045*, $2,040, $1,- 
915; %-ton pickup, $1,435, $1,315. '54 
Main (8) Ranch Wagon, $1,725*, $1,- 
650; Crest (8) Victoria, $1,645*; Custom 
(8) 2-dr., $1,400. '53 Crest (8) Country 
Squire, $1,450° (ps). 

HUDSON—’53 Hornet club coupe, $1,165*; 
4-dr., $1,050*. 51 Super (6) 2-dr., $350; 
Pacemaker 4-dr., $310. 

KAISER—’51 4-dr., $315. 

LINCOLN—’53 Capri coupe, $2,100* (ps), 
$1,890* (ps). °52 Cosmopolitan 4-dr., 
$1,020*. '51 Cosmopolitan 4-dr., $730*. 

MERCURY—’55 Monterey station wagon, 
$3,000* (ps); Sport coupe, $2,600; 4-dr., 
$2,600* (ps); Montclair 4-dr., $2,915* 
(ps); Sport coupe, $2,800*; Custom sta- 
tion wagon, $2,825*. °54 Monterey Sun 
Valley, $1,935*. 

NASH —’53 Statesman 4-dr., $880. °52 
Rambler station wagon, $650. '51 States- 
man 4-dr., $295. ’50 Ambassador 2-dr., 
$340*; Statesman 4-dr., $180. 

OLDSMOBILE—’55 (98) Holiday, $3,375* 
(ps), $3,220* (ps), $3,190* (ps), $3,135* 
(ps); (88) Super Holiday, $2,905*, $2,- 
760* (ps), $2,740*, $2,625*, $2,675*. °54 
(88) Super Holiday, $2,210*. 

PACKARD—’55 Clipper Hard Top, $3,245* 
(ps). 

PLYMOUTH—’55 Plaza (8) Suburban, §$2,- 
120. '52 Cambridge station wagon, $825; 
club coupe, $560; Concord 2-dr., $510, 
$460. '51 Cambridge station wagon, $655; 
Cranbrook 4-dr., $555. ’50 Deluxe club 
coupe, $335. 

PONTIAC—’52 Chieftain (8) conv., $695*; 


sedan, $645. °51 Silver Streak (8) club 
coupe, $545. 

STUDEBAKER—’55 Champion 4-dr., $1,- 
790. '53 %-ton pickup, $595. °52 Com- 
mander 4-dr., 25. °48 Commander 
coupe, $130, 

WILLYS—’55 (6) station wagon, 2 at 


$2125. '52 (4) jeepster, $360. ’47 station 
wagon, $190. 

MISCELLANEOUS—’53 GMC %-ton pick- 
up, $670. 


NEW YORK, CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of May 3.) 

(Good weather at last this week, We 
had a crowd of buyers snapping at clean 
autos. Market off slightly on ’54 models. 
All others firm, Rough cars looking for 
takers, Sold 70 cars out of 120 offerings.) 
BUICK—’53 RM 4-dr., $1,300* (ps); Spe- 

cial Riviera coupe, $1,250, '52 Special 
2-dr., $855*. ’51 Special 4-dr., $570. '50 
Super 4-dr., $410*. 

CHEVROLET—’54 Two-ten 4-dr., $1,175, 
$1,115; One-fifty 2-dr., $975. °53 Two- 
ten 4-dr., $925, $865; 2-dr., $925*, $865, 
$855, 2 at $850, 2 at $845; One-fifty 
4-dr., 2 at $725, $700; 2-dr., $710. ’52 
SL Special club coupe, $525. ’51 SL De- 
luxe Bel Air, $705*, $600; 4-dr., $590*. 
‘50 SL Deluxe 4-dr., $300. 49 SL De- 
luxe 4-dr., $310, 

CHRYSLER—’51 NY 4-dr., $500*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $500. 

DODGE—’50 Wayfarer conv., $350. 

FORD—'54 Crest (8) 4-dr., $1,310*. '52 
Main (6) 4-dr., $590, $550. ’51 Custom 
(8) conv., $550*; 4-dr., $505; station 
Wagon, $330. ’50 Custom (6) 4-dr., $350; 
Custom (8) 2-dr., $345. °49 Deluxe (8) 
2-dr., $145, 

LINCOLN—'51 4-dr., $500°*. 
MERCURY—’51 4-dr., $520, $150. '50 4- 
dr., $400; 2-dr., $240. ’49 2-dr., $290. 

NASH—’51 Rambler conv., $370. 

OLDSMOBILE — ’53 (98) 4-dr., $1,425* 
(ps), $1,375* (ps), $1,350* (ps). ’51 (98) 
4-dr., $600*. °50 (88) 4-dr., $405*. '47 
(98) sedanet, $135*. 

PLYMOUTH—’53 Cambridge 4-dr., $585. 
"52 Cranbrook 4-dr., $550, ’51 station 
pa $690, $550. °50 Deluxe 4-dr., 


PONTIAC—’53 Chieftain (8) 2-dr., $1,- 
015*; Chieftain (6) 2-dr., $800. 50 Silver 
Streak (8) conv., $450*; Silver Streak 
(6) 2-dr., $415. °49 Silver Streak (8) 
4-dr., $260*, 

STUDEBAKER—’50 Champion 2-dr., $260. 

WILLYS—’50 station wagon, $300, 


OAKLAND, CALIF. 


(Oakland Auto Auction, Sale every Wed- 

nesday, Prices are for sale of May 4.) 
(Our consignment of clean units in- 

creasing, The market is firm on all good 

autos. Roughies are getting harder to 
= 70 percent of cars offered this 

BUICK—’54 Super Riviera, $2,350*; 4-dr., 
$1,920*. '51 Super Riviera, $735*; 2-dr., 
$605. °50 Super 4-dr., $505*. '47 Super 
conv., $170. 

CADILLAC—’50 (60) 4-dr., $1,- 
300*; conv., $1,290*. 

CHEVROLET— 54 Two-ten 4-dr., $1,195. 
53 Two-ten station wagon, $1,030; 4-dr., 
$990, '52 SL Deluxe 4-dr., $765, $695°*; 
2-dr., $645. '51 SL Deluxe 4-dr., $645. 
50 SL Deluxe club coupe, $450. 

CHRYSLER—’53 Windsor conv., $1,185*. 

DeSOTO—’53 4-dr., $995*. 

FORD—'54 Custom (8) 4-dr., $1,030, $1,- 
005. '53 Custom (8) station wagon, $1,- 
445; 2-dr., $855. '52 %-ton pickup, $785; 
Custom (8) 2-dr., $775; Main (8) 2-dr., 
$690. ’51 Custom (6) 2-dr., $410. '50 
Custom (8) 2-dr., $505*. °49 Custom (8) 
— coupe, $310°. '47 Deluxe (8) 2-dr., 


Special 


HUDSON—’ 50 2-dr., $345. 

KAISER—’52 4-dr., $725*. 

MERCURY—’52 Monterey coupe, $1,130*. 
’51 4-dr., $670*. '49 conv., $355; 4-dr., 


$335. 

OLDSMOBILE—’53 (98) Holiday, $1,785*, 
$1,270*. °50 (88) 4-dr., $600°. '49 (98) 
conv., $410*, $360°. 

PLYMOUTH — '53 Cranbrook club sedan, 
$905*; 4-dr., $830, $825, 2 at $820. '52 
Cranbrook Belvedere, $725; 4-dr., $560. 
’49 Special Deluxe 4-dr., $380. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,130*. 
’51 4-dr., $515. 

STUDEBAKER—’ 52 Champion 2-dr., $450*; 
4-dr., $290*. '49 Champion 4-dr., $170*. 
‘47 %-ton pickup, $265. 

WILLYS—’49 station wagon, $340*. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of May 5.) 
(Market steady. We had a wonderful 
crowd today, at our grand opening sale. 

Sold 157 cars out of 316 offerings.) 

BUICK—’55 Super Riviera 2-dr., $2,750* 
(ps). ’54 Super Riviera coupe, $2,145*; 
Special Riviera coupe, $1,905*; 4-dr., 
$1,380, $1,360. °53 Super Riviera coupe, 
$1,390*. '51 Super 4-dr., $530*, $415*; 
Special 4-dr., $475*. '50 Super Riviera 
4-dr., $405*. '49 Super 4-dr., $395*. 

CADILLAC—’52 (62) conv., $2,205*. '51 
(62) 4-dr., $1,240*, '50 (62) 4-dr., $1,- 
190*, $1,110*. °49 (61) 4-dr., $840*, 
$835*, $770*, $705*. 

CHEVROLET—’55 Two-ten (8) conv., $2,- 
135*; One-fifty station wagon, $1,790. 
’54 Bel Air Sport coupe, $1,470; 
coupe, $1,360*; Two-ten 4-dr., $1,165; 
2-dr., $1,120*; One-fifty 4-dr., $880, ’53 


Two-ten station wagon, $1,325; Sport 
coupe, $975; 2-dr., $940*; 4-dr., $900; 
Bel Air 4-dr., $1,005; One-fifty 2-dr., 
$695, $655. °52 SL Deluxe 4-dr., $705, 


$475; 2-dr., $690, $620*. '51 SL Deluxe 
station wagon, $730*; 2-dr., $605, $560°; 
SL Special 4-dr., $515; %-ton pickup, 
$500. ’50 SL Deluxe 2-dr., $455, $410, 
$345, $260. '49 SL Deluxe conv., $500; 
2-dr., $385, $290; 4-dr., $330. 

CHRYSLER—’55 Windsor Nassau, $2,610*; 
4-dr., $2,340*. 

DODGE—’53 Coronet 4-dr., $875, $820*. 
’52 Coronet Hard Top, $695*; 4-dr., 
$485*, $450*; Wayfarer 2-dr., $280. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,360*; 4-dr., $2,115*, $2,060*%; Main 
(8) Ranch Wagon, $2,145. ’54 Crest (6) 
4-dr., $1,310*; Custom (8) 4-dr., $1,285, 
$1,260, $1,155. °53 Crest (8) Victoria, 
$1,335, $1,325, $1,195*, $1,145; conv., 
$1,250*; Custom (8) 4-dr., $1,055*; Main 





(6) Ranch Wagon, $1,045. Custom (8) | 
2-dr., $1,260, $1,015; 4-dr., $1,005; Main | 


(8) 2-dr., $980; Custom (6) 4-dr., $820. 


‘52 Custom (8) 4-dr., $825, $710; 2-dr., | 
$705*, $635, $620. '51 Custom (8) 2-dr., | 


$650*, 
2-dr., 


$545; 4-dr., $595; 
$465, $420; 4-dr., 


Deluxe 
$425°; 


(8) 
¥%-ton 


Pickup, $525, $515. "50 Deluxe (8) 2-dr., | 


$500, $455; Custom (6) 4-dr., $360; Cus- 
tom (8) 2-dr., $325, $230. °49 Custom 
(8) 2-dr., $410; club coupe, $355; 4-dr., 
$345, $210, $115. 
HUDSON—’53 Super Jet sedan, $615. 
KAISER—’51 4-dr., $215. 


MERCURY—’54 Monterey coupe, $1,775; | 
4-dr., $1,615. ’53 4-dr., $1,205, $1,200. | 
50 4-dr., $440. 


NASH —’53 Statesman 2-dr., 
Statesman 4-dr., $460. 
sedan, $210. 

OLDSMOBILE — ’55 (88) Holiday 4-dr., 
$3,050* (ps); coupe, $2,650*, $2,575*. 
’53 (88) Super 4-dr., $1,505*, $1,465*; 
Deluxe 2-dr., $1,300%; 4-dr., $1,210*; 
(98) club sedan, $1,455*, $1,355*. ’52 
(98) 2-dr., $915*. ’51 (98) 2-dr., $550*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,210*; 


$850. 
50 Ambassador 


Savoy 4-dr., $905. ’52 Cranbrook 4-dr., 
$585, $400; club coupe, $520. ’49 Special 
Deluxe 2-dr., $380; 4-dr., $290; Deluxe 
4-dr., $175. 


PONTIAC—’55 Chieftain (8) Catalina, $2,- 
320* (ps). '53 Chieftain (8) 4-dr., $945*, 
$900*. °51 Silver Streak (8) 4-dr., $490, 
$485. °49 Silver Streak (8) 2-dr., $230. 
’46 Torpedo (6) 4-dr., $145. 


51 


STUDEBAKER—’54 Champion station wag- | 


on, $1,295. ’50 Champion 2-dr., $325. 


MISCELLANEOUS—’50 GMC %-ton pick- | 


up, $400, 


MASON CITY, IA. 


(Central States Auto Auction, Sale every | 
Wednesday, Prices are for sale of May 4.) | 


(Best sale of the year. Sold 89 percent 
of consignments.) 

BUICK—’55 Super Riviera 2-dr., $2,770* 
(ps). °54 Special 2-dr., $2,010* (ps); 
Super Riviera 4-dr., $1,925*%, $1,825*; 
RM Riviera 4-dr., $1,900* (ps). ’53 Su- 
per 4-dr., $1,220. ’51 Special 2-dr., $540. 
’49 Super conv., $410. 

CADILLAC—’54 (60) Special 4-dr., $3,975* 
(ps); (62) 4-dr., $3,815* (ps). ’53 (62) 
4-dr., $2,290* (ps). '49 (62) 4-dr., $795*, 
$700*; (61) 4-dr., $730*. 

CHEVROLET—’55 Bel Air (8) coupe, $2,- 
025*; Bel Air (6) 2-dr., $1,730; Two-ten 
(6) 4-dr., $1,670. °54 Bel Air coupe, 
$1,470; One-fifty 2-dr., $1,050*, '53 Two- 
ten 2-dr., $935; One-fifty 2-dr., $745, ’52 
SL Deluxe 4-dr., $680*, $610, $505. '50 
SL Deluxe 4-dr., $440, $425*, $375; 2-dr., 


$425, $390. ’°49 SL Deluxe conv., $410; 
2-dr., $300. 

CHRYSLER—’54 Windsor 4-dr., $1,625* 
(ps). °51 NY 4-dr., $620. '48 Windsor 
2-dr., $385*. 

DODGE —'54 Royal 4-dr., $1,475*. °53 
Coronet (8) 4-dr., $850*; Meadowbrook 


4-dr., $785*. ’52 Coronet Hard Top, $620. 
*49 Coronet 2-dr., $200. 

FORD—’55 Fairlane (8) Victoria, $2,165* 
(ps), $2,150%, $2,105*%; 4-dr., $2,110* 
(ps), $1,920*, '54 Crest (8) 4-dr., $1,375°. 
‘53 Main (8) Ranch Wagon, $1,360* 
(ps), $1,150°%; 2-dr., $795*. °51 Custom 
(8) 4-dr., $710*, $650*, $405; 2-dr., $560. 


*50 Custom (8) 2-dr., $480*, $405; 4-dr., | 


$385*. 
HUDSON—’53 Jet 4-dr., $735°. 
LINCOLN—’51 4-dr., $525*. ’°49 4-dr., $265. 
MERCURY—’55 Montclair Hard Top, §2,- 
720*. °54 Custom 4-dr., $1,675*. ‘53 
Monterey 2-dr., $1,430*; Custom Hard 
Top, $1,265*; 4-dr., $1,225*. 52 Custom 
4-dr., $890*. '49 Custom 4-dr., $200. 
NASH—’53 (600) 2-dr., $910, °52 (600) 
4-dr., $715. '49 (600) 4-dr., $165°*. 
OLDSMOBILE—'’55 (88) Holiday, $2,595°. 
"54 (98) 4-dr., $2,200° (ps); (88) Super 
2-dr., $1,990° (ps). '53 (88) 2-dr., $1,170. 





"51 (88) 4-dr., $845, $700°. '50 (98) 4- 
dr., $550°, '49 (98) 4-dr., $325°. 

PACKARD—’53 Clipper 4-dr., $980°, 
(200) 4-dr., $660*. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,675. 
'54 Belvedere 4-dr., $1,220* (ps). °53 
Cranbrook 4-dr., §835*, $810, $795, '52 
Cranbrook club coupe, $540. '51 Concord 
Suburban, $545. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
335*; station wagon, $2,200. '53 Chief- 
tain (8) Catalina, $1,445*; 4-dr., $1,175*. 
* gaecam (8) 4-dr., $755*; 2-dr., 

STUDEBAKER—’53 Champion 4-dr., $690*. 
"51 Commander 4-dr., $440*, °50 Com- 
mander 2-dr., $210*. 

MISCELLANEOUS — '49 Diamond T 1%- 
ton stake, $160. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of May 2.) 

(Today’s prices were irregular as older 
and cheaper models were harder to sell 
and «ff a good $50 per unit. New autos 
also got a jolt in price with nice, clean 
retail pieces selling steady to strong. 
Sold 180 cars out of 250 offerings.) 
BUICK—’'55 Super Riviera coupe, $2,850* 

(ps). '53 Super conv., $1,880* (ps); sta- 


"52 


tion wagon, $1,335*; Special 4-dr., $1,- 
150, $1,050*, $1,030; 2-dr., $800*. °52 
Special 4-dr., $700*. °51 Special 4-dr., 


$670*, $600; RM 4-dr., $650*°; Super 4- 
dr., $485*. '50 Special 4-dr., $440, $285*, 
$200; Super 4-dr., $360, $320, $270. '48 
Super 4-dr., $180. '47 Super 4-dr., $150. 

CADILLAC—’54 (62) Sport coupe, §$3,- 
750* (ps). ’°53 (62) 4-dr., $2,350* (ps). 
"52 (62) 4-dr., $1,775* (ps). ‘47 (60) 
Special 4-dr., $700*. 

CHEVROLET — ’'55 Bel Air (8) Sport 
coupe, $2,100*, $1,950*; One- fifty (6) 
ttation wagon, $1,840; Two-ten (8) 2- 
dr., $1,760*; Two-ten (6) station wagon, 
$1,350. '53 Bel Air 2-dr., $1,130, $990°; 
4-dr., $1,015*, $940; Two-ten 2-dr., $920; 
4-dr., $820; One-fifty 4-dr., $735. '52 SL 


Deluxe 2-dr., $730, $660*, $660. '51 SL 
Deluxe 4-dr., $670, $600, $575; 2-dr., 
$575, $540*; Bel Air coupe, $560*; SL 


Special 4-dr., $350; FL Deluxe 2-dr., 
$550*. '50 SL Deluxe conv., $300; 2-dr., 
$300; SL Special 4-dr., $250*. °49 FL De- 
luxe 2-dr., 2 at $200; SL Special 4-dr., 
$180. °48 FL Aerosedan, $139, $110; 
conv., $110. ’47 tanker, $520. 

CHRYSLER—’53 Windsor 4-dr., $890*. '50 
NY club coupe, $510*. °49 Royal 4-dr., 
$210*. 

DeSOTO—’51 Sportsman $590*, $500*. °50 
4-dr., $375*. 

DODGE—’53 Meadowbrook 4-dr., $560; %- 
ton pickup, $500. '52 1-ton pickup, $620. 
"51 Custom 2-dr., $310. ’50 Wayfarer 
conv., $340. °49 Wayfarer 2-dr., $220. 
°46 %-ton pickup, $130. 

FORD—’54 Custom (8) 2-dr., $1,275, $1,- 
225; Main (8) 2-dr., $1,100. '53 Crest 


(8) Victoria, $1,290, $1,135*; conv., $1,- 


MORE SALES 
POWER! 


150; Main (8) Ranch Wagon, $1,270; 2- 
dr., $880, $780*; Custom (8) 2- dr., 
$570; Custom (6) 2-dr., $900*. '52 
Crest (8) Victoria, $900*; Country 
Squire, $940; Custom (8) station wag- 
on, $1,100*; 2-dr., $730. '51 Custom (8) 
4-dr., $630*, $450, $425*; conv., $625°; 
4-dr., $485; club coupe, $335*; 
(8) 2-dr., $420, $410. '50 Custom (8) 2- 
dr., $350, $310; conv., $300; club coupe, 
$270; Deluxe (8) 2-dr., $280. ‘49 Cus- 
tom (8) conv., $250; 2-dr., $145; Deluxe 
(8) 2-dr., $250; coupe, $200; 4-dr., $170. 
*48 Deluxe (8) 4-dr., $100. 
KAISER—’51 Deluxe 4-dr., $135*. 
MERCURY—’55 Monterey conv., $2,850*. 
’54 Monterey Sport coupe, $1,725*. ‘53 
Monterey Sport coupe, $1,285 ‘51 conv., 
$620*; 2-dr., $560*; 4-dr., $530*. ‘50 
2-dr., $400*. '49 4-dr., $190; 2-dr., $150. 
NASH—’'51 Rambler conv., $340, $320. 
OLDSMOBILE—’55 (88) Holiday, $3,125* 
(ps), $2,660*. '53 (88) 4-dr., $1,240°*; 
2-dr., $1,135*. ’52 (98) 2-dr., $885* (ps). 
‘51 (88) Holiday, $780*; (98) 4- dr., 
$690*, $610*. 50 (98) Holiday, $380*. 
"49 (98) conv., $275*; 4-dr., $195*, 
$180*. "48 (66) sedan, $130. 
PACKARD—’50 Clipper 4-dr., $285*. 
PLYMOUTH — ‘53 Cranbrook Belvedere, 
$895. '52 Cranbrook 2-dr., $525, $470. 
’51 Concord Suburban, $650; Cambridge 
4-dr., $310. ‘50 Special Deluxe 4-dr., 
$310, $240. °49 Special Deluxe club coupe, 


$190. 
PONTIAC—’55 Chieftain (8) 4-dr., $2,- 


025; 2-dr., $1,990. '54 Chieftain (8) 4- 
dr., $1,745* (ps), $1,470*; 2-dr., §$1,- 
575* (ps). '53 Chieftain (8) 4-dr., $1,- 


160*, $1,140*; 2-dr., $1,095*, $985*. '52 
Chieftain (8) 4-dr., $825*, $735*. ’51 
Silver Streak (8) Catalina, $750*; 4-dr., 
$630, $550*. “50 Silver Streak (8) conv., 
$500*; Silver Streak (6) 4-dr., $270, 


$260. 

STUDEBAKER — '53 Commander 4 - dr., 
$990*, $700*; Champion 2-dr., $670*. ’51 
Commander 2-dr., $300*; Champion Busi- 
ness coupe, $260. '50 Champion 2-dr., 
$260*. 

WILLYS—’53 station wagon, $970. '52 %- 
ton pickup, $750. 

MISCELLANEOUS — '49 International %- 
ton pickup, $250. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of May 5.) 
(Sales of consigned units down from 
two previous sales. Sold 48 cars out of 
113 offerings.) 

BUICK—’55 Century conv., $2,755* 
’54 Special Riviera, $1,650. 
Riviera, $750*. '47 Special 2-dr., 
’46 Super 4-dr., $140. 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,015. '54 Bel Air 2-dr., $1,210. ’52 2- 
ton stake, $725. '51 SL Deluxe 4-dr., 
$595*. ’50 SL Special 4-dr., $475; SL 
Deluxe 2-dr., $425; 4-dr., $420. ’47 2-dr., 
$115. 


(ps). 
’51 Super 
$105. 


63 


CHRYSLER—’51 Windsor 4-dr., $665°. °50 
Windsor 4-dr., $380*. '47 station wagon, 
$105°*. 

DeSOTO—’51 Custom coupe, $670*. 

FORD—’55 Custom (8) 2-dr., $1,825. '64 
Custom (8) coupe, $1,300. 53 Main (8) 
2-dr,, $915; Custom (8) 2-dr., $900, °52 
Custom (8) 2-dr., $755; Main (6) 2-dr., 
$600. ’°50 Deluxe (8) 2-dr., $420; Custom 


(8) 2-dr., $385. ‘49 Custom (8) 2-dr., 
$280, $275. °48 Deluxe (8) 2-dr., $130, 
$115, $100. 

MERCURY—’52 Custom 4-dr., $875*. '50 
coupe, $470. °49 4-dr., $315. 

NASH—’51 Statesman sedan, $300. 

OLDSMOBILE — ’55 (98) 4-dr., $3,150° 
(ps). 

PLYMOUTH — '53 Cranbrook 4-dr., $800. 


'561 Cranbrook 4-dr., $485. 
PONTIAC — '52 Chieftain (8) Catalina, 
$760*, ’50 Silver Streak (8) sedan, $310*. 
MISCELLANEOUS — '53 GMC suburban, 
$790. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of May 5.) 
(The market was off from $50 to $75 
and bidding was very slow. Consign- 
ments were generally on the rough side. 
Seld 73 cars out of 145 offerings.) 
BUICK—’54 Special Riviera 2-dr., $1,925; 
Special 2-dr., $1,685; 4-dr., $1,680; Cen- 
tury 4-dr., $1,915*. °53 Super Riviera 
2-dr., $1,270*, $1,235; 4-dr., $1,385*, 
$1,230*; RM 4-dr., $1,200*; Special 2-dr., 
$965. ’52 Super Riviera 4-dr,, $870*. ’50 
Super 4-dr., $410*; 2-dr., $410. 
CHEVROLET—’54 Bel Air 2-dr., $1,230; 
Two-ten 4-dr., $1,060. 53 Bel Air club 
coupe, $1,155*; Two-ten 2-dr., $840, 
$740; 4-dr., $740; One-fifty 4-dr., $735; 
2-dr., $600. '51 SL Deluxe 2-dr., $500°, 
$440°; 4-dr., $495*, $465*, °50 SL De- 
luxe club coupe, $425; conv., $320; 4-dr., 
$275; 2-dr., $375; FL Deluxe 4-dr., $270. 
’49 FL Deluxe 4-dr., $240; SL Deluxe 


4-dr., $100. 
DeSOTO—’52 Fire Dome (8) 4-dr., $785. 
$1,265*. '50 


DODGE—’54 Coronet 4-dr., 
Meadowbrook 4-dr., $140. 

FORD—’55 Main (8) station wagon, $2,- 
200*, ’54 Custom (6) 2-dr., $1,065. °53 
Main (8) station wagon, $1,220; Custom 
(8) 4-dr., $940*; club coupe, $910*; %- 
ton panel, $525. °52 Custom (8) 4-dr., 
$745*; club coupe, $745; Custom (6) 
2-dr., $550*. 51 Custom (8) 2-dr., $475°; 
4-dr., $285*. "50 Custom (6) 2-dr., $210. 
*49 Custom (8) 2-dr., $190; Custom (6) 
2-dr., $130, 

LINCOLN—’54 Capri club coupe, $2,405* 
(ps); Cosmopolitan club coupe, $2,155*; 
2-dr., $1,250*. 


MERCURY—’54 Monterey 2-dr., $1,420*. 
’53 club coupe, $1,255. °52 club coupe, 
$1,030. 

OLDSMOBILE — ’53 (98) 4-dr., $1,400*. 


*51 (98) 4-dr., $605*. 
PACKARD—’53 Clipper 2-dr., $785. 
(Continued on Page 66, Col. 4) 






The Complete Line Of The Automotive Industry 
The Quality Line — A Dual System 
Guaranteed To Fit Every V-8 Powered Car 
















Duals for Ford 
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Also Available . . . a complete line of Dual Exhaust 
Header Systems for most V-8 powered cars and 
Chevrolet... Factory Duplicate Rear Outlet Manifold 











Make Dual Dual Header 




































































Studebaker V-8 1951-55 1951-52 








and Mercury 1952-55. 


new Grand Gfuiet tone FIBERGLAS* 


PACKED MUFFLERS with low, mellow tone. 
First Fully Engineered Fiberglas* Packed 
Mufflers. Also Available... a complete line of 
Grand-tone High Efficiency Steel Packed Mufflers. 


*Fiberglas (Reg. U. S. Pat. Off.) is a trademark of 
the Owens-Corning Fiberglas Corp. 


AUTOMOTIVE PRODUCTS 
2055 RUBY STREET - MELROSE PARK, ILLINOIS 
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991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876. Ps hardtop cpe., an” 
conv., $3,224.5: Roadmaster—4-dr. sed., 
$3,349.36; canatee cpe., $3,453.05; conv., 
on - 

$192.50 on other 


ri 


$3,551.56 (Dynafiow 
master, optional at 
models. ) 
OADILLACO—Series 62—4-dr sed., $3,- 
976.70; ol. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 
oial—4-dr. sed., $4,728.32. Series 
pass. sed., $6,186.78; aoe $6,402.17. El 
dorado — Conv., $6,285.96 
standard.) 
OHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $90.)—One-Fifty—4- 
$1, 728; 2-dr. sed., $1,685; utilty 


ar. sed., 
sed., $1,508; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed, $1, oss 


ol. cpe., $1,835; 2-dr. stat. wag., $2,079; 


650 Millionth Tire 
Rolls Off Goodyear 


Production Line 


AKRON.—Goodyear Tire & Rub- 
ber Co. has announced that its 650 
millionth tire rolled off the produc- 
tion line. The firm claimed this was 
a world’s record for number of 
tires built by a single company. 


The milestone tire was presented 
to P. W. Litchfield, chairman, who 
has been with Goodyear for 55 
years. 

He recalled that it took 17 years 
to make Goodyear’s first 25 million 
tires, while the last 25 million were 
produced in the past nine months. 

Litchfield added that the last half 
of Goodyear’s production (325 mil- 
lion) were produced in the past 14 
years. It took 40 years to make the 
first 325 million. The symbolic tire 
was a tubeless truck tire. 


Fischer Elected 
In Muskegon 


MUSKEGON, Mich. — George 
Fischer (Studebaker-Packard) has 
been elected president of the Mus- 
kegon Automobile Dealers Assn. 
for 1955. 

He succeeds Don Squire (Ford). 
John A. Schultz (DeSoto-Plymouth) 
is the new secretary-treasurer. 








Current Prices on New Cars 


dr, stat. wag., $2,127. Bel Air—4-dr. sed., 
$1932; 2-dr. sed., $1,888; hardtop cpe., 
$2,067; conv., $2,206; 4-dr. stat. wag., a. 
262; Nomad '2-dr. stat. wag., $2,472. 
vette—6-cyl. conv., $2,799; v-8 conv. %.. 
$34. (Powerglide optional at $178.35.’ 

CHKYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., a aan 
Newport bardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wae. $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr, stat wag., $4,209. 300—Hardtop cpe., 
$4,110.25. (PowerFllte standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DesSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., oT 75; Sports- 
man hardtop cpe., $2,653.75; =" $2,- 
823.75; 4-dr., stat, wag. $a:1t0 Fire- 
Flite —4-dr. sed., $2,726.75; dporteman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

DUDGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr, sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe.. $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 —4-dr. sed., $2, 310; in a 
cpe., $2,396; 4-dr. 2-seat stat. $2,- 
668.75: 4-dr. 3-seat stat. wag., “go 700. 75. 
Custom HKoyal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerMlite op- 
tional at $178.30.) 

FUKRD— (Prices are for 6-cyl. models; 
for V-8, add $99.38) — Mainline — 4-dr 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customiine — 4-dr. sed., 
$1,844.66; 2-ar. sed.. $1,500.55. Fairiane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094. 76; Crown Victoria 
el, cpe., $2,202.04; Crown’ Victoria giass- 
Lop, $2,271. 53; conv. $2,224.00. Station 
Wagous—2-dr. 2-seat Ranch Wagon, §2,- 
43.07; 2-dr. 2-seat Custom Ranch Wagon, 


287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv. 
$3,234. 30. (Fordematic optional at $178.20 
on conventional models, $215 on Thunder- 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custum Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4 - dr. sed., $2,825. Custom 
Hornet V-8—4-dr sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatio on V-Se at $199.) 

iMPERIAL—Oustom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.76. pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
lite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
Optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 

LINCOLN — Custom—4-dr. sed., $3,563; 
re cpe., $3,666. Special Custom 

—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 

MERCURY — Oustom — 4-dr. sed., $2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. — 
4-dr. sed., $2,400; hardtop cpe., $2,464 
stat. wag., $2,843.50. Montelair—4-dr. a 
$2,685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional $189.45.) 


METROPOLITAN — Hardtop, $1,445; 


V., $1,469 (both prices at coastal ports 
of entry.) 


NASH—Statesman Super 6—4-dr. sed., 





685.53; 2-cr. a a oe bee — 
Custom—4-ar. $2,925 
top, $3,078.95 53. Feld — oe, w-* 3 ~ 
040.32; 2-dr. hardtop, $4,080.32. (Ultra- 
matic standard on Packard teries, $199 
extra on other models.) 
PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 


2-dr. sed., $1,585. Super—4-dr. sed., $1,-. 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Oustom—4-dr. sed., $1,989; bard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 
STUDEBAKER—Champion Custom - 

dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885.16: 2. 


$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr, sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,206.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546, Super 
88—4-dr. sed., $2,502.71; 2-dr. , $- 
436.25; hardtop cpe., $2,714. 39; 4-dr. hard- 
top, $2,788; conv., $2,893.50. a 98—4- 
dr. sed., $2,832. 82: hardtop cpe., $3,068.75; 
4-dr., hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35. ) 


PAOKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Olipper Super — 4-dr. sed., $2,- 


—4-dr 


wag, 


stat. 
4-dr. sed., $2,362; conv., 
Custom—4 


—4-dr. sed., 


2-seat. stat. 
tional at $178.30.) 
PONTIAC — Chieftain #60 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr stat. 
wag., $2,515. 
870—4-dr. sed., $2,267.51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
wag., $2,603. Star Chief Deluxe — 
$2,691. Star Chief 


$2.- 
. (Hy- 


$2,434; 


sed., $1,983 


4-dr. stat. 


dra-Matie optional at $178.35.) 
R—Detuxe—4 


KRAMBLER—! -dr. sed., 


4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 
$1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; ‘4-dr. 2-seat 
stat. wag., $2,261.75. Savoy 6—4-dr. 
$1,879.50; "2-ar. sed., $1,836.50. Savoy V-8 
, 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
—4-dr. sed., $2,082 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
wag., $2,425. (PowerFlite op- 


2-dr. sed., $2,039; 


sed., 


dr. sed., $1,840.55; 5-rass. cpe., $1,874 50; 
stat. 7 $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag. 
$2,311.59. Commander Custom—4-dr. ¢«2d,, 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013. 63; 2-dr. sed., 
$1, a. os 5-pass. cpe., $1,989; stat. wag., 
$2,27: ‘San a Regal — 4-dr. sed., 
$2, 127, 38: 5-pass. cpe., $2,094; 


President State — 4-dr. sed , $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto. 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi. 
dent.) 

WILLYS—Custom—2-ar. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 





New Commercial Car Registrations, 


All States for March, 1955-1954 


Truck registrations by states 
are released here weekly, os 


compiled by R. L. Polk repre- 
sentatives in state capitals. 

































































35 States Previously "55 23| 8870 184| 3518) 15126) 2169) 5204) 39% 3 592; 1335) 313) 38423 
Reported for March 54 25) 15166 175} 3194) 15289) 4114) 4492) 293 145 #e0| 6 670] 666] 309] 45018 
California "55 1274 9) 498) 2467) 413) 423; 34 10; 12}, =i) Ss«i336)~S«C«S |) SSCS 
‘54 1858 14; 483] 1699) 517] 298] 4] 7] 9] S49] 105] 60}_—=5173 

Georgia ‘55 | 545; 7 | 199 840 136 239 36 3 33 28 13 | 2079 
54 2| 826} 190} 717] = 227 199 17 7 46 31 10 5} 2281 

Indiana "55 537 7 183; 839 108) 455 15 e 94 57 40 13) 2356 
"54 | 886 17} 202}_~— 819 200| 378 5 7 &7| rs 15 i0| 2671 

lowa "55 277 9 92 564 43; 267 24 i 23 13 2 4 1359 
"54 | 536 Wh 89 eer | 85 195 4 2| i7| 8 9 | 1520 

Kentucky 55 337 2| 52 409 66 113 7| I 13 12 29) ; 1045 
"54 | 468 7| 50| 406 100| 95| 7 7 13 26 24| ‘ 1210 

Louisiana "55 | z 3} «+103 a 83 199 5 26 16 21] 1494 
54 536 2; _*(133j_——«568 124 148 6 E | 18 10 39| 4 1588 

Massachusetts "55 {| 180 | al 423| 36, 179 | 9] i} 42 40 1062 
"54 6| = 312 100] 392 58] 75| 18 13] 14| 36) 26 12 1065 

Mississippi "55 a4 C~CS~iS=<( 103 146 2 22 3) 20 2| 1338 
‘54 | tel 8 aa] 182 i2 3| | 2 2; | id 

Missouri "55 448 141 619 91 191 | 1 16 23 25 1599 
‘54 | 737\__ 3) 42] 58,160) 208 || ld) s| 2000 

New Hampshire ‘55 59 | 23 107 a 26 2 | 8 | 17 3} 5 
‘54 2| 37| | 15 45 18 20 ;| | 6 4 Hi 4| 225 

New Mexico s | Hie 7 a1 154 a 22 a | ’ 2 a 5| 414 
’ I 425 

New York "55 | 829 | 3 3 389; 1123) «221 58! = 36 49 i 149 78| 3758 
"4 35} 1047 424, 1100] 22! 423 64 25 38 84 51 48| 3582 

eee a 
° L at 42 30} 3584 

South Carolina "55 | 130 3| 36; «201 21 2 2) 5| 5| yl | 448 
54 297 1] -69]—-233 37 34 3 7 3 2| 692 

All States Reported "55 89} 15024; 309) 5762) 25307) 3670) 8723 183; 1091) 1031) 2175) 577) 64732 
To Date for March "54 103} 24640; —-277|__—«$533|_ 24321| —6303|_—7133 esl 261 862] 1132} —:1033|_——-499) 72583 
Year a 272| 50872;  766| 15719) 63376| 12678} 23966] 1860; 521; 2613) 2971 5888) 1454) 162956 
To Date ‘54 300] 66677} 679) 15281} 63102} .17067| 19212] 1279] 633]  2535| 2939] 3109) +1307] 194120 


‘“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 


A total of 211 trucks, incorrectly credited to location, have been removed from aaa figures, 
Chevreist, 76; International, 8; | Bete, 6; GMC, 6; Willys, 5; Mack, 2, and White, 2. 


as follows: Ford, 106; 


New Passenger Car Registrations, All States for March, 1955-1954 


registrations by states 
released here weekly, as 
by R. L. Polk rep- 


resentatives in state capitals. 
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Oldsmobile 


23779 


22286 


144636 





498| 2643 1157) 294928 





























































































































Previous! '55| 2311] 3995 7463| 5548] 12509| 28997| 54517) 63978] 1189| 15144) 80311; 30897; 5915) 61759 428 

de for March 54) 1515 37091 4879 3278 rey | ier) 3 31297] 53836 1688! 12564| $8088 | 22293| 4485 3176! 15834] 14614] 110402} 443} +~—-788|_—«1231| 2426 $600 Herd 823| 223751 

— S18) 88) ea) ela) SS SelB Te] S| | la Bee) | tel) 
54] 123} «= 526] 649 44 1] 18 ha yt | ) | 34 

Georgia "55 13 75 | 185) 123) 417) tot [tae 3 | 3 538) 3903) 1034) +154| 3020 823) 923) 5954 3 ‘| 9 59; 191; 250 20) 11970 

"54 10 40 | 106 54] 170] 476 iat 426} 2241] 534 109| 1931 171] 434]_—3179 13 8 2i 45 120] ~~ 165 24| 6486 

= Ee ne ee ee ee 

54] (120 16] 436 = | | 18007 

"55 108 168 242; 153) 405) ~=S«978| ~=—«sA77I)~—«2306 21 480 2807) += «953 149| 2322) 761 2 6 8 73 190 263 Ij} 9972 

— ba 126} 166 168 96|  238{ 500} 1002] 2194 49} 449] 2692) 733 109} 2061 551 | 2 Sy iT | 13 24 35] 121 156 8] 7934 

"55 “74, «108 112 94 | 3 6] lo7t| 1668 12) 286] 1966) 685 1743) 464) ~—«410) ~—=«23381 3 14 46) 114) ‘+160 3) 66% 

es eal 3a|_—sobe|_~= feo '3| sss} =120| Soa} $32] 306] ta] 208] tsz7| 454 al 1423| 354] —357| 2654 1 ow iw ost ont oe ;| 4368 

isi "55 13 57 70; 148) 103 ie 783) 1344) 2591 21} 353) 2965) +655) +4109) 2248) 658) 719) 4389 2 13 15 46) 160) +206 16| 9005 

ae ‘sal id] aa] ea 35| 75; -(148| 509] 829)_—«1763 29| 289] 2081] 473) oh 351| 478] 3545 16 16} 32} 10}, 31] 232 | tal 6789 

Ma: tt 55, 136) 351) 487; 490) 371/ 790) 1927] 3578 756| 4402) 1865 1667| 1376] 8745 5 15 20 143} 202) +~«345|~=«187| «417764 

—" ‘Sa| 135] 40539] 3941208, sae] 2701 2370) 33331 125 72] 4390 t37t| 2591 3510/1490 1196 7594] 20,73 «9312891 6c] 8] tal tase? 

Michigan "55| 210/455) ~«665| «976 +~=«O722|+~«-2068|~+~«3954) +~+«7720|~+«9742| +~=«S9| ©2141) 12042) 4877| 984) 9697/ 3133) 2837| 21528 4 28 a: 362 “ 728 55| 42770 

‘541 120] 418] 538] 466] a 694| 1682} 3140] -9383|_——243|_—«1784)—«11410) ~—«4314) «1204 2823| 2349) _‘18114 33 53 86}  457| 330] + ~—-787 28] 34103 

Mississippi 55] 18 28) 46; Ss oo ‘194/534 889] 1439 9) 22; (1669) 546 a | 354) 389) «(2868 2 | 3 5 26 a4; a 2) 5589 

"54 10 31 41} 60},_— 40} ~— 85] ~— 315} = S00}_—s130]_~—t2|_— 148] 1290)——317 1320 20! in 2125 2 " 13 1 53 64 | 4034 

— el 

" | 

i "55 14 30 “4, «42 30 68) 162) += 302 375; —Ss«10 66451 141 20 541 93 is 940 3 3 17 31 48 26] 1814 

New Hampshire 4 5 9] 24 10 14 32 ol ial 148 | a 4 195 58 | 185 37 al 350 2| H 31 0} 39 ‘| 760 

j "55 ° 10 33 19 53} 142) 247) 334 12 86) 432 199 35) 359| ~—=«13! 167/891 4 4 13 32 45 10| 1639 

—- 54 ki 4] ois} S57] a 126] 262} -383|_—s9|—=stte|_—520}__—it97}_—=s3t|_ 34] st] _—_—it23|_—«82 | § | i x 38 s| 1674 

New York 845) «1187 2178 | "Hl 38 699! 13328| 10427) 320) 3281) 14028) 7441) 1796) 12571) 5997) 5118} 32923 a 84) 113) 600) 673) 1473) 547) 63599 

cal ait 211 el asl 1540 aa 8509} 319) 2549) «(11377 = 963| 8574) 3301/3441 20298, ~— tt 17i| 237] att] 6331044) ——237| 41442 

Pennsylvania 55| 274) «2 458) i 876) 2129 | 7682; 116) 1849) 9 we 744) 8032)  3242| 2882/1960! 22)" +«1132)~=«S4)~—=««475| ~=—«707| +~«21:182| ~~«2143) 40356 

54] 236] = «514 7 626} 1132 | 20 $593 a 201} 1831} 9270 3018 642| —7832|—2447|_—-2240| ‘16679 6! 116] 177] — 459] 482] 94d 63} 33403 

Rhode Island 55) 24 53 64 47; 103) ~—=«347|~—S«S 14) ttt} 571 189). —55| ml 217) —-*120/—«atN0 | | | 16 43 59 27| 2405 

"54 18 67 % 53 21 85} 152} 3 402 " 108} 52! 197 37|__457|_—st2i|——st29|_—9l 3 7 10 17 42 59 23| _ 1950 

South Caroling tC a. 40 62 72| 166) +434) +~=«-734|~=«4:399 13) +195) +1607) +399 52) 1148) 294) 347) 2240 6 é 29 74) ‘103 30) 4760 

oe u i a a ee: al! 926] tt} (128) +1065] +302] =~ 42|_—*324) ~—«-258| 275] 2201 2| ro 16} 15|_—33]_ 48} ——1t0) 3754 

Texas 141 187; 352) 249) 684) 1727) 3012) 5373 98) 1137) 6608) 2306) 412) 5626) 1930 } Sash | 12192 3 gf 18} 154) +332) ~~ as 15| 22518 

ef ar — 262} 451| 231] + 643) ~=«1921] +3246 :.. a 1869| 9967| 2777| 588 A... 1918 15591 33 83} 157] 443 43| 29792 

~All States Reported Ss 4126| 7980) 12106) 15929) 11737) 27160 | Sieesl Te esas] ieee 32192] 169684) 69236 sere] Tikeee | 51463 47898] 317499/ 169) +~—«848)~—«1017)_~=«#S520) 10412) 15 Tess 3780| 636534 

To Date for March ze mar 10124| 10179} 7039} 13673] 34862 115607 E06 27165| 146297] 47972 10845 115070] 35037] 32126] 240750 814|_—1573|__—-2387|_— 4954) -8319| 13273] 2147] 48073! 

Net Adjustment is 5; 5) +5] seeset& wt}. soe 19, 19] =@| +12] 7]: a | 2) ed | iz | a a | a 

Year . 55) $a 71; 16945) 26016) 4067! y eee 155551| 292913| 332461| 6757! 76624) 415842] 171464| 36877 | Siena) Te ain Th 119889) 771475| 539) 2305 | 10309/ 24356) 34665]  6980|1552735 
To Date "54| 7865] 18685] 26550] 27683 30049 36232 9782 181506| 288809} 8944] 74087) 371840] 104943] 20173 69622| 82073| 563414] 1762| 4302 12766} 23248] 36014 —5633/119102! 


“The information contained in this report has been compiled from official state documents, Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


received and tabulated at the time the report is 1 pied. R. L. Polk & Co, cannot assume any Iability 
by reason of inaccuracies or omissions.’’"—-R. L. Polk & Co, 
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AUTOMOTIVE NEWS, MAY 16, 1955 


Used-Car Notes 





PORTLAND, Ore.—Sunday open- 
ing of used-car lots in defiance of 
a City ordinance is now wide- 
spread, involving as many as 120 
dealers, according to Joe Dobbins, 
president pro tem of the Portland 
Used Car Dealers Assn. It is ex- 
pected that a fight against the 
ordinance will continue. 

The Portland used-car group, 
now numbering 40 members, has 
named officers who will serve until 
a formal election. 

Vice-president is John Murray; 
secretary, Dennis Williams, and 
treasurer, Jess Vest. Trustees are 
Jerry Clark, Cliff and Ross Morri- 
son, Tony Evans and Ray Stupek. 

The new group says it has lured 
away members from the Oregon 
Used Car Assn., which for years 
has accepted the Sunday ban. 


Giant Auto Sales 
Forms Its Own 


Finance Company 


CLEVELAND. — Giant Auto 
Sales, used-car dealership here 
owned by three ex-GI brothers, has 
formed its own finance company— 
Federal Credit Corp. 

The brothers, Max R. Friedman, 
36; Allen, 33, and Robert, 31, started 
their business on one lot in 1946 
and have grown now to two lots. 

During the past five years, the 
firm has sold from 1,500 to 2,000 
cars annually. Said Max: “We al- 
ways handled late model, high- 
priced cars and maintained a good 
service department.” The finance 
company is capitalized for $500,000. 


U. C. Managers Elect 
Officers in Los Angeles 


LOS ANGELES.—The Used Car 
Managers Assn. has elected officers 
for 1955. 

They are: Harry Ellison, presi- 
dent; Dean Lewis, vice-president, 
and Wing Houser, secretary. Meet- 
ings are held the third Thursday 
of each month. 

oe * * 


St. Pete Auto Auction 


Observes Ist Birthday 


ST. PETERSBURG. — The &t. 
Pete Auto Auction here, owned by 
James T. Speer, last month ob- 
served its first anniversary. 


Speer has reported that since it 
opened, one new-car dealer has sold 


Calendar 


(Continued from Page 12) 


General 


May 25-27— Tamaqua Automobile Show, 
Wenzel Auditorium, Tamaqua, Pa. _ 
May 26-June 4—Exhibition of Automotive 
Spare Parts. Melbourne, Australia. 
May 3l-June Design Engineering Show, 
Convention Hall, Philadelphia. " 
June 7-10 — Spring Technical Meeting, 
American Welding Society, Kansas City, 

M 


°. 

June 8-10—Third Annual aes Show, 
American Welding Society unicipal 
Auditorium, Kansas City, Mo. e 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Inc. Hotel Otesaga, 
Cooperstown, New York. 

July 21-22 — Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17 — Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich. 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich, 

Oct. 26-28—I0th Annual Technical Con- 
vention, American Society of Body En- 
gineers, Rackham Memorial Building, 
Detroit. 

Nov, 6-7—Texas Independent Automobile 
Dealers Assn., Inc. IIth Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Nov. 14— Automobile Old Timers, 6th 
Anniversary Dinner, Waldorf-Astoria Ho- 
tel, New York City. 

Dec. 7-8—A.S.1. Booth Conference, Navy 
Pier, Chicago—Sponsored by M.E.W.A., 

M.E.M.A,. and N.S.P.A, 

Jan. I1-14—American Road Builders’ As- 
sociation’s 54th Annual Convention, 
Municipal Auditorium, Miami Beach, 

4. 


* * * 


Regional Parts Shows 


May 19-22 — Tri-State Automotive Show, 
Kingsbridge Armory, Broadway and 63rd 
St., New York City. 

June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 


over 600 cars through the auction. 
The auctions are held each Tuesday 
at the Pinellas County airport and 
advertises: Guaranteed titles — 
guaranteed checks — guaranteed 
truth. 


* * * 
Valley Forge Auctions 
Join in Merger 
VALLEY FORGE, Pa.—W. H. 
McCausland has merged his Valley 
Forge Auction with Downington 
Auto Auction and has retained John 


L. Cleaveland, a member of Down- 
ington. 


* - ° 
Want Ad Sells 14 Cars 


In 2 Days for Dealer 


BURLINGTON, Vt.—A two col- 
umn, four-inch advertisement which 
ran for two days in the classified 
ad section of a local newspaper was 
credited by Charles P. Smith Jr., 
Inc., a used-car dealer, with selling 
14 of the 15 cars offered. 

Fred King, sales manager, said 
the total number of cars sold dur- 
ing that period was 32. “Honest, ac- 
curate newspaper advertising 
coupled with quality used-cars at 
fair prices is the best way to main- 
tain a fast turnover in a successful 
used-car business,” he said. 

s * e 


New Nashville Dealer 


NASHVILLE, Tenn.—Harlin and 
Smith, a used-car operation, has 
opened at 715 Main St. E. E. Harlin 
jr. and J. M. Smith are co-owners. 

2 


= 
‘Trader Dan’ Sells 


PORTLAND, Ore.—Trader Dan’s 
used-car lot in suburban Milwau- 
kee, Ore., has been sold to Red 
Ralls. Dan Harmon, who started 
the firm in 1949, js retiring. 

* 7 


Greenlee Opens Lot 


SALEM, Ore.—Lee Greenlee has 
opened a used-car lot and will op- 
erate under the name of Lee’s Fine 

" e°*e e 

Gronlund Sells to Erickson 

MOORHEAD, Minn.— Clay Mo- 
tors, Inc., a used-car firm here, has 
been sold by Arthur G. Gronlund 
to Morris J. Erickson of Twin Val- 
ley, Minn. 


7 * + 
U. C. Dealers Seek Record 


Of Mortgage on Licenses 

LOUISVILLE.—The Kentucky 
Used-Car Dealers Assn. is seeking 
legislation to require auto licenses 
to show the amount of any mort- 
gage claim against the registered 
vehicles. 

President Sid Ferree said used- 
car dealers have taken “tremendous 
losses” through buying cars with 
mortgages that are not shown on 
public records. 


* > * 
Crawford Exchange Opens 
AUGUSTA, Ga—Paul B. Craw- 
ford has announced that he has 
opened Crawford’s Auto Exchange 
here. 


* * 
Merrimack Opens Lot 
MANCHESTER, N. H.—(UTPS) 
—Merrimack Street Garage (Olds- 
mobile), has opened a second used- 





Car Rental System Elects Officers— 


From left: Robert C. Barrett, San Francisco, newly elected treasurer of National Car 
Rental System; Robert Miller, San Antonio, Tex., vice-president; H. Earl Smalley jr., 
Miami Beach, Fia., president, and Frederic A. Ley, New York, secretary. 


car outlet on the Daniel Webster 
Highway, South. The dealership 
has been operating here for 36 
years. 


? . * 
Druckman Opens Lot 


HARTFORD, Conn.—Ben Druck- 
man, former state Auburn - Cord 
distributor, has opened a used-car 
lot under the name of Harvey Mo- 
tor Sales. Druckman has been affil- 
iated with the auto industry for 25 
years. 


* * * 
Fire Destroys Office 
OTTAWA.—The office of Cham- 
plain Motors’ used-car lot was de- 
stroyed by fire, but near-by cars 
escaped damage. 
* = 


Auto Titles Insured 
PORTLAND, Ore.—A license to| gon. Such insurance is designed to 
write auto title insurance, said to| protect the insured against loss 
be the first in the U.S., has been|from a defective title or incum- 
granted the Insurance Co. of Ore-| brance on the title. 








amazing new 
automatic 
windshield 
washer 
solvent is 


Feather River Opens Lot 

OROVILLE, Calif.—Feather Riv- 
er Motors (Dodge- Plymouth) has 
opened a used-car lot here. 

* * . 

Tri-States Auction Starts 

NESBIT, Miss.—Tri-States Auto 
Auction, Inc. has started opera- 
tions here. 








Houston Dealers Elect 
Vickers as President 


a blue tablet! 

HOUSTON.—The Houston Inde- ae 
pendent Automobile Dealers Assn. 
has elected J. M. Vickers as presi- | ; 
dent. 

Other officers are Julian Pace, ! 
vice-president, and H. B. Mistrot, | 
secretary and treasurer. 

e o o 


Davenport Motors Opens 


HUNTSVILLE, Ala. — Buddy 
Davenport Motors has opened here. 


Nashville Dealer Opens 


NASHVILLE, — Allen Motors, 
owned by A. P. Allen, has opened 
as a used-car. business. 


Smith Opens Lot 


JAMESTOWN, N. Y.—Robert T. 
Smith has opened a used-car lot at 


WINDSHIELD WASHER CONCENTRATE 





Drop 1 Cea Bs tablet into a full automatic 
washer jar. Watch it fizz into a 
powerful blue detergent solution. The 


SELLS ON SIGHT TO CONSUMERS sudiess mixture skims away road 


24 envelopes 


1238 ’ East | Second, St, | known as containing 2 film, bug splatter instantly. No messy 
tadium Motor es. He formerly Ried ° 

Gan Gneetiaied wlth, Padiiek titer soudena leftover liquids to leak in glove 
Sales. colorful easel compartment. Services automatic 


display. 

List: 1 envelope 
(2 TABS) for 25c. 
Get it from 

your jobber. 


windshield washers the safe, 
dry Cristy Zeal way. 


7 a m 
Ottawa Concern Raided 
OTTAWA. — Thieves broke into 
the office of Albion Motor Sales, 
used-car firm, and fled with $125 
and equipment. 


Fruehauf Acquires 
New Facilities 
‘To Meet Demand’ 


DETROIT.—Fruehauf Trailer Co. 
has purchased a 256,000-square-foot 
factory at Drayton Plains, Mich., 
and is adding space at its Avon 
Lake (O.) plant to meet “unprece- 
dented customer demand.” 

These developments were an- 
nounced at the annual meeting by 
Roy Fruehauf, president. 

Fruehauf earlier had revealed 





Write us for sample fabs 


CRISTY CHEMICAL CORPORATION, worcester 4, mass, u.s.A 


Manufacturers of the original Cristy Drygas. 


now Your present Exhaust System 


CAN SERVICE “TWIN-EXHAUST” cars! 


that the company had purchased : : 
a 100,000-square-foot factory at ia Tee 
Delphos, O., and was making addi- ] 
tions to its Fort Wayne (Ind.) TS ane 
| plant. ge lL ane 
| He told the stockholders that the ALL 

|firm’s newest batch of orders to- 
|taled $8 million and indicated that 
“sales for the first six months 
will be well above $100 million to 


make it the greatest first half in 
the company’s history.” 


Tet 
steel 


ME 
ADAPTERS 





© 6 ft. x 2” tubes with 
welded precision 
fittings 

© Turned edges prevent 
scratching of bumpers 

© Retract fully into Car- 
Mon underground 
exhaust systems 

© Rustproof stainless 
steel construction 


Call or write your jobber! 


NOW YOU CAN ENJOY .°.. 


complete carbon monoxide protection 
while servicing both single and dual tail- 
pipe cars! CAR-MON’s special dual 
adapters fit both round and flat tail-pipes 
with leakproof safety. Sturdily constructed 
adapter is made of stainless steel .. . 
unaffected by heat, cold or hard use. It’s 
smart .. . it’s safe to order CAR-MON 
Dual Adapters today! 


4552 N. BROADWAY 
CHICAGO 40 2S 


CAR-MON PRODUCTS CO. 
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S. C. Joins Springtime Parade This Weekend .. . 


Auto Shows Still Hold Sway 


DETROIT. — With spring, auto | staged,” Nimmer said. “We expect | tracted an estimated attendance of 


shows are popping up throughout 
the country. The South Carolina 
Automobile Dealers Assn. will hold 
its first state-wide show in con- 
junction with its 16th annual con- 
vention May 21-23 at the Ocean 
Forest Hotel in Myrtle Beach. 

Other recent shows were given 
in Springfield, I11.; Providence; 
West Covina. Calif.; Miamisburg, 
O.; Yonkers, N. Y., and Salem, Ore. 

Gen. Carlos P. Romulo, Philip- 
pine delegate to the United Na- 
tions, will be the featured speaker 
at the South Carolina convention. 
Romulo is well-known as an 
orator as well as a soldier and 
diplomat. 

James Melton, concert tenor, will 
exhibit an item from his collection 
of antique cars at the “Carorama,” 
as the South Carolina auto show 
will be called. 

Melton also will sing in “An In- 
formal Evening of Music” which 
will be open to the public. 

F, A. Nimmer, association pres- 
ident, said that all of the new car 
models will be on display as well 
as a collection of world-famous 
cars and experimental models. 

“This will be the biggest state 
convention the group has ever 


DeSoto-Plymouth 
Signs 4 in West 


LOS ANGELES. — D. H. Cope- 
land, DeSoto western zone man- 
ager, has announced the signing of 
four new DeSoto-Plymouth dealer- 
ships in the Los Angeles region. 

The new dealers include: Jim 
Hill Motors, Delano, Calif.; Bill 
Ellis Motors, Palm Springs, Calif.; 
Boner and Haley, Santa Barbara; 
Don Le Roux Motors, La Jolla, 
Calif. 


Bond 


Guarantee 


wells te Me al ee ell 


Origa ms teli Ma lehecealel 


KENDALL REFINING COMPANY, 


that hundreds of South Carolina 
families will make plans to spend 
the weekend of May 21-23 at the 
beach to take in the show.” 
Myrtle Beach officials say that 
normally the area would attract 
about 70,000 persons for the 
weekend. Many thousands more 
are expected for the show. 
- The SCADA convention program 
is under the supervision of W. T. 
Rose, chairman; Mrs. Ella W. Ford, 
SCADA execufive secretary, and 
Nimmer. 

In Providence, and aided by 
nightly appearances by Herb Shrin- 
er, TV comic, a score of dealers in 
the metropolitan area attracted 
large crowds to a week-long auto 
show in the Rhode Island audito- 
rium, 

The largest show to be staged 
under one roof here in nearly 20 
years, it was held independently of 
the Rhode Island Automobile Deal- 


ers’ Assn., which sponsors Wash-| 


ington’s Birthday open-house dis- 
plays. 

Antique and foreign cars also 
were exhibited. 

An estimated 271,000 persons 
passed through the County Cen- 
ter, Yonkers, N. Y., to view 125 
models on display in an “inter- 
national auto show.” 

Highlight of the event was the 
first public display of a $30,000 
modified Cadillac sports car, built 
for Harry Birdsall and Joseph 
Mascari, two amateur sports en- 
thusiasts. 

They announced that duplicates 
of the gold-plated, mother-of-pearl- 
finished car will sell for $20,000. The 
free show attracted 30 manufac- 
turers of domestic and foreign cars. 

Springfield (Ill.) dealers recently 
staged their auto show amidst the 
festive flowers of spring and at- 


Ye 


ee 


All Kendall Lubricants 


Greases are refined exclusively 
by advanced Kendall processes 


from 100 


vania Crude Oil — world’s 


richest. 





t 
| 


Bradford, 


7,000 during the three days. 

Sponsored jointly by the Spring- 
field Auto Dealers Assn. and the 
Sertoma Club, proceeds of the 
event went to local charities. 

It was the first such exhibit 
since 1937 and 44 new cars were 
displayed as well as automotive 

accessories and “cutaway” mod- 
els of various engines and trans- 
missions. 

In West Covina, Calif., seven 
dealers joined to stage an auto 
show in conjunction with the com- 
munity fair recently. 

Six Miamisburg (O.) auto dealers 
cooperated with the retail division 

of the Chamber of Commerce as 
sponsors of a show last week. It 
opened with a downtown parade, 
which included 1955 models, old 
model cars and antique autos. 


And the Salem (Ore.) Automo- 
bile Dealers Assn. presented an 
open house with cooperative adver- 
tising that told the part franchised 
dealers played in the community. 

The ad outlined the total in- 
vestment of the dealers and set 
the annual payroll to 372 em- 
ployes as $1,514,300. It set the 
theme of “no sales at open house, 
just come and enjoy yourself.” 

However, all dealers reported an 
increase of sales as a result of the 
occasion. 


Given Succeeds Mulligan 


The Metropolitan Detroit Lin- 
coln-Mercury Dealers Assn. has 
elected Reg Given of Given Mo- 
tors, as president for the coming 
year. He succeeds Nelson Mulli- 
gan, of Mulligan Lincoln - Mer- 
cury, Inc. Other new officers are 
Mel Haugh, vice-president; Stu 
Evans, secretary, and Ted Grace, 
treasurer. 
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Catlin Lot Makes Most of Lighting— 


The used-car lot of William Catlin & Sons (Studebaker), Jacksonville, Fla., presents 
a striking appearance at night with its unusual lighting arrangements. The lot covers 


more than half a block in length. 


Used-Car Auction Prices 





(Continued from Page 63) 


PLYMOUTH — '51 Cranbrook 4-dr., $320. 
*49 coupe, $100. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
490°. °’53 Chieftain (8) 2-dr., $1,090*; 
4-dr., $1,090, $1,060*, '52 Chieftain (8) 
4-dr., $780*, $730*; 2-dr., $745*. '51 Sil- 
ver Streak (8) 4-dr., $585*. °49 Silver 
Streak (8) 4-dr., $290*. 

STUDEBAKER 53 Commander 4-dr., 
$850. 


BOUND BROOK, N. J. 


(Plainfield Auto Auction. Sale every Fri- 

day. Prices are for sale of May 6.) 

(Market very good on clean cars, Sold 

60 out of 98.) 

BUICK—’55 Super Riviera, $2,650*%. '54 
Special 4-dr., $1,810*. °53 Special club 
coupe, $1,400*; Super 4-dr., $1,310*. ’52 
Surer Riviera, $915*. ’51 RM 4-dr., $675*. 

CADILLAC—’54 (62) conv., $3,850* (ps). 
’51 (62) 4-dr., $1,350*%. ’°49 (62) 4-dr., 
$710*. 

CHEVROLET—’54 Two-ten station wagon, 
$1,350*; 4-dr., $1,290. '53 Two-ten 4-dr., 


$1,000*; conv., $1,000; 2-dr., $950. ’52 
FL Deluxe 2-dr., $650. '51 SL Deluxe 
4-dr., $450. 


CHRYSLER—’48 Windsor club coupe, $270. 

DODGE—’53 Coronet (8) 4-dr., $790. 
Wayfarer 2-dr., $525. ’°49 Coronet 4-dr., 
$340; %-ton panel, $155. 

FORD—’54 Main (6) Ranch Wagon, $1,- 


450: Custom (8) club coupe, $1,385. °53) 
Custom (8) 4-dr., $1,135. °51 Custom 
(8) 4-dr., $410. ’49 Custom (8) 4-dr., 
$250. e 

HUDSON—’52 Wasp 4-dr., $425. 

KAISER—’52 sedan, $315. 

MERCURY—’51 club coupe, $550. ’50 se- 
dan, $410. 

OLDSMOBILE—’53 (88) 4-dr., $1,175*. 
"50 (88) 4-dr., $425*. °49 (88) 4-dr., 
$380*. 

PLYMOUTH—’54 Savoy 4-dr., $990. °53 
Cranbrook conv., $970. °51 Cranbrook 
Belvedere, $515; 4-dr., $470. ’50 Deluxe 
4-dr., $390. 

PONTIAC—’53 Chieftain (8) conv., $1,- 
350*; 4-dr., $1,170*. °52 Chieftain (8) 
4-dr., $970. ’51 Silver Streak (6) 2-dr., 
$650*. °50 Silver Streak (8) Catalina, | 


$610*. °49 Silver Streak (8) 4-dr., $425*. 
"48 Torpedo (8) conv., $200*. 
STUDEBAKER ’53 Commander club 
coupe, $650. 
WILLYS—’52 (6) station wagon, $570. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of May 4.) 
(Improved activity in medium-priced, 
clean autos. Dealers crying for used pick- 
up trucks and we have none to offer. 
Sold 82 cars out of 116 offerings.) 

BUICK—’52 Super 4-dr., $880*. °50 Spe- 
cial 4-dr., $480; 2-dr., $460. ’48 Special 
4-dr., $175. 

CHEVROLET—’54 Two-ten 2-dr., $1,055. 
’53 Bel Air conv., $1,100*; One-fifty 4- 
dr., $780. '52 SL Deluxe 4-dr., $560, 
$550. °51 SL Deluxe 4-dr., $605, $475; 
2-dr., $465, $455. ’°50 SL Deluxe 2-dr., 


$435, $265; 4-dr., $395, $385; SL Special | 


4-dr., $275, $265. °49 SL Deluxe 4-dr., 
$370, $365, $355; 2-dr., $315, $280, $270. 
'46 SM 4-dr., $280, $275. 

DeSOTO—’52 Fire Dome (8) 4-dr., $510. 
*50 Custom 4-dr., $365. '48 station wag- 
on, $105. 


DODGE—’51 Wayfarer coupe, $365. °49 
Meadowbrook 4-dr., $375. 
FORD—’54 Custom (8) 2-dr., $1,200*. ’52 


Custom (8) 4-dr., $800. ’'51 Custom (8) 
4-dr., $540, $405, $375; 2-dr., $540; Cus- 
tom (6) 2-dr., $395, $385. °50 Custom 
(8) 2-dr., $475, $465; Custom (6) 2-dr., 
$380, $370. ’49 Custom (8) 4-dr., $405, 
$400. ’47 Deluxe (8) 2-dr., $220, $210. 
"46 Deluxe (8) conv., $180, $120; 4-dr., 
$150, $140. '40 (8) club coupe, $300. 

LINCOLN—’49 4-dr., $170, $160. 

MERCURY—’55 Montclair 2-dr., $2,615*. 
’54 Custom 2-dr., $1,310*. ’51 club coupe, 
$530; coupe, $500; station wagon, $495. 
'46 4-dr., $125. 


NASH—’51 Ambassador 4-dr., $275; States- 


man 2-dr., $205. 


OLDSMOBILE—’51 (98) 4-dr., $680*; (88) | 


2-dr., $350*, °50 (88) 2-dr., $580; (98) 
2-dr., $475. 
PLYMOUTH — ’53 Cranbrook 4-dr., $905. 


*52 Cranbrook 2-dr., $400. ’51 Cranbrook | 


4-dr., $305. 
$445, $440. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,980. 
’53 Chieftain (8) 4-dr., $1,105. ’51 Sil- 
ver Streak (8) conv., $720*. 

STUDEBAKER — ’51 Commander conv., 
$250; Champion 4-dr., $255. '47 Cham- 
pion coupe, $155. 

MISCELLANEOUS — '50 International %- 
ton pickup, $210. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of May 5.) 
(Sold 53 cars out of 89 offerings.) 
BUICK—’53 Super Riviera, $1,235*, $1,- 

250°. '50 Special 2-dr., $305°. 


50 Special Deluxe 4-dr., 


"52 | 





CADILLAC—’54 (62) club coupe, $3, 


750* 


(ps). ’51 (62) sedan, $1,290*. °47 (62) 
sedan, $240*, $210. 

CHEVROLET — ’54 Bel Air Sport coupe, 
$1,450*; Two-ten 2-dr., $1,255. ’52 SL 
Deluxe 2-dr., $535. '51 SL Deluxe 2-dr. 
$455*, $420*; Bel Air, $655*. °50 %-ton 
pickup, $390. 

CHRYSLER—’53 Windsor sedan, $1,365", 
$1,350*. 


DeSOTO—’51 Custom sedan, $485. ’50 Cus- 
tom sedan, $395. 

DODGE — ’53 Custom club coupe, 
$830*. ’°50 Custom sedan, $350. 
tom 2-dr., $110. 

FORD—’54 Custom (8) 2-dr., $1,595*, $1,- 
590*; 4-dr., $1,150, $1,130, $1,110; Crest 
(8) Victoria, $1,490*. °53 Custom (8) 
2-dr., $905, $895. °52 Main (8) 2-dr., 
$610, $580. ’49 Deluxe (6) 2-dr., $210. 

MERCURY—’54 2-dr., $1,390. °51 sedan, 
$385. °50 club coupe, $350. °49 sedan, 
$275, $210. 

NASH—’54 Rambler 4-dr., 
’51 Ambassador sedan, $375. 
bler sedan, $135. 

OLDSMOBILE "51 (98) 
$375*. ’°50 (88) 2-dr., $270. 

PLYMOUTH — ’53 Cambridge club sedan, 
$670, $630. °51 Cambridge club coupe, 
$350. 

PONTIAC—’54 Chieftain (8) station wag- 
on, $1,570. ’51 Silver Streak (6) sedan, 
$355. 

WILLYS—’53 2-dr., $595, $565. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of May 5.) 

(Prices, on the average, are dropping 
with the market jumbled, Clean offerings 
still bringing good prices. Sold 98 cars 
out of 124 entered.) 


$875, 
"47 Cus- 


$1,095, $1,065. 
"49 Ram- 
sedan, $395*, 


BUICK—’54 RM 4-dr., $1,625* (ps). '53 
Super Riviera 2-dr., $1,350*. °51 RM 
4-dr., $510. ’50 Special 4-dr., $300*. '48 


Super 4-dr., $100. 
CADILLAC—’49 (61) 4-dr., $640*. 
CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
915*. °53 Bel Air Hard Top, $1,180*; 
One-fifty 2-dr., $650; %-ton pickup, $455. 
’52 SL Deluxe station wagon, $975; club 
coupe, $750*; 2-dr., $720. ’51 SL Deluxe 


conv., $755; club coupe, $605*; FL De- 
luxe 2-dr., $595*, $525*, $475. °50 SL 
Deluxe 4-dr., $415; club coupe, $490, 
$345*; 2-dr., $400; FL Deluxe 4-dr., 
$525; 2-dr., $400. °49 SL Deluxe 2-dr., 
$420; SL Special 2-dr., $310; Suburban, 
$310. '48 FL Aerosedan, $160, $130; FM 
2-dr., $125. 





= 


CHRYS =R—’50 NY club coupe, $315*. 
DeSOTO—’51 Custom 4-dr., $510*. 
DODGE—’53 Meadowbrook 4-dr., $725. '52 
Coronet 4-dr., $575*, $515*. °51 Meadow- 
brook 4-dr., $515; Custom 4-dr., $510*. 
"50 Meadowbrook 4-dr.. $300; %-ton 
pickup, $230. ’49 Wayfarer coupe, $170. 
FORD—’52 Crest (8) Victoria, $900. ’51 
Crest (8) 4-dr., $555; Custom (8) 4-dr., 
$525; 2-dr., $480*, $430*, $400; Deluxe 
(8) 2-dr., $525; Custom (6) 2-dr., $450, 
$395; %-ton pickup, $405. ’50 Custom 
(8) 2-dr., $380; Deluxe (8) 2-dr., $250; 
Deluxe (6) coupe, $165. '49 Custom (8) 
2-dr., $210. °47 %-ton pickup, $225. 
HUDSON—’51 Hornet 4-dr., $515°*. 
LINCOLN—’49 Cosmopolitan 4-dr., $290°. 
MERCURY — ’52 Monterey 2-dr., $805°*; 
4-dr., $750. ’51 4-dr., $530°; 2-dr., $665. 
’49 4-dr., $160. 


OLDSMOBILE—’50 (88) 2-dr., $515*. '49 
(88) 4-dr., $230°. 

PACKARD—’51 (200) 4-dr., $375*%. °50 
2-dr., $280*. ’49 conv., $230°. 

PLYMOUTH — '55 Belvedere (8) Sport 
coupe, $2,150*. ‘54 Savoy 4-dr., $1,075. 


’53 Cambridge 2-dr., $675. ’52 Cranbrook 
2-dr., $530; Cambridge 4-dr., $410. ‘51 
Cranbrook 4-dr., $455; Cambridge 2-<r., 
$330. °50 Special Deluxe 4-dr., $400. '49 
Special Deluxe 4-dr., $200. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,- 
990*. °53 Chieftain (8) 4-dr., $1,080°; 
Catalina, $950. °51 Silver Streak (8) 2- 
dr., $575*. ’50 Silver Streak (8) 4-dr., 
$500*, $375. ’49 Silver Streak (8) 4-dr., 
$325*; 2-dr., $250. 

STUDEBAKER—’ 54 Champion 2-dr., $875. 
’53 Commander 4-dr., $800*. ’52 Cham- 
pion 4-dr., $480*, $450; 2-dr., $400. ‘51 
Champion 4-dr., $185. "49 %-ton pickup, 
$225; Champion 4-dr., $155. 

WILLYS—’52 jeepster, $800. 

MISCELLANEOUS—’53 GMC 
up, $650. 


%-ton pick- 
” « 


— Auctions in Brief — 
HARRODSBURG, KY. 


Blue Grass Auto Auction. Sale every 
Thursday (May 5). A fair sale today 4al- 
though cars were on the rough side. id 
75 percent of cars offered. 

© * 
N. PLAINFIELD, N. J. 

Lebanon Auto Auction, Inc. Sale every 
Wednesday (May 4). Weather fine. Sharp 


cars bringing premium prices. Sold 84 out 
of 129. 
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Oil Industry Studying Smog 


LOS ANGELES.—The oil indus- 
try is taking a hard look at its 
own responsibility for air pollution 
in major U.S. cities and at how far 
it has progressed in alleviating the 
situation. 

Reviewing the Los Angeles 
smog problem, Dr. Lauren B. 
Hitchcock, president of the Air 
Pollution Foundation, told a 


meeting of the American Petro- | 


leum Institute that the industry 
“still has a great deal to do 
before it can claim to have ade- 
quately discharged its responsi- 
bility for air pollution.” 

He addressed the 28th annual 
meeting of the Pacific Coast dis- 
trict of the institute’s production 
division. 

Hitchcock laid the blame for 18 
percent of Los Angeles’ air pollu- 
tion at the oil industry’s doorstep, 
estimating that it is currently 
emitting 600 tons of significant 
pollutants each day. 

The balance of the daily emis- 
sions is made up of 45 percent by 
automobile, truck and diesel opera- 
tions, 20 percent by domestic use 
of natural gas and incinerator 
burning, 10 percent by miscellan- 
eous industrial operations, and 7 
percent by evaporations at service 
stations and gasoline losses in 
automobiles. 

Three scientific papers on air 
pollution were read before the 
20th midyear meeting of the 
American Petroleum Institutes’ 
division on refining last week 
(May 10) in St. Louis. 

The papers concerned the forma- 
tion, concentration and reactions 
of ozone in the air and its relation- 
ship to smog. 

A paper by Lawrence M. Rich- 


British Cars Pace 
Economy Run 


In South Africa 


JOHANNESBURG, South Africa. 
—The South African Mobilgas 
Economy Run, the first officially 
sponsored contest in which British 
cars have competed with products 
from America and Europe, was 
won by a British car. 

Britain also provided a winner 
in two of the three classes, and 
first, third, fourth and fifth in the 
general classification. 

The outright winner was an 
Austin A30 which returned a ton- 
mile figure of 56.362, with an ac- 
tual 51.755 miles per gallon. This 
car was also winner of Class A 

(up to 1,100 c.c.). 

In Class B (1,100-2,000 c.c.) the 
Austin A50 Cambridge returned the 
best actual petro] consumption fig- 
ure of 35.835 mpg, but on a ton- 
mile basis, it was beaten by the 
Renault Fregate with 54.917 com- 
pared with 53.037 for the A50. 

Class C comprised all cars of 
over two litres capacity and in- 
cluded 13 starters, most of which 
were American cars. The class was 
won by a Rover 90 with a ton-mile 
figure of 50.362 and an actual gaso- 
line consumption figure of 26.505. 
This car also placed fifth in gen- 
eral classification. 

Apart from the official results, 
the Morris Oxford returned a fig- 
ure of 55.523 ton-miles per gallon 
and would have won its class and 
taken second place in general 
classification, but the car suffered 
a minor electrical defect and was 
disqualified. 

The course was from Cape Town 
to Johannesburg, a distance of just 
Over 1,500 miles at altitudes vary- 
ing from sea level to 600 feet. 





Donnell Is Honored 


As ‘Man of the Year’ 


YOUNGSTOWN, O.—The West 
Side Merchants and Civic Assn. 
has named L. F. Donnell (Ford) 
as “Man of the Year.” Over 400 
attended a banquet in his honor. 

Donnell, owner of L. F. Don- 
neli, Inc., was president of the 
Chamber of Commerce in 1953 
and 1954 and is a past-president 
of the Ohio Automobile Dealers 
Assn, Among the many speakers 
was T. J. O'Neil, director of Ford 
Motor Co.’s product sales and 
dealer organization office. 








|ards, Stanford Research Institute, 
Stanford, Calif., stated that light 


waves, acting upon certain sub- 
stances in the air, could form ozone. 
Hydrocarbons, given off by petro- 


|leum products, are the principal 


substances present in the ozone 
forming material. 

A report by J. Cholak, L. J. 
Schafer and D. W. Yeager, Ket- 
tering Laboratory, University of 
Cincinnati College of Medicine, 
showed that Los Angeles had a 


higher level of ozone in its smog | 


than was found 
nine other cities. 
However, the scientists reported 


in the air of 


that the density of motor traffic 
had no relationship to the amount 
of nitrogen dioxide in the air. Ni- 
trogen dioxide is believed to cause 
smog when it reacts with hydro- 
carbons. 

Experiments with sunlight by 
Philip L. Hanst, Edgar R. Stephens 
and William E. Scott, Franklin In- 
| stitute, Philadelphia, showed that it 
|played a major part in creating 
smog. 

Their paper stated that sunlight 
caused atmospheric chemical reac- 
| tions involving ozone and oil waste 
| products (hydrocarbons). 





21 New Nash Dealerships 
Franchised in Month 


DETROIT.—Nash Motors signed 
up 51 new dealers in April, accord- 
ing to Roy Abernethy, sales vice- 
president. 


In the first four months of 1955 
Nash granted franchises to 248 
new dealers—40 in January, 100 
in February, 57 in March and 51 
in April. 

Abernethy credits much of the 
success for the dealer-signing pro- 
gram to the new profit-sharing 
program at American Motors Corp. 
for dealers. 

“The addition of these choice 
dealers and the rising sales of our 
1955 models are further guarantees 
of a highly successful year for 
Nash,” he said. 

The following dealers were 
signed in April: 

John W. Harvey, Harvey Nash, 
San Francisco; James P. Brady, 
Brady Auto Sales, Cincinnati; Ray- 
mond P. Vachon, Vachon’s Motor 
Sales, South Attleboro, Mass.; 
Mitch G. Mozur, Mitch Mozur Co., 
Steubenville, O.; Harry H. Grass, 
Grass Auto Service, Custer, S. D.; 
Robert L. Cropper, Ocean City 
Nash, Ocean City, Md.; Edward J. 
DeGeorge, DeGeorge Motor Sales, 
Butte, Mont.; Earl H. Sayre, Sayre 
Nash Sales, Amsden, O. 

G. H. Yonker, Yonker Nash 
Sales, Muskegon Heights, Mich.; 
Fred S. Rogers, Rogers Sales & 
Service, Pontiac; Joseph J. Hol- 
may, Winona Body Shop, Winona, 

Minn.; Raymond H. Burgess, 
Burgess Motors, Oceanside, Calif.; 
Wilber F. Beisner, Auto Clinic, 
Rapid City, S. D. 

Julius E. Earle, J. E. Earle Co., 
Anderson, S. C.; Elliott Goldberg, 


Ell-Bern Motors, Dorchester, Mass.; | 


Walter P. Pisenti, Pisenti Bros. 
Nash, Santa Rosa, Calif.; Joseph 
Rody jr., Greenfield Motors, West 
Allis, Wis.; Edward A. Hach, Hach 


Auto Service, Inc., Painesville, O.; | 


Clarence R. Dickman, Dickman 
Nash Sales, Albert Lea, Minn.; 
Oren S. Hewkin, Hewkin Motor Co., 
Steelville, Mo.; Ben H. Stiegemeier 
and Glennon J. Boerding, Boerding 
& Stiegemeier, St. Charles, Mo.; C. 
P. Emonet, Opelousas Nash Motors, 
Opelousas, La. 


L. T. Jones, Jones Sales Co., 


Washington, Ind.; Wayne H. Wag- | 


ner, W. H. Wagner Auto Sales, 
Dunlap, Tenn.; Archie W. Wilbert 
sr.. American Auto Nash, Burling- 
ton, Vt.; C. E. Vaughan, Vaughan 
Motors, Gainesville, Ga.; A. L. 
Bower, Bower’s Sales & Service, 
Berwick, Pa.; Fred W. MacVicar, 


Pawtucket Nash, Inc., Pawtucket, | 
R. L; Vito Macina jr., Williams- | 


bridge Parkway Garage, Bronx, 
N. Y.; Don MacLeod, MacLeod Mo- 
tor Sales, Sinton, Tex.; Charles 
Bing, Bing Motors, South Orange, 
N. J.; Sigurd Lindgren, Lindgren 
Implement, Hillsboro, N. D. 

Clyde H. Martin, Martin Motor 
Co., Galesburg, IIL; Clarence 
Jerome, Jerome & Morris Auto 
Sales, Granite City, Ill; Arthur 


| L. Clough, Cape Ann Auto Sales 
| Corp., Gloucester, Mass.; George 


Beal, Keyport Nash, Keyport, 
N. J.; John C. Reynolds, Rey- 
nolds-Cleary Nash, San Rafael, 
Calif.; Douglas Merchant, North- 
end Sales & Service, Cadillac, 
Mich.; Henry Lind, Lind Motor 


| Sales, Inc., Upper Sandusky, O.; 


William A. Hall, Hall-Tynes Mo- 
tor Sales, Princeton, W. Va.; 
George F. Dinneen, Dinneen Mo- 
tor Co., St. Cloud, Minn. 

Harvey J. Michels, Michels Nash, 


| Mankato, Minn.; Alan C. Van Horn, 


Neumann Nash Motors, Lewistown, 
Mont.; Virgil Neely, Bellingham 
Nash, Bellingham, Wash.; Francis 
E. Mackle, Mackle Motors, Hones- 
dale, Pa.; Forrest B. Strayer, Belle- 
fontaine Nash Sales, Bellefontaine, 
O.; Bernard E. Gridley jr., Nash 
Palo Alto, Palo Alto, Calif.; Melvin 
Dawson, Dodge City Nash, Dodge 
City, Kans.; Wayne M. Pack, 
Martin-Pack Nash Co., Miami, 
Okla. 

John B. Kipp, San Jose Nash 
Co., San Jose, Calif., and James T. 
Marquis, Marquis Motors, Beaver 
Falls, Pa. 


Monmouth County Dealers 


Elect Weiler, DeFelice 


RED BANK, N. J. — John E. 
Weiler, of Atlantic Highlands, has 
been elected president of the Mon- 
mouth (N. J.) County Automobile 
Dealers Assn. 


Other new officers are Thomas C. 
DeFelice, Red Bank, vice-presi- 
dent; Leon Lemaitre, Long Branch, 
treasurer, and John E. Bailly jr., 
Red Bank, secretary. 








| 
| 


wheel balancing business. This Commercial Credi 


Resilient Wheel— 


Rand Development Corp., Cleveland, has 
announced a resilient wheel which con- 
sists of two annular rubber diaphragms 
vulcanized between two steel rings. One 
side of the disk is fastened to the axle, 
the other to the rim, the dimensions be- 
ing such that the rubber is stressed in 
tension when the wheel is bolted together. 
The “three-dimensional” springing is said 
to afford new possibilities in driving com- 
fort and safety. 


Bitter Elected 
In San Antonio 


SAN ANTONIO.—Frank W. Bit- 
ter, general manager of Gillespie 
Ford Co., has been elected president 
of the San Antonio Automobile 
Dealers Assn. 

Other officers named were Frank 
Houston, Ranger Pontiac Co., vice- 
president, and Walter Windsor, 
Turbeville Lincoln-Mercury Co., 
treasurer. Directors are Ned Collins, 
Newton Godfrey, H. F. Watson and 
Cc. C. Gunn. 


Don’t miss the Auto Dealer Changes col- 


umns, They’ll keep you abreist of what | 


fellow dealers are doing. 
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(Continued from Page 16) 
action to assure its early accom- 
plishment. 

The committee is holding hear- 
ings on President Eisenhower's 
proposal to set up a $25 billion 
Federal corporation outside the 
debt limit to build a 40,000-mile in- 
terstate highway system. 

* * * 


|L’Henreux Named in Quiz 


OBERT D. L’HENREUX, who 

served as counsel to the Purtell 
committee during the hearings on 
the NADA auto bootlegging bills 
in the last session of Congress, last 
week was appointed minority coun- 
cel in the current radio-television 
|investigation of the Senate Inter- 
state Commerce Committee. 

L’Henreux was named to his 
new post by Senator John Brick- 
er, Ohio Republican, who then 
was chairman of the Senate In- 
terstate Commerce group. 

David Busby, an Oklahoma at- 
torney, is counsel for the present 
Monroney auto investigating sub- 
committee, appointed by Sen. War- 
ren Magnuson, Washington Demo- 
crat, chairman of the parent group. 

* * * 





Propose New Court 


REATION of a new Federal 

court to handle certain tax, 
trade and labor disputes was urged 
by the Hoover Commission in its 
recent report filed with Congress. 
Under the Hoover recommenda- 
tions, the new tribunal would take 
over judicial functions now han- 
dled by the National Labor Rela- 
tions Board, the Federal Tax Court 
and agencies such as the Federal 
Communications Commission and 
the Federal] Trade Commission 
which act in trade regulation cases. 

* 


50-50 Ratio Urged 


AMONG recent witnesses before 
the Senate roads subcommittee 
was A. B. Gorman, president of 
the Private Truck Council of 
America. He testified against Presi- 
dent Eisenhower’s highway expan- 
sion proposal, which would set up 
a Federal corporation to issue 
bonds outside the debt. Gorman 
urged that new highway construc- 
tion be financed from normal rev- 
|} enue sources. 





‘Own a money-making 


gg 2 Wheel 


Balancer 


fo TAD os 


Your Profits Pay for It 


Only $32.75 down... 
$14.12 per month 
(you'll make more on 
three four-wheel jobs) 
... puts you into the 
profitable Hunter 

it Corporation 


time-payment plan enables you to get started now... in plenty of time 
for the profitable vacation driving months ahead. 


Call your jobber today. See a demonstration of the Hunter—the 


wha 


pea ea 


Tire Rounder 


car and truck wheel weights 


Ask your jobber about 


aoe, Ae 
a od 


—$———— § To HUNTER ENGINEERING COMPANY 
Iz s Hunter Avenue and Ladue Road 
SSS 5 St. Louis 24, Missouri 
Hunter X-Act passenger Hunter Trim-A-Wate— 8 Please send complete information on the 
the all-in-one, all-purpose & 
wheel weight tool . C Hunter Tru-Up Tire Rounder 
: Name 
ee has Se Ag Company... 
Hunter Avenue and Ladue Road ; I china nais-ecseua 
St. Louis 24, Missouri : MT coves apenkeas 





original on-the-car balancer that outsells all other makes combined. 
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C Hunter Tune-in Wheel Balancer and CCC Plan 








Ford Names Burdette 


For Louisville Office 

Appointment of D. ©. Burdette 
as Ford sales manager of the 
Louisville district has been an- 
nounced by L. W. Smead, Ford 
general sales manager. 

Burdette was former manager of 
the parts and service sales depart- 
ment at the general sales office. He 
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succeeds J. K. Lester, who is retir- 
ing after 30 years with the com- 
pany. 

* * s 


Willard Appoints Cech 


Appointment of Elmer ©. Cech 
as his staff assistant has been an- 
nounced by R. L. Sommerville, gen- 
eral sales manager of Willard Stor- 
age Battery Co. Cech started with 
Willard in 1953 as market analyst. 
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shampoo 


RAMA ALE 
MAKES 2 GALLONS 





Takes cling out of oil and grease 
. emulsifies it . . . so that all dirt 


A. ey 1 be hosed off as easily as you rinse hands under 


water faucet. Launders engines faster, more completely, and safer than 
steam cleaning (warm the engine). Self scouring action brings out 


factory new appearance . . . 


provides accurate visual inspection . . . 


Gunked engines run cooler. Get Genuine Gunk in quart and larger 
sizes at better wholesale auto suppliers throughout the country . . . 
Flatly refuse imitations. 
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“Yub got me! All 1 did was tell Chadwick: 
we're putting in a Monoxivent system!” 





with KENT-MOORE 





MONOXIVENT 


Exhaust Eliminating Fixtures 


If you were to make a list of the features 
you want in an exhaust eliminating system, 
wouldn’t it go something like this? . . . rea- 
sonable price, low installation cost, eco- 
nomical operation, time-saving convenience 
and long, trouble-free life. That's the list 
most automotive servicemen come up with 
and it’s a perfect word picture of Kent-Moore 
Monoxivent Exhaust Eliminating Fixtures. 







So, whether you’re planning a new building 
or modernizing an existing one, remember 
Monoxivent . .. a name that’s backed by more 
than 15 years of experience in the exhaust 
eliminating field. And remember, too, that 
Kent-Moore offers you FREE engineering 
services to insure proper installation and 
efficient operation of every Monoxivent sys- 
tem. See your Kent-Moore jobber today. 


KENT-MOORE Organization, Inc. 
5-105 General Motors Building 
Detroit 2, Michigan 
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Chalmers Mfg. Co., 
Canadian operations. 

He replaces Mark C. Lowe who 
resigned. He had been president 
since 1951. Schudt will be in charge 
of all operations, including the 
general offices in Lachine, Que.; 
manufacturing plants at Lachine 
and St. Thomas, Ont. and sales 
offices in Montreal, Toronto, Win- 
nipeg, Calgary and Vancouver. 

+ * * 


in charge of 


Dayton Rubber Names 


Williams in Sales 

Gordon E. Williams has been ap- 
pointed truck-tire 
sales manager for 
Dayton Rubber 
Co. Irve Eis- 
brouch, tire sales 
vice - president, 
has announced. 

Williams for- 
merly was region- 
al manager in the 
Richmond, Wash- 
ington and Phila- 
delphia area. 
Prior to joining G. B. Wiliams 
Dayton Rubber, Williams had ex- 
tensive experience in all phases of 
por truck tire business, Eisbrouch 
said. 





Firestone Ups Maples; 


Appoints Wiedenmann 

James W. Maples has been pro- 
moted to manufacturing director of 
all Firestone’s U. S. and Canadian 
plants, J. E. Trainer, Firestone ex- 
ecutive vice-president, has an- 
nounced. 

Maples formerly was U. S. pro- 
duction manager. He was replaced 
by Herbert H. Wiedenmann, former 
= tire plant manager, Trainer 


s + oe 
Ford Tractor Appoints 


Sivy and Fitzsimmons 

Ford Motor Co.’s tractor and im- 
plement division hag announced 
two new appointments. 

William H. Sivy is manager of 
the manufacturing engineering de- 
partment at the Highland Park 
tractor plant and Jerome F. Fitz- 
simmons is manager of the con- 
sumer research department. Sivy 
joined Ford in 1932 and Fitzsim- 
mons formerly was with Allis- 
Chalmers Mfg. Co 

7 * © 
Kelly, Purolator Part 

Carlos D. Kelly has resigned as 
sales vice-president of Purolator 
Products, Inc. 

+ 


- 
GM Picks De Schyver 
General Motors de Mexico has 
announced that Walter de Schyver 
is new director-general of the Gen- 
eral Motors Corp. subsidiary in 
Mexico. He replaces Vernon A. 


Moore who has taken charge of 
the Argentina branch of the firm. 


Chrysler Boosts Hopkins 


Cordell C. Hopkins has been ap- 
pointed industrial relations man- 
ager of Chrysler Corp.’s Los Angeles 
plant, according to Dan A. Ringis, 
plant manager. Hopkins formerly 
was labor relations supervisor. 

* 


Latham Reassigned 


Appointment of Cecil Latham as 
assistant superintendent has been 
announced by the Fulton Sylphon 
division of Robertshaw-Fulton Con- 
trols Co. at Knoxville, Tenn. Previ- 
ously Latham was general foreman. 

+ * * 


Forward-Planning Chief 


Selected by Plymouth 


Appointment of Frank Fraser jr. 
as Plymouth’s director of forward 
planning is announced by John P. 
Mansfield, president. 

The assignment involves develop- 
ment of long-range objectives and 
plans, Mansfield said. Fraser for- 
merly was director of market anal- 
ysis. c « « 


Borroughs Mfg. Hands 


Sales Reins to Niskala 


Appointment of Elmer W. Niskala 
as general sales manager of 
Borroughs Mfg. Co. has been 
announced by 
George Bennett, 
general manager. 

Niskala will di- 
rect sales of both 
the steel shelving 
and office furni- 
ture divisions. 
Formerly with In- 
terior Steel 
Equipment Co. as 
branch sales man- 
ager at Pitts- : 
burgh, he joined ee 
Borroughs in 1954 at the time the 
firm was introducing its flexi steel 
shelving. 

Borroughs, located in Kalamazoo, 
Mich., is a subsidiary of American 
Metal Products Co. of Detroit. 

. 


Wolverine Names Two 


Wolverine Tube, Detroit has an- 
nounced two sales appointments. R. 
C. Cash has been shifted from 
Memphis to Birmingham, Ala., and 
William R. Morrisey has been 
named to sales in Chicago. 

7 


Stevenson Elected President 


By Allis-Chalmers Board 


Robert S. Stevenson, executive 
vice-president of Allis-Chalmers 
Mfg. Co. since July, 1952, has 
been elected president, according 
to the firm’s board of directors. 

He succeeds the late William 
A. Roberts, who died Apr. 12. 
Stevenson started with Allis- 


Chalmers in 1933 as a salesmnn 

in the Kansas City office of ‘i 

tractor division. 
. 


s 
A-P Controls Appoints 


Reynolds as Dallas Rep 


A-P Controls Corp., Milwauicee, 
has announced appointment of 
Vince Reynolds as a refrigeration 
and heating sales representative in 
Dallas. 

Reynolds has been in refrigera- 
tion sales at the home office for 
three years, the firm reported. 

aa s * 


Wilkinson Heads Sales 


For Twigg Industries 


W. L. Wilkinson has been ap- 
pointed sales manager of W. C. 
a a Inc., Brazil, Ind., 
according to Wil- 
lard C. Twigg jr., 
president. 

For the past 10 
years Wilkinson 
has been sales 
manager of Solar 
Aircraft Co., San 
Diego. While in 
San Diego, he 
served as presi- 
dent of the sales 
executive club 
and was on the 





w. Wilkinson 


aviation committee of the chamber 
of comerce. 


= s 
GM Puts Harrig in Charge 
Of Omaha Training Center 

Marion S. Harrig will be manager 
of the new General Motors Train- 
ing Center at 225 N. Eightieth St., 
Omaha, it is announced by Myrle 
E. St. Aubin, director of GM’s serv- 
ice section. 

Harrig formerly was parts and 
service supervisor of Smith Pon- 
tiac, Inc. He originally joined GM 
in 1940 as Omaha service repre- 
sentative for Pontiac. 

os = a 


National Truck Leasing 


Picks Brown for New Post 


Appointment of Bernard Brown 
to fill the newly created position 
of netional account salesman for 
National Truck Leasing System has 
been announced by Howard Willett 
jr., president. 

For many years, Brown has 
served as fleet sales representative 
in the Philadelphia area for Auto- 
car. 

2 o * 


Ford Names Bushmiaer 


Ford Motor Co.’s tractor and 
implement division has appointed 
Fred G. Bushmiaer as_ business 
management manager of the At- 
lanta regional sales office, accord- 
ing to Robert E. Holsaple, regional 
manager. 

- s © 


Harvester Promotes 


Brisendine to Manager 
W. H. Brisendine has been pro- 
moted from assistant district man- 
ager to manager of the motor truck 
division of the Atlanta district, In- 
(Continued on Page 69, Col. 1) 





MoPar Managers Discuss Participation in May Safety Program— 
At a meeting in Detroit, S$. J. Wall, sales director of MoPar, Chrysler Corp.'s parts division, told regional managers that the 


firm was planning extensive participation in the May Safety Check program. Special topic at the meeting was announcement | 
scheduled for May and June. Promotional materials, such as window banners, 


of a MoPar brake parts program, 


“Tops in Stops,” 


posters and wall signs are being mailed to all Chrysler Corp. dealers. In addition, all members of the MoPar organization have 
been instructed to aid dealers in making the inspection campaign a success. 
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ternational Harvester Co. has re-|Appley, president. Succeeding 


ported. 
He succeeds C. 8S. De Weese who 


hlers as controller of AMA is 
Charles M. Skade, formerly assist- 


has been transferred to New Or-|ant controller of S. H. Kress & Co. 
* + 


jeans as manager. Brisendine has 


been with IH for 19 years. 
* 


Bendix Aviation Names 
Four to New Positions 


Malcolm P. Ferguson, president 
of Bendix Aviation Corp., has 
announced the appointment of 
Arthur E. Raabe, vice-president, 
to coordinate commercial avia- 
tion sales for 12 corporation divi- 
sions and three other personnel 


shifts. 

Roy H. Isaacs has been named 
general manager of the Eclipse- 
Pioneer division, Teterboro, N. J. 
Milo F. McCammon is his assist- 
ant and Charles A. Wolf is new 
director of sales and service of 
the division. | ‘ 


White Shifts Strausser 


To Detroit Branch 


Max L. Strausser, assistant to the 
sales vice-president of White Mo- 
tor Co., has been 
promoted to man- 
ager of the De- 
troit branch. He 
succeeds Earl A. 
Groudel, who has 
retired after 40 
years of continu- 
ous service with 
White. 

Strausser joined 
White early in , = 
1954. He previ- a 
ously was assist-  ™- © Strausser 
ant Zone manager in Philadelphia 
for GMC. 

af . 


Ford’s Buffalo Plant 


Announces Appointments 


Appointments of a new manu- 
facturing - engineering department 
manager and a new controller have 
been announced by William J. 
Swallow, head of Ford’s Buffalo 
assembly plant. 

Edward C. Gasiewicz is in charge 
of manufacturing engineering. He 
has been material-handling engi- 
neer. The new controller is John L. 
Snodgrass, who succeeds A. R. Mc- 
Cardell, appointed manager of a 
cost-analysis department at Ford’s 
Livonia (Mich.) plant. 

es a s 


Elgin Watch Names 


Butler and Weaver 


Cc. 8S. Butler has been named 
general manager of the Wadsworth 
emblem division of Elgin National 
Watch Co., H. E. Corr, assistant 
to the president, has announced. He 
succeeds. Robert H. Stegeman who 
has resigned. 

L. William Weaver has been pro- 
moted to sales and engineering 
manager, filling Butler's former 
position. 

= * * 

Phillips Joins Car Rental 

Appointment of Walter Phillips 
to the newly-created position of ex- 
ecutive vice-president of National 
Car Rental System, Inc., has been 
announced by H. Earl. Smalley jr., 
president. Phillips formerly was 


with American Airlines for nine 


years. 
= * a 
Studebaker Ups Hizer 
Leonard W. Hizer has been 
named to the new post of assist- 
ant zone manager in Buffalo by 
Studebaker. He has been with 
Studebaker for 16 years, most 
recently as city manager in Pitts- 
burgh. 
* ” * 
Wagner Electric Names 


Moncrief and Crain 

Wagner Electric Corp., St. Louis, 
has announced two personnel ap- 
pointments within its automotive 
division. 

B. M. Moncrief has been named 
Dallas manager and J. L. Crain jr., 
Manager in Denver. , 

. a 


Ehlers Reassigned 
Kenneth B. Ehlers has been 
elected secretary of the American 
Management Assn., it is announced 





* 


|White’s Anderson Is Serving 


Ohio Truckers as Trustee 


M. H. Anderson, Cleveland re- 
gional manager of White Motor 
Co., has been named to the board 
of trustees of the Ohio Trucking 


Assn. 
. * = 


Dunn Named Sales Manager 
Of Hickok Safety Division 
Wilbur V. Dunn has been ap- 
pointed sales manager of Hickok 
Mfg. Co.’s automotive safety divi- 
sion, Ray Hickok, president, has 


announced. 
Dunn formerly was marketing 


consultant to automotive products | ' 


manufacturers. During World War 
II, he was in charge of U.S. price 
controls on rubber products and 
automotive services in the mid- 
Atlantic states. 

* * * 


Pontiac Transfers Noonan 


To Pacific Region Sales 


Appointment of John W. Noonan 
as sales promotion manager for 
Pontiac’s Pacific region, with head- 
quarters in San Francisco, is an- 


'}nounced by H. E. Crawford, gen- 


eral sales manager. 

Noonan succeeds W. H. Ross, 
who was promoted to assistant 
zone manager at Portland, Ore. 


® | Noonan formerly was a district 


manager in the Denver zone. 
* * * 


Clark Appoints D’Arcy 


As Southwest Rep 

Clark Equipment Co. Bu- 
chanan, Mich., has appointed 
Nicholas A. D’Arcy jr. as auto- 
motive division factory represent- 
ative in Southern California, Ne- 
vada and Arizona. 

D’Arcy, the company said, has 
been a manufacturers represent- 
ative for the past 10 years. 

* - 


Miller and Wright Win 


Ford Committee Posts 

A. R. Miller, controller, and J. O. 
Wright, purchasing director, Ford 
Motor Co., have been elected to 
the company’s administration com- 
mittee. “ 


Stenger Succeeds Bell 


Gilbert F. Stenger has been 
named manager of battery market- 
ing for B. F. Goodrich Co.’s Tire 
& Equipment division. He succeeds 
E. R. Bell, a veteran of more than 
30 years in battery sales, who re- 


merchandising manager, and B. N. Barber, 


Hill, S. C.; C. D. Martin jr., Santa Monica, 








ager of battery sales in 1953. 
= ? * 


Chrysler Names Franklin 


To Communications Post 


Appointment of Robert M. 
Franklin as Chrysler Corp. com- 
munications coordinator has been 
announced by C. J. Snyder, 
Chrysler vice-president and op- 
erations manager. 

Franklin will serve on the staff 
of C. L. Horner, supervisor of 
systems and procedures, in co- 
ordinating company communica- 
tions systems, Snyder said. 











+ *. . 
Wooster Rubber Names 


Coulter Auto Sales Head 


William F. Coulter has been ap- 
pointed automotive sales manager 
of Wooster (O.) Rubber Co. Coul- 

ter was sales 

4 manager of the 

chain and pre- 

mium sales divi- 

sion of the firm. 

These duties will 

be temporarily 

assumed by the 

general sales 
manager. 

Coulter will di- 
rect all activities 
of the company’s 
automotive de- 
partment, including contract ac- 
counts, specialty and direct ac- 
counts. He also will supervise mer- 
chandising of the Stylemaster Kar- 
Rug, introduced in December. 

Coulter is filling the post of Rod 
Hazlett, originator of the auto 
“throw-rug” idea in 1947. Hazlett 
has taken an indefinite leave of 
absence. 





ov 


W. F. Coulter 


* 7 t 
Dodge’s Jacobs Retires, 
Ending 41-Year Career 

Dodge has announced the re- 
tirement of Oliver H. Jacobs, who 
started work at Dodge Brothers 
‘main plant in 1914. 

Since the first of this year, 
Jacobs has been on special as- 
signment on the staff of M. C. 
Patterson, manufacturing vice- 
president. For 25 years he was 
production supervisor. 


National Standard Parts 


Names Ruth to Field Post 

Jack A. Ruth has been appointed 
a field secretary of the National 
Standard Parts Assn., according to 
J. L. Wiggins, executive vice- 
president. 

Ruth will make his headquarters 
in Houston and will serve automo- 
tive wholesalers and manufactur- 
ers in the central southwestern 
states. os 

” 


Knapp, Alexander Chosen 


J. P. Knapp has been appointed 
Pittsburgh district field manager, 
and Dick Alexander has been ap- 


a > 
"2M 


4 
Sal 


iE a 


Oldsmobile Dealer Council Meets— 


Twenty-four Oldsmobile dealers from 21 states, representing each of Oldsmobile's 
24 sales zones, convened in Lansing for the meeting of the 15th Oldsmobile Dealer 
Council. Front row, from left, Fred Kohlenberg, Bridgeport, Conn.; G. V. Tribe, Provo, 
| Utah; D. A. Ertley, Kingston, Pa.; K. M. Newton, Glasgow, Mont.; J. L. Hill, Roanoke, 
Va.; T. C. Downey, Oldsmobile works manager; G. R. Jones, general sales manager; 
|E. W. Schuon, comptroller; F. A. Rucker, Columbus, Ga.; L. F. Carlson, Oldsmobile 


assistant sales manager. Second row, from 


| left, J. E. Straud, Oldsmobile assistant sales manager; P. L. Birthisel, Marshfield, Wis.; 
Vv. C. Davis, Walters, Okla.; A. S. Hooper, San Francisco; Clarence Marquardt jr., 
Chicago; A. W. Phillips, Sharon, Pa.; Gordon Rountree, Waco, Tex.; B. H. Good, Rock 


Calif., and H. N. Metzel, Oldsmobile chief 


engineer. Top row, from left, D. M. Miller, Medford, Ore.; E. E. DeWitt, Jacksonville, 
Ill.; G. N. Waddell, Salina, Kans.; S. W. Long, Dearborn; L. E. Scarpetti, Providence; 


G. G. Cockmon, Benton, Ark.; T. W. Reynolds, McCook, Neb.; W. A. Dietrich, Wil- 
New York by Lawrence A. | liamsville, N. Y.; R. A. Van Devere, Akron, and Scott Camp sr., Charleston, W. Va. 


of B. F. Goodrich Co. tire and 
equipment division, according to M. 
G. Huntington, associated tire lines 
general manager. 

+ * * 


John Wood Ups Allen 

Robert R. Allen has been pro- 
moted to engineering director of 
Bennett Pump division, John Wood 
Co., according to A. F. Jordan, 
general manager. Allen joined the 
firm in January, 1952 as chief en- 
gineer. 

= * * 


Ford Transfers Parker 


To Atlanta Parts Depot 

Russell M. Parker, of Boston, 
has been appointed manager of 
Ford’s Atlanta parts depot, replac- 
ing Harold W. Walker, who was 
killed in an auto accident. Parker 
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tired recently. Stenger joined the/| pointed Indianapolis district field| formerly was manager of the divi- 
company in 1934 and became man- | manager in the associated tire lines 


sion’s Boston parts depot. 
o > * 


British Ford Picks Howard 
Mark Howard has been named 
Pacific Coast regional representa- 
tive for British Ford, according to 
Howard Lund, Ford foreign prod- 
ucts manager. 
* . os 
Wiler Succeeds Vereeke 
H. L. Wiler has been appointed 
manager of sales personnel train- 
ing for consumer products at West- 
inghouse Electric. Wiler succeeds 
M. H. Vereeke, resigned. 
* * * 


Chrysler Appoints Wahle 


To Work with Dealers 
Appointment of Albert G. Wahle 
as operations staff representative 
of Chrysler Corp.’s dealer enter- 
(Continued on Page 70, Col, 2) 





Automobile Dealers, New and Used, Attention Please! 


Car Buyers Are Boat Buyers 








* Owens manufactures a complete line of 
nationally-famous cruisers, 18’ thru 35’, 


from $1390. 


Direct Dealer Franchises available in 
some markets. Why not write today? 


OWENS YACHT CO., INC. 


1700 STANSBURY RD. 
BALTIMORE 22, MARYLAND 


LAND or on the water 
—boats go everywhere, 
are seen and bought every- 
where. And it might just as 
well be on your lot or show- 
room floor! 


Today’s small power boats, 
sleeping 2 to 4, are mobile. 
Put them on a trailer... 
hitch them to a car... one 
man can launch or haul out 
a boat by himself. 


And what’s best, boats can 
work for you. They'll prove 
terrific traffic stoppers. 
They'll add a prestige and 
profit line to your business 
— requiring a minimum of 
capital and time. All it takes 
is a complete line of boats.* 
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GREY IRON 
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ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


“FOUNDRY 


MAIN OFFICE AND MANUFACTURING 


CHATTANOOGA 
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2, TENNESSEE 
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White Motor Promotes 
Costigan and Fluke 


Two new promotions announced 
by the White Motor Co., Cleveland, 
find Joseph Costigan named branch 
manager in Newark, N. J., and 
Charles M. Fluke, wholesale man- prise office has been announced by| mobile dealership in Marshall, 
ager for New England. R. W. Shanklin, manager. |Mich., and previously was general 

Costigan succeeds Richard Ful-| wWahle joined Chrysler following! manager of Whyte Chevrolet, 
lerton, who has retired after 37/13 years experience in the automo- Euclid, O., and Jerry McCarthy 


years with White. Fluke has been |bile retail sales field. During the Chevrolet, Dearborn. 
associated with White since 1941. | past year he operated his own auto- | * * & 
Ford Motor Co. of Canada, Ltd., 
has been named president of the 
: * * * 
red er a2 a... 2. 
Shulkatis at St. Paul 
Daniel J. Shulkatis has been ap- 
Gar Wood Industries, according to 
Ross Miller, division sales manager. 
ay 
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e § ' R. S. Bridge, a vice-president of 
No other shelving offers 
Assn. in Ottawa. 
Paul hydraulic hoist division of 


=| Bridge Heads Safety Men 
|Industrial Accident Prevention 
pointed service manager of the St. 
Shulkatis replaces Warren A. 


| Blossom, who resigned to enter 
private business. He has been with 
St. Paul for 14 years. 


* * * 


Morley Retires in Calif. 
Fred S. Morley, San Marino, 
Calif., closed a 40-year career with 
the rubber industry when he re- 
tired from B. F. Goodrich Co. He 
joined Goodrich at Akron in June, 
1915, and served in Milwaukee, 


more than posts ond shelves | Dallas, —— City and Chicago. 


x * 


Se 





Borroughs unitized flexi Steel Shelving is engineered shelving—designed to 
give you the most adaptable and most practical shelving your money can 
buy. It is rugged! Will last a lifetime! Before you buy any shelving, investigate 
Borroughs’.. the shelving that pays dividends right from the first day of its 
installation. 


Marmon-Herrington Elects 


Dixon, Gant to New Posts 


The board of directors of Mar- 
mon - Herrington Co. has an- 
nounced the election of two new 
officers. 

Guy C. Dixon is the new fi- 
nance vice-president and John H. 
Gant is the new treasurer. 

* * a 


Gulick Is Reelected 


Willard C. Gulick, president of 
International B. F. Goodrich Co., 
has been reelected to the board of 
directors of the International Road 
Federation. The Federation is an 
organization established in 1948 to 
encourage the development of high- 
ways. Its offices are in Washing- 
ton, London and Paris. 

* * 





* 


Ohio Seamless Picks 3 


INSERT SH | Ohio Seamless Tube division of 
B ome support Copperweld Steel Co. has named 
RACKET. .no fumbling h 1 fol 
with studs, bolts, nuts or three employes to sales posts fol- 
tock washers. |lowing retirement of A. Waines, 
|former sales manager. They are 
|J. E. Horner, sales manager; J. Jd. 
| Arntz, assistant sales manager, and 
|M. W. Freese, promotion and mar- 
ket development manager. 

| * * x 


Ford Names Fairbank 


To K. C. Parts Depot 


| Appointment of Richard J. Fair- 

bank, Detroit, as manager of Ford 
|division’s Kansas City parts depot 
|has been announced by E. G. 
| Ward, Ford parts manager. 
He succeeds James E. Shannon, 
|who has been named manager of 
jthe Boston parts depot. Fairbank 
joined Ford in May, 1949. 

*x * * 


Detroit’s Den Uyl Heads 


Salute to Armed Forces 


Simon D. Den Uyl, president of 
| Bohn Aluminum & Brass Corp., 

has accepted the chairmanship of 
| Metropolitan Detroit’s 1955 
Armed Forces Day committee, 
according to Col. Leonard E. 
Echols, project officer. 

The group will be formed by 
Den Uyl to coordinate the area 
activities of military establish- 
ments as well as civilian groups. 
This year Armed Forces Day will 
| be observed May 20 to 22. 

OK * * 


Son Succeeds Father 


T. H. Everett, vice-president and 
sales manager, has succeeded his 
|father, L. M. Everett, as president 
of Better Monkey Grip Co. and 
Monkey Grip Tread Rubber Co. The 
elder Everett will be chairman of 
the boards of both companies. 

* * ay 





TILT SHELF INTO SUP- 
PORT BRACKET. . and 
you’re finished. Shelf is 
now ready for loading. 


PT Me Tae ed 





cut installation and change-over 
time with Borroughs flexi Bins 


There are features in Borroughs Bins that you should know 
about first hand .. features that will absolutely save you 
time and money. Are you interested? Then before you 
buy, investigate Borroughs . . Best Buy in Bins. 














AUTOMOTIVE NEWS, MAY 16, 1955 


Masters as operations vice - presi- 
dent. 

Stark formerly was manager of 
terminal operations. He joined So- 
ber in 1935. Masters started with 
Sober in 1922 as a driver. He later 
left for other employment but re- 
turned and has been chief dispatch- 


er since 1948, 
os * + 


Eaton’s Stuessy Retires; 


Never Drove a Car 


H. C. Stuessy, an executive for 
the auto parts firm of Eaton Mfg. 
Co., but who does not drive a car, 
has retired at 70. 

C. I. Ochs, board chairman, said 
that Stuessy had been with the 
company for 37 years and retired 
for reasons of health. 

a * * 


Harvester Ups Reishus 


K. A. Reishus has been promoted 
to assistant manager of the Min- 
neapolis motor truck office by In- 
ternational Harvester. He formerly 
was in sales positions at Seattle 
and Fargo, N. D. 

* * * 
Cummins Promotes Williams 


To Manager-Distributor 


Loyd E. Williams has been pro- 
moted to manager-distributor of 
Cummins Engine Co., Inc., Co- 
lumbus, Ind., according to C. R. 
Boll, general sales manager. 

Williams will be in charge of 
the firm’s 12 regional offices. He 
succeeds Paul J. Every who is 
now assistant general sales man- 
ager. Williams joined Cummins 
in 1950 and was Rocky Moun- 
tain regional manager before his 
promotion. 

. * * 


Forshay-Gabriel Names 


Miller General Manager 


Henry J. Miller has been ap- 
pointed general manager of For- 
shay-Gabriel, Inc., Newark, N. J., 
according to Harold Forshay, pres- 
ident. Miller is a former general 
manager of Economy Auto Supply 
Co. 


* x * 


U. S. Truck Directors 


Elect New Officers 
U. 8. Truck Co. directors have 


elected officers for the coming | 


year, Carl W. Behrens, chairman 
of the board, has announced. 

They are: George J. Codd, pres- 
ident; Gerald F. Whitmore, traf- 
fic vice-president; Elmer J. 
Klebba,_ vice-president-manager- 
ial consultant; Robert L. Jones, 
sales vice-president, and Donald 
A. Ward, secretary-treasurer. 

o * * 


Dunn Marks Milestone 


John V. Dunn, vice-president and | 


national fleet representative, has 
celebrated his 30th anniversary with 
Wheels, Inc., New York. 

* 


* * 


Climax Molybdenum Picks 


Ekholm to Head Sales 
Lars E. Ekholm has been 


named sales manager of Climax 


DeSoto Can't Own One— 





Molybdenum Co., New York, »-- 
cording to Reuel E. Warrin:r, 
sales vice-president. 

Ekholm joined the firm m 1946 
| and has been in charge of foreign 
| sales since. 

+ + * 


Quaker Appoints Hydric: 


Julius C. Hydrick has been ap- 
| pointed works manager of Quaker 
Rubber Corp., a division of H. K. 
Porter Co., Inc., Philadelphia, ac- 
|cording to G. A. Dauphinais, vice- 
president and general manager. 

+ a * 


Fairbanks Ups Gaiennie 
R. H. Morse jr., president of Fair- 
| banks, Morse & Co., has announced 
| that L. R. Gaienne, director of per- 
sonnel, has been elected personnel 
vice-president. 

* * + 


\2 H. K. Porter Divisions, 


Name Ross Export Chief 


M. J. Ross has been named ex- 
port trade manager for both 
Quaker Rubber Corp. and Watson- 
Stillman Co., divisions of H. K. 
Porter Co., Inc., according to G. A. 
Dauphinais, Quaker’s vice-president 
and general manager, and A. B. 
Diss, who holds a similar post at 
Watson Stillman. 

Previously, Ross was export man- 
|}ager for Quaker Rubber, handling 
all foreign sales of industrial rub- 
ber products. Along with Quaker’s 
products, he now will handle the 
hydraulic presses and equipment of 
Watson-Stillman. 

* ++ * 


Kendall Picks Thomas 


Barkley Thomas has been named 
Carolina division manager for 
Kendall Refining Co., according to 
G. H. Osborne, marketing vice- 
president. Thomas succeeds Ken- 
neth Wilkins who resigned to be- 
come a partner and president of 
the Ken-Wil Oil Co., Kendall dis- 
tributors in Charlotte, N. C. 


* * * 


Leeds a Director 


Norman Leeds jr., has been 
elected to the board of directors 
of Raybestos-Manhattan, Inc. Leeds 
is factory manager of the Raybes- 
tos division, Bridgeport, Conn. 

* * a 


Coleman Reassigned 


Appointment of William Coleman 
as manager of industria] relations 
of the Highland Park manufactur- 
ing division of Chrysler Corp. has 
|'been announced by T. R. Patrick, 
| division general manager. Coleman 
formerly was director of personnel 
lof the Highland Park (Mich.) 
| plant. 





* * * 





New Duties for Bellows 


Howard A. Bellows, vice-presi- 
dent of General Tire & Rubber Co., 
| has assumed his new duties in sales 
| development, according to W. 

O’Neil, president. Bellows will con- 
tinue to make his headquarters in 
|Akron and will report directly to 
O'Neil. 








a ae, A ii 


V7g.s 


Luis DeSoto, lineal descendant of the famous explorer Hernando and the man 
whose family crest is part of the namesake automobile emblem, points out one of 
Detroit's sights to his wife while on a recent visit from Spain. The couple is standing 
in front of a 1955 DeSoto placed at their disposal by the company. Senor DeSoto, | 
a wealthy olive grower from Seville, still carries a photo of the first DeSoto imported 
into Spain, a 1928 touring model which he owned. Dollar exchange restrictions pre- 
vent him from taking home the car shown, he said. 


BORROUGHS MANUFACTURING COMPANY |Howard Sober Promotes 
A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT Stark and Masters 


Howard Sober, Inc., driveaway 
and truckaway firm, has announced 
the appointment of J. H. Stark jr. 
as general manager and Glen W. 


as | 


3002 NORTH BURDICK aliip KALAMAZOO, MICHIGAN 


a 
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AT LAST—A WAY TO REMOVE 
INSECT SMEARS FROM GLASS, 
PAINT AND CHROME—WITHOUT 


RUBBING OR SCRAPING 






An instant sales suc- 
cess on its introduc- 
tion in the summer of 
1954. Specially woven cloth hn 
abrasive action that removes insect 
smears easily, quickly, without rub- 
bing or scraping. Cloth is kept 
saturated with water when in use. 
Put up in reusable plastic bag, at- 


tractively printed in three colors. 


BUG CLOTH 


Made by LAS-STIK MFG. CO., HAMILTON, OHIO. 
If your jobber can’t supply 
you, order direct from factory. 













AUTO TURNTABLES 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 









Also 
avail 
able 


POSTS 
and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
mew cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 











F 


x 18° Pennants 





100 Fee: of 48-12 
All-Weather Durafilm Only $4.50 


Money refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 


«in STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 





















Legislative Roundup 





(Continued from Page 18) 


the state as a toll road at an esti- 

mated cost approximating $35 mil- | 

lion. | 
* * * 


Survey Approved 


ee legislature authorized 
an advance of $500,000 in high- 
way funds for toll road surveys, 
including a resurvey of a $178 mil- 
lion north-south toll road to learn 
the feasibility of a route east of 
Indianapolis. 

A new Kansas law specifically 
authorizes the State Highway Com- 
mission to cooperate with the State 
Turnpike Authority in surveys and 
services. 

Maryland solons gave the State 
Roads Commission specific author- 
ity to proceed with plans for fi- 
nancing and construction of a $50 
million northeastern toll highway 
from Baltimore to the Pennsyl- 
vania and Delaware state lines. 

A bill enacted in New Jersey 
empowered the New Jersey Turmm- 
pike Authority to build a new 
east-west superhighway from 
Somerville to South Amboy, to 
connect the turnpike with the 
Garden State Parkway. 


Bills to facilitate financing and 
construction of a projected Ta- 
coma - Seattle - Everett toll super- 
highway were enacted in Washing- 
ton. One of the new laws pledges 
$5 million annually from motor fuel 
tax receipts, if needed, to guaran- 
tee the contemplated $227 million 
revenue bond issue for the pike 
project. Another measure will speed 
condemnation proceedings for right 
of way. 

Iowa lawmakers created a new 
State Toll Road Authority, empow- 
ered to finance and construct toll 
roads. First project contemplated 
is a $180 million east-west pike 
from north of Davenport to Coun- 
cil Bluffs. Under the new law, how- 
ever, the project cannot be started 
until a neighboring state “has ne- 
gotiated the sale of revenue bonds 


Firestone Sees 
Industry Strong; 
Cited by Chamber 


WASHINGTON.—Harvey Ss. 
Firestone jr., here last week to 
nee a citation from the U. S. 
Chamber of Com- 
merce, predicted 
that business in 
the rubber indus- 
try would reach 
an alltime high 





during 1955. 

The company 
was honored for 
“its outstanding | 
record in favor- 

ably representing | 
American busi-| 
ness to the gen- | 
eral public” and for its contribu- 
tion to U. S. culture through the | 
“Voice of Firestone.” 

Speaking of business conditions, | 
Firestone said that if there are no} 
serious labor disturbances, this year 
should top 1953, the industry’s best 
so far. 

He estimated tire shipments dur- | 
ing 1955 at 104,800,000 units, or more 
than 6.5 percent more than the 98,- | 
500,000 tires shipped during 1953. 


H. 8S. Firestone jr. 


Complaint on Bohn| 


Is Dismissed | 


WASHINGTON.—A hearing ex- | 
aminer’s order, announced last | 
week, dismissed a Federal Trade | 
Commission complaint charging | 
Bohn Aluminum & Brass Corp. with 
illegal price discrimination. 

In dismissing the charge that) 
Bohn had been selling automotive | 
products to small businessmen at) 
higher prices than their larger 
competitors, the examiner said | 
Bohn had disposed of this business | 
in 1953. 


Clyde M. Adams, Bohn vice-pres- | 
ident, said in an affidavit that the | 
company no longer was interested 
in the parts replacement business 
and did not intend to reenter the 
field in the future. 


to construct a toll road which shall 
extend to the boundary of Iowa.” 


|Illinois plans such a pike. 
* * * 


W. Va. Aids Project 
A new West Virginia law per- 
mits the State Roads Commission 
to pledge funds to cover any an- 
nual deficit in the amounts avail- 
able to pay the principal and inter- 
est requirements on any future toll 


road project. 
* . * 


Truck Police Bill OK’d 


The California Assembly has 
passed a bill which gives traffic 
officers power to stop and inspect 
trucks and require reloading of 
unsafe loads. 

+ * * 


Stiffer Penalty Eyed 
Fines and jail penalties for over- 
weight violations would be _ in- 
creased in Pennsylvania under 
terms of a bill introduced in the 


Legislature. 
* if * 


Tennessee Governor Vetoes 
Boost in Haulaway Height 


A Tennessee legislative bill which 
would have increased the maximum 
height of automobile transport 
trucks to 13% feet from 12% has 
been vetoed by Gov. Frank Clement. 


He explained that some bridges 
in the state could accommodate a 





vehicle took the center of the 
bridge, “thereby constituting a 
safety hazard.” 

+. + * 


‘Judgment?’ Bill Killed 

The Vermont House has killed 
the “unsatisfied judgment” bill by 
a vote of 186 to 39. The bill had 
provided that each motor vehicle 
operator in the state pay an extra 
dollar for his license. The money 
would have gone into a fund to 
pay plaintiffs when the defendant 


was uninsured. 
* ” + 


Albuquerque Sales Tax 
New Mexico’s Gov. John F. 
Simms jr. has signed into law a 
bill permitting the City of Albu- 
querque to levy a one-cent sales 

tax, expected to yield $2.1 million. 


* * © 
Dealers Oppose Oilmen 


On Wisconsin Gas Tax 


Representatives of the automo- 
tive industry crossed swords with 
oilmen during a hearing last week 
on a proposed two-cent hike in Wis- 
consin’s four-cent gasoline tax. 

Gov. Walter J. Kohler has pro- 
posed that the money be spent on 
increased highway construction and 
an expanded state traffic patrol. 


|Louis Milan, executive secretary of 
|the Wisconsin Automotive Trades 
Assn., warmly supported the gov- 


ernor. Oilmen, however, vehemently 
opposed him. 
+ * 7 


Bill Asks 3 Tax Hikes 


A new tax package has been 
introduced in the Washington State 
Legislature. It would hike the, 


10 to 60 percent; the utilities tax 
from 10 to 25 percent; the sales 
tax from 3 to 3% percent. Authors 
claim it would yield $52,424,000. 

* * * 


Del. Senate Approves Bill 


To Double Liability Coverage 


A bill to double the amount of 
personal injury liability coverage 
required under the State motorists’ 
responsibility law has been passed 
by the Delaware Senate and sent 
to the House. 

Under terms of the bill, motorists 
would be required to carry $10,000 
worth of insurance for accidents 
resulting in the injury or death of 
one person, and $20,000 for injury 
or death of two or more persons. 
The measure would also increase 
the compulsory coverage for prop- 
erty damage from $1,000 to $5,000. 


* * * 


Truck Length Bill Killed 


The Minnesota Senate has killed 
a bill extending the legal length 
limit of trucks from 45 to 50 feet. 
The measure was opposed as in- 
creasing traffic hazards and dam- 
age to highways. 

+ * * 


Illinois Studies Bill 


Revising License Fees 


A bill to revise vehicle registra- 
tion fees has been introduced in the 
Illinois Legislature. 

It would lower car licenses to $10 
and cut light truck, but heavy 
trucks would be required to make 
up the difference through a new 
and higher pattern of taxation 
geared to mileage traveled. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 


truck 13% feet high only if the! business-and-occupation tax from | MOTIVE NEWS WANT ADS! Are you? 
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DElaware 3-6898 
Co. 618 Communipaw Ave., Jersey City, N. J. 
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OVER 2,000 Shops 
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Washington, D. C. 
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Tubeless Debate 


I would like to take this oppor- 
tunity to congratulate John Bene- 
dict on the thorough and fair 
discussion on the difference of 
opinion that exists in the designs 
of tubeless truck tires and rims. 

Your March 28 article, “Truck 
Tubeless Debate Rages,” brings out 
clearly all the angles involved. 

We hope to have the answers we 
are after with about 90 days of hot 
weather testing.—Watter Lez, Di- 
rector of Engineering Tire Develop- 
ment, Goodyear Tire & Rubber Co. 

* * a 


Praise Almanac 
The '55 Almanac is super—true 
to your custom. Congratulations.— 
Ciay Doss, American Motors Corp. 
. * * 
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In the Letterbox 








(Continued from Page 12) 
sion of H. R. L now.—C. A. Casts, | job.— Ross Roy, Ross Roy, Inc., 


Detroit. 
* * * 
Congratulations for introducing 
one of the outstanding new models 


in the automotive industry.—S. E.|... 


SKINNER, vice-president, General 
Corp. 
* - 7 
Ready Reference 
I have just finished looking 
through the 1955 Automotive News 
Almanac, and I am putting it on 
my table for ready reference 
throughout the year as I have 
before. Congratulations on an ex- 
cellent issue! — James J. NANCE, 
president, Studebaker-Packard 
Corp. 
> os s 
This time you have well cov- 
ered the industry in bigger and 





Castles, Wilson Buick Co., &t. 
Louis. 
* a * 

As usual, (the ’55 Almanac) is 
very well done and, of course, dur- 
ing the course of the year I have 
many occasions to refer to it.—J, 
M. Rocue, general sales manager, 
Cadillac. 


Most Helpful 


As usual, your 1955 Automotive 
News Almanac is very well done. 
It is most helpful in a number 
of ways.—V. P. MatHews, chief en- 
gineer, Buick. 


Oil Group Elects 
Scholl Chairman 


NEW YORK.—Robert H. Scholl, 
vice-president of Esso Standard Oil 
Co., has been elected chairman of 
the American Petroleum Industries 
Committee for 1955. 

Scholl succeeds Joseph P. Walsh, 
general counsel! of Sinclair Oil 
Corp., who served as chairman for 
two years. 

William F. Kenney, genera] 
counsel of Shell Oil Co., has been 








( ned a i aes ae | ee shape than ever before.— | chosen APIC vice-chairman, suc- 
imfna- manac is certainly a wonderful ’ ‘ 
issue, and I appreciate it tre- Davw E. Casties, president, ‘ceeding Scholl. 
BAKING E I NT mendously. — Waker Wiis, 
G Qu PME vice-president, sales and adver- 





tising, Ford Motor Co. 
+ . * 


you can “find” 


XTRA SSS 


right in your showroom! 


As always, this is an excellent 
| _-—_—_?Y2HHYYY 


Flares for Autos 
‘Turned Down 


In Pennsylvania 


HARRISBURG, Pa. — (UTPS)— 
Proposed legislation which would 
have required every car owner to 
carry a flare or similar warning 
device has been defeated in the 
House of Representatives. 

The bill was opposed on the 
ground that it would impose an 
additional financial burden on 
motorists. It was defended as 
“purely a safety measure” by Rep. 
Marian E. Markley, a co-sponsor. 

The bill would have extended the 
present law, which covers all com- 
mercial vehicles. 

In other legislative action in 
Pennsylvania: 

Two auto dealers, Rep. W. W. 
‘Waterhouse and Rep. Harold G. 
Wescott, have introduced a bill 
which would repeal present spe- 
cific speed limitations of 50 miles 
per hour for commercial vehicles. 

Gasoline wars would be outlawed 
under a bill which would also make 
illegal unfair methods of competi- 
tion in the sale of petroleum 
products. 

Pennsylvania’s motor vehicle in- 
spection stations would be per- 
mitted to provide their own inspec- 
tion forms under provisions of 2 
bill introduced in the State Senate. 


Civic Booster 
Evansville Dealer Wins 


Rotary Award 


EVANSVILLE, Ind. — An auto- 
mobile dealer who believes in his 
community and is willing to devote 
his time and energy toward its im- 
provement has received the Rotary 
Club’s Civic Award. 

Kenneth C. Kent, president of 
Kenny Kent Chevrolet Co., here, 
headed the Chamber of Commerce 
in 1953-54 and won city and county 
government support in building a 
new Sportscenter. He sparked 
fund-drives for an auditorium, mu- 
seum and college library. 

A former president of the Junior 
Chamber of Commerce, Kent is 
also president of the Evansville 
Automobile Dealers Assn., past 
president and fund campaign 
chairman of the Community Chest, 


Are you losing from $60.03 to $85.58 per 
new car sale? Better look into United 
States Rubber Company's and its Dis- 
tributors' exclusive new profit plan. You 
don't need to add inventory or personnel. 
There are no service problems. Ask for | 
facts today! | 


Phow, ov Wie COLLECT 


FOR A DEMONSTRATION 
IN YOUR SHOP 


More Dry Quick baking equipment is in 
use in auto paint and body shops than all 
other makes combined, and the reason is 
not hard to find. It’s because Dry Quick 
Baking Panels bake both spot and all-over 
jobs faster, producing smoother, wrinkle- 
free finish with less operating cost and 
with no bulbs or sockets to replace. 








WRITE, WIRE OR CALL 


M. C. Crawford 
United States Rubber Company 





1230 Avenue of the Americas 
New York 20, N. Y. 
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director. | 
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He was also an organizer and The modern, long and narrow Commercialite. Gets into 
hard to reach places. Cool. A maintenance must for all 
([] Please send me more information on the driQuick leasing pian. here, a past president of the Evans- 
ville Country Club and of the Van- 
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industries. Rugged, dust-tight, enclosed in shock- 

proof, waterproof Tenite tube with rubber end-protec- 
derburgh County Tuberculosis | 
Assn. and is a Mason and a | 


tion for vibration areas. 
|| Shriner. Sold Direct. Write for folder TODAY! | 


|] On Apr. 14, Kent was honored, 
es a le boca i aa eae .... |{ too, at the Indiana Automobile COMMERCIAL REFLECTOR 
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| Dealers Assn. convention when he 
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Detroit Dealers Tackle Growing Problem . . . 
Option-itis Piling Up Cold Stocks 


(Continued from Page .) 


tion. Some dealers said their fac- 
tories had made small, but largely 
ynsuccessful, efforts to solve the 
trouble. i 4 
New Grievances 

THER dealers, however, said 

their factories are compound- 
ing the problem by frequently add- 
ing new models and colors. Espe- 
dally criticized were Chevrolet, 
which is coming out with a new 

20 sports coupe, and Mercury, 
which is adding three new colors— 
lime, persimmon and sunglaze. 

A couple of dealers were quite 
critical of the Chrysler Corp. or- 
dering system whereby the deal- 
ers have to “project” their needs 
90 days ahead. 

Here are some of the methods 
Detroit dealers are employing to 
attack the problem: 

1. Ordering cars very judiciously. 
Recommended is a good mixture, 
based on a careful study of past 
sales and present and anticipated 
trends. 

Several dealers noted certain col- 
ors and equipment have streaks of 
extreme popularity. 

2. Concentrating factory orders 
on one or two models—all Bel Airs, 
Fairlanes or Belvederes, for in- 
stance—and then ordering the com- 
plete range of colors. | 


Dressing Up Helpful 
3 PUTTING “slow movers” on 
* the floor and beautifying them. 


Several officials expressed confi- 
dence that they could sell almost 
any car by displaying it promi- 
nently and “dolling it up.” 

4. Showing a slow-moving item 
on a turntable. 

5. Ordering all cars in solid 
colors and, when necessary, paint- 
ing tops or bottoms to suit. How- 
ever, this partial solution was 
made much tougher this year by 
the intricate two-tone and three- 
tone paint designs adopted by 
most manufacturers. 

6. Continually emphasizing to 
salesmen the need for selling cars 
out of stock. Salesmen are re- 
minded that these sales bring much 
quicker compensation and reduce 
“sniping” or price undercutting by 
other salesmen or dealers. 

7. Holding special contests for 
salesmen who sell cars out of 
stock. Several Detroit dealers 
regularly pay $10 extra for sell- 
ing a “car out of stock.” One 
dealer gives an immediate $10 
purchase certificate which saves 
the salesman income and social 
security taxes. 

A number of dealers held that 
salesmanship is the only answer to 
the problem. They said that in to- 
day’s market, it isn’t enough for a 
salesman to be able to sell a Chev- 
rolet, Ford or Plymouth; he should 
be able to sell a specific one in the 
dealer’s inventory. 

7 * ” 
Weekly Pay Urged 
8 PAYING salesmen weekly, as 

*a method of impressing on 
them the necessity of selling units 
on hand. Several dealers reported 
considerable success with this in- 
novation. 

9. Offering special deals to the 
customer who will take a car in 
stock. The customer frequently 
can be moved to action when he’s 
told that his old car may be 
worth much less two, three or 
four weeks hence. 

10. Calling prospects as soon as 
& car comes in that is similar to 
the one on order. 

11. Keeping the entire staff thor- 
—v informed on the cars in 


12. Buying cars from other 
dealers. This practice is particu- 
larly common among the Little 
Three dealers. However, Nash 
and Hudson dealers are reluc- 
tant to buy from other dealers 
because the other dealer gets 
credit for the sale under the 
American Motors Corp. dealer 
profit-sharing plan. By selling a 
car at cost, for instance, a Nash 
dealer possibly could get a bonus 
at year end of from $30 to $130. 









For example, many dealers are re- 
luctant to trade a car that is in 
demand for one that isn’t. How- 
ever, most dealers report that their 
neighboring dealers are very help- 
ful, particularly if they reciprocate. 


Locators Instituted 


§ byemy last two methods—buying 
and trading — require locator 
systems that can quickly inform 
the dealer where a particular car 
can be found. Some of these loca- 
tors are set up by the factories, 
others by the dealers themselves. 

Studebaker’s Detroit zone, em- 
bracing Michigan, Ohio and Indi- 
ana, operates a locator service for 
its dealers. This office keeps an 
inventory record on each dealer, 
bringing it up to date every 10 
days. The principal advantages of 
the locator is that it saves a lot of 
the dealer’s time. 

(Elsewhere in this issue is a 
story of the locator services es- 
tablished recently by the Detroit 
Chevrolet and Ford dealer associ- 
ations.) 

Plymouth dealers appeared to be 
most seriously affected by the 
problem of selling cars out of stock. 
Said one Chrysler-Plymouth opera- 
tor: 
“It’s become a vital matter to 
many of us. Our inventories are 
beginning to jam up—mostly with 
‘cold merchandise, the cheaper 
cars with standard transmissions. 

“We have to keep sending in 
pretty substantial orders to get our 
quota of the cars We can sell. So 
each month, that cold inventory 
gets just a little bigger. It’s going 
to be a terrific problem at cleanup 
time.” 


eo & a 
Ordering System Hit 
Tos dealer also spoke critically 
of the Chrysler Corp. ordering 
system whereby dealers are asked 
to project their needs for a 90-day 
period. 

“This doesn’t sound too bad,” he 
said, “but they frequently send you 
all the unattractive units within 10 
or 15 days after the order goes in. 
While the popular cars may come 
in a rush at the end of the 90-day 
period. 

“For example, they flooded me 
recently with a three - months’ 
supply of Plaza two- and four- 
doors. If they had spaced these 
cars properly, I would have 
changed the colors and equip- 
ment on many of them as I 
watched the market develop.” 

Talking about some of the grow- 
ing inventories, this dealer said his 
floor-plan interest amounts to $980 
a month, with some larger dealer- 
ships paying much more. 

“Furthermore,” he said, “land 
around town for storing cars is 
getting awful scarce and expen- 
sive.” 

Calling the multiple - option 
problem of 1955 the worst in his 
memory, 2a Dodge - Plymouth 
dealer said, “People are different 
today. They’re unbelievably in- 
sistent. They go out to your lot 
to decide what kind of cars they 
don’t want. They want the top 
of this one, the bottom of that 
one, the engine of this one and 
the upholstery of some other. In 
other years, they became less in- 
sistent when the good weather 
arrived. This year they’ll wait for 
the car they want, regardless of 
the weather.” 

The multiple-option problem has 
had its greatest impact on Chevro- 
let dealers this year, largely be- 
cause Chevrolet is offering one new 
transmission and two engines this 
year, as well as numerous power 
assists. Previously the Chevrolet 
dealers had a much less varied line. 

Declared one Chevrolet general 
manager, “I think the factory 
should be reducing its models in- 
stead of increasing them.” 


Speed on Standards 


E SAID the situation was made 
easier by the factory ordering 
system whereby a “pink” (sold) 


order for most standard models | 


will get the car to a Detroit dealer- 
ship in eight days. He said, how- 
ever, that some models, like sta- 


tion wagons, require up to six 


13. Trading cars with other deal- 
weeks. 


ers. This is a partial solution em- 
ployed by almost all dealers, al- 





though it hag many drawbacks.| situation half this bad and there’s 


no telling where it’s going to 
end.” 

One dealer described one of his 
competitors who thus far had done 
extremely well in handling the mul- 
tiple-option situation. 

“He persuaded the factory that 
he only needs an inventory of 15 to 
20 cars, so as to hold down his 
floor-plan interest. But he’s the 
world’s top trader with other deal- 
ers. Almost every deal he makes 
is a trade with another dealer. In 
other words, he’s getting fat on our 
inventories,” he said. 

A Hudson dealer asserted that 
“selling cars out of stock is a ter- 
rific problem and challenge. It’s 
practically impossible. No matter 
how many you have, they want 
something else. And it’s tougher 
now for us to get quick delivery 
now that the factory is in Ke- 
nosha. 

He said that only 25 percent of 
his cars were sold from his stock 
on hand and that it currently 
takes three weeks to get a spe- 
cial car from the factory. This 
Hudson dealer commented that 
half of his sales are now Ram- 
blers. 

A Ford dealer said that while 
the multiple-car problem was very 
serious this year, it is not as bad 
as it was last year. 

He said the improvement was 
mainly due to the fact that cars 
are selling better this year and 
that it was easier to find some 
prospect who would take just about 
anything. 

“But,” he said, “It’s bound to 
happen before long. Dealers are 
soon going to be jammed up with 
a lot of cold items.” 

* = * 


Opposes Model Cutdown 


SSERTING that his sales force 

makes about 20 percent of their 
sales from cars in stock, the dealer 
said, “Ford sure has come a long 
way from the days when a cus- 
tomer could ‘get any color he 
wanted as long as it was black.’ 

“Still, I think the buyer should 
be able to get exactly the car he 
wants. If anyone finds a solution 
to this problem—every man in the 
industry will shake his hand.” 

A Buick dealer commented, 
“This guessing game is what 
kind of cars to order is enough 
to drive a guy crazy. The only 
solution I see is for the factory 
to have a central distribution 
point which would hold all the 
cars in a zone. When a deal is 
completed, the dealer would then 
send over to the central point 
and pick up the car. 

“For instance, we needed an or- 
dinary four-door Super yesterday. 
We checked on 117 different vehi- 
cles, but not one had the colors and 
equipment we needed. 

“And each year it gets worse 
and worse, with more colors, ac- 
cessories and power assists. For 
some reason our Special is the 
model that presents the largest 
problem in this matter. 

“We haven’t had too much luck 
trading cars. The dealers won’t 
give up a car for which there is 
@ reasonable demand. 

“Of course, this is all very well 
for the factories. Every dealer is 


required to carry an inventory two | 


to three times larger than he or- 
dinarily would.” 

This dealer said that he wished 
the factory would make more cars 
with standardized equipment pack- 
ages and that there should be more 
of the power equipment that could 
be installed by the dealers. He 
added that his orders were coming 
through in from two to three weeks 
and that 50 percent of his sales 
were “out of stock.” 

One Packard dealer said his 
line’s great increase in options 
this year had created a “heck of 
a problem.” 

He declared, “They’re going to 
have to eliminate some of these 
variations, if we’re ever going to 
make any money. Our only weapon 
for this problem is to give away 
more of the profit and we don’t 
have much left now.” 

* * 


Worse Than Ever Now 
LINCOLN - MERCURY dealer 
who had spent his entire morn- 


He added, “I’ve-never seen this | ing trying unsuccessfully to locate 
two cars said the problem was 


much tougher this year than ever 
before. 

He said, “It’s now up to the sales- 
men. A good salesman can sell a 
car in stock. A poor one can’t. We 
have four or five men who can sell 
a car in stock 70 percent of the 
time. 

“Some others, who will do any- 
thing to get an order, never can 
sell a car out of stock. We try to 
help by always keeping them in- 
formed of our inventory. 

This dealer said he had adopted 
the policy of ordering five or six 
of the most popular color combina- 
tions, and then reversing them on 
the next order. “For example,” he 
said, “we'll order a car with red 
top and white bottom one month, 
and the reverse the next month.” 

A Pontiac dealer said he thought 
dealers in his line were hurt less 
than most dealers by this problem 
because Pontiac hadn’t come up 
with a dramatic number of varia- 
tions. 

He said he had had fairly good 
luck selling cars out of stock by 
aggressive selling, by advertising 
special slow-moving models and by 
giving $25-$50 additional discounts 
if the buyer will take one off the 
floor. He said 1/3 of his cars were 
ordered specially. 

Commenting on the situation, 
a Nash dealer said, “We don’t 
have too much of a problem here. 
We simply tell them ‘this car you 
can have right now. Another car 
will take you four weeks.’ And 
we keep urging them. 

“I think our factory makes too 
many different models. We don’t 
rely too much on buying or trading 
with dealers.” | 


a 
N OLDSMOBILE dealer ad- 


mitted that every year the car- 
variation problem gets worse, al- 


73 


though he reported that 75 percent 
of his sales were “out of stock.” 
He said that factory orders took 
10 to 14 days and that he did some 
trading with dealers or the zone. 


“The numerous variations are 
not too great a problem for us, be- 
cause We order from the factory 
a@ large percentage of the cars we 
sell,” reported a Studebaker dealer. 

He continued, “Although we 
keep our inventory down pretty 
well, these multiple choices oc- 

casionally present us with a 
tough problem. If we don’t have 
the car, we usually check with 

the factory locating service to 

find the right unit. 

“If we find a dealer with the 
car, We pay him invoice price plus 
$15 for handling. Otherwise, we'll 
order direct from the factory, which 
only takes 7-10 days.” 

A Cadillac dealer said, “Selling 
cars out of stock is not a big prob- 
lem with me because I don’t have 
a single car in stock today.” 

. + > 


Okla. Chevrolet Dealers 


Set Up Locator Service 


OKLAHOMA CITY.—The 125 
members of the newly formed Ok- 
lahoma City Zone Chevrolet Dealer 
Assn. have set up a central clear- 
ing house for new-car swapping 
here. 

Wade Watson, Frederick, presi- 
dent, said that each member will 
send in his new-car, inventory— 
listing styles, colors and optional 
equipment—to the group’s head- 
quarters, where a master iist will 
be prepared and sent to members 
throughout the state. 

A dealer will get 24-hour delivery 
on models ordered from the fellow 
member who has the car in stock, 
he added. 





How to Find That Car 


Detroit Chevrolet, Ford Dealers Set Up Locators; 
550 Calls a Day Received 


DETROIT. — To help Chevrolet 
and Ford dealers locate cars in the 
Detroit area, the Michigan Mer- 
chants Credit Assn. has set up in- 
ventory services for the two groups. 

Most recently established was 
the Ford Passenger Car Inven- 
tory Service, which is now re- 
ceiving about 150 calls a day from 
approximately 40 dealers in the 
metropolitan area. The Ford in- 

ventory currently lists about 1,500 

cars. 

This service is patterned closely 
after the Chevrolet Passenger Car 
Inventory Service which was set 
up in February and now receives 
400 calls daily from 41 Chevrolet 
dealers in the area. 

Both operations are extremely 
simple. In each operation, two 
women sit at a table which has six 
incoming telephone lines. Each 
woman has a file of about half of 
the cars in the dealers’ inventories. 

The dealer merely calls in, giv- 
ing the description of the car he 
wants. Within 30 seconds, one of 
the girls will pull the informa- 
tion from the file, possibly nam- 


* * * 





Auto Locators in Detroit— 


ing five or six dealers who have 
the desired car, or one similar to 
it. 


William C. Recknagel, business 
manager of the Michigan Mer- 
chants Credit Assn. and supervisor 
of the inventory services, said that 
very shortly they will have a large 
visual locator to speed up service. 
He said he expects to sell other 
dealer groups on the operation. 

The services are paid for by the 
Chevrolet and Ford associations in 
Detroit. The dealer groups pay the 
costs of the operations plus 10 per- 
cent. This reportedly comes to less 
than $1,000 a month, or less than 
$25 per month per dealer. 

One Chevrolet dealer said he 
located 276 cars last month 
through the inventory service. 
The inventory lists are brought 

up to date daily. Each dealer noti- 
fies the service on a special form 
every time he receives a car from 
the factory and every time he sells 
one. 

The girls operating the services 
report that convertibles are by far 
the hottest items these days. : 

* om s 





Four women search their files to locate needed cars—at the inventory services set 
up for Detroit Chevrolet and Ford dealers by the Michigan Merchants Credit Assn. 
Checking the Ford lists are Margaret Rusnik (from left), and Blanch Allen. Checking 
for Chevrolet dealers are Margaret Bonahoom (from right), and Ruth Day. 
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Three Firms Lose Appeals See 


FTC Hits Volume Parts Discounts 


WASHINGTON. — Holding that 
manufacturers of automotive re- 
placement parts “may not discrimi- 
nate in price to buyers who com- 
pete in the’resale of the manufac- 
tured products,” the Federal Trade 
Commission last week issued three 
similar decisions against the Moog 
Industries, St. Louis; E. Edelmann 
& Co., Chicago, and the Whitaker 
Cable Corp., Kansas City. 

The three rulings of the com- 
mission majority held that rebate 
schedules used by the firms favored 
their larger customers and put 
smaller customers at a competitive 
disadvantage. 

In the Edelmann and Whitaker 
cases, the commission specifically 
rejected defenses based on the 


Robinson-Patman Act that the 
price discriminations were given in 
good faith to meet the equally low 
price of a competitor. 
Commissioner Lowell B. Mason 
dissented from the majority in 
its rulings against Moog and 


Sidewalk Auto Show 


Held in Watertown 

WATERTOWN, N. Y. — Dealers 
were highly pleased with a “side- 
walk auto show” held here May 
13-14. 

About 30 new cars were placed 
on the sidewalks around Public 
Square. Merchants gave prizes and 
featured special store displays. 





Minnesota Latest to Forbid 
Coercion on Dealers 


ST. PAUL. — The Minnesota leg- 
islature has given new-car dealers 
the anti-coercion protection they 
wanted, but raised their license 
fees and instituted a $1 registration 
transfer fee. 

Minnesota joined the growing 
list of states with anti-coercion 
laws when Gov. Orville Freeman 
signed legislation endorsed by the 
Minnesota Automobile Dealers 
Assn. 

Another new Minnesota law, 
cracking down on unlicensed vehi- 
cle operators, applies to courtesy 
car loans, MADA warned. Dealers 


Car Tire Sales 
In March Near 
Alltime Peak 


NEW YORK. — Manufacturers’ 
shipments of passenger tires dur- 
ing March were 8,684,817 tires— 
the highest for any month with the 
exception of the abnormal Korean 
War scare buying period in the 
summer of 1950 and the excise tax 
escape month of June, 1932. 

March shipments were 21.06 
percent higher than February 
when 7,173,881 units were shipped, 
according to the monthly report 
of the Rubber Manufacturers 
Assn., Inc. L 
Production of passenger tires 

during March amounted to 8,810,010 
units, an alltime record month and 
an increase of 16.70 percent over 
February when 7,549,083 passenger 
tires were produced. 

Inventories at month’s end were 
12,874,510 passenger tires as com- 
pared with 12,686,553 tires on hand 
a month ago, or an increase of 1.48 
percent. 

Shipments of truck and bus 
tires for March totaled 1,221,949 
tires, an increase of 11.31 percent 
over February shipments of 1,- 
097,745 units. Production also in- 
creased 6.41 percent to 1,272,646 
units compared with the produc- 
tion a month ago of 1,195,985 





Month-end inventories were 2,- 
734,389 tires, 1.98 percent higher 
than the 2,681,295 tires on hand on 
Feb. 28. ; 

Shipments of automotive inner 
tubes in March totaled 3,327,453 
units, 16.26 percent above the 2,- 
861,987 inner tubes shipped a month 
ago. Production was also up 13.49 
percent to 3,234,079 units as against 
the previous month’s production of 
2,849,552 units. Inventories at 8,- 
217,231 were .32 percent below the 


8,243,716 inner tubes in stock a e 


month ago. 


Mattingly, Henson Get 
Texas Director Posts 


AUSTIN, Tex.— Succeeding two 
retired new-car dealers, R. L. Mat- 
tingly and D. O. Henson have been 
appointed directors of the Texas 
Automotive Dealers Assn. Matting- 
ly is from Wichita Falls and Hen- 
son from Laredo. 

Mattingly fills the three-year 
term of O. McDonald, Wichita 
Falls, while Henson takes over 


Dromgoole also is from Laredo. 


were advised to make sure that 
demonstration drivers are properly 
licensed. 

Effective July 1, Minnesota will 
adopt the transfer fee which it 
alone has hitherto not levied. 
Dealer licenses will rise from $20 
to $35. 

The new “factory pressure” law 
makes it unlawful for any manu- 
facturer to coerce a dealer to: 1. 
Accept delivery of any unordered 
motor vehicle or vehicles, parts or 
accessories; 2. Order or accept de- 
livery of any motor vehicle with 
special features, accessories or 
equipment, and 3. Enter into any 
agreement by threatening to can- 
cel a franchise or contractual 
agreement. 

It. also is unlawful to refuse to 
extend to a dealer the privilege of 
determining the transportation to 
be used in making deliveries of 
new cars, to cancel or refuse to re- 
new a franchise or contractual ar- 
rangement without just cause and 
to assess any charge against a re- 
tail dealer for advertising or pro- 
motional advertising material with- 
out his prior consent. 


Spencer Directs 


Dodge Service 


DETROIT.—Promotion of Walter 
M. Spencer to Dodge director of 
service is announced by Byron J. 
Nichols, general 
sales Manager. 
Spencer succeeds 
Ben B. Settle, 
who has been as- 
signed to the ex- 
ecutive service 
staff of Chrysler 
Corp. 

Assistant serv- 
ice director since 
1946, Spencer 
joined the Dodge 
service depart- 
ment in 1935 as a customer service 
representative. He was service 
manager for Dodge dealerships in 
Detroit, Greenville, S. C., and Port 
Arthur, Tex., between 1922 and 1935. 





W. M. Spencer 


Whitaker. His dissent held that 
the Government had failed to 
establish competitive injury. 

Commissioner Robert T. Secrest’s 


opinions emphasized that while the 


price discriminations had not re- 
sulted in price cuts, they had given 
the favored buyers a profit advan- 
tage that could be translated into 
wider and better service to custom- 
ers. 

Chairman Edward F. Howrey’s 
concurring opinion said the record 
in the Moog case contains “direct 
and substantial evidence showing 
probability of injury to competi- 
tion.” 

Mason’s dissent from the Moog 
ruling maintained that the Govern- 
ment had based its case on infer- 
ences of injury rather than direct 
evidence. 

In the Moog case, the commis- 
sion, after pointing out that the 
financial life of dealers depends 
on the aggregate of small mar- 
gins of profit made on individual 
automotive items, declared: 

“With overall net profit so low, 

discounts to favored customers, 
ranging up to 19 percent, could 
well mean the difference between 
life and death if these discounts 
were extended to a sufficient num- 
ber of items purchased by a dis- 
tributor.” 

The final ruling requires the firm 
to discontinue price discriminations 
in the sale of automotive replace- 
ment parts. 


Salt Lake Judge 
Throws Out Auto 


Auction Controls 


SALT LAKE CITY.—A Salt Lake 
county ordinance designed to re- 
strict activities of auto auctions 
has been declared unconstitutional 
by Third District Court Judge Ray 
Van Cott. 

The revised ordinance, adopted 
a year ago, provided that all mer- 
chandise sold at public auction be 
within the state 10 days prior to 
the sale, and that a complete and 
final inventory of the items to be 
|sold be filed before the sale. 
| Judge Van Cott ruled that the 
|ordinance was designed “to stifle 
| competition,” and that it was there- 
fore unconstitutional. He said that 
the law established a “lot of. rules 
that cannot be enforced.” 


Packard Caribbeans Go 
On Display Thursday 


DETROIT. — Packard last week 
announced start of production on 
a@ new series of Packard Caribbean 
models. They will be introduced to 
the public in special “salon show- 
ings” May 19 at selected market 
points throughout the country. 

Production of the '55 model 
Packard Caribbean has been de- 
layed this year while Packard was 
reaching scheduled output rates on 
standard models. Packard has built 
Caribbean models since 1953 as a 
style-pilot series of cars for future 
design plans. 














Selling Goes Suburban, Too— 
Pacific Mills, a member of Burlington Industries, has moved out of Detroit's Fisher 


Building to offices of Gehringer & Forsyth 


at 16151 James Couzens Highway, on the 


; outskirts of Detroit. Gehringer & Forsyth now directs sales for Burlington Mills, Peer- 
Tom J. Dromgoole’s one-year term. | less Woolen Mills and Goodall Fabrics. The firm's ranch-house building has spacious 
display rooms, complete styling and designing facilities and a cofeteria. 


Aimed at Americans— 








Lancia, of Italy, is marketing a new two passenger, high speed sports cars exclu- 
sively in the United States. Called the “Spyder,” it features a V-6 engine with dual 
exhaust. It is said to be capable of 115 miles per hour. Heater and defroster are 
standard and heavy-duty bumpers protect the aluminum body. Other features in- 
clude racing tires and an adjustable steering wheel. New York price is above $5,000. 


News to Note . 


the same period of 1953 and 44 per- 


| cent above that period of 1954, the 


firm has reported. 

L. B. O’Laughlin, spark plug 
sales manager for Electric Auto- 
Lite, attributed the new sales peak 
to increased consumer acceptance 
coupled with aggressive sales and 


| advertising programs. 
7 


Rollins Leasing Buys 
Detroit Rental Firm 


PHILADELPHIA. — John W. 
Rollins, president of Rollins Fleet 
Leasing, Inc., Rehoboth, Del., has 
announced purchase of Fleet Auto 
Rental Co., Detroit, for approxi- 
mately $500,000. 

He said negotiations are in pro- 
gress for purchase of several ad- 
ditional leasing companies through- 
out the U.S. 

* 


. * 


Cadillac Truck Drivers 


Win Detroit Safety Honors 
DETROIT. — Top honors in the 
Detroit Safety Council’s annual 
fleet safety contest in the “manu- 
| facturing, large” competition were 
| won by the Cadillac for the eighth 
| consecutive year. 
The 66 Cadillac outside truck 
| drivers drove 88 vehicles a total of 
| 1,504,534 miles in establishing the 
| safety mark. 





* * x 


‘TBEA Heads to Discuss 


°55 Convention Plans 


PHILADELPHIA. — Officers, di- 
rectors and senior council] mem- 
bers of the Truck Body and Equip- 
ment Assn. will meet here May 13 
to discuss progress on the group’s 
1955 convention, Oct. 10-12 in Chi- 





cago. 

Committee reports and the site 
for the 1956 annual meeting also 
will be discussed. 

* * + 








Torsional Truck Seats 


Introduced by GMC 


PONTIAC. — GMC Truck & 
Coach Division will be the first 
truck manufacturer to market a 
new truck seat that uses tor- 
sional rubber springs to protect 
drivers from road jolts, according 
to R. C. Woodhouse, general 
truck sales manager. 

GMC is installing the new seats 
in 90 GMC diesel highway trac- 
tors ordered by Southeastern 
Truck Lines, Inc., Nashville. Mar- 
keting plans call for distributing 
the seats as GMC dealer acces- 
sories, Woodhouse said. 

+” * * 


NSPA Awarded ‘Oscar’ 


In Public Relations Field 


PHILADELPHIA. — An “oscar” 
for national achievement in public 
relations was awarded to the Na- 
tional] Standard Parts Assn. in the 





Auto World in Brief 


(Continued from Page 59) 


trade association field at the Amer- 
ican Public Relations Assn.’s 11th 
annual convention. 


The presentation address was 
made by APRA President John H. 
Smith jr., of the Chrysler Corp. 
public relations department. 

J. L. Wiggins, NSPA executive 
vice-president, accepted the award, 
which was made for the group's 
programs, “Automotive Instruction 
in Our Schools” and “Workers’ In- 
troduction to Wholesaling in the 
Automotive Industry.” 


* * « 


Pittsburgh Chauffeurs Visit 


Packard Torsion Clinic 


PITTSBURGH. — Ninety pri- 
vate chauffeurs from this area 
visited the Packard division re- 
tail branch headquarters here 
for a preview of demonstration- 
display clinic on the principles of 
torsion bar suspension. 

The Pittsburgh clinic wag one 
of a series being conducted by 
Packard in major cities for stu- 
dents from technical, trade and 
vocational schools. 

* = * 


Zinc Die Casting Due 


To Enjoy Record Year 


CHICAGO.—David Laine, secre- 
tary of the American Die Casting 
Institute, has declared that “1955— 
barring unpredictable circum- 
stances—probably will be the year 
of highest consumption of zinc for 
die casting in history. A level of 
285,000 to 300,000 tons may be 
achieved and held in 1956.” 

Also speaking at the Institute's 
37th annual meeting here, K. J. 
Burns, of Inland Steel Co., said the 
quality of galvanized sheets has 
improved tremendously and that 
new uses are continually being 
found for galvanized sheets. 


Directors Vote 
To Merge Bower. 


F ederal-Mogul 


DETROIT.—Directors of Federal- 
Mogul Corp. and Bower Roller 
Bearing Co. have voted to submit 
a plan to merge Bower with Fed- 
eral-Mogul to the companies’ share- 
holders. 


Approval requires at least a two- 
thirds majority of the shares of 
each company. Under the agree- 
ment, Federal - Mogul will change 
its name to Federal-Mogul-Bower 
Bearings, Inc. 

H. Gray Muzzy will continue as 
chairman of the board; S. A. 
Strickland, Bower president, will 
be vice-chairman; Guy S. Peppiatt, 
Federal-Mogul president, will be 
president and chief executive 
officer, 
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STAINLESS STICK LUBRICANT 


Where cleanliness and perfor- 
mance is a MUST — nothing 
does the job like DOOR-EASE 
Stainless Stick Lubricant! Un- 
like soft grease or oils, DOOR- 
EASE leaves a smooth-spread- 
ing, tough, long-wearing film 
that won’t flake or rub off. 
Won’t stain clothing or uphol- 
stery. No wonder DOOR-EASE 
is specified for all exposed 
parts and fittings by leading car 
manufacturers and oil com- 
panies. Shop size for service 
use; Universal for resale. From 
jobbers everywhere. 


Use DOOR-EASE at these points 


Door Bumpers 


Rubber Bumpers, Strips and Hood Lac- 
ings . . . Dove Tail Wedges . . . Dome 
Light Switches .. . Ash Trays... Pedal 
Shafts and all exposed working parts 
and fittings. 





REMEMBER... 


A little DOOR-EASE goes a 
long way -— stops squeaks .. . 
lasts the life of a lube 
job. Withstands sum- 
mer heat and winter 
cold; water resistant. 


AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 


AN 


PRODUCT 


AUTO 
TURNTABLES 


= 
Manufactured by 


& 

Macton Machinery Co. 
DYKE LANE 
Stamford 2, 

Conn. 


CAR SALESMAN’S LOG 


fa 





= 
Points up each salesman’s perform- i 
i ance . . . increases PRODUCTIVE { 
SELLING TIME. Exceptionally Low 
I cost! Full year's supply per sales- 


I mon___, Only $6.60 | 


For FREE Sales Managers 
Guide, clip this ad and... i 


Room 102,13271 MT. ELLIOTT 


DETROIT 19, MICHIGAN 





Buffalo Dealers Hear Kirks .. . 


Bootleg Ban Urged 
To Curb Factories 


(Continued from Page 3) 


changed in 1956 unless the dealer 

organization can convince Con- 

gress that a reduction can be 
made. 

The speaker pointed out that 
NADA is working closely with a 
Senate committee appointed to in- 
vestigate what is wrong with the 
auto industry. Dr. Kirks said this 
committee is progressing in an in- 
telligent way in an effort to find 
out what is troubling dealers and 
to suggest remedies. 

Dr. Kirks said NADA is cooper- 
ating by providing the committee 
with the necessary facts, and he 
appealed to local dealers to respond 
to inquiries for information. 

“Your national association today 
stands on the threshold of its 
greatest opportunity in Washing- 
ton,” said Dr. Kirks. “If we don't 
make our case now, the halls of 
Congress will be closed to us for 
a long time. We can make good 
for the industry if you give us the 
ammunition we need.” 

John J. Evers jr., executive vice- 
president of the New York State 
Auto Dealers Assn., said that mem- 
bers of the state group showed in 
a survey they were overwhelmingly 
against any change in the Sabbath 
law which would permit sale of 
cars on Sunday. Noting that New 
York City dealers had sought such 
a change in a recent legislature, 
Evers said the state association 
| couse a shorter, not a longer work 
| week, in the industry. 

Evers said the future of the 
proposed New York State car in- 
spection program is not clear at 
the moment owing to its post- 
ponement. He said the only basis 
on which dealers now can pro- 
ceed is on an informal car check 
program. 

Fred E. Mason, of Malone, presi- 
| dent of NYSADA, said membership 
now totals nearly 2,000, a new high 
for the past two years. 

The Buffalo association elected 
the following new officers: Presi- 
dent, Edward E. Tunmore (Olds- 
mobile); vice-president, Chester G. 


Dodge Appoints 


‘Snowden in Sales 


| DETROIT.—A ppointment of 
Byron S. Snowden as assistant sales 
| manager-trucks in charge of adver- 
tising and sales 
Promotion has 
been announced 
by William S. 
Woolsey, Dodge 
truck general 
sales manager. 

Snowden had 
served as direc- 
tor of advertising 
and merchandis- 
ing for trucks 
since December, 
1954. He joined 
Dodge in 1945 as district manager 
at Boston. 

He was transferred to the home 
office in 1950 to serve on the truck 
promotion staff. Snowden became 
truck merchandising manager in 
1953. 


Hudson Producing 





B. S. Snowden 


Navy Sea Mines 


DETROIT.—S. G. Baits, general 
manager of Hudson Special Prod- 
ucts division, announced last week 
a new Navy con- 
tract under which 
the division wil] 
design and fabri- 
cate sea mines 
for the Bureau of 
Ordnance. 


Workonthe 
new program 
now is under way 
in the division’s 
plants in Detroit, 
Baits said. De- ES s 
tails of the sea 8. G. Baits 
weapon were not disclosed. 

The new defense assignment is 
one of several Air Force and Navy 
contracts recently awarded to this 
division of American Motors. 








Daetsch (Hudson); secretary, Mar- 
tin J. Echtenkamp (Lincoln-Mer- 
cury), and treasurer, Anthony J. 
Lamastra (Dodge). 

Newly elected or reelected direc- 
tors are: Buick, Walter A. Arenz; 
DeSoto, Paul B. Davis; Nash, 
Henry W. Cohn; Pontiac, David E. 
Waite, and Studebaker, Ervin J. 
Wolf. 

T. J. Hunt, outgoing president, 
was presented a gift for his serv- 
ices during the past year. Tunmore 
presided. 





Tube Mounts Tire— 


A rubber-fabric tubeless tire mounter 
has been designed by General Tire & 
Rubber Co. The Mountube is inflated to 
about five pounds air pressure to adjust 
the tire to the rim (above). It fits all pas- 
senger tire sizes, it is claimed. The Moun- 
tube is a product of General's Kraft 
Equipment program. 





Mo. Votes to End 


Tax on Tradeins 


JEFFERSON CITY, Mo. — A 
dealer-backed bill which will save 
Missouri auto buyers an estimated 
$5 million a year has been passed 
by the Senate after approval by the 
House and sent to the governor 
for his signature. 

The bill would exempt sales tax 
payments on the tradein value of 
a used car in connection with the 
purchase of a new car or another 
used car. If the bill is signed by 
Gov. Phil M. Donnelly, the sales 
tax would be collected only on the 
actual cash payment in the trans- 
action. 

Proponents of the bill claimed it 
would eliminate double taxation. 


Hough Adds GMC 


Ray Hough (Buick), Barnsville, 
Minn., has been given a truck 
franchise. 


April Brings Shower of Sales Highs 


(Continued from Page 4) 
Motors cars, President Harlow 
H. Curtice said last week. 

Sales during the 
final 10 days of 
the month also 
set marks for 
both new and 
used cars, he said. 

Curtice claimed 
April new-car 
sales of 349,229 
for the corpora- 
tion; four-month 
sales of 1,243,214, 
and sales in the 
final 10 days of 
the month of 121,852. 

“This could well be the biggest 
passenger-car year in the history 
of the automotive industry,” he 
said. Oldsmobile 

All sales records for single month 
were shattered by Oldsmobile in 
April with the retail delivery of 
56,820 new cars, 
according to J. F. 
Wolfram, general 
manager. 

The former 
monthly mark 
was 55,821, set in 
March. 

Oldsmobile 


H. H. Curtice 


re- 


first four months 
of 1955 totaled 

i 203,630, Wolfram 
J. F. Wolfram said, compared 
with 120,264 in the first four months 
of 1954. The final April period was 
the second-best 10-day period in 
Oldsmobile history, he said. 

Buick 

Buick dealers delivered 73,258 
cars at retail in 
April for an all- 
time record, ac- 
cording to Ivan 
L. Wiles, general 
manager. 

This brought 
the total retail 
sales for the first 
four months of 
1955 to 259,501 
cars, he said. 

April, he added, 
was the second 
straight month that Buick retail 
sales topped 70,000. 

Plymouth 


Ivan L. Wiles 


Plymouth dealers delivered more | 
1955 cars to retail customers dur-| 


ing April than in any single month 
for the past 14 
years, William J. 
Bird, sales vice- 
president, said 
last week. 

He predicted 
that May retail 
sales would set 


outh record. 
Plymouth retail 

deliveries in April 

totaled 69,865 to 





William J. Bird 


vious record for the month—66,595 
cars in April, 1941. The only bigger 
month in Plymouth history, Bird 
said, was May, 1941, when 70,381 
cars were sold. 
Nash 

April retail sales of new Nash 
cars were 146.6 percent of the com- 
parable 1954 month and 118.3 per- 
cent of March, according to Roy 
Abernethy, sales vice-president. 

Sales of Ambassador, Statesman, 
Rambler and Metropolitan cars in 
the first four months of this year 
reached 115.3 percent of the like 





tail sales in the|_ 





an alltime Plym- 8 


surpass the pre-! 


period of last 
year he said. 

April sales to- 
taled 10,796 units, 
compared with 
7,366 in April of 
last year and 
9,127 in March, he 
stated. 

Sales in the 
first four months 
amounted to 30,- 
225 cars, against , pera aa 
26,215 in the com- mop Abemnethy 
parable period a year ago, he said. 

Studebaker 


April sales of Studebaker cars and 
trucks showed 
an 18 percent 
increase over 
those of March. 
William A. Keller, 
general sales 
manager, said. 
Last month’s 
totals, which 
were also almost 
17 percent higher 
than April of 
1954, represent 
the best 30-day 





W. A. Keller 
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Vaive-Gopper in position on 1954 V-8 Ford 
Engine. 





Mechonic using Valve-Gapper on Chevrolet 
Engine. 





...the new precision instrument that utilizes an 
entirely new principle in adjusting valve clearance, 
or “gap” on valve-in-head engines. The Valve- 
Gapper assures micrometer accurate valve clear- 
ance adjustment and instant location of noisy or 
defective hydraulic lifters. 


@ Reduce Valve Adjustment Time approxi- 
mately 50 per cent! 

® Check the Valve Gap Visually and get 
Micrometer Accurate readings BEFORE, DUR- 
ING and AFTER Adjustment. 

@ The VALVE-GAPPER is Fast, Easy to Use— 
both hands are FREE to make adjustments 
while dial indicator registers exact setting. 

®@ Use the VALVE-GAPPER for instant location 
of defective hydraulic lifters. 

® Use the Dial Indicator for other shop tasks. 


MODEL 201—FOR GM DIESEL ENGINES 


Enables mechanics, owners, operators to— 


| P&G MANUFACTURING CO. Dept. 8 


; 2262 N. Albino Avenue, Portlond 12, Oregon 


sales period for the company 
since October 1953, he said. 

During the first four months of 
1955, Studebaker has produced 54,- 
579 cars and 7,633 trucks, compared 
with 31,713 cars and 4,253 trucks in 
the same period last year, he said. 

Chrysler 

Sales of Chrysler and Imperial 

cars are up 68.7 percent for the 


_|first four months of 1955 over the 
same period of 


1954, according to 
E. M. Braden, 
general sales 
manager of 
Chrysler division. 

“During Janu- 
ary, February, 
March and April 
our dealers de- 
livered 60,818 cars 
to customers,” 
said Braden, i 
“compared to 36,- E. M. Braden 
059 delivered in the first four 
months of 1954.” 

Deliveries during April totaled 
16,793, up 65 percent over the 10,- 
120 cars delivered during April, 
1954, he said. 
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Ford, GM Strike Votes Begin 


(Continued from Page 8) 
is just one of the weapons the un- 
ionists use to achieve their de- 
mands. 


* 6« @ 
Local Okays Strike 

IRST results of the strike vote 

being conducted by the UAW 
indicate overwhelming approval of 
strike authorization. The initial re- 
turns came from Local 862 of the 
Ford assembly plant in Louisville, 
which authorized the strike 1,663 
to 28. Not voting were 93 members. 

Most observers feel that the 
negotiations, although moving 
slowly, are conforming pretty 
much to the anticipated pattern. 

These observers feel that GM and 

Ford have little to gain by grant- 
ing any concessions until the 
very last minute, and until the 
UAW has brought out its full ar- 
senal of weapons. 

Besides the national contracts 
being negotiated in Detroit, most 
of the 127 GM locals and the 83 
Ford locals have contracts cover- 
ing local working conditions which 
must also be negotiated in the few 
remaining weeks. 

Declaring that these local pacts 
would have to be settled before the 
national contract was signed, John 
Livingston, director of the union’s 
GM department, said that if the 
“negotiators on the local plant level 
don’t go to work, there would be 
trouble.” oar 


Wildcats Criticized 


| Hp satene-tgatl also urged the GM 
delegates to prevent wildcat 
strikes, asserting that such walk- 
outs only eat into the union’s treas- 
ury, reducing the available funds, 
should a strike be called at Gen- 
eral Motors or Ford. 

After 12 formal bargaining ses- 


Green to Manage 
Willys ‘Specials’ 


TOLEDO.—Sam F. Green, associ- 
ated with Willys sales since 1943 
has been named 
manager of spe- 
cial equipment 
and specialty ve- 
hicles, Hickman 
Price jr., Willys 
Motors sales vice- 
president, an- 
nounced last 
week. 

Green has been 
E active in automo- 

. tive sales for over 

Sam F. G 27 years. Before 
joining Willys, he was regional 
manager with Packard. 

Price said Green will direct sales 
of special equipment for Jeeps and 
Jeep four-wheel-drive trucks as 
well as sales of completely equipped 
units. Also special adaptations of 
Willys vehicles, such as fire en- 
gines, ambulances and service-type 
vehicles, will be coordinated by 
Green. Price said. 
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sions with Ford and 14 with GM, 
the UAW resumed negotiations last 
Wednesday and the unionists were 
hopeful that the companies might 
have something to offer them. 

Livingston again hinted last 
week that, on the basis of nego- 
tiations thus far, the union was 
still undecided as to whether GM 
or Ford—or both firms—would be 
the main strike target. 

In Windsor last week, George 
Burt, Canadian director of the 
UAW, said the union was demand- 
ing the same type of GAW from 
General Motors in Canada as was 
asked of GM and Ford in the U. S. 
The Ford and Chrysler contracts in 
Canada are not open until next 


year. 
* +. 7 


GAW Cost Outlined 


AST week the UAW released 
these long-awaited figures re- 
garding the exact cost of the GAW: 
1, Ford and General Motors are 
being asked to set up a GAW trust 
fund that would grow to $480 mil- 
lion in five years. It would cost GM 
$70 million a year and Ford $26 
Million a year. 

2. Maximum liability for each 
employer would be 8 percent of his 
current payroll, or about 17 cents 
per hour per man. 

3. Of this 8 percent, 4 percent 
would be required to build up the 
$480 million fund. 

4. The other 4 percent for which 
the companies could be liable would 
be paid to laid-off workers, to work- 
ers under the 40-hour call-in pay 
clause and to cover other GAW ex- 
penses. 

5. Once the trust fund is built 
up, the companies would have no 
GAW expenses if there were no 
layoffs. 

Neither Ford nor GM would com- 
ment on the cost of the GAW or 
on the strike votes which have been 
ordered. 


Dealers Oppose Wage Act 


THE dealership front, NADA 
General Counsel James C. 
Moore told a Senate Labor sub- 
committee in Washington last week 


GAW Held Peril 
To Small Vendors 


BUFFALO.—A guaranteed annu- 
al wage for the auto industry could 
hurt the small companies that are 
suppliers to auto manufacturers, 
Orrin B. Werntz, executive secre- 
tary of the National Screw Machine 
Products Assn., declared here. 

If labor unions should be success- 
ful in getting a guaranteed annual 
wage, he said, “it would come as 
no surprise for General Motors to 
announce that the guaranteed an- 
nual wage requires them to keep 
all its men at work all of the time 
and to do that they will call in all 
of their subcontracting of every 
kind.” 


f 





The .swards committee, made up of representatives of the American Taxicab Assn. 
and the National Assn. of Taxicab Owners, complete their selection of 24 taxicab 
drivers to be honored as the nation's Four-Star Drivers for 1955. The committee, 
meeting in Detroit, selected the winners from 84 finalists. Previously chosen from 
more than 50,000 drivers, winners will be honored in Detroit June 5-7 by Plymouth 
and Chrysler Corp.'s Fargo division. 


that new-car and truck dealers 
were “vigorously” opposed to ex- 
tension of federal wage and hour 
coverage to retail and service es- 
tablishments. 

Moore appeared in opposition 
to two Senate bills to extend cov- 
erage of the Fair Labor Stand- 
ards Act to auto dealers doing an 
annual business of $500,000 or 
more. 

He told the subcommittee that 
the Fair Labor Standards Act was 
never intended to apply to auto 
dealers and that the nature of a 
dealer’s business makes it imprac- 
ticable for him to comply with the 
requirements ot the law. 


Wash. Pact Approved 


N LONGVIEW, Wash., last week 

a new contract, giving a pack- 
age increase of about 10 cents an 
hour to members of Local 1350, 
AFL Machinists, was announced 
by Ben Polacek, president of the 
Longview-Kelso New Car Dealers 
Assn. 

The settlement provides a five- 
cent hourly pay hike, two weeks’ 
vacation after three years instead 
of five years and employer - paid 
health insurance. 

Last week some 20 dealerships 
in Skagit County, Wash., were 
closed by a strike of 150 auto 
mechanics. Two dealers in the 
county agreed to the union de- 
mands and remained open. 

The mechanics, members of the 
AFL Machinists, walked out after 
their demands for a 13-cent hour 
raise, a health and welfare pro- 
gram and seven paid holidays a 
year were turned down. The me- 
chanics’ current rate is $2.17 an 
hour. 

In nearby Snohomist County the 
mechanics are asking that their 
wages be boosted from $2.17 to $2.32 
an hour. 


Obituaries 


Theodore C. Foster 
MANCHESTER, N. H.—(UTPS)—Theo- 
dore C. Foster, manager of the Hanover 
Hill Garage (Chevrolet) and active in the 
automobile business here for 30 years, died 
May 4. 
* * 
James G. Riffle 
HAMDEN, O.—James G. Riffle, +4, prom- 
inent in the automobile business here, died 
in Hocking Valley Hospital at Logan. 
= * * 
Harry H. Baker 
SEATTLE.—Harry H. Baker, 72, a for- 
mer Seattle and Kirkland (Wash.) auto- 
mobile dealer, died at his home May 3, 
* . * 


Leigh R. Evans 

ELMIRA, N. Y. — Leigh R. Evans, 71, 
senior vice-president of Hardinge Bros. and 
a pioneer in the automobile industry, died 
May 1 at his home here. He began his 
career with the former Franklin motor car 
firm in Syracuse and later joined E. R. 
Thomas Motor Car Co. in Buffalo. Later 
he was chief engineer with Russell Motor 
Car Co. (Toronto). He joined Hardinge 
Bros. in 1931, 

* * 


* 
Frank N. McDowell 
PARSONS, Kans.—Frank N. McDowell, 
65, head of McDowell Motors, Inc., died 
May 3 at his home here. Mr. McDowell. 
who came to Parsons in 1944 and opened 
a Ford dealership, was a member of the 
Parsons Automobile Dealers Assn. and a 
director of NADA. He was in the auto- 
mobile business at Muskogee, Okla., before 
coming to Parsons. 
* . * 
Henry L. Green 
CAMDEN, Ark.--Henry L. Green, 55 
who came to Camden in 1928 and estab- 
lished a Packard dealership, died Apr. 29 
in a local hospital. He was owner of Green 
Motor Co. 
* * * 
Eugene Vickery 
BATESVILLE, Ark. — Eugene Vickery. 
19, used car dealer, died Apr. 26 in a local 
hospital. 
7 * - 
Joseph S. Wingo 
HICKORY, N. C.—Joseph 8S. Wingo, 67. 
former sales manager of Lang Chevrolet 
Co. here, died in a toca hospital Apr. 30. 
7 * 


George Spiker 
PORT ARTHUR, Tex.—(UTPS)—George 
Spiker, 47, owner of George Spiker Motor 
Co. (Lincoln-Mercury), died at his home 
Apr. 23 after a heart attack. 
* + * 
Walker H. Grebe 
PORTLAND, O1re.—Walker H. Grebe 
64. owner and operator of Walter H. Grebe 
Auto Parts Co. here, died May 11 of a 
heart attack. 
* * * 
Joseph Earl Colvin 
KANSAS CITY.—Joseph Earl Colvin, 53, 
died at his home here May 2. He was a 
part owner of the Automobile Auction Co. 
from 1940 until last year and was an auto 
dealer at Lexington, Mo., before coming 
to Kansas City in 1940. 
* ” = 
Eugene J. Hoffman 
NEW ORLEANS.—Eugene J. Hoffman 
57-year-old salesman for Crescent City Mo- 
tors (Studebaker) for the last 10 years, 
died Apr. 29 after a heart attack. 








Dodge Sponsors National Open TV— 


Gene Sarazen (right), famous golfer, signs a contract with Dodge to assist with 
the nationwide television coverage of the 55th National Open golf tournament. He 
will work with Lindsey Nelson, sports announcer, in narrating the finals, which will 
be held June 18 at San Francisco's Olympic Country Club. Looking on (from left) are 
William C. Newberg, Dodge president, and Jack W. Minor, advertising and mer- 
chandising director. 





Polk Agrees to Omit Cars 


Registered by Dealers 


DETROIT.—A different way of} alistic approach in keeping with 
counting new-car registrations, | the actual new-car picture.” 


which should more accurately re-| 


flect new-car sales, was announced 


“These changes will result in a 


| definite improvement of our func- 


last week by R. L. Polk & Co. ac-|tion to provide more accurately 


cepted industry statistician. 


| registration statistics representing 


Under the new plan, registra- | new cars in the hands of ultimate 
tions in the names of auto dealers | users,” Polk said. 


will be withheld from the regular 
count and will be maintained in 

a holding file. 

All first transfers of registrations 
will be checked against this file as 
they are received, Polk said, and 
when a dealer registration and first 
transfer match, the registration 
will be pulled from the holding 
file and the vehicle counted. 

The count, Polk said, will be 
predicated upon the second regis- 
tration name and location. 

This method, Polk said, would 
be put into operation effective with 
April reports, but would be made 
retroactive to Jan. 1. 

The change announced by Polk 
was interpreted in some quarters 
as a victory for Ford Motor Co. 
Ford had claimed leadership in 
1954 sales on the basis of a spe- 
cial report compiled by Polk 
which withheld registrations in 
names. 

Actually, the new system is simi- 
lar to Polk’s standard report prior 
to 1954, when “excessive registra- 
tions” in dealers’ and manufactur- 
ers’ names were withheld from De- 
cember totals. 

In 1954, however, Polk tempo- 
rarily discontinued this practice in 
its standard report. although it 
turned out the special Ford report 
withholding dealer registrations. 

In a lett>r to manufacturers 
last week, Polk said its newest 
change was being made to give 
its standard service a “more re- 
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Turning Up Sales— 


Ted Davis stands on the turntable 
which he and his partner, William Roe- 
mer, recently installed on a corner of 
their used-car lot in Twin Falls, Id. Each 
day they display their “best buy" to the 
Main St. traffic. Davis also has a Stude- 
baker dealership. 


Munn 


(Continued from Page 3) 


it to headquarters which, of course, 
is tantamount to cancellation. 

Let us repeat, coercion is the 
source of the factory’s vulner- 
ability. 

There will be a new and satisfac- 
tory contract only when dealership 
leadership makes definite proposals 
as to the type of new contract and 
sells dealers on the value of the 
revision to the general public and 
to all factors of the trade. 


Dealers can no longer afford to 
be divided. They must unite. NADA 
cannot get ahead of its members. 
So it is important that the opin- 
ions of dealers are unified. 

When this occurs and _ public 
interest is considered, immediate 
action can be obtained and auto- 
mobile dealers can continuously be 
counted on to take their rightful 
place in these great service trades 
and assure to America and the 
automobile industry an expanding 
economy. 


Auto-Lite Reveals 
Plant Expansion 


TOLEDO.—A $1,200,000 expansion * 


program at its wire and cable 
plants at Port Huron, Mich., and 
Hazleton, Pa., has been announced 
by Electric Auto-Lite Co. 


The transition to 12-volt elec- 
trical systems by some of Auto- 
Lite’s car manufacturer customers 
was given as the reason for the 
need for additional facilities, H. E. 
Hasemeyer, production vice-presi- 
dent, reported. 

Largest undertaking will be at 
the company’s Port Huron plant, 
where 50.000 square feet of manu- 
facturing space, enlarges engincer- 
ing facilities and new equipment, 
will cost about $1,000,000. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 


' | MOTIVE NEWS gives you the entire story 


every week throughout the year. 


Missouri ‘Ethics’ Bill 


Gets Trampled in Rush 


JEFFERSON CITY, Mo.—The 
bill sponsored by the Missouri 
Automobile Dealers Assn. to li- 
cense auto dealers, manufacturers 
and salesmen and prescribe 2 
code of ethics, has been aban- 
doned for this session of the Leg- 
islature in the rush for adjourn- 
ment. 
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Car, Truck Output Estimates 
e 
By Automotive News 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 
Ended Same Ended May, To 
May 14, Week, May 7, 1954, May 15, May 14, 
1955 1964* 1955* To Date 1954* 1955* 
AMERICAN MOTORS 4,965 1,068 4,533 9,498 37,594 80,009 
NNN SS plies sekaces 1075... = 998 2,068 «= 8,998 += -28,446 
TIED ccscesrecscccsnscspsesrssrsees 3,890 1,068 3,540 7,480 28,596 651,653 
CHRYSLER CORP. .... 33,600 13,717 30,973 64,573 279,389 616,021 
OhrySler ccc 4100 2,254 = 8,951 8,051 45,482 83,864 
DOD cecsccsessccsssevcesceseee 3,000 1,254 2,951 5,951 30,019 63,480 
BO siacegesceessssocsesesceves 7,500 2,580 5,202 12,702 50,350 142,571 
Plymouth .............c00 19,000 7,629 18,869 37,869 153,538 326,106 
FORD MOTOR. ............ 48,195 38,478 46,391 94,586 698,901 853,140 
BD cos stereensiesascsvossectecseese 36,685 31,292 35,808 172,443 562,619 664,991 
906 858 1,808 17,609 17,450 
6,280 9,725 20,385 118,673 170,699 
GENERAL MOTORS .. 90,340 67,077 85,402 176,242 1,130,722 1,591,557 
BENE, © - weinsicccasecosidsnresesuies 20,000 18,073 16,778 386,778 213,159 321,537 
NMED. cx ccecorrseccecssesssnve 3,220 2,757 3,205 6,425 43,509 63,567 
Chevrolet. ...................00 40,000 $2,791 38,414 78,414 565,530 722,634 
Oldsmobile _.................. 14,420 10,719 14,172 28,592 158,273 244,686 
SEINEEIOT . consssvscocnsscocesoseess 13,200 7,737 =12,833 26,088 150,251 239,133 
KAISER MOTORS ....... 50 662, 19 69 10,579 5,728 
EOE encscccseccsscnscederseosees 50 299 19 69 4,028 69 
EE, exeihGitsiciinisdiniawedives . sbivesiens a 6,551 5,659 
Be GRIM e. siscssssicccsscsssence 5,310 288 5,158 10,468 48,999 92,579 
EPO, csiivectsreceniesssinins PRUNE baeiinasd 2,041 4,151 14,924 31,682 
Studebaker .................. 3,200 288 3,117 6,317 34,075 60,897 
Total Cars, U.S. ........ 182,960 121,290 172,476 355,436 2,206,184 3,239,124 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
eek Week Jan. 1 dan. 1 
Ended Same Ended May, To 'o 
May 14, Week, May 7, 1954, May 15, May 14, 
1955 1954* 1955* To Date 1954* 1955* 
CHEVROLET ................ 11,100 7,424 10,886 21,986 138,735 132,851 
DIAMOND T ................ 114 82 150 264 1,325 1,973 
ND aisicincsicsucnataorwnateisive 80 80 80 160 1,466 1,306 
ID sctvesaccocssdscscuscntaiss 2,700 1,958 2,564 5,264 35,680 35,399 
ND  bavekssinainaeitis nc tentachilai 7,165 6,558 6,969 14,184 122,849 147,959 
SNE vetcibsantbaeaithanssoascdansiest 2,950 1,601 2,988 5,938 36,507 31,749 
INTERNATIONAL. ...... 2,855 2,242 3,405 6,260 41,718 48,991 
IED, ~ Socestles siedtiniaoicsaenanies 330 121 202 532 2,585 4,524 
ME leicntcacachedssanascticneranncses 120 225 120 240 4,240 1,883 
STUDEBAKER. ............. 500 369 500 1,000 5,039 8,634 
MII nassicissshesseansesozscssse 300 226 298 598 4,570 5,836 
RNIN sessssscssssssccassscsces 1,931 1,275 1,798 3,729 22,738 + 29,598 
MISCELLANEOUS 100 97 100 200 2,798 1,920 


Total Trucks, U.S. .... 30,245 22,258 30,060 
Total Cars, Trucks, 








_ eee 213,205 143,548 202,586 415,741 2,626,434 3,691,747 
Total Cars, Trucks, 

I, oi eatnaiecssactis 18,970 9,948 18,689 27,609 197,682 193,085 
Grand Total, 

Cars and Trucks, 


U.S. and Canada ..227,175 153,496 216,175 443,350 2,824,116 3,884,832 


‘Revised, Miscellanevus includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Federal, etc. 
¥.B.: All U. 8. totals include cars and trucks for military orders. 


Dealer Groups, Chevrolet 
Honored by Safety Council 


CHICAGO.—An automobile man- 
wfacturer, a dealer and two dealer 
associations were among the re- 


politan Detroit—were cited by the 
council for exceptional service to 
safety in 1954. 

"Chevrolet won for carrying fre- 
quent safety messages on four net- 
work radio and television shows. 
The company also plugged safety 
in ads in 7,500 newspapers. 

The DeSoto-Plymouth Dealers of 
America, sponsors of the Groucho 
Marx TV show, “You Bet Your 
Life,” included safety reminders on 
89 programs. During Safety-Check 
Month last May, two one-minute 
spots on safety checkups were 
given in commercial time. 

Elkes Pontiac sponsored a year- 
round, Monday through Friday, 
series of five-minute radio pro- 
grams called “Courtesy Pays.” 
Listeners were invited to nom- 
inate courteous drivers and prizes 
were awarded to the winners. 

The Plymouth Dealers of Metro- 
politan Detroit sponsored 820 five- 
minute radio programs direct from 
the Accident Bureau of the Detroit 
Police Department giving road con- 
ditions and other traffic informa- 
tion. A TV program “The Plymouth 
Safety Eye” featured actual scenes 
involving motorists and pedestrians 
filmed on Detroit streets. 


Council’s 1954 Public Interest 
Award. 

The advertising campaigns of 
the four — Chevrolet, DeSoto- 
Plymouth Dealers of America, 
Elkes Pontiac Co., Tampa, Fla., 
and Plymouth Dealers of Metro- 
ee eee. ere ee ere 


sler 


(Continued from Page 2) 


las, Cincinnati, Memphis, Boston, 
Waukee and Syracuse. 

May 17—San Francisco, Chicago, 
Philadelphia, Seattle, Miami, Kan- 
sas City, Salt Lake City, Houston, 
Washington, New Orleans, Char- 
lotte, N. C., Detroit and Pittsburgh. 

May 18—Great Falls, Mont., and 

Louis. 


Burnside Leaves $1 Million 
COLUMBIA, S. C. — Marion T. 
burnside, Columbia DeSoto-Plym- 
Suth dealer who died recently, left 
&n estate valued at more than $1 
Million, probate proceedings dis- 
last week. 


den. 1 In 


182,960 Cars Roll in Week . . . 


Output Near Record 


Quick Recovery 


(Continued from Page 1) 


the industry would produce in the 
neighborhood of 740,000 cars dur- 
ing the month. Should the pace es- 
tablished last week continue, the 
industry could surpass the 754,093 
cars produced in April. Last 
month’s total was second only to 
the record 794,580 cars turned out 
in March. 

If the present pace is sustained, 
the industry should finish the first 
five months with a production of 
approximately 3,633,603 cars. That 
would be 48.1 percent better than 
the 2,453,370 cars turned out dur- 
ing the same period of 1954. 

Then, barring a strike at Ford 
and General Motors, the four mil- 
lionth car of 1955 should roll from 
the assembly line on June 15. 
That would be eight weeks ear- 
lier than the record year of 1953 
and almost 14 weeks ahead of 
last year’s pace. 

Contributing the most to last 
week’s upturn were increased out- 
put schedules at Buick, Oldsmobile 
and Ford Motor Co. 

* 


= 

LDSMOBILE scheduled a rec- 

ord 14,420 cars last week, 

eclipsing the old high of 14,172 es- 
tablished during the week ended 
May 7, while Buick surpassed its 
peak of 19,891, set during the last 
week of April, with a projection of 
20,000 cars last week. 

Ford division established both 
five and six-day marks last week. 
The new five-day mark of 31,535 
broke the former high of 30,853 set 
during the week ended Apr. 16, and 
the 36,635 cars produced through 
Saturday bettered the old high of 
36,203 built during the six-day week 
ended Apr. 30. 

Ford’s new six-day mark, plus 
the production of 10,610 Mer- 
curys and 950 Lincolns, gave 
Ford Motor a new postwar car 


sler Names 
7 
Bright to Head 
e e e 
Supply Division 

DETROIT. Formation of a 
new manufacturing division em- 
bracing four of Chrysler Corp.’s 
plants in Indiana 
was announced 
last week by L. 
L. (Tex) Colbert, 
president. 

It will be called 
the supply divi- 
sion and will be 
headed by R. S. 
Bright as general 
manager. The 
move was termed zs 
the latest in the od 
corporation’s di- R. S. Bright 
visionalization program. 

The plants concerned are at In- 
dianapolis, New Castle and Ko- 
komo. Bright previously directed 
the plants’ operations under Dodge 
division. The new division will sup- 
ply major components for all Chrys- 
ler Corp. cars including Power- 
Flite automatic transmissions, 
shock absorbers, forged and ma- 
chined parts and standard trans- 
missions. 

Bright joined Chrysler in 1938 
and in April, 1953, was appointed 
general manager of the Indian- 
apolis plant, in June, 1954, the 
New Castle and Kokomo plants 
were placed under his direction. 


No Ford Stock Sale 


Seen Until Year’s End 


NEW YORK.—The Ford Foun- 
dation won’t sell any of its Ford 
Motor Co. stock until “the latter 
part of this year, if then,” H. 
Rowan Gaither jr., foundation 
president, has revealed. 

He added that the trustees 
could not sell stock for several 
months at the soonest due to 
“the circumstances and the re- 
quired decisions” that must be 
made. 

The foundation holds more 
than three million shares of non- 
voting Ford stock. 











mark of 48,195 units. The old 
record of 47,907 cars was set dur- 
ing the last week of April. Mer- 
cury’s production last week was 
just short of the record 10,634 
units built during the week ended 
Apr. 23. 

Chevrolet increased its sched- 
ules to 40,000 last week, as Cadillac 
and Pontiac remained steady in the 
3,200 and 13,000 brackets respec- 
tively. GM’s total production last 
week was 90,840, second only to its 
alltime weekly record of 91,940 
units produced during the last 
week of April. 

* + * 


a Corp., which is pro- 
ducing at a 120 percent faster 
clip than during the same period 
of ’54, produced 33,600 cars last 
week, a decided upturn from the 
30,973 units turned out the previ- 
ous week. 


Dodge jumped back into the 7,500- 
a-week class last week, following 
a drop to 5,202 cars during the 
previous week. Walkouts at the 
Dodge Main plant cut heavily into 
Dodge’s production the previous 
week. 

Plymouth continued in the 19,- 
000 bracket, while DeSoto re- 
mained steady in the 3,000 class 
and Chrysler division jumped its 
schedules slightly to 4,100. Chrys- 
ler division also was hampered 
by labor troubles the preceding 
week. 

American Motors eliminated the 
second shift last week at its Mil- 
waukee body plant as the corpora- 
tion began leveling off its output. 
Total Nash, Hudson and Rambler 
production in May is scheduled at 
20,000 units, officials said. 

* * * 


G*UlasAken continued steady 
in the 3,200-a-week class while 
Packard scheduled 2,110 cars last 
week. 


Kaiser got back into production 
slowly the preceding week as only 
19 units rolled from the lines, but 
upped schedules to 50 units last 
week. The company had expected 
to make 500 Kaisers both in May 
and June. 

Truck production last week to- 
taled 30,245, a slight increase over 
the 30,060 units built the previous 


week. 
= = 7 


2 Ford Division Plants 
Better ’54 Output Pace 


ST. PAUL.—Ford division’s Twin 
Cities assembly plant set a four- 
month production mark of 45,966 
cars and trucks this year, accord- 
ing to Robert Elliott, plant man- 
aoe. Production for April was 11,- 

At the same time, William J. 
Swallow, manager of Ford divi- 
sion’s Buffalo plant, announced 
that his plant produced 36,771 cars 
and trucks during the first four 
months, as compared with 28,478 
during the same period a year ago. 

Twin Cities’ total compared with 
a turnout of 38,736 units during 
the first four months of 1954, and 
an April, 1954, output of 10,353 
vehicles. 

It marked the fourth consecutive 
month that output has topped its 
corresponding 1954 month, Elliott 
said. 

April’s output at the Buffalo 
plant was 9,294 vehicles, 13 percent 
ahead of the corresponding 1954 
month, but 559 units short of the 
alltime record set in March, Swal- 
low said. 


Dallas Dealers 
Elect Lacey 


DALLAS. — Harry H. Lacey, of 
Strayhorn-Lacey Buick Co., has 
been elected president of the Au- 
seactas New Car Dealers of Dal- 
as 


Directors include John J. Horn 
jr.. W. W. Calhoun, Clifton L. Den- 
nard, D. L. Johnson, Thomas R. 
Maher, Fred Oakley, J. B. Orand, 
George R. Ranes and W. D. 
DeSanders. 
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DETROIT, May 16: The U. S. 
Olympic Committee is receiving 
the full support of the entire motor 
industry asit prepares for America’s 
participation in the international 
games to be held in Melbourne, 
Australia in early 1956. Individually 
and as corporations, the motor 
makers have made important con- 
tributions to the Olympic Com- 
mittee’s Fund Raising Drive. First 
major test for Uncle Sam’s pros- 
pective Olympic representatives 
was at the Pan-American Sports 
Congress Games where America’s 
athletes walked off with top honors. 
Interestingly enough, a Nash Ram- 
bler served as official car for the 
U. S. Olympic Committee members 
in attendance at the Games, held 
in Mexico City. 


® 
248 new dealers have joined the Nash 


‘amily since the first of the year, fifty- 
as ib the ib days. The frecdlh of 


the Nash line, the public acceptance of 
the cars and the ay otential wit 

the revolutionary Ke Dealers Volume 
Investment Fund are among the — 


responsible for the “swing to 
according to the new dealers. 





Today’s trend to large families is 
one of the basic factors behind 
economists’ predictions of a con- 
tinued growth in the automobile 
market. E. J. Wills, Nash dealer in 
Twin Falls, Idaho, has concrete 
proof of what large families can 
mean to automobile: sales. He 
recently sold 13 Nash cars to the 
members of the family of Dave 
Aslett of the Idaho community. 
The Aslett family took delivery of 
their new cars at the Nash factory 
at Kenosha, Wisconsin, and staged 
the world’s largest ‘“‘one-family” 
driveaway. 
The soundest, most far reaching used car 
merchandising program in automotive 
history—the exclusive Nash Dealers 
Bo Select Used Car Program— 
received its public introduction via a full 
page color advertisement in the Sunday 
Supplement—T HIS W EEK—on May 8th. 
Subsequent Bonded Used Car ads will 
+p ear in PARADE, FAMILY 
EEKLY and selected newspapers in 
the near future. A $1,000,000 Bond 
posted with the Detroit Bank, Detroit, 
Mich., protects the purchasers of Bonded 
Used Cars sold by Nash dealers. 


Dr. M. C. Makoy of Ann Arbor, 
Mich., takes a back seat to no one 
as a loyal Nash owner. Dr. Makoy, 
who has owned and driven Nash 
ears for 30 consecutive years, 
recently took delivery of his 8th 
Nash from Nye Motor Sales, Inc. 
in the University City. Two of the 
cars were driven 10 years each. 


First two winners in the current Treasure 
Chest Campaign for Nash dealers’ sales- 
men were Walter Dunivin of Skyway 
Auto Sales, Dal & if., and Ray- 
mond Maycroft, Corey Nash, Inc., 
Rochester, N.Y. Each won $100 in the 


first of five drawings to be held during 
the Campaign. 


ALL INTERESTED PARTIES CAN 
RECEIVE FULL INFORMATION 
ABOUT THE DEALER VOLUME 
INVESTMENT FUND AND THE 
LIBERAL PROVISIONS OF THE 
NASH FRANCHISE BY WRITING 
IN CONFIDENCE TO DEALER 
DEVELOPMENT DEPARTMENT, 
NASH MOTORS DIVISION, 
AMERICAN MOTORS CORP., 
14250 PLYMOUTH ROAD, 
DETROIT 32, MICHIGAN, 
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Tracy, Whittle, 
Light Head Up 
3 Nash Zones 


DETROIT. — Appointments of 
new Nash zone managers in Bos- 
ton, Memphis and Pittsburgh were 
announced last week by Roy Aber- 
nethy, Nash sales vice-president. 








New head of the Boston zone is 
Albert E. Tracy; of the Memphis 
zone, L. R. Whittle, and of the 
Pittsburgh zone, Robert W. Light. 


Tracy succeeds Frank Marr, who 


died Apr. 23. Tracy, former assist- 


LEADING USED-CAR AUCTIONS — 
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ant Boston zone manager, joined | 


He had served as assistant zone 
chief since 1952. 

Whittle had been in the Central 
Office in Detroit as merger coor- 
dinator since July, 1954. He joined 


| Nash in 1946 as a district manager. | 


the company in 1946 as business | 


management manager of the Mem- 
phis zone. 

Light also joined Nash in 1946, 
as district manager in the Cleve- 
land zone. He had been assistant 
Philadelphia zone manager for the 
last nine months. Before that he 
held the same post in Cleveland. 


| 
| 
| Reaching an estimated 


| RATES: TWENTY-TWO CENTS 


150,000 


readers 


engaged 


PER WORD FOR EACH 





CLASSIFIED WANT ADS 


in all branches of the nation's automotive LTTE tie B 


INSERTION 


POSITION WANTED ADS, 


llc PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 


Add One 


Box Number ads are forwarded to advertiser 


($1) 
. unopened. Display ads 


eFel ite Te 


per insertion for use of a box number. Replies to 


$12.30 per column inch. CLOSING: 


TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., 


IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 


Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David 8. 
John W. 


Becker 


AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


! EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





EVERY WEDNESDAY AT NOON 


Irving C. Mondore, 


Owner 
Box 494 Cortiand, N. Y. 








NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 











MANHEIM AUTO 


MANHEIM, PA. 
On Route No. 72—4 Miles Off 
Pa. Turnpike 
10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


r Modern Bidg. & Restaurant 
i Member of N.U.C.D.A. & N.A.A.A, 


Phone Manheim 5-2401 








EAST NORTH CENTRAL 








WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE, 1-9694 


| 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Poute 20A Phone 9009 


| 


GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Haif a west of Grandville. 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 


8 Years Old 
14 Miles West of Grand Rapids, Mich. 
en US-16 








DEALERS SAY 
Our greatest dollar values are ot 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 








EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located Y mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


Phone Dunkirk 3-0150 





EAST SOUTH CENTRAL 


MANEY 
AUTO AUCTION 


HUNTSVILLE, ALA. 


Every Friday 
Checks and Titles insured by Fidelity 
Lecated in “The Heart of Dixie” 














MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 

COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All ‘51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 

Member of NUCDA, NAAA, 
Inc., and Denver Better Business 
Bureau. 


— Owners — 


Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Denver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 





Crossroads 


. where they meet . . . buyers 
and sellers ... new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
arn ad in Automotive News. 





For Quick Results 
Use Automotive News 
WANT ADS 








HELP WANTED 


BRANCH SALES 
MANAGERS WANTED 


A major company with over 100 years of 
successful experience has recently com- 
pleted a 4 year period of successful ex- 
perimentation with a relatively new prod- 
uct, 


As a result of this successful experience, 
we are ready to launch a program of 
national distribution. To achieve our ob- 
jectives we will need 146 branch managers 
now and, when fully developed, we will 
also require 23 Division Managers and 
approximately 2,000 salesmen. 


The Branch Managers we require must 
have had successful experience in hiring, 
training, and handling salesmen. Experi- 
ence has proven that top-notch automo- 
tive sales managers are able to adapt 
their backgrounds to our business quickly 
and substantially increase their earnings at 
the same time. 


Final auditors’ reports last year showed 
that 57 percent of our present group of 
Managers earned $15,000 or more with 
the top Branch Manager earning $47,000. 
This is the result of a compensation sys- 
tem geared directly to effectiveness as a 
sales manager and as a business manager 
with maximum rewards going to the most 
able men, 


Since we plan on opening the country 
systematically to insure success to all of- 
fices, we will need to know when you 
wish to make a change and the location 
you prefer. If you believe you are qual- 
ified, send full particulars to: 


R. B. Johnson 


Assistant to the Vice-President 


P.O. Box 5168 
Chicago 80, Illinois 





AUTOMOTIVE SALES MANAGER. One of 


Milwaukee’s largest General Motors deal- 
ers offers an opportunity to the right 
man capable of heading up a volume 
sales operation. New or used car sales 
manager position can be filled. Applicant 
must be capable of leading a large sales 
force; must be between 35 and 45 years 
of age, a good organizer and have a suc- 
cessful background in the retail automo- 
tive field. This position offers a high 
earning potential for a hard working, 
aggressive man who can take charge. 
Give all particulars regarding your total 
automotive experience including age, 
marital status and present earnings. All 
replies strictly confidential. Box 4921, 
c/o Automotive News, Detroit 26. 


WANTED—MANAGING PARTNER. Will 


consider application from qualified retail 
automobile sales executive to accept full 
management responsibility operating vol- 
ume Lincoln-Mercury dealership. Inactive 
owner, Liberal salary and percentage of 
net profits. Will also consider selling part 
or all interest over period of time. Reply 
with complete details past experience. 
This is an outstanding opportunity. Box 
4912, c/o Automotive News, Detroit 26. 


SALESMEN 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


WANTED—GENERAL MANAGER. A life- 


time opportunity is now available for 
the man who qualifies. Management of 
volume Ford dealership with good salary 
and liberal percentage of net profit be- 
fore income taxes covered by written 
contract. For the right man, will also 
consider written agreement for purchase 


of substantial interest from bonus. Look- § 


ing for experienced young proven mer- 
chandiser with executive qualifications 
but not necessarily management experi- 
ence other than sales. Reply, giving full 
personal and business history on strictly 
confidential basis. Box 4911, c/o Auto- 
motive News, Detroit 26. 


WANTED. Interested in a 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. Many 
territories open. No objections to non- 
conflicting side line. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N. J. 


AUTO FLEET 
SALESMEN 


We want a seasoned automotive sales 
executive who thinks big and is accus- 
tomed to dealing with top executives 
of the country’s Blue Chip corpora- 
tions. You will be backed by a multi- 
ple dealership strategically located to 
sell 42% of a nationally dispersed 
fleet. Your orders will be processed 
through our various dealerships, which 
will make direct local delivery, pick 
up exchange cars and render on-the- 
spot service. Our current fleet sales 
volume is running in excess of 5,000 
units per year. Excellent earning pos- 
sibilities on a salary-plus-bonus ar- 
rangement. The position calls for a 
moderate amount of traveling. Write 
in full—and in complete confidence— 
to: National Fleet Sales Division, Don 
Allen Chevrolet, 1775 Broadway, New 
York 19, N. Y. 





WANTED 


Men who are enthusiastic about flying and 
selling. Regional sales position—Domestic or 
Export—available with world's leading busi- 
ness aircraft company. 

Unlimited opportunities with relatively small 
company which is growing fast and needs 
men to grow with it. 

The men we seek must be competent pilots 
and enthusiastic about flying and the future 
of flying but they must be equally skilled in 
and enthusiastic about sales management. 

Wholesale sales management experience, 
including administering sales program with 
distributor-dealer organization is needed. 

Retail experience in automotive, farm 
equipment or similar field also desirable. 

Must be willing to travel and live in 
Wichita. Send resume of sales and flying ex- 
perience with recent photo to Employment 
Manager. (No phone calls please.) 


CESSNA AIRCRAFT COMPANY 
WICHITA, KANSAS 


AUTO FINANCE EXECUTIVES 


Rapidly expanding automobile finance company 
requires top-flight Sales and Operations Execu- 


tives. 


These positions require men of proven ability who 
have served in similar capacities at division or 


home office levels. 


Men chosen will be expected to initiate and direct 
sales or operations programs. 


Salary scaled to responsibility. Multiple benefits. 


Apply Box 4899, c/o Automotive News, 
Detroit 26 
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HELP WANTED 

gseD CAR SALES MANAGER. A pros- 
perous, long-established (24 years same 
jgcatiorn) Nash dealership is anxious to 
a capable used car manager be- 
tween the ages of 30 to 45. This is a 
ed position with a starting salary 
of $500 per month plus bonuses. Man 
glected must be a strong closer of own 
and salesmen’s deals, able to appraise 
and run all phases of used car op- 
gation. Only a person of good personal 
habits considered. Please send complete 
e in first letter. Apply to Southern 


Motors of Savannah, Inc., 301 E. Brough- 
ton St., Savannah, Ga. Phone 4-3478. 


__ 


sales Representatives Wanted 


To sell! and supervise installation and opera- 
tion of unusual merchandising program. No 
competition; franchise agreement available. 
Dealer contact experience of automotive 
background in sales or service required. Our 
sais representatives enjoy permanent, digni- 
fied, high income bracket positions. Program 
approved by major automotive manufacturers 
and sold internationally. Expansion program 
provides immediate openings over the entire 
. $., Canada and Alaska. 


Siweite Sales Engineering Institute, Inc., P.O. 

150, Detroit Lakes, Minn., giving full 
s and recommendations; appointments 
be arranged. 
















TOMOBILE SALESMAN WANTED. 
-Plymouth products. We have an 
for a senior salesman with a 
gales record. This is an excep- 
opportunity if you can qualify. 
immediately. Apply P. O. Box 206, 
Ohio, or Phone DI 4-1010. 


ic MANAGER—Suburban Harris- 
Pe. Progressive 200 car Buick 
a needs qualified man to handle 
all phases of service operation. Salary 
and percentage. Full particulars first 
letter. Box 4893, c/o Automotive News, 
Detroit 26. 
SALES MANAGER WANTED for automo- 
tive replacement manufacturer. We want 
aman with experience in selling func- 
tional engine parts to the automotive 
jobber, motor rebuilder, etc. Salary, pen- 
sion, insurance. Box 4901, c/o Automo- 
tive News, Detroit 26. 








POSITION WANTED 


classification for the 
employment, 
accepted at 
alles iba lle per 
d for each insertion. $1.00 per in- 
TL Lae Le 1 a ee 
advance a ihete- the -(--t 1 
display ads in this section.) 


encourage this 
of those seeking 
Wanted Ads 
ia To Deitel rates 


efit 


aha) tole 





00D MANAGEMENT! Today’s most im- 
portant factor. 18 years’ volume opera- 
tions. Hire, train, supervise. Fast mov- 
ing, dynamic energy plus ability, honesty, 
integrity you can depend on. Moved 1900 
GM in 1954. Now Chicago area (will re- 
locate), 39, family, good habits, appear- 
ance, (ex-dealer), impeachable references. 
Box 4902, c/o Automotive News, Detroit 
%. 


BUSINESS MANAGER or office manager. 
Nine years’ experience in the General 
Motors accounting and business manage- 
» ment field with a large retail dealer. 
Married, no children, 33 years old, 
plenty of experience in other parts of 
the business besides accounting. Would 
be interested in midwest or western 
United States. Box 4910, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


OR SALE—“‘BIG THREE” auto deaier- 
ship with or without a truck franchise. 
1450 units per year with fast growing 
potential in southwest’s fastest growing 
little city of 25,000, Will lease modern 
building. $20,000 for equipment, fixtures 
and parts. Wonderful buy for man with 

Pp experience. Reason for selling 
—gone into oil business. Box 4856, c/o 
Automotive News, Detroit 26. 


EALERSHIP HANDLING Chevrolet — 
20 car potential, Made owner $51,000 
in 1953—$34,600 in 1954. Splendid opera- 
tion in fine central New York State. No 
teal estate. Fixed assets $58,000. Move 
fast for good profits here now. Box 4905, 
¢/o0 Automotive News, Detroit 26. 


EALERSHIP HANDLING CHEVROLET. 
Only dealer in a city of 1,100—in good 
€ community in western Wiscon- 

sin, $30,000 will handle parts and equip- 
at inventory. Building and used 
lot can be leased or purchased, No 
sky. Have other interests. Box 4906, 
Automotive News, Detroit 26. 


PALERSHIP HANDLING STUDEBAKER 

s from Chicago. Inventory and 
priced for quick sale. Excel- 
location in trading area of 50,000. 
wased building with low rent available. 
used car lot. Box 4907, c/o Auto- 
Motive News, Detroit 26. 


) RSHIP HANDLING DODGE and 
Plymouth in Texas. Located on fringe of 
large metropolitan area in city of 14,000. 
Will sell or lease building, recently re- 
Modeled. Potential unlimited. Excellent 
Personnel. Good equipment, Owner's ad. 
= 4908, c/o Automotive News, Detroit 
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fEAR-OLD DEALERSHIP in midwest- 
tn city of million people handling Hud- 
%n. Will sell for $15,000—30% of inven- 

- No used cars or receivables, Large 
building and large adjoining lot available 
at reasonable lease. No red ink in 20 
Years, Owner retiring. Box 4904, c/o 
Automotive News, Detroit 26. 













COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


utomotive News will not divulge the 
pame of any classified advertiser using 
box number. For our readers who 
sh to protect their identity when an- 
wering box number ads, we suggest 
you send your replies direct to Classified 
hager, Automotive News. Enclose a 
listing the concerns which you 
sould not want your letter to reach. 
Sur reply will be destroyed if the ad- 

r is one you have mentioned; 
~erwise it will be forwarded im- 
mediately to the advertiser. 
















DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DODGE-Plym- 
outh and Dodge truck. Located approxi- 
mately 85 miles from Los Angeles, Calif. 
Doing business in 175,000 population, 
fastest growing area in U. 8S. 600 to 750 
new-car potential. Did $330,000 volume 
last month with 73 new-car sales, Under 
one ownership in same location for 18 
years—business netted over 1% million 
dollars. Good for $70,000 net profit bal- 
ance of this year. For quick action will 
take $50,000 cash for about $75,000 worth 
of permanent assets. Nothing else to buy. 
My doctor tells me to sell at once, Box 
4903, c/o Automotive News, Detroit 26. 


LUCRATIVE DEAL HANDLING Dodge- 
Plymouth, Western part of Ohio. Rich 
agricultural and industrial area. Sales in 
1954, $324,000; net profit $12,685; higher 
in 1955. Low rental, Selling to take over 
larger deal. Total price of parts and 
equipment—$24,000. Terms. Box 4890, 
c/o Automotive News, Detroit 26. 


100-150 CAR DEALERSHIP—One of ‘Big 
Two.’’ Pleasant town, eastern New York. 
Over $400,000 volume. Absorption—60%. 
Excellent help. No receivables or blue 
sky. Approximately $40,000 plus factory 
approval will handle. Address Box 4897, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Chrysler products including MoPar parts 
wholesale. Big eastern population area. 
400 car potential plus parts wholesale. 
With or without real estate. Box 4922, 
c/o Automotive News, Detroit 26. 


TEXAS DEALER HANDLING Packard. 
Modern facilities. Excellent lease. Texas’ 
most progressive city of over 100,000. 
Priced right. Liberal terms, Write Box 
4923, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING WLodge-Plym- 
outh in midwest — 1,200 car contract. 
Leas.d building, moderate rent. Will sell 
for inventory plus depreciated value of 
equipment. Will finance deal. Box 4867, 
c/o Automotive News, Detroit 26. 


GMC DEALERSHIP FOR SALE in the 
south, heart of the oil industry, in city 
with population of 175,200. New build- 
ing with long term lease and plenty 
parking area. Best location, industrial 
area with lots of heavy duty truck ac- 
tivity. Will take about $60,000 or $70,000 
to handle. Present owner is in ill health. 
Box 4914, c/o Automotive News, Detroit 
26. 


AGENCY HANDLING NASH. Fine busi- 
ness, excellent location— north Jersey, 
best automobile area. Top notch service 
following and parts business. Profitable 
operation. No factory pressure. Priced 
right. Box 4915, c/o Automotive News, 
Detroit 26. 


PROFITABLE AGENCY handling Lincoln- 
Mercury. Northern N. Y., 10,000 popula- 
tion. 90-100 new units. Equipment and 
parts approximately $22,000. Buy or lease 
building. Box 4916, c/o Automotive 
News, Detroit 26. 


FOR SALE — MICHIGAN dealership han- 
dling Dodge and Plymouth near large 
city. Successfully operated by same owner 
for twenty-five years. Box 4891, c/o Au- 
tomotive News, Detroit 26, 


FOR SALE—‘'BIG THREE” dealership 
located in Detroit. Will lease modern 
building with 21,000 square foot, money 
making used car lot adjacent to build- 
ing. Roomy customer parking lot, fully 
equipped shop, complete office equipment. 
Excellent help. Only $15,000 for parts 
and accessory inventory No receivables. 
Must kave factory approval. Reason 
for selling—closing of an estate. Box 
4924, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


WILL PURCHASE General Motors, For: 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4879, c/o Automo- 
tive News. Detroit 26 


ONE OF “BIG THREE’’ — 100-200 car 
franchise. New York, New Jersey, Con- 
necticut. Factory approval assured. Will 
act fast for attractive proposition. Write 
fully, Box 4909, c/o Automotive News, 
Detroit 26. 


DESIRE SUBSTANTIAL ‘Big Two’’ deal- 
ership — New York metropolitan area. 
Factory approval assured. Queens Hill 
Motors, Inc., 139-40 Queens Blvd, Ja- 
maica 35. N. Y. Axtel 7-5454. 

FORD OR CHEVROLET, single or dual, 
150-250 units, southeast coast Florida. 
Prefer to lease real estate or will buy. 
Factory approval. Box 4913, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 


Nationwide Dealers 


DRIVE-A-WAY 
SERVICE 


BONDED DELIVERY OF NEW 
OR USED CARS ANYWHERE 
IN THE COUNTRY FROM 
DETROIT 


The Low Cost Will 
Amaze You 


Write for Details to 


FRED W. SCAIFE 


AAA Transportation Co. 


2929 WOODWARD AVE. 
DETROIT 1, MICH. 


Phone Temple 1-8970 





INVENTORY SERVICE 





Full time experts. No pick-up part time help 
SAVE MONEY 
Call or Write for Service Details 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





BUSINESS OPPORTUNITIES 


EXCELLENT OPPORTUNITY to acquire 
auto agency in prosperous and progres- 
sive community. Owners retiring and will 
sacrifice equipment and inventory. Line 
has excellent acceptance. For details, con- 
tact Strout Realty, New Philadelphia, 
Ohio. 


AUTO MOTEL BUYERS 
V.L.P. MOTEL 


Buyers and Investors. Opportunity of 


a lifetime. A beautiful, large, new, 
magnificent motel on ground worth 
$100,000. Builder needs a good work- 
ing manager and partner to run same. 
Will give half interest for $50,000 
down. Will run $113,000 a year plus 
with 80% occupancy. 


ORIGINAL LOVE 
32 years of service. As near as your 
telephone. 630 El Camino, Redwood 
City, Calif. Emerson 6-5797. Eves. Em 
6-6615. 





PARTS FOR SALE 


FOR SALE—NEW FORD car and truck 
parts. One lot, $2,000 dealer cost. Bids 
requested on lot basis. Upon request, 
specifications will be furnished. Quantico 
Motor Co., Inc., Triangle, Va. Phone 
Tr. 5-7505. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 
SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





$7,532 RETAIL 
NEW CHEVROLET PARTS 
for $3,000 
Fits 1929-1946 


Catalog on Request 
CURRY MOTOR COMPANY 








PARTS WANTED 


WANTED—KAISER, HENRY J, Willys, 
Crosley parts. Send parts list for quota- 
tion. Hadsall Motors, 7500 E. Colfax, 
Denver, Colo. 


CARS FOR SALE 
1927 CHEVROLET COUPE, A-1 condition. 
Can be bought reasonable. Will answer 
all correspondence. Huck Tacsik, 434 N. 
State St., Girard, Ohio. 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion. 


Robinson Auto Rental, Inc. 
229 $. Hansen St. Philedeiphia, Pa. 


l. EB Spetig, Used Car Manager 
Sherweed 8-1500 





For Quick Results 
Use Automotive News 
WANT ADS 


CARS FOR SALE 


ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7.2300 








CARS WANTED 


50 CADILLAC, CHRYSLER and DeSoto 
V8—eight passengers, 1952 to 1954 sharp 
cars. Priced right, McClintock-Cadillac, 
Phone IV. 75046, Lansing, Mich. 


TRUCKS FOR SALE 


FOR SALE — 1941 CADILLAC hearse, 
20,000 miles. New tires. Just like new 
inside and out. Body by Sears and Seo- 
vill. Reasonable offer or trade. Box 4917, 
c/o Automotive News, Detroit 26. 


WHITEHEAD & KALE trailer with 1950 
Chevrolet tractor. Trailer revamped to 
haul 1955 models. Complete outfit in good 
operating condition. Equipped with air. 
Will pass I.C.C. in any state. Box 4898, 
c/o Automotive News, Detroit 26. 


TRUCKS WANTED 


WANTED—USED JEEPS, Willys 4x4 sta- 
tion wagons and pickups. Prefer trans- 
port load. Call, wire or phone Kurland 
Motors, 1134 Broadway, Denver, Colo. 


TRUCK EQUIPMENT WANTED 


WANTED TO BUY — Good used power 
wrecker body, complete, to fit short 
wheel base (SWB) Dodge truck. State 
condition and price. Lorenz Garage, Bow- 
man, N. D. 


BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers, One or twenty, also airpor- 
ters. Dealer, Box 4748, c/o Automotive 
News, Detroit 26. 


OFFICE EQUIPMENT FOR SALE 


EXECUTIVE’S WALNUT SWIVEL oak 
grained leather chair and four arm chairs 
to match. Also walnut desk, glass top 
and desk pad. Like new, reasonable. 
2 4919, c/o Automotive News, Detroit 
6. 


SHOP EQUIPMENT FOR SALE 


FOR SALE OR TRADE, Bear front end 
and frame machine complete with all 
gauges and tools. Very little use—orig- 
inal owners. Original price $1,500. Will 
sell outright or trade for a truck brake 
tester. Make us an offer. Pollard Motor 
Co., 210 N. York St., Elmhurst, Ill. 


SHOP EQUIPMENT FOR SALE 


REPLACEMENT PART DIES, excellent 
condition for GM, Nos. 4576034, 
928515x, 4586327, 4596152, 4561013 and 
4600310; for jford, No, 358392-S8, Write 
a 4918, c/o Automotive News, Detroit 
6. 


AMMCO HONING MACHINE. Star brake 
riveting machine. New 3,000 watt A.C. 
power plant display turn table. Box 4920, 
c/o Automotive News, Detroit 26. 


FOR SALE—WEAVER combination align- 
ment and brake tester, model No. W.Y. 
25. New. Dealer cost—$962. Sacrifice— 
$695. S. J. Reynolds Garage, 633 Main 
St., Poughkeepsie, N, Y. 


LATE MODEL BEAR FRAME straightener 
and front end equipment. Late Model 
Auto Parts Co., 2045 Poydras St., New 
Orleans, La., Phone Ma, 2737. 


MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 
MOTO-MATIC 
TOW ¢ GUIDE 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 





WE DARE 
YOU 
TO READ THIS! 


Why? If you are a new or used car dealer, you will take advantage of the 

opportunity to buy our 1952-1953 and 1954 Fords, Plymouths and Chevrolets 

at our new lower prices and really make a handsome profit. These cars are 

all one owner cars and in excellent condition—ready for your lot or show- 

room. A large selection of colors to choose from. No need to stand around 

waiting for a car on the block. Our cars are displayed indoors where you can | 
select from over 200 really beautiful cars. Special prices on purchases of 4 or 

more and transport service can be arranged. See these cars at 


13315 Brookpark Rd. 
Cleveland 11, Ohio 
Winton 1-7660 


4038 Chestnut St. 
Philadelphia 4, Pa. 
Evergreen 2-0400 


THE R. A. COMPANY 


“World's largest wholesaler of fine used cars" 
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New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


All Other Countries — One Year $12 [] or Two Years $20 [J 
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IN EVERY USED PLYMOUTH 


HELPS SELL MORE USED PLYMOUTHS FASTER 
WITH LESS EXPENSE THAN ANY OTHER MAKE! 


It would take a special jumbo odometer like this to register 
the kind of mileage Plymouth owners and cab drivers report 
from all over the country. 


It’s Plymouth’s unmatched ability to deliver more trouble- 
free mileage that makes it such a desirable trade-in. Sell 
that unused mileage simply, with these two facts: 


Plymouth ranks No. 1 in the toughest, biggest 
round-the-clock proving ground of automo- 
tive endurance, for there are more Plymouths 
used as taxicabs than all other makes com- 
bined! (Further, Plymouth leads its field in 
victories in national stock car races! ) 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 
Plymouth CarA Car B 


RESISTOR-TYPE SPARK PLUGS. ....... 
EXHAUST VALVE SEAT INSERTS ....... 
CHAIN-TYPE CAMSHAFT DRIVE ....... 
CILITS PUEL FILTER 1.4.6 es ce ce eee 
FLOATING OIL INTAKE. .... ee eevee 
ROTOR-TYPE OIL PUMP .....- see 
OIL BATH AIR CLEANER .. 1... cc eeene 
SAFETY-RIM WHEELS .....-cccecee 


BEST BUY NEW...BEST BUY USED! PLYMOUTH & 


2-CYLINDER FRONT BRAKES ......... 
INDEPENDENT PARKING BRAKE ....... 
ELECTRIC WINDSHIELD WIPERS....... 
ORIFLOW SHOCK ABSORBERS ........ 
WIDEST, MOST RIGID FRAME ........ 
Cl WU PLATO. 8 Se ee ee i eee 
BAKED-ENAMEL FINIGH .. 2.2. sce eaes 


Through the years, Plymouth 
has “out-engineered” eve 
other make in its class. Prod 
“the facts favor Plymouth” 
Show these features to you 
customers: 


Plymouth CarA Car B 


YES NO 
YES NO 
YES NO 
YES NO 
YES NO 
YES NO 
YES NO 


*Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 
year. Most of these Plymouth engineering advantages apply in other model years as well. 
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